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Wanted: Career Men 
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How To Reduce Costs 
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PRICE $385.00—1/2 TO 2-INCH 


Here’s Why 


“They” Buy and Like 


i» BEAVER 


MODEL “E” 


pipe and bolt machine 


@ Lightweight, economical 
Beaver Model E, weighing 185 
lbs., cuts, threads and reams 
all kinds of pipe... from “% 
to 2-inch. Using a drive shaft 
and geared tools, it cuts and 
threads all sizes of pipe from 
2% up to 8inch. It threads 
bolts and rods up to 12-inch 
in one cut; up to 2-inch in two 
cuts. With the wheel cutter it 
cuts off bolts and rods up to 7” 
inch ... with the knife cutter 
(special) it cuts, grooves or 
bevels 2 to 2-inch pipe. 

In addition to the features illus- 
trated, the Beaver Model E has 
a one-piece weldment base, a 
high-speed weather-proof 
motor mounted to permit a 
cooling flow of air, a reversible 
oil pump, quick opening die- 





THE BEAVER WAY —— ELIMINATES 


SPINOLE “WHIP” AND WORN BEARINGS 
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heads—with a choice of 195 
kinds and sizes of dies; ball- 
bearing, self-centering wheel 
and-roller cutoff, for pipe or 
bolts; safety switch lock; heavy 
duty 72-inch chuck; eccentric 
cam-type pipe support; and a 
choice of 110/115 or 220/230 
volt universal motor for use on 
AC or DC, 25 to 60 cycle. 

When you sell the Beaver 
Model E to your customers, 
you are selling the top quality 
pipe and bolt machine in the 
lightweight economy field. 
Write for our latest catalog for 
information on the complete 
line of Beaver pipe tools. 

“Over 50 Years of Friendly Service” 
BEAVER PIPE TOOLS 
216-300 Dana Ave. 
Warren, Ohio, U.S.A. 














Right-handed — like a lathe — conforming to 
standard machine tool practice. All controls 
at operator's finger tips 














The gears run in oil! Quieter running and 
longer lasting because less friction Only 
Beaver offers this in the low price class! 
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Handy chip tray—removable for cleaning— 
perforated to facilitate prompt oi! circulation 
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Exaggerated view showing why pipe support 
should be independent of the spindle to 
prevent spindie whip.” worn bearings and 
flat-sided threads 
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Safety Switch Lock—prevents starting motor 
with wrench in chuck Protects operator and 
machine from injury and damage 
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A rugged welded steel stand is available for 
the Model E. Steel or rubber-tired wheels 
Cut shows how large pipe is threaded with 
geared threader and drive shaft 





Bronze | 
BEARINGS| -+ 
FRONT a 
AND 
BACK 











Renewable bronze bearings on both ends of 
the spindle insure long life and proper spindle 
alignment. Easily replaced! 
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12. PART  invoice-pur- 
chase order form has cut 
paperwork on direct ship- 
ments 4 Birmingham 
company tells how it 
works on page 82 


ee 


SALESMEN SPEAK UP—on many occasions, to be 
sure. However, this time, two of them discuss the 
relative merits of specialized and general line selling 
\ Utica salesman follows the first course (with ex 
cellent reasons and results) while a Bridgeport man 
chooses the latter type (with equally good reasons 
and results Turn to page 98 and find out how 
each presents—and backs up—his case 


a 


EVERYBODY gets into 
the act in this new sales 
campaign On page 90, 
you'll read about the fea 
tures of a year-long, dou 
ble-purpose campaign of a 
Richmond supply house. 


CAREER opportunities in 
the industrial supply field 
exist im increasmg num 
bers. A 6-page article tells 
about three novel meth 
ods used by distributors to 
recruit personnel. It be 
ns On page S4 


—— 


COMMUNICATION COSTS can add up to a 
healthy (or in some cases, unhealthy) sum. ‘Two dis 
tributors—one in Baltimore and one in Long Island 
City—found a way to cut down on the cost without 
icrificing time and efficiency. You'll find out on 
page 94 how the installation of a teletype system was 
the solution 


—— 


TRIM THE COST of 
perpetual inventory system 

that’s a worthy objective 
Read how a _ Holyoke 
house uses one card in- 
stead of six to do just that 
Page 102 





The American Farmer 
Talk of the Trade 


Editorial 


REGULAR FEATURES 


Supply Sales Trends , 114 News . 


Price Index oe 118 On the 


Market T 


The Outlook for Business 120) = Sales Helps 





BUTTON 
me SF, HEAD 
oa wy Socket Cap Screw 


Guaranteed Unfailing Performance 


Industrial Distributors like the Holo-Krome 100% 
Distribufor Sales Policy. Your territory may be open. 
Interested Write for details! 

aes 


| HOLO-KROME 
Completely lold 
SOCKET SCREWS 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN, U.S.A. 
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oe STAIBUTOR NEWS 


*S Important Differences in Screw Conveyors 


bog? 


Smooth operation of Electrofluid 
Drives helps wool and cotton 
cards produce better results. 


Textiles are Big 
Link-Belt Market 


Throughout the nation, the 
textile industry 
market for a wide range of Link 
Belt products. Link-Belt distribu 
tors will find many power trans 


represents a 


mission and conveying applica 
tions in this field. Fluid, enclosed 
gear, and P.LV. drives ball 
and roller roller 
and silent chain drives . . . chain 
conveyors—all are in demand 
for textile production. Remem 
bering Link-Belt in your textile 
market will bring 
you additional orders and repeat 


bearings 


promotion 


sales. 


Silent Chain Drives 
Best for High Speed 


When a drive problem calls for 
positive, non-slip dependability 
at high speeds, nothing does the 
Link-Belt Sil 
What's 
eth 


job better than 
verstreak Silent Chain 
more, the better-than-98 
ciency is sustained throughout 
many years of service 

For pulling power, Silver- 
streak Silent Chain has a 
tive tooth-to-tooth meshing ac- 


posi- 


tion. There's no chance of slip- 
page. The elimi- 
nates the dangers that come with 
one or belts in a group 
carrying more than their share 
of the load 

Initial 
Higher 
motors anc controls Th on 


bined 


single strand 


more 


costs too, are lower 


speeds permit smaller 


with negligible mainte 
r customer over 


by any 


nance gives yo 


all economy unmatched 


other type of drive 


Give Link-Belt Distributors Selling Edge 


UNIFORM PITCH 


| rate forming, producing uniformity 


ONLY SPECIALLY SELECTED STEELS 


assuring 


Link-Belt's 


specihcations 


rigid 


| surfaces 


Specialized modern machinery 


assures accu- 
in flighting curvature 
meet 
flight 


used to 
smooth 


are 


STRAIGHTNESS is checked before shipping and extra 


SINGLE WORM 


Link-Belt Builds Many Types of Worm 
Gear Drives, Offers Users Wide Choice 


right-an 
iS prime 


Convenient, compact 


gle connection to vario 
movers and drive 
offered by Link-Belt's complete 
line of single, double and heli 
cal- worm gear drive All are 
available in both horizontal or 
vertical housings, with either 
} ms _ 


n equipment is 


single or ib] 
furnishing the ar r many 
industrial ap} 


( 


HELICAL-WORM 


| care is taken in handling and loading 


DRIVES Link-Belt 
builds a complete 
line of gear and chain 
drives, couplings, 
bearings. One proved 
source, one respon 
sibility. 


TROUGHS are accurately 
fabricated to assure bet- 
ter fit of all components 
Link-Belt offers a choice 
of metals to fit your par- 
tiular application 


available in a wide 
and mountings with 


HANGERS are 
range of styles 
various bearings 


JIG-DRILLED COUPLING BOLT HOLES assure com 
plete and easy assembly. Matched fit of shaft and 
coupling prevents “play.” 
DISCHARGE SPOUTS AND GATES can be fixed or 
detachable. Flat or curved slide gates can be hand 
or rack-and-pinion operated 





GATES are available for bolting or welding in place right on 
the job to provide versatility in location of trough openings 


Designed and Built 
For Top Efficiency 


product where simplicity 
of design encourages standard 
ization, the outstanding features 
of Link-Belt 


* Sales 


Meeting ™" 
DOUBLE WORM . Dei fer a 
in Print type that's right 


for the job—with 
all components completely inte 
grated 


In a 


scrTCcw conveyor 
offer a powertul 
sales story. What 
you can oft 


Link-Belr 


Strict manufacturing accuracy 
means long-life efficiency, un- 
varying dependability and low 
maintenance service. With Link 


These efficient, long-lasting 
drives feature streamlined, inter 
nally ribbed housings machined 
to close tole rances y our custom be ifs extensive component line > 
ers can be of Link-Belr cde a system can be tailored to meet 
pendability in speed from any opes conditions. Fox 

1 to 8000:1, up to 100 hp sanitation corrosion fe 


sure 
ratios iting 

heat 
sistance, there's 


le steel or other 


a choice of stain 
And 


materials 


mie tals 
for 
particle 





there are de sign 


LINK-BELT COMPANY 
Piants f# 

Indianapolis + Philadelphia 
Chicago « Atlanta « Colmar Show 
Pa. «+ Houston + Minneay portant advantages of Link-Bcit 
lis « San Francisco « Los screw con Whatever their 
Angeles * Seatt Link-Belt line 
Book 289 


of varied viscosity size 


OF abrasivencss 


your customers the ir 
veyors 
the 


answer 


requirement 
the 


Offices in Principal Cities hold 
gives the complete story 
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This Tap Selector is the hottest pro- 
motional piece since Threadwell’s Tap 
Manual which is still going like a house 
afire. Capitalize on this one-two punch 
and get in on the good will Threadwell 
is building up for its Distributors. If you 
don’t know the Threadwell Story mail 
the coupon. You'll be amazed. 


THREADWELL TAP & DIE CO. 


GREENFIELD, MASS. U.S.A. 


Send me the Threadwell Story. 


NAME 





COMPANY 





STREET 





ZONE STATE 








city 
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The Cover 


October is “Red Feather” 
could be more fitting than that our cover 


month. So what 


subject be a past president and director 
of the Besides this 
most activity, he’s also a 


Community Chest? 
worthwhile 
leader in the educational field. To read 
more about what George Winship has 
done to make his community a better 


place to live in, turn to page 112. 
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"| Doubled Production and Increased 
Accuracy with my CLAUSING LATHES" 


“My Atlas Clausing lathes are far 
superior to other lathes in the same 
price range. I especially like their 
power and accuracy! I turn extension 

shafts for communication sets .001 

under 3/16 inch for a length of 1-1/2 

inches with a .00001 tolerance. The 

diameter must be .1865 for the full 


12” HEAVY DUTY PRECISION LATHE length. It’s easy to maintain. this 


accuracy with my Clausings and I 
: y can’t do it with other lathes I have 
The Clausing 6300 Series has every advanced feature that contributes in the shop. I get better production 
to machining speed and efficiency. It has 1” collet capacity and with the Clausings due to their 
power and rugged construction. 
om Where ordinarily I would cut 50/1000 
Timken tapered roller bearings quick change geat splash to the cut, I double it with the 
lubrication of headstock, apron, and quick change gear heavy Clausings. Actually, I doubled pro 
duty bed with 2 precision ground Vee-ways and 2 precision ground duction and increased accuracy with 
flat ways. 8 speeds, 50 to 1200 RPM. 12-3/4" swing over bed, my Clausing Lathes. They have been 


- o : on , real money-makers and their upkeep 
7-1/2” over saddle. 24”-36"-48” between cente) Before you buy any : bh I } 
. ¢ cost has been zero 








1-3/8” bore — forged steel spindle with tapered, key-lock nose — 








lathe it will be worth your while to check these and the many 


(signed) James H. Sawyer 
pm , Sawyer Metal Products 
Atlas-Clausing distributor’s. Miami, Florida 


18’ CLAUSING DRILL PRESS 
with NEW POWER FEED 


ae oe y, CLAUSING DIVISION 


other outstanding features of this fine quality lathe at your 











SEND FOR CATALOG ... TODAY! 


feed. Drive is our . 
Powered by belt from dri wee ATLAS PRESS COMPANY 
1O1T17 N. PITCHER STREET 
KALAMAZOO, MICHIGAN 





America’s finest low-cost Metal-working Machine Tools PRECISION 
MACHINE Oivition 
TOOLS ATLAS PRESS COMPANY 


LATHES * DRILL PRESSES * SHAPERS + MILLING MACHINES KALAMATOO MICHIGAN US & 
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The Most Complete 
Line of Shaft-Mounted 
Speed Reducers! 


TRI-MATIC 
OVERLOAD RELEASE 


Provides instant, positive pro- 
tection for driven machines, 
motors and reducer itself. 
Automatically (1) loosens the 
belts, (2) cuts off power, (3) 
gives a warning. 


Sold from distributors’ stocks 

in Single Reduction and 

Double Reduction series— 

with capacities from 1 to 

43 hp and output speeds 

from 12 to 330 rpm—Dodge Torque- 

Arm is the new and modern idea 
in speed reducers. 

No special engineering required. 
No foundation to provide. No flexible 
couplings. No sliding base. No lining 
up difficulties. No expensive installa- 
tion. Stock Taper-Lock sheaves pre- 
scribed for each job to provide de- 
sired speeds. Application to other 
machines is practical and easy. 

Unit is driven through any V-Belt 
Drive. Torque-Arm, fastened to any 


TORQUE-ARM BACK STOP 
Available from stock when re- 
quired. Easily installed—sealed 
inside reducer housing. Sim- 
ple, positive action prevents 
reversal. 


fixed object, anchors the reducer unit. 
Turnbuckle provides fast and accu- 
rate adjustment of belt tension. 

Torque-Arm is a speed reducer 
that saves money! 


DODGE MANUFACTURING CORPORATION 
S00 UNION STREET, MISHAWAKA, INDIANA 


of Mishawaka, Ind. 


THE TRANSMISSIONEER is featured in every 
Dodge advertisement. Prospects are urged to 
call the Transmissioneer for information about 
the products advertised and news of latest de- 
velopments in power transmission machinery. 





DODGE.TIMKEN TAPER-LOCK 


TAPER-LOCK SHEAVES, 
PILLOW BLOCKS FLEXIBLE COUPLINGS 


SEALED UFE V-BELTS 
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The American Farmer: A Major Political Problem 





The Bugs in the Unemployment Figures 
Or—What Constitutes Unemployment? 


Lik OFFICIAL GOVERNMENT ESTIMATI 
\ugust wa 
actually the 


of unemployment fot 
1,240,000, but 
ot peopl not on the job « 
than half-time is 6 times thi 
figure, approximately 7.4 million 
There were 4,924,000 
hed as emploved who were not actu 
illy at 


numD¢ 


working 


persons Classi 
work because of vacation 
temporary illness 
bad weather or t 
ddition, 1] 
1 to 14 how 


ilso classified as emploved 


industrial disputes 
lavoff In 


vio worked only 


Mporary 
450.000 


in the survey week we 


How Unemployment Is Estimated 


Unemployment, as estimated by th 
Bureau of Census, is based each month 
on personal interviews with a samp! 
of about 25,000 households all ove 
the country. Scientifi sampling meth 
ods were used in selecting these hous« 
holds. Officials of the Census Bureau 
have stated that ults from sample 
surveys are more than actual 
censuses of population because the 
staff needed to carry 
ensus is inexperienced 

In this tvpe of su howe 
rclativel 
other urvc' 
attitude of in 
ittitude of respondent 
ionnair¢ 


ccurate 


out a complet 


three factors become mor 
important than in 
These factors iT ] 
terviewcr, (2 


and (3) quest 


How Are Labor Force and 
Employment Defined? 


Phere 
definition of 
in labor fork 
ind “unemployment.” Al 
bination of the limited number of 
limited 
the questions asked during the inte: 
views places a definite limit on the 
accuracy of the re 

l'o be unemploved, according to 
the Census Bureau, you must hav 
not worked at all during the surve 
but had to be out looking f 
If vou weren’t out looking fi 
1 job, vou ordinarily wouldn't be 
luded the labo On 
other if } 


] 


is considerable rlap in th 


| 
“labor force” and “not 

ind in employment’ 
o the com 


+ 


questions and th scope 


ults 


} 
weck, 
work 


h ind 


in hour durmng the survey weck, you 
ire Classified as employed, not unem 
ployed. And the number of peopk 
who worked only | to 14 hours a weck 
totaled 1.5 million in August, 1953. 
You are also considered unemployed 
if you aren’t working and aren't able 
to look for work because of temporary 
illness. If you decide there isn't any 
point in looking for a job because 
ere isn’t any work available either 
community or in your line of 
vork, you are likewise 
employed. However, if you arc 
onal worker and it is an “off season” 
during the survey week, vou are not 
included in the labor 
line of distinction between whether an 
individual is unemployed or not a 
member of the labor force 
You ar classified as 
loved if you aren’t looking for a job 


classed as ull 
a seca 


force ad 


also unem 


use you expect to go back to the 
laid off for 
other 
you are classified as employed 


iob from which you were 


period. On the 


in indefinite 

hand, 

f you are not working but have 

definite instructions to return to work 

thin 30 days of the lavoff. Many 

imes, 30-day layoffs have turned into 
lavofts or longer 

t summer, about 600,000 steel 

were out on strike for nearly 

ks. Not one of these strikers 

lassified as unemployed until he 

indicated that he was looking for 

rk. But if the strikers 

btain unemployment insur 

were un mploved according 


were 


ince, ther 
to other public agencies’ definitions 

The Census Bureau indicated that 
its unemployment figures are estimates 
of thi level But in 
recent ye,rs, there have been concen 
trations of unemployment. Changes 
1) Ode mployment have been related 
to declines 


dustric ol 
] 


national only 


or upswings in specific in 
regions. There 
to whether the 
5,000 households all over 
measure a 


In specif 
question as 


! ' Fea 
sample f 
the country can accurately 
concentration of unemployment in a 
specifi these 


households must be spread thinly 


industry or region, for 
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Recent developments in the 
farm income situation affect 
our industrial economy 


By The Economic Department 
McGraw-Hill Publishing Co. 


fue srruaTion of the American 
farmer is again a major economic and 
political problem, after more than a 
decade of unbroken farm prosperity 
Vhis turn for the worse has been 
brought about by 

1. Extremely high production. The 
1952 crop was one of the largest on 
record, and farm production in 1953 
will probably surpass all past years 
except 1948. The effects of high pro 
duction are aggravated by 

2. Loss of foreign markets for 
American farm products. Agricultural 
exports set a record in 1951, but de 
clined by 15% in 1952 and fell again 
this vear This is mainly because 
foreign countries are producing more 
of their own needs. High production 
here and lower foreign demand have 
led to 

3. A drop in farm prices, amount 

between July last 
1953. Lower prices 


ing to about 12 
year and July, 
mean 

4. Lower farm income. Farmers 
carned about $15 billion (at an annual 
rate) in the first half of 1952, and 
only $12.9 billion in the first half of 
this vear And high production 
lower exports and lower prices have 
created 

5. A mounting surplus of farm 
products in the hands of the federal 
government. The ‘Treasury estimates 
that it will spend $1.5 billion this 
vear to support prices by keeping farm 
products off the market. ‘The Depart 
ment of Agriculture has had to limit 
the amount of land farmers may use 
in 1954 to raise certain crops which 
ire cligible for price support 

It would not be correct to call this 
It would be more 


1 farm depression 
wriculture is the 


wecurate to say that 
first industry to get back to normal 
prosperitv after the abnormal Korean 
boom. Over the full year 1953, farm 
ers will earn only about 10% less than 


thev did last vear. And this will leave 
(Continued on page 10 





Increase Frofits with the... 


NHEIMER IRON 


Now is the time to put extra effort behind your big, 
profitable line of Lunkenheimer Iron Body Gate 
Valves, while Lunkenheimer is going all-out to help 
you sell. Here’s how Lunkenheimer is promoting this 
outstanding line to make your selling job easier: 


ADVERTISING! 
Hard-hitting ads featuring Lunkenheimer Iron Body Gate 


Valves will appear during the next two months in the key 
trade magazines read by your customers. In all, more than 
200,000 advertising messages will pre-sell Iron Body Gate 


Valves for you! 


PUBLICITY! 


News stories on Lunkenheimer Iron Body Gate Valves, tell- 
ing why they give longer, more dependable service at lower 
cost, will be released to 100 leading trade publications! 


SALES PROMOTION LITERATURE! 


For your own direct mail campaign, Lunkenheimer has pre- 
pared reprints of the new trade magazine ad describing the 
Iron Body Gate Valve.Line. You'll receive more information 


on this program through the mail. In the meantime . . . 


Write fop copies of Circular 564 for your own direct 


sales work, or call the Lunkenheimer Representative in 


FIG. 1430 your territory. He'll be glad to help you organize an 


Iron Body Bronze Mounted effective promotion in your territory to tie in with the 
also available in 


1S eee ore national campaign. 


Screwed and Flanged Types 


PREPARED BY LUNKENHEIMER ESPECIALLY FOR LUNKENHEIMER DISTRIBUTORS 


THE ONE 
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GATE 


STEMALLOY® STEM AND BRONZE DISC 
Of the millions of Stemalloy Stems in 
use, not one has ever been returned due 
to wear failure. Dense, close-grained 
Lunkenheimer bronze alloy also gives an 
amazingly long service life to the disc. 


MACHINED GUIDES 
IN BOTH BODY AND DISC 
assure a precision fit, cut chatter, and 
eliminate the need for scraping, lapping, 
or machining when renewing the disc or 
seat rings. Just screw in the seat rings 
and drop in the disc for a perfect match. 


VALVE 


Lunkenheimer Seat 
Ring Construction 


Usvel! Seot 
Ring Construction 


——_ 


Exceptionally heavy bronze 
seat rings have inner faces 
that seat against solid walls of 
body — can’t loosen or wedge 
out of place. Lugs make re- 
placement easy. 


LINE 


STEMALLOY STEM 
operates in bronze 
bushings to pre- 
vent corrosion and 
possible scoring of 
stem and packing. 
The Stemalloy 
Stem never touches 
iron. Tight stuffing 
box and easy op- 
eration are assured. 





DISC is of true 
solid construc- 
tion — can't 
distort under 
temperature 
variations, since 
both sides are 
equally affected. 
Sizes up to 6” 
have solid 
bronze discs. 
Larger sizes 
have iron discs 
with bronze 
faces. 
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REPACKING under pressure is 
made easy by swing gland bolts 
and shelves. With gland resting 
on shelves, working space is 
ample and clear. Repacking is 
fast and easy. 





NEW {UF KIN LEVELS 


Backed by Another Powerful 
National Advertising Program 


Machine tool builders, machinists, millwrights, engineers, and other 
production men require extreme accuracy in setting up and keeping 
machine-tools level and in alignment. Proper alignment prevents ex- 
insures most efficient operation and exact 


cessive machinery wear 


duplication of parts. 


The Master Precision Level No. 59 is accurate, strong, and durable. 
Vials are carefully ground and graduated to give exact readings. Thi: 
level is a fine precision tool that measures to .0005 of an inch per foot. 
The unusually fine adjusting screw permits most sensitive adjustment. 


Machinists Levels have precision micrometer-type threads for fine 
adjustment. Shallow “V” base with clearance cut for better contact on 
shafting. Large, comfortable hand hold for ease of handling. Top web 
extends full length of the level—makes it extra rigid. Ground and 
graduated main vial with cross test and plumb vials. Measures to .005 


of an inch per foot. 


Write The Lufkin Rule Company, Saginaw, Michigan, Dept. ID, for 
completely descriptive folders. 
COMPLETE ADVERTISING COVERAGE of your prospects is be- 
ing achieved with an advertising program unequalled by any other 
manufacturer in this field. Hard-selling ads now being directed to 
industrial buyers and users call their attention to these levels and to 
other new Lufkin products—urge them to buy through Industrial Sup- 
ply Distributors. Carefully selected magazines cover plants of all sizes. 
n September nearly 30,000,000 ads introducing new Lufkin precision 
tools will blanket the market. This kind of a sales-producing program 
makes it pay for you to— 


SELL /UF KIN 


THE LUFKIN RULE CO., SAGINAW, MICHIGAN 
132-138 Lafayette St., New York City @ Barrie, Ontario 


Sold Only Through Distributors 


TAPES e RULES 
PRECISION 7OOLS 
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better off than they were 
World War. There 
is no reason whatsoever to expect a 
return to pre-war levels of farm living 

Neither in farmers loot 
forward to 


their meconn Unk War OF Sonn 


them far, far 
before the last 


howe VCl 


1 quick improvement am 


new and miraculous federal tarm pro 
ippcats, their incomes are likely 
to decline slight!v again in 1954, and 
they may not return to recent super- 


gram 


boom levels for a number of years 


Ihere are several reasons for cx 
vecting that farm income will stabiliz« 
level. Onc that 


overscas markets fo 


around the lower 


the loss of some 
\merican farm products is likely to 
be lasting. European agriculture has 
finally recovered from wartime destruc 
tion, and tood production in Latin 
America, Australia, Canada and the 
lar East is also expanding. Most of 
the world can now either produce all 
the food it needs or else buy it in 
non-dollar areas. Since dollars arc 
scarce, all countries naturally prefer to 
deal outside the U. S. The fact that 
foreign aid is in the of being 
drastically reduced also means a per 
markets, 
amounts of 


process 
manent loss of since aid 
financed — large postwat 
igricultural exports. 

The tremendous productive capac 
ity of American farms also operate 
to keep farm income down. As an 
illustration: Wheat farmers can prob 
ably grow more wheat than they can 
sell (except to the government) even 
though they have agreed to reduc« 
sharply the number of acres they will 
plant next year. All they need is a 
reasonable break in the weather. In 
addition, farmers have built then 
herds of cattle up to a point wher 
the price of beef is almost sure to fall 
is marketings of beef cattle rise. Most 
of the drop in prices has already taken 
but there is room for more de 
when marketings reach their 
peak (perhaps not until 1955. o1 
1956). When prices decline, farme: 
generally earn less, even with increased 
marketings. 

So, while the farm 
far cry from depression, it is also a 
marked change from recent super 
prosperity. Farm income is still high 
by historical standards, and it will stay 
relatively high as long as the general 
economy remains reasonably healthy 
But the past and prospective declin« 
in income is severe enough to creat 
some serious problems, not only for 
farmers themselves but also in other 
areas in the economy 

(Continued on page 14) 
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PROOF OF 


OVER 1 MILLION 
DURKEE-ATWOOD V-BELTS 


USED BY 


SPEED QUEEN CORP. 


AUTOMATIC WASHERS AND CLOTHES DRYERS 
VA os je A 


Speed Queen Corporation, nationally-known home 
laundry equipment specialists use Durkee-Atwood 
V-Belts in their two newest products, the automatic 
washer and automatic clothes dryer. 

Years of dependable performance on their popular 
line of wringer washers and ironers prompted the 
company to choose Durkee-Atwood V-Belts when 
they introduced the two newest members of the 
Speed Queen Royal Family. 


DURKEE-ATWOOD CO. 


Dept. 1D-10, Minneapolis 13, Minn. Telephone MAin 0441 


SA FINE NEW SPEED QUE 
_ AUTOMATIC APPLIANCES 


EN 


POWERED WITH D-A 
NOTCHED V-BELT DRIVES 




















AUTOMATIC 
CLOTHES DRYER 


Manufactured by 


Speed Queen Corp., Ripon, Wis. 


DURKEE 
ATWOOD 
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ANOTHER MODERN CATALOG 


Compiled by 


for another Leading Industrial Supply Distributor 


Exclusive Features 
In Every Catalog 


HIGH SPEED PRICES are printed in 
RED 


CARBIDE PRICES are printed in 
GREEN 


TRADE -MARKS reproduced in 
headings of well-known brands 
tie-in the catalog with manufac- 
turers’ national advertising 


4 DIVIDING RULES between 
page columns provide ease of 
reading 


e 
WACHINE | bist fr rn rp 


and brought up-to-date just 


\WDUSTRIAL nd ah 
SUPPLIES Many of the nation’s 


leading Industrial Sup- 
ply Distributors are turn- 
ing to us for their cata- 
log service . . . there is 


* The Catalog Displayed in this ad has been 
selected from a part of our current production 


WEINBERG & MCRKEE, INC. See 


CHICAGO 6, ILLINOIS 
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Lower farm income means that 
farmers will make a smaller contribu 
tion to the economy this year and in 
the near future. Farmers spend a 
considerable portion of their incom« 
for consumer durables—automobil 
and clectric appliances—and they will 
buy fewer of these goods for a while 

Perhaps the most important direct 
economic result of the farm income 
situation, however, is a drop in sales 
of capital goods to farmers. It is not 
generally realized that farmers account 
tor a considerable share of private in 
vestment in new plant and equipment 

about one-eighth of the total ove: 
the past four years. Last year, farmers 
spent $2.9 billion for machines and 
other durable equipment, and another 
$860 million for farm building other 
than houses. 

Investment spending by farmers has 
already begun to drop. The Depart 
ment of Commerce estimates that 
farm investment in new plant and 
equipment was 10%-15% lower in 
the first half of 1953 than in the first 
half of 1952. The effect of this drop 
has begun to show up in lavoffs and 
lower profits in the farm cquipment 
industries. 

Farm investment will almost cet 
tainly be lower over the next few years 
than it is even now, if farm income 
follows the course outlined above. In 
the past, farmers have generally cut 
their investment spending by about 
the same percentage that their incom 
fell. Furthermore, farmers now have 
enough modern buildings and cquip 
ment on hand to produce at present 
levels for some time to come. Conse- 
quently, their investment spending 
may fall faster than their incomes for 
a few years. 

Declines in farm purchases of plant 
and equipment are unlikely to becom« 
a major economic problem. But, com 
ing at a time when there is reason to 
expect other capital spending to start 
declining, smaller farm investment 
may aggravate the more general prob 
lem of maintaining all private invest 
ment. 


Political Preblems Are the Worst 


Probably the most troublesome as 
pects of the farm situation fall into 
the category of politics. The Admin 
istration faces two sets of political 
problems growing out of the present 
agricultural situation 

1. The budget The Administra 
tion is committed to balance the fed 

(Continued on page 18) 








Illustrated are three of the many popular W & B drills. 
Complete lines of steel drills, screw machine drills, oil 


JS? pe L i denn vandal | 
stock and sell 
the right drills for 
Non-Ferrous Metals 


“Fastwist" drills are recommended 
for high speed drilling of aluminum, 
magnesium, zinc, other die cast 
metals and metals of low tensile 
strength. Available in fractional sizes 
from ha" to Yo"; letter sizes from 
AtoZ; wire gauge sizes from | to 80 


“Slowtwist” drills are designed for 
efficient drilling of brass. Drill flutes 
have a very high polished finish 
which reduces friction in chip ejec- 
tion. Available in fractional sizes 
from %a" to Yo"; letter sizes from 
Ato Z; wire gauge sizes from | to 60. 


Straight Flute drills will do an ex- 
ceptional job where drilled holes 
are required in extremely thin sheets 
of non-ferrous metal. Available in 
fractional sizes from %4” to 2"; 
letter sizes from A to Z; wire gauge 
sizes from 1 to 60. 


“Makers of Fine Jools Since (§4¢5° 


WHITMAN & BARNES 


PLYMOUTH, MICHIGAN 
NEW YORK e¢ CHICAGO e¢ LOS ANGELES ¢ HOUSTON 
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Here are two new Republic Steel products you'll 
want to add to your line. They are Republic Flexible 
Plastic Pipe and Republic Semi-Rigid Plastic Pipe. 
Both are non-toxic. Both are lightweight. Both are 
exceptionally easy to install. And installed costs are 
surprisingly low. 


Republic Flexible Plastic Pipe can be used for any 
number of applications, from conduit to water and 
waste disposal lines. It’s made of polyethylene, 
known for its flexibility and high resistance to many 
chemicals and chemical fumes. It’s the same material 
used in Republic’s Dekoron-Coated EMT, the coated 
steel electrical raceway. 


The market for Semi-Rigid includes many of your 
customers who have corrosion problems. It’s made 
of butyrate, which has high corrosion resistance to 
natural gas, petroleum and petroleum products. It 
can be used for residential gas service lines, both 
as a primary conductor and also as a replacement 
by threading a smaller diameter tube through exist- 
ing lines. 


Semi-Rigid is available in 9 sizes from %" to 6”. It 
comes in 20 and 40-foot straight lengths. It’s avail- 
able in coils in 4%", %" and 1” diameters. While nor- 
mally supplied in black, clear pipe is available on 
request. Flexible also comes in 9 sizes, from ‘%" to 
6”. It’s available in coils, in sizes 4%" through 3” in 
diameter. In 4” and 6” diameters it is supplied in 


25-foot lengths. 


sizes, lengths, test pres- 
sures and other valuable 
information on Republic's 
new Fiexible and Semi- 
Rigid Plastic Pipe. Write 
for it. t's Free 


These are only a few of many applications for these 
new products. You'll find all the facts on both of 
them in a new booklet, No 603, that’s yours for the 
asking. A letter will bring you information on de- 
liveries and availabilities of these two new products, 
Or call your local Republic office. 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES . CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N. Y. 
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Federated quality helps YOUR sales 


Veedless to say, it helps our sales, too. 


Look at it this way; a new repair man comes to your shop for solder 

You recommend Federated Solder. It works perfectly. The new customer 
likes it and comes back for more. The second lot not only works well, 
but works precisely as it did before .. . not better, not worse, not 


differently, but precisely as before. 


And so, Federated has helped you make and hold a customer. Next he’s 
buying wire, nuts and bolts, and tools, He’s your customer, and 
Federated’s customer, because he is depending on the quality of 
Federated produc ts and the repute of the dealer who sells Federated 


products and other lines of similar quality. 


Quality is possibly one of the most difficult things to sell. You can't 
weigh it, nor see it, ner put a price on it, Indeed, in our business, the 


“quality” product costs no more than the “medium good.” 


Quality is an idea, not a tangible, It is measured, if at all, in the eagerness 


of the consumer to come back for more of “that solder you sold me last week.” 


Federated—Headquarters for Non-ferrous Metals—spends millions of dollars 


annually to maintain the quality of non-ferrous products that helps build your sales 


Sedwided T)litas Oiwisemn ain 
AMERICAN SMELTING AND REFINING COMPANY 


120 BROADWAY, NEW YORK 5, N. Y. i => 


In Canada: Federated Metals Canada, Ltd., Toronto, Montreal 


Aluminum and Magnesium, Babbitts, Brasses and Bronzes, Anodes, 
Die Casting Metals, Lead and Lead Products, Solders, Type Metals 


18 INDUSTRIAL DISTRIBUTION © OCTOBER, 1953 





The American Farmer: 
A Major Political Problem 


(Starts on page 7) 





eral budget at the earliest possible 
moment—and it is generally under 
stood that “the earliest possible mo 
ment” means the fiscal year beginning 
next July 1. But the presence of an 
unexpected burden of farm subsidy 
payments (the Treasury recently had 
to increase its estimates of price sup- 
port costs for this year by $771 mil 
lion, to $1.5 billion) makes balancing 
the budget more difficult. Under 
present farm laws, the cost of price 
supports is likely to be high again in 
the next fiscal year. And that leads 
into the second political problem 

2. The Price Support Program 
The present law requires high and 
rigid support levels through 1954 
Ihe Republican party election plat 
form clearly favored a change from 
this program of rigid price support 
to a flexible system that would reduce 
costs to the Federal government. Un 
fortunately, such a program would also 
mean still lower incomes in the short 
run for the farmer. Since 1954 i 
both an election year and the year in 
which a decision on the farm price 
support law must be made, the Ad 
ministration must decide whether to 
chance offending 4 traditional Repub 
lican source of voting strength, or to 
abandon the principle of economy in 
favor of votes. 


In the Long Run 


In the final analysis, the political 
decision on farm policy is likely to 
have much greater economic effect 
than the temporary drop in farm in 
come. Farm income will rise again 
when population and consumer in 
come grow enough to take up the sur 
plus in production, and when herds 
of cattle have declined cnough to 
eliminate the present oversupph 
Farm investment will rise as farm in 
come recovers and present equipment 
wears out 

But the economic consequences of 
farm politics will be much more last 
ing. The present program makes it 


| profitable for farmers to grow products 
| which lack adequate markets, and thus 


encourages incficient use of our farm 
resources. Such inefficiency represents 
a loss to the entire economy. Further- 
more, farmers will continue to be will 
ing and able to produce a surplus as 


| long as the government will guarantee 


them a good price for it. So, if the 
Fisenhower administration retains the 
present farm program, it will—like 
the ‘Truman Administration—face a 
continuing burden of expenditure. 





HERE'S AN ANSWER TO 


questions 
about 
sponge rubber 


ABSORBS 
——— 


DAMPENS 
~ SOUNDS 


PREVENTS 
SKID 





MEETS ASTM SPECIFICATIONS... 
AVAILABLE IN FOUR DENSITIES .. . FIVE COLORS 
... IN ROLLS, SHEETS, STRIPS WITH OR WITHOUT 
ADHESIVE... DIE CUT FORMS 


DUTCH BRAND Sponge Rubber is carefully manufactured and is 
fresh, live and of top quality. Available in rolls, sheets, strips or in 
special die cut forms or custom molded pieces to meet manufacturing 
needs. The availability of five colors is a big assist in working out 
product appearance. Because of its characteristics it serves many 
purposes in product manufacturing. Being available coated with 
adhesive or without simplifies production in many cases. 


If you are now using sponge rubber in conjunction with manufacturing 
or are thinking of doing so, it will pay you to have full information 
on DUTCH BRAND Sponge Rubber. 


VAN CLEEF BROS. [NC. 


Monvtacturers of Rubber Products 


DIVISION OF Johns-Manville 
7800 WOODLAWN AVE. © CHICAGO 19, ILLINOIS 


CONTROLS 
« 





INSULATES AGAINST 
HEAT OR COLD 





 DENSIT 
Natural Rubber ASTM Specifications 
No. D1056-51T 


RNI1 
RN12 
RN13 
RNI4 


No. 3832 Soft Density 
No. 4022 Medium Density 
No. 4030 Firm Density 
No. 4031 Hard Density 


Neoprene 
No. 3399 Soft Density 
No. 3394 Medium Density 


COLORS 
1. Brown 2. Gray 3. Red 4. Green 5. Black 
Other colors available where quantities worrant 


scil 
sci4 


THICKNESSES 
1/8 inch to 1 inch inclusive 


Here Are A Few Of The 

Many Uses For Sponge Rubber Today! 
« Cushion vibration « Set gloss in metal frame 
« Prevent squeaking and wear « Insulote against heat or cold 
« Dompen sound e Prevent metal to metal contact 
e Absorb shock 
« Seal joints 
« Moke gaskets 


© Mount delicots instruments 


« Protect against scratch or abrasion 
e Weatherstrip metal sosh 
« Prevent friction 

« Prevent leaks 

oe Other specifi 





« Prevent skid 





PLEASE SEND SAMPLE OF FOLLOWING PRODUCTS 


Nome 
Compony 
Address 
City 


Distributor 
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The Right Wire Rope 
will do the trick ! 














TINY PARTICLES OF GRANITE DUST are con- 
stantly grinding away the wire ropes on this 
Storage Derrick. But 4%” Tiger Brand Ropes 
have averaged many years of good service in 
spite of this severe abrasive action. 





THE WESTON 

likes Tiger Brand Wire Ropes be- 
cause they meet the stiff eperatiog 
requirements and do every jq 
economically. 


SAFE AND SOUND after years of continuous 
service. That is the amazing record of the \” 
Tiger Brand Ropes on this cableway, which is 
used to move workers in an out of the quarry. 
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DOWN AND DOWN YOU GO! It takes 
10 minutes to travel the 220 ft. from 
rim to floor of Weston & Brooker 
Company's huge granite quarry at 
Cayce, South Carolina. The 1” Tiger 
Brand Wire Ropes on this derrick 
have handled loaded concrete trucks, 
power shovels, and other heavy equip 
ment for 5 years, and the ropes are 
still in good operating condition. 


5 
i | 


have been used 


29 years! 


P' UNGING 220 ft. down through solid granite, this big 
open quarry is one of the devpest in the country. But 
no roads wind down to the floor, so The Weston & 
Brooker Company must transport all men and equipment 
with cableways and derricks. 

This old, experienced company prefers American 
Tiger Brand Wire Ropes for this equipment over any 
other brand. Tiger Brand Ropes meet the tough operat- 
ing requirements and give remarkable service 

On a cableway, which was installed in 1924, Tiger 
Brand Ropes have given long and phenomenal service. 

On a big 70-ton stiff-leg derrick, which lifts shovels, 
trucks and other equipment weighing up to 80 tons, 
Tiger Brand Ropes are still in use after five years of 
hard service. 

On a revolving storage crane, which operates right in 
the thick of hard, abrasive granite dust, Tiger Brand Wire 
Ropes again have given exceptional service. 

Tiger Brand Wire Ropes will give you exceptionally 
long, low-cost service too. Send the coupon for a run- 
down on the hundreds of sizes and types available and 
typical jobs that each rope can do 


HELPFUL GUIDE BOOK 


American Steel & Wire 
&'2 Rockefeller Building 
Cleveland 18, Ohio 

Please send me, without obligation, a copy of your 
booklet, “The Right Rope for the Job which lists the 
correct Tiger Brand Rope to use for hundreds of 
typical applications 
Name 


Company 


\ Address 


City & State 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S’S AMERICAN TIGER BRAND WIRE ROPE 
Ficolly Opimad 
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“Makes more sales 
self-starting 
makes our selling time 


more productive” 


ADVERTISING LITERATURE 


P-K CATALOG AND ENGINEERING DATA 


This year, two-page, two- rs. - 
color spreads like these, ap- , “3 Illustrates and de- 
pearing regularly in seven > : scribes Socket 
magozines, ore powerful t 
reminders of P-K leadership ri 7 SS att other 
tit y . 
= oo and quality patie products. Givesall 
- needed informa- 
tion for selection 
and application. 


104 ADVERTISEMENTS —IN 16 MAGAZINES 


BULLETIN 


The magazines used for P-K 1953 
Socket Screw advertising . a 
ore carefully selected to y - _ Orne (ef 
cover all important design ' a% ” Unt 

; A 16-page sepa- 


and tool engineers, plant 
executives concerned with . ait rate edition of the 
assembly, and purchasing Ritts te Coo SCREW ' 5) Socket Screw sec- 
agents : tion of the Gener- 
i aan nen hs = al Cotalog. 
Aid Ae soca scutws 


— 


REACHING 510,000 INDUSTRIAL BUYERS 
SOCKET SCREW DIMENSION FINDER 


Pocket-size plastic 
slide chart gives es- 
sential dimensions of 
: Il types of P-K 
In addition to the two-page a 
aprons, k oor eoveree —, hes a 4. 
ments like ese appeor . ; 
regularly in nine other “ thread length formula. 
magorines, in yeorbooks 

directories = 


* arr sce scar 


= orn wn nae 7, o 
IT PSILY GPP OY, 
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P-K ENGINEERING STANDARDS BOOK 


Reference book of 
standard head and 
thread dimension 
drawings and other 
useful data . . . in- 
cludes 12 pages on 
P-K Socket Screws. 


A “selling” folder coeartbing 
the assembly advantages o 
P-K Socket Screws, and illustro- 
ting the quality control and 
inspection in back of the fo- 
mous slogon — If it’s PK... 
it's O 


NEW PRICE-DATA SHEETS 


cent Peeces 
oo b1amoaee sre 


SOCKET SCREW PRODUCTS 


Recently sent to P-K 
Distributors, these 
redesigned data 
sheets make all in- 


| formation needed 


——— | for quoting Cor or- 


derin quickly 
availble. 





The more sales that are “self-starting” — and the closer 
they are to completion when the salesman calls — 
the lower the Distributor’s sales expense. 


P-K Socket Screw sales are regularly rated among 
Distributors’ most dependable “self-starters,” year after year. 
The reasons are simple and sound. 


First, P-K Socket Screws provide unique sales features, 
Size-marked Cap Screws and Ground Thread Set Screws, 
that offer real advantages to buyers. 


Second, P-K Socket Screw advertising in industrial 
magazines is a strong, continuous program. 


Third, P-K Socket Screw advertising literature is carefully 
planned to do a twofold job. As a selling aid, it saves the 
Distributor salesman’s time. As a buying aid, it provides clear, 
complete information for selection and ordering, saving 

time for the purchaser, and winning his good will. 


There is no better combination for making every hour of 
selling time produce more orders. That’s why P-K Distributors 
agree that all the time they devote to P-K Socket Screws 
is well-invested — why they say “We're O.K. with P-K”. 


PARKER-KALON: 


The Quy” $eLE-TAPPING SCREWS 
(oli-fe” SOCKET SCREWS 


AND OTHER FASTENERS 
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GET THEIR POLISH FROM BELTS! 


THE GLEAMING FINISH OF WORLD- 

FAMOUS WINCHESTER SHOTGUNS IS 

CREATED BY THE 3M METHOD...AND 
THE RIGHT 3M ABRASIVE BELTS. BELTS 
HELPED MANUFACTURER CUT GRINDING 

AND FINISHING TO ONE HIGH SPEED 

OPERATION ... PRODUCING SMOOTHER 

_ FINISHES AT LOWER UNIT COST. 





























_ 1 


Pick A PIPE! 


IT'S EASY TO PICK THE RIGHT ONE 
WHEN IT'S MARKED WITH COLORED 
STRIPS OF “SCOTCH” BRAND PLASTIC 
TAPG. “AT-A-GLANCE” CODE METHOD 
QUICKLY TELLS WORKMEN IF PIPE IS 
CARRYING COLD WATER, CHEMICAL 
SOLUTION, LIVE STEAM : SAVES Products made in U.S.A. by Minnesota Mining & 

HOURS OF TRACING SYSTEMS! Se 

Z ' Recording Tape, ‘Underseal” Rubberized Coating, 
“Scotchlite” Reflective Sheeting, “Safety-Walk” 
Non-slip a ae Abrasives, “3M" Ad- 


hesives. General port: 122 E. 42nd St., New 
York 17, N. Y. In Canada: London, Ont, Can 
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HOW TO TAPE OUT A 


7 


‘USED TO SEAL DOORS OF LOADED 
TRUCK-TRAILERS AND FREIGHT 
CARS, THIS TAPE KEEPS FREIGHT 

INSIDE DRY AND DUST-FREE. 
IT'S “SCOTCH” BRAND MASKING 

TAPE ...EASY TO APPLY, EASY 
TO REMOVE...GIVES COMPLETE 

fy PROTECTION FROM THE 
WEATHER. 











NO UNEXPECTED 


NO WORRY ABOUT DANGEROUS FALLS OR 
COSTLY ACCIDENTS WHEN “SAFETY-WALK” 
NON-SLIP SURFACING PROTECTS RAMPS, 
WALKWAYS, STAIRS. THOUSANDS OF TINY 

MINERAL EDGES GUARANTEE SURE 
FOOTING ANYWHERE... EVEN UNDER 

WATER, OIL, GREASE ! 





MINNESOTA MINING & MFG. CO 
Dept. ID-103, St. Paul 6, Minn 


i ties 
GET Ma. of profit opportunt 
RE DEIAUS . Please send me more information on the products checked below: 


+-selling 3M line 
ger ireoee products. = [] 3M Abrasive Belts 
Send coupon today [] “Scotch” Plastic Tape 
[] 3M Type “H”" Discs 
[Jj “Scotch” Masking Tape 
() “Safety-Walk” Non-Slip Surfacing 


4 
| 
| 
! 
! 
! 
| 
! 
! 
! 
! 
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of ~ ‘ry 
these \ \ Parts) 
you \ ° 


Can Assemble 


and Supply from 
Your Own Stock 
15 Types of ACCO 
{ Registered Wire Rope 
Slings which fill about &5% 
of cnanaeranell a rel 


Sek ee 





























ome x. 


@ Wire rope slings are lifting tools which round out modern material 
handling methods. Your customers use them. Some customers may 
still be making slings themselves or buying old-fashioned hand- 
spliced slings which have varying degrees of safety. Most users have 
used factory-made slings and would buy more... if they could get 
exactly what they need... when they need them. In either case 


you have a fine sales potential. 


Here’s Where You Come In 
@ The ACCO Registered Wire Rope Sling distributor carries a stock of 
component parts (sling legs, links, shackles, hooks) for assembly into 
infinite varieties of slings which handle about 85% of today’s lifting 
jobs. To make up a sling he merely selects the parts and makes 


prompt delivery from his stock. 
Fittings Are Warranted, too 

@ ACCO Registered fittings have the same full strength and dependa- 
bility as the sling legs they are to be used with. So you sell complete 
assemblies with known strengths all the way through. ACCO Registered 
Wire Rope Slings are factory-engineered, factory-made and war- 
ranted by AMERICAN CHAIN & CABLE to have the full strength of 
the rope from which they are made. 


ACCO Helps You Sell 

@ The ACCO Registered line is complete so you can sell every 
kind or type of wire rope sling your customer needs. The $-6 ACCO 
Registered Wire Rope Sling Catalog contains big, clear illustrations 
of all types and plain, easy-to-read tables that you and your cus- 
tomers can understand at once. Sales promotion literature and a big 
trade journal advertising campaign acquaint users with ACCO Reg- 
istered Wire Rope Slings and help create a demand. 


You can sell ACCO Registered Wire Rope Slings if you stock them 
and establish yourself as your customers’ source of supply. 
Write today to our Wilkes-Barre address for information. 


AMERICAN CHAIN & ¢ 














Chicago, Denver, Houston, Los Angeles, 


| Executive Office: ] Bridgeport 2 felt tsa aaet teal 2 eae New York, Odessa, Tex., Philadelphia, 
Connecticut Pittsburgh, San Francisco 





ACCO 


pivriticaza) 


Wire Rope 
Slings 












A NEW resinoid cut-off 
wheel — the B9 


For high production — Thic 
new Norton BY resinoul 
bonded cut-olf wheel cuts 
free and ‘ ool at speeds up to 
16,000 surface leet per min- 
ute An exceptional per- 





former on both ferrous and 


non-ferrous metals, , 


A NEW rubber cut-off 
wheel — the R50 


Where clearance counts — The new Norton R50 rubber 
bonded cut-off wheel has the unusual advantage of built-in chip 
clearance. Ideal for wet-cutting of ferrous or non-ferrous bar 


stock, in diameters up to 6”, 


Stronger, safer, more versatile The popular Norton BN 
cut-off wheel, resinoid bonded, is used on all ae of machines 
for the widest variety of metallic and non-metallic applications, 


» 
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To Norton distributors’ salesmen: 


Sell these cost-cutters 
for cutting-off! 


Norton wheels 
bring the 


“TOUCH of GO 


—” 


to every job 


Right now we're beginning a two-month campaign in 
leading metal-working magazines, reminding your cus- 
tomers that Norton keeps pace with the rapid MmMprove- 
ment in tec hniques and CQUIp Tie nt for cutting-off We're 
telling how each different typ of cut-off wheel in the 
broad Norton line has especially developed features for 
top efliciency and economy in its particular job range, 


Here’s the check list, for your own personal selling tie-in: 


The new Norton B9 wheel, resinoid bonded, is made 
with either smooth sides or with the rougher “EF” sides. 
Itisa high production wheel. The B9 cuts free and cool, 
with a minimum of burning, and gives long, money-say mig 


, , 
service on the widest range of metal-cutting appli ations, 


The new Norton R50 « ut-off wheel, rubbet bonded, 
is designed especially for wet-cutting of bar stock up to 6” 
diameter. Built-in chip cle arance a great advantage im 
this type of wheel is one of its advantages that assures 


free, faster cutting with maximum strength and service life. 


Long a great favorite for metallic and non-metallic 
cut-off jobs, the resinoid bonded BN wheel features versa- 
tility and safety. On low speed and high speed cut-off 
and on jobs 


the BN 


has proved its ability to deliver up to six times longer 


machines and portable grincle ts and Saws 


ranging from cutting tile to slotting track welds 


wheel life, with breakage practically eliminated. 


Other outstanding Norton cut-off wheels include the 
resinoid bonded B2 and the rubber bonded R30 and R20. 
The B2, a valuable general purpose cut-off wheel for the 
tool room, is also widely used on many non-metallic ma- 
terials. The R30 is recommended for small diameter work 
and fine slotting, while the R20 is a highly durable wheel 


for use where dressing action 1s severe. 


Remember: You have the right types of « ut-off wheels 
with the right types of ALUNDUM® abrasive and CrysTo- 
LON* abrasive for best results on every kind of material 
and every make of machine. Get your share of profits out 


of this fast growing market! w—1519 
NORTON COMPANY, Worcester 6, Mass. 
Distributors in all principal cities. 


Export: Norton Behr-Manning Overseas Incorporated, 
Worcester 6, Mass. 


NORTON 


ABRASIVES 


Qiaking better products ... to make other products better 


"Trade Marks Reg. U. S. Pat. Off. and Foreign Countries 
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How Sp Helps the Industrial 


INDUSTRIAL DISTRIBUTION © OCTOBER 








SPS Helps the Industrial Distributor 


THROUGH 
BRAND NAME 
RECOGNITION 


A familiar brand name is a major asset to those that 
sell the product as well as the company that makes it. 
It has customer acceptance because it’s widely adver- 
tised. It identifies what you are selling. It paves the 
way to a sale. You don’t have to cut prices on brand- 
name products; brand-name products don’t disappear 


from the market. 


How do you get a brand name like UNBRAKO recognized ? 
You must have a quality product. You must advertise 
it consistently and well. SPS makes the brand name 
UNBRAKO profitable for you by making the best socket 
screws money can buy and then backing them with the 
largest national advertising campaign* in the industry. 
SPS, Jenkintown 13, Pennsylvania. 


*In 1953, UNBRAKO advertising will reach the readers of 48 
business papers with a total circulation of over 8,500,000. 


UNBRAKo : 


(ju ttt Var : A START FOR THE FUTURE JENKINTOWN [Ml PENNSYLVANIA 


Set Locking Flat Head Shoulder Knurled Head Dowel Bulton Head 
et Screw Cap Screw eorew Cao Screw Pir hocket Screw 
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“OK, GEORGE. YOU'VE CONVINCED ME 
THAT A TWO-PIECE SHEAVE GRIPS TIGHTER, 
BUT | DON'T SEE WHAT DIFFERENCE 
IT MAKES HOW IT'S ASSEMBLED.” 


“THE QD IS ASSEMBLED RIGHT ON 
THE SHAFT, CHARLIE. THAT WAY 
THE HUB STAYS PERMANENTLY 
ALIGNED, YOU MERELY REPLACE 
THE RIM T0 CHANGE SPEEDS.” 


“How it’s assembled” 
ao ee makes a big difference when 
"=. you're choosing sheaves! 


ONLY THE RIM COMES OFF. This is done by using 
the heavy assembly bolts as jack screws. Then the 
sheave slides easily off the tapered hub. No time- | Because the famous Worthington QD can be assembled and dis- 


consuming prying or hammering is required. assembled right on the shaft, your maintenance man can change 
speeds merely by changing rims. The previously aligned hub need 
not be touched. 

On initial assembly, holding alignment of the hub is a snap. All 
you do is tighten the flange cap screw after positioning the hub 
along the shaft. Drifting of the key is prevented by tightening the 
set screw over the key. 

For prompt deliveries, or further information on any Multi-V- 
Drive equipment, write to Worthington Corporation, Section 
MV.3.4, Oil City, Pennsylvania. 


THE HUB STAYS PUT—there’s no need to remove it when changing 
§ speeds. When you've finished the job, you just replace the rim over 
it and tighten the bolts. Alignment is permanent. 


Worthington Standard Products 
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Photograph by Paul Davis 


The extra quality built into every Butterfield tap 


pays off on your production line. 


Yr? ame few hb Db 


Union Twist Drill Company Butterfield Division Derby Line, Vermont, U.S. A 


TAPS ° DIES #*© REAMERS ° DRILLS ee COUNTERBORES ° SCREW PLATES 





Photograph by Paul Davis 


TAPS by CARD 


Built into every Card tap are years of concentration on one ideal —to build the 


best taps money can buy. 


dom le tely s/o hed olives at ¢ hicago. Detrout. hort H orth. Los {nee les, Ne "“ York. San Francisco and Seattle 
i 


5S. W. CARD MANUFACTURING CO., MANSFIELD, MASS. « DIVISION OF UNION TWIST DRILL CO. TAPS © DIES « SCREW PLATES 





Unretouched Photogra} 


hy Morton Berger 


Perfectly designed for its job.... 


Union’s long experience in the cutting tool field reflects itself in the 


excellent performance of every tool it makes. 


UNION TWIST DRILL COMPANY =~ ATHOL, MASSACHUSETTS 
Milling Cutters Gear Cutters Twist Drills Hobs Reamers Carbide Tools 
OWNERS AND OPERATORS OF: S. W. CARD MANUFACTURING CO. DIVISION, Mansfield, Mass. REW 


BUTTERFIELD DIVISION, Derby Line, Vermont 
BUTTERFIELD DIVISION, Rock Isiand, Quebec 


re 





108 VEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


32D 


This tap’s a jewel of a business 
builder for fasteners. 

For every time you sell a tap, 
you know it’s going to use up 
countless cap screws, set 
screws, and machine screws. 

Follow up ail hand tool orders, and you'll start a 
chain reaction of volume fastener sales that will 
keep on for years. 

Customers want fasteners that torque casily and 
hold securely. That’s what they get when you sell 
them RB&W bolts, screws, nuts and rivets. They're 
uniformly accurate in threading, uniformly strong 


in physical properties . . . thanks to strict quality 
control over every phase of production, from raw 
material to end product. 

Besides selling quality, sell service. It’s smart 
business to know your RB&W stock and be able to 
suggest the right fasteners for a particular job. You'll 
build customer confidence and good will, and lead 
people to depend on your firm more and more for 
an ever-widening range of products. 

Stock a well-diversified supply of RB&Ww bolts, 
screws, nuts and rivets, and make the most of 
those opportunities for related sales when you sell 
hand tools. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. 
Additional sales offices at: Philadelphia, Pittsburgh, Detroit, Chicago, Dallas, San 
Francisco. Sales agents at: Portland, Seattle. Distributors from coast to coast. 
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WITH HOSE, TOO 


It pays to order from your Goodyear Distributor 


ose FAILURE ENDED 


PREMATURE H oubled with 


construct! : af 3 . 
Dist ae > ah, and the G.}. Age 
rve 
echni Lang hme which has S© 


DISTRIBUTORS! NOTE! \ 


Advertisements like these appear reg- 

ularly in leading trade papers to help pucrsiac ennsucrs 
Goodyear Distributors make more 
sales—and help make the Goodyear 
Franchise the best money-maker in 
Industrial Rubber Products. 


)-Specified oiversirire 


or Sond and Water D areas lL. rvic 


49 

You & ~~ 

because you 

tains a full stoo.1w Je if 

you need. 7 


Double assurance of satisfaction 
because the distributor and Goodyear 
stand behind the products he sells 
you. 


Goodyear, Industrial] Products Div., 
Akron 16, Ohio 


ong-life obra 





n and-sun 





resistant cover 


We think you Il like 
“The Greatest Story Ever Told 


every Sunday—ABC Radio Network Crtac—T. M. The Goodyea: Tire & Rubber Company, Akron, Ohio 


GOOD, 


THE GREATEST NAME IN RUBBER 
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Carl Rosen, President of Puritan Dress € ompany, tells how 


He leads the world’s biggest dress parade! 


Fashions are perishable,’ says Carl Rosen, head of the world’s And again we turn to Air Express, to replace stocks as 
largest women’s dress house. ‘The season is short peed is __ fast as they sell out. This dependable speed is the lifeblood of 
the essence our business. It is absolute ly essential to us 

First we test new styles in key markets to see how they “Yet the majority of our Air Express shipments go at /owes 
click. New dresses reach the stores on time via Air Express. rates than any other commercial air service 

Then we release the best styles, timed to go on sale when “Buyers and salesmen know they can depend on us. W« 
our 2-page ads appear in Sunday papers all over the country ke pend on Air Express! 
Those dresses reach every part of the nation overnight via It pays to express yourself clearly. Say Air I xpress! Division 


Air Express. Finally, our efforts pay off in a flood of reorders 


& Air Express Chinas 


Gera THERE FIRST via US. Scheduled Airlines 
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PROVING GROUND FOR 
REPEAT SALES 


ATLAS “PRE-TESTS” INSURE 


MAXIMUM SERVICE LIFE...CUSTOMER SATISFACTION 


Dynamometer torture-tests supply the final 
proof of strength, durability and extra serv- 
ice in Atlas “Super Life’’ Roller Chain. 
Here top performance is tested and checked 
... here is your assurance of long service in 
every foot you sell... customer satisfaction 
and repeat sales. 

The Atlas Dynamometer provides a com- 
plete test of Atlas Chain’s wearability, fa- 
tigue life, load-carrying capacity, and ability 
to withstand shock. As a result, you can be 


certain that every link of Atlas Chain will 
deliver extra years of trouble-free service. 

Make next year your best year... sign up 
for the Atlas line. Atlas distributors from 
coast-to-coast have profited by the Atlas 
O.E.M. Plan, the profit making sales terri- 
tories and the teamwork cooperation of 
Atlas Sales Engineers. Roller chain offers 
the key to a multi-million dollar market... 
get your share of it with the Atlas Pre- 
Tested Line. Write today for full details. 


ATLAS CHAIN & MANUFACTURING CO. 


PHILADELPHIA 24, PENNA. 


ATLAS can 








at 
$s Ve, 


“Greater volume iiraeh: 
fewest practicable Outlets 0.0 


“Within any trading area, the number of Atkins-Brand Distribu- 

tors will be limited, in direct proportion to the sales potential. 
“Greater volume through the fewest practicable outlets shall be our objec- 
tive. Every effort will be made to obtain our share of the potential through 
existing Atkins-Brand Distributors. When their numbers must be increased 
to obtain this share, adequate discussion with established Atkins-Brand 


Distributors will take place before any commitments are made.” 


Our first objective is a fair share of the market. We will help existing Atkins- 
Brand Distributors to attain it by our increased sales-engineering assistance 
to them... by the establishment of a distributor sales training school . 


and by more effective advertising and promotion. 
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A good distributor policy 


starts with good materials 


Make sure the best available materials go in- 


to the product. That's an all-important first step 





in winning customer satisfaction. We make O-B 
valves with certified ingot bronze. We can give 
you and your customers exact proof of the alloy 
content of O-B valves. One more reason why 
you can sell O-B valves with confidence they'll 


give long and dependable service. 


* 


BRONZE GLOBES + GATES * ANGLES + CHECKS + FOR INDUSTRIAL SERVICE 
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MUD HOG Crushers with 
traveling breaker plate 


4 


', ‘ 
a , 
"tex 


Th aad 
pom | 


Type A Crusher with swing 
hammers 


Bale Breakers, Pulp Lop and 
Crude Rubber Shredders 


Single Roll, Double Roll and FLEXROLL Crushers 


HIGH CAPACITY 
UNIFORM REDUCTION 


A Complete Line of crushers, pulver- 
izers, shredders for reducing all 
classes of material to desired size. 
Several types are shown. 


Built for specific applications —in a wide 
range of sizes — some with metal catchers — 
to suit capacity requirements. 


Our modern test laboratory enables us to 
determine the proper type and size of machine 
best suited to the need in advance of expend- 
iture or installation. Sample of material may 
be furnished, if desired, with results kept in 
strict confidence. 


CRUSHER DIVISION 





Type B Crusher with swing 
hammers 


Type E Shredders for food FLEXTOOTH Metal Turnings 
or wood products Crushers 


"JEFFR 


IF IT’S MINED, PROCESSED OR MOVED 
.. IT'S A JOB FOR JEFFREY! 
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MIRACLE HAMMER Crushers 
for large capacities — large 
feed 


FLEXTOOTH and Rotary Ring 
Crushers 


Screenings Shredders for 
chips, sewage, etc. 


ROCKBUSTER for reducing 
hard, friable material 





It’s new-—it’s amazing! 


7ée ADJUSTABLE WRENCH 
THAT LOCKS! 





Ca i 
Utica * No. @2'”™ Locking Wrench. It's adjust- 


at / 4) am ; :... able—the jaws lock—the jaws tighten 
No. Poa ett Cc A like a vise. You'll agree,” it has a won- 


derful head on its shoulders!” 
wrenches in one! 


ApsustaBie _/ 
WRENCH ~~ 


DISPLAY 


Holds 8’, 10’ and 12” sizes 
Sells this new wrench for you! 


OPEN END a ’ ry < ‘ Dramatic, colorful, 
WRENCH ee Spy r 3-dimensional display 
with LOCKING feature | TT ee showing 3-fold use of 
ie ‘aia! the No. 92° and howto 
/ Or , } operate it—yours with 
aL 1-4, order for 9 only No: 92 
_ a : wrenches. Put this dis- 
To Unlock: ' : — play up and let your 
Push here es A —— customers sell them- 
elie selves! Complete op- 
erating instructions 
QTICA 0.92 packed with each 

No. 92 wrench. 


*TRADE MARK 


’ | ORDER NOW FROM 
VISE WRENCH (9 : YOUR UTICA DISTRIBUTOR! 


b Nos, 37, 38 & 39 


> 


IT PAYS TO SELL QUALITY TOOLS, AND THE WORLD'S BEST TOOLS ARE MADE 
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You expect the best value from G-E fluorescent lamps 


New G-E fluorescent 
lamp starts quicker, 
needs no starter 


Watch the clock. Above are four unretouched photos taken about one second 
apart. On the left are regular fluorescent lamps, on the right the new General 
Electric Rapid Start fluorescent lamps. All were started at the same instant. 

Within two seconds, all five G-E Rapid Start lamps are fully lighted. The 
regular lamps are only beginning to light. 

Two new General Electric developments made the Rapid Start lamp 
vossible: a special development of the triple coil cathode and a Rapid Start 
Palast that pre-heats the lamp automati-ally. No starter needed. No wait for 
pre-heating. Starting is almost instantaneous, maintenance simpler, cheaper. 

Rapid Start lamps and ballasts are now available. You expect the best value 
from G-E fluorescent lamps. Here’s one more reason why you can. 

For free folder, “Facts About Rapid Start” write General Electric, Dept. 
166-ID-10. Nela Park, Cleveland 12. Ohio. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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Here’s the big news in the hoist field a genuine 
P&H Zip-Lift with rope control for only $199.50. 
That’s a price that will have ’em knocking at your 


door. 


Just look at these advantages: wire rope hoisting 
for wider side pull and greater flexibility; double 
brakes for double safety; and lasting drive mechan- 
ism for years of trouble-free service. What’s more, 
it’s guaranteed to withstand an occasional over- 


load up to 25% more than rated capacity. 


There's profit for you 
when you sell “ THRU-THE-AIR “ handling 


OrESEr EeGimees POwtn nOvELs 


PREFASRIGATED HOMES «= LECTNC HONETE «= GOL ST ABMITERS WELDING Lauirmtnt 














Yes, here’s the product to really cut you in on 
hoist profits. Don’t delay! Find out how you can 
share in the sales. Just drop us a note and we'll 
send you full information on the P&H Hoist Sales 
Plan. 

CALL YOUR 
NEAREST 


P & H DEALER 
OR WRITE 


Also available with full-magnetic 
push button control 


ELECTRIC HOIST DIVISION 


HARNISCHFEGER 
CORPORATION 
MILWAUKEE 46, WISCONSIN 


Ovtonta® Coantt 
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for you, write: 


Porter-Cable 
Modgshotr ° tems chete Sow’ ‘ome * contntion brit i Qualily Ce leclric Toot J 


PORTER-CABLE MACHINE CO. 
1190 WN. Seline S., Syracuse 8, N.Y. 
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Bay State Tape 


eCheck with your nearby 
Industrial Supply Distributor... 
get Precision Performance 
for every tapping job. 


BAY STATE TAP & DIE COMPANY * MANSFIELD, MASS. 


| TRIAL DISTRIBUTION © OCTOBER, 1953 























Repeat Business 


More and more distributors and their sales that covers 95 percent of all packing needs- 


men are discovering that time invested in lowers inventories, simplifies ordering, reduces 
selling R/M's “Big 7" Packing Types reaps big downtime. And it’s because Raybestos-Man 
dividends in repeat orders. It's because their hattan always supports its distributors and 
customers are discovering that this basic line their salesmen with hard-hitting advertising 


of just seven field-tested packing types—a line and sales promotion help. Write for details. 














ALL R/M PACKINGS FOR MAINTENANCE PURPOSES ARE SOLD ONLY THROUGH AUTHORIZED R/M DISTRIBUTORS 


PACKING S§ 


RAYBESTOS-MANHATTAN, INC., PACKING DIVISION, MANHEIM, PA. 


Factories: Bridgeport, Conn.; Manheim, Pa.; No. Charleston, S.C.; Passaic, N.J.; Neenah, Wis.; Crawfordsville, Ind.; Peterborough, Ontario, Canada 


RAYBESTOS-MANHATTAN, INC. Manulacturers of Packings « Teflon Products « Asbestos Textiles + Industrial Rubber Products « Abrasive and Diamond Wheels 
Rubber Covered Equipment «+ Brake Linings «+ Brake Blocks « Clutch Facings ¢ Fan Belts Radiator Hose « Sintered Metal Products « Bowling Balls 
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IS YOUR BREAK-EVEN POINT 
A PROBLEM? 


You can lower your break-even point 
and boost your profits if you buy all 
your tools from one source 


, pe probably skeptical about 
the big claim made above—never- 
theless, it’s true. What's more, in just 


one minute of reading time we can 
prove it! Here goes: 
As you well know, the profit on every 


item you carry depends on two items 
of cost: (1) your variable costs (2) a 


share of your fixed costs. You yourself 


can’t change the variable costs because 
they depend directly on your sales vol- 
ume... but you can reduce that share 
of your fixed costs—thereby lowering 
your break-even point and increasing 


your margin of profit! 


HOW TO DO IT 





The sound, completely workable way 
to do this is to buy a// your tools from 
Disston! This simple move lowers 
your fixed costs on every item you sell 


in five important ways: 


You simplify your ordering, mailing, 
and accounting because you order 
many items from one source—Disston! 


You save on shipping, receiving, and 
handling because you receive many 
items from one source—Disston! 


You make time for your entire sales 
force because you have only one field 
missionary and serviceman to sched- 
ule with your salesmen and only one 
catalog to consult for a wide line of 
metal-cutting and wood-cutting tools, 
only one basic sales story to learn 
Disston’s! 


You gain new customers who know and 
specify top-flight Disston tools! MORE 
SALES VOLUME TO CARRY 
YOUR FIXED COSTS! 


You expand sales among your present 
customers who know some Disstontools 
and will gladly use all Disston tools! 


Yes, all this, when you carry the great 
Disston line! Think it over—then get in 
touch with your nearby Disston repre- 
sentative, or write directly to us for full 
information. Do it today! 


HENRY JISSTQN «& sons, inc. 


723 Tacony, Philadelphia 35, Pa., U.S.A. 


Branches: Chicago, Seattle, Portland (Ore.), Vancouver (B.C.) 
Factories: Toronto, Ont., Canada; Sydney, N.S.W., Australia 





Band Saws 
Circular Saws 





SELL THE DISSTON LINE OF QUALITY PRODUCTS 


Hack Saw Blades and Frames 
Carbide Tipped Saws and Knives 


Files Machine Knives 
Cutter Heads Poper Knives 
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why sales managers get gray 











When they sell Armour Coated Abrasives, 


your salesmen make more dollars per call! 


We can't stop the gray hairs from sprouting, but Armour Coated Abrasives added 
to your line can help cure some of your headaches. Let's take volume as an exam- 
ple. Almost every plant your salesmen call on uses some kind of coated abrasives. 
So if your men make it a point to talk coated abrasives each time, their calls can 
be more profitable. And Armour Coated Abrasives sell quickly—they've had over 
fifty years of acceptance, and customers know their quality. 

Armour does a pre-selling job on your prospects and customers. Advertising and 
direct mail ave coordinated to help your men get in to see the right people. And 
we supply informative, interesting pamphlets and booklets, as well as helpful “give- 

ARMOUR aways, to help make the sale once they're in 
There are lots of other reasons why it’s smart to sell the Armour line. There's 
Coated Ab . the new Armour Technical Application Laboratory, full of the latest equipment to 
help solve problems for distributors’ customers. With backing like this, your sales- 

Armour end Company men can't help but get more dollars per call. 


North Benton Rood If you're interested in handling the Armour line of quality coated abrasives 


Alliance, Ohio write today. 
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The Alemite line of power lubrication equipment is by 
far the most complete in the field, ranging all the way 


from simple portable units to powerful barrel pumps 
that serve an entire production line. So, when you find 


a job that’s too big for hand gun methods—where 


strings of hungry bearings “milk” ordinary guns in 
minutes — you'll find the perfect answer and a sure-fire 
sale in the Alemite line 
AIR-OPERATED > ROLLS ANYWHERE! 
PORTABLE h . 
POWER GUN Over Rove | 
Model 711-A Ground! 


Pumps direct from 25, 
35 or 50 Ib. pails , Over Rough Floors! 


Big 8° rubber tire E 

wheels, non-tip dolly ven U 
Complete with 6 ft [nd Do P 
hose, swivel and con- 

trol valve 


@@- Alemite portable power guns take lubricant right to 
the machine, serve hundreds of bearings without refilling. 
Reduced downtime, improved maintenance and savings up 
to 23.9 man-hours per 100 lbs. of grease used these are 
immediate results of Alemite portable power lubrication 
This is a story any plant man will listen to—and BUY. 


AIR-OPERATED 
PORTABLE 
BARREL PUMP 


Series 7350 


Pumps direct from 
100 Ib. drum. Saves 
transfer time. Has fa- 
mous “Atomic air 
motor 


@® Alemite Standard Duty Barre! Pumps pro 

vide volume delivery serve single or mul 

tiple outlets. Lubricant stays refinery clean. Self- 
oiling air motor packs a power punch for thorough 
lubrication of the tightest bearings. Show your cus- 


tomers these advantages—show yourself a sale! Stress these major 


advantages for a fast “on-the-line” close! 


SELF-WINDING 
ALEMITE Slashes lubrication time up to 64% 


HOSE REEL an hae More production from men and machines! 





Medel 7235-A ; | Positive bearing protection —less wear—longer life! 
6-position hose guide bese 
permits mounting on 


floors, walls, ceilings : wr 
, ; f , — Cleaner — Faster! 
Holds 40 ft. of hose : ‘ Safer —Cle 


Cuts downtime to the bone! - Maintenance costs go down! 


NEW BOCKLET! 


@@Here’s your chance to sell efficienc: convenience, Alemite **Soles Power’’ shows where to feck fur mere 
safety. Lubricant under pressure is always within arm’s ae ~~ Sy ~ you wee move in 

‘ inch them fast! Send fer your copy now. 
reach when Alemite hose reels are used. Ideal for assembly min ix conan in right p An. 


line work men can work at top speed. Floors are kept ALEMITE, DEPT. H-103 
free of dangerous tangled hose lines. Models available for A paeouct oF 1850 Diversey Parkway, Chicage 14, iM. 


grease, oil, air or water 


ALEMITE 
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ARMSTRONG TOOL HOLDERS 


ARE AN INDUSTRIAL DISTRIBUTOR’S 
SUCCESS STORY 


Few, if any, industrial products have ever at- 
tained the wide distribution of ARMSTRONG 
TOOL HOLDERS which are used by over 96% 
of the Machine Shops and Tool Rooms; are the 
standard tools the world over, wherever metal is 
machined. This tremendous seliing accomplish- 
ment is a tribute to the capabilities of the na- 
tion’s Industrial Distributors and their salesmen, 
for ARMSTRONG TOOL HOLDERS have always 
been sold through Industrial Distributors. 


ARMSTRONG TOOL HOLDERS and TOOLS 
provide a continuous source of sales and profits 
to those distributors who go after this ever-pres- 
ent business—who capitalize on this universal 
preference of ARMSTRONG Quality and cata- 
log, stock and sell ARMSTRONG Lines “Across- 


the-Board.”’ 


g. an 


RMSTRONG BROS. TOOL CO. 


“THE TOOL HOLDER PEOPLE” 
5205 W. ARMSTRONG AVE. CHICAGO 30, ILL. 
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New Products...new 
engineering developments... 
on-the-job reports 


IN EVERY ISSUE 


of the 


EOPRENE 


Designers and design engineers find 
YOU'LL FIND profitable reading in every the Neoprene Notebook gives them ideas 
issue of the Neoprene Notebook on how to use this versatile chemical 
Informative, up-to-the-minute arti rubber in designing a new product or 
cles report on neoprene’s performance improving an old one. Plant operating 


in products ranging from oil seals to and maintenance engineers rely on the 


conveyor belts . . . from motor mounts 
to work gloves. These engineering facts 
about neoprene are illustrated by spe 


cific data, pictures, and drawings. 


Ny - Oo SJ nm t WE * E. I. du Pont de Nemours & Co. (Inc.) 


The rubber made by Du Pont since 1932 


BETTER THINGS FOR BETTER LIVING 


. + « THROUGH CHEMISTRY 


Notebook to bring them experiences of 
others who have solved production and 
maintenance problems with long-last- 
ing neoprene products. 


Rubber Chemicals Division ID-10 
Wilmington 98, Delaware 


1 am interested in receiving the Neoprene Notebvsok regularly. 


Name 


Position 


NEOPRENE co 
RENE COVERED Hose 
* Wins sores) NOSE 


» ORE Test 


You can be sure to receive 
the Neoprene Notebook 
regularly by mailing this 


coupon today! 





Firm 





Address 
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LEVER HANDLE 
BRONZE 
SHUT-OFF STOPS 


BRONZE 
STEAM STOPS 


Also Fiat, Squore 
or Tee Head 


FLARED TUBE 
FITTINGS 


Elbows, Tees, 
Couplings, Unions 


BY SELLING YOU CAN OFFER 


e a complete range of sizes 

e a complete variety of types 

e all from one source with 
uniform quality 


BRONZE 3 
HAYS has had a policy of distributor protection 
Rte that has been consistent for over 80 years. An 
pial STOPS additional protection is the quality built into the 
more than 3500 HAYS items... Dual protection. 
Wherever there is a Water -- Steam —— Air —- Gas 
or Cutting Oil Line, there is a need for Shut-off 
Stops Valves Fittings .. . All made by HAYS. 
Al RON STOPS Familiarize yourself with the HAYS Catalog. Show 
it to your customers. 


BRASS STOPS HAYS has every production facility ... pattern 

VALVES shops, foundries, machine shops, modern precision 
machinery, design, tool, and production engineers, 
FITTINGS and expertly trained craftsmen. 


RON BODY STOPS Printed literature for personal distribution or for 


for STEAM * GAS mail promotion . . . plus advertising in trade maga- 
zines, affords an entree for you to increase your sales 


WATER ¢ AIR by selling HAYS. IT PAYS TO SELL HAYS. 
CHEMICAL LINES . 


Bronze Steam A\etal 








HAYS MANUFACTURING COMPANY 


823 West 12th Street, ERIE, PA. 





Four.dries: Erie, Pa., and Albion, Pa 
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HERE'S A 
NEW 


MLA LET Packaged to sv 


you time and money 
on the job and in the 
storeroom! 





Fast-cutting, long-life CARBORUNDUM Brand 
Sander Discs now bring you extra savings 

give you more for your dollar! Here are the 
reasons 


NO BALING TO DAMAGE DISCS 


No straps to damage disc edges—or to 
weaken the fibre by pressure-forcing grain 
into backing. 


MOISTURE RESISTANT SEALED PACKAGE 


Maintains proper moisture content in each disc 
to give you top performance in use, Keeps 
out excess humidity in transit and storage. 


EASIER TO OPEN...EASIER TO STORE 


No wire cutters needed. Boxes stack easily 
and square on shelves or pallets. Why put 


up with lopsided stacking of bales—with 

loose unbaled discs—with hard-to-see labels? 

They all slow down production... waste 
labor cost money 


CALL YOUR CARBORUNDUM DISTRIBUTOR or salesman today. He offers a complete line 
j ot sander discs for every sanding job. He'll gladly help you select the right combination 
of discs and sander pads to save time and money on the production line and in handling 
and storage. You'll find him listed in the yellow pages under Abrasives’ or Grinding Wheels.” 
Or, if you prefer, write to The Carborundum Company, Dept. PM 82-4525, Niagara Falls, N.Y 


... continually putting more cents in your abrasive dollar! 


This new, more convenient packaging method for customers. Just another example of CARBORUNDUM'Ss 
Sander Discs is just one example of CARBORUNDUM’s — constant development of new abrasive products and 
never-ending search for ways to increase profitable —methods...all designed to help you sell more abrasive 
sales for you, and to save lime and money for your products faster tO more Custome,;rs 


And have you seen CARBORUNDUM'S new simplified pricing system on grinding wheels? 


CARBORUNDUM 


...the ONLY source for EVERY abrasive product your customers need 
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- « - and to Help You Get More 
Big Volume Cutting Tool Business 


Besly Distributors make more than their 
share of sales to “big users” because Besly 
teams up with distributors especially to help 
sell and service those 25% of the plants that 
buy 75% of all cutting tools. Count on Besly 
for engineering council, order handling and 
delivery to get—and hold—the big volume 
customers . . . with “standard” and “special” 
tools made to surpass the exacting standards 
of the biggest users. 

If you are interested in sales teamwork aimed 
at getting more big unit sales with lower 
sales cost and higher profits, ask us about 
the Besly Plan today. 


UNSURPASSED TAP ACCURACY AT All VITAL POINTS 
iDBOOK S Microcentric CHAMFER @ Solid-Ground THREAD FORM 
ont ry oe i , ~—~ Accurate RAKE ANGLE @ Mirror-finish FLUTES @ Tru-Square DRIVER 
TAP lt ISERS informs 


FOR : 
argenegno™ BESLY-WELLES 
you 0 ion. oe 


ods and tap select . 
REE COPY. CORPORATION 
Established as Charles H. Besly ard Company in 1875 
106 Dearborn Street, Beloit, Wisconsin 
BESLY Drills, Reamers and End Mills . . . High Speed Cutting 
Tools in all types and sizes. 


meth 
Write for your F 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1953 





Courtesy National Theatre Supply Co. 


Gilmer “Timing” Belts, too, STAND OUT in 3-D 


Gilmer ‘“Timing” Belts —the belts with TEETH — have 
proved so superior as interlocking drives on 3-D projectors 
that competing developers of leading stereoscopic motion 
picture systems have adopted the ‘““Timing’’ Belt Drive 
with a unanimity almost unprecedented in the industry. 


As shown in the inset above, the ‘“Timing’’ Belt Drive 
in a typical system provides a precise mechanical con- 
nection between the motor of a conventional projector 
and an added self-synchronizing motor. Two similarly 
equipped projectors are required. The self-synchronizing 
motors, when electrically interconnected, must maintain 
exactly the same speed of rotation, and so serve as con- 
trols on the two projector motors to provide perfect 
frame-for-frame synchronization of the two pictures. 


ver 
ae Oh, 





©) 


ANYBa? 








NYB&P IN 


The Gilmer ‘“Timing’’ Belt Drive has proved ideal for 
this application because it remains free of troublesome 
backlash and “‘sloppiness”’ indefinitely; requires no lubri- 
cation or oil-retaining housing; operates in any plane, 
regardless of projector tilt; is relatively inexpensive; can 
be removed or replaced in seconds; runs quietly and 
transmits constant angular velocity, so causes no flutter 
or “‘wow’’ in the sound system. 

If your product contains a drive—from 1/100 to 300 HP 
—demanding precise synchronization or highest mechani- 
cal efficiency in power transmission, it will pay you to 
consult your local NY B&P distributor or write New York 
Belting & Packing Co., Gilmer ‘“Timing’’ Belt Division, 
Tacony, Philadelphia 35, Pa. 


“‘TIMING’’e BELT DRIVES and V-BILTS 


DUSTRIAL RUBBER GOODS 


NEW YORK BELTING & PACKING CO. 1 Market St., Passaic, oe 


__/ America’s Oldest Manufacturer of Industrial Rubber Products 
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Are You Interested 


in cROWITH ? 


One way your organization can grow is to seek out new customers 
who have never bought from you before. And you work hard to grow 
that way. But such growth can be slow, costly and somewhat uncertain. 

Another way is to sell more items to customers already on your 
books. But such growth can be slow, too, so long as you depend on 
increasing the sales of your present lines. 

What you may need is a new line of growth products—dynamic 
products based on a wholly new idea—new products that meet the 
new demands in metal working—such products as Johnson's new line 
of Wax Lubricants for cutting and forming metals. 

In two brief years, many industrial supply distributors have dis- 
covered that aggressive selling of these new Johnson's Wax Lubricants 
can make them a major profit line—just by selling to customers they 
now serve. And please note: This line is sold exclusively through 
distributors—at a far higher profit than on most major lines. 

It is possible there is a distributorship open in the territory you now 
serve. We'll be glad to discuss it with you. 

For full information, write us today. 


Industrial Products Department 


S.C. JOHNSON & SON, INC. 


Racine, Wisconsin 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1953 





of split-type LOCK WASHIBRS, COTTER PINS, TAPER 


PINS, STOVE BOLTS, and {MACHINE SCREW 
NUTS, and that we would welcome your in- 
quiries. Please send for our catalogues and our 


price schedule. 


STANDARD LOCK WASHER & MFG. CO., INC. 


17 Viking Terrace Worcester 4, Mass. 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1953 





IN ALL STYLES 
ALL SIZES 
ANY QUANTITY 
PLAIN OR 
GALVANIZED 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


t Bethlehem products sold by Bethlehem Pacific Coast 


gETHLEHEN “ 
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Now, for the first time, lubricated plug valves 

that carry the Powell name and measure up 

to the Powell standards of precision are avail- 
able in Semi-Steel and Carbon Steel. 

You'll want the new PV-2 Catalog in 

your files. In fact, no valve file can be con- 

sidered complete without it. And it’s so easy 

to get. Just fill out the coupon below and 

mail. No charge, no obligation. 

As you page through the catalog, 

you'll see the details that maintain these 

great new valves in the century-young 

Powell tradition. Features include quick 

and positive operation—just a quarter- 

turn of the Lubricated Tapered Plug 

to open or close. Lubricant grooves 


surrounding each port provide a 


positive seal when the valve is closed. 


In an open position, seating surfaces 

are not exposed. 
Powell Lubricated Plug Valves are 
available with Screwed or Bolted Glands. 
Semi-Steel Valves are available for 175 and 
200 pounds W.O.G. Carbon Steel Valves 
are available for 150 and 300 pounds W.P. 


Powell Valves 


THE WM. POWELL COMPANY ® DEPENDABLE WALVES SINCE 1846 @ CINCINNATI 22, OHIO 


ak c Qs PV-2 CATALOG TODAY 


,.. it's too good to miss! 


Gentlemens eS . ‘% 
| want to bring my valve file 
of your PV-2 Ceteleg on 


NAME 





COMPANY 





CITY 








Increase your bearing sales volume 


SO CES OOO SC CVS @ae@aeqeedcwcedeqedeeé ee @ 


THERE ARE OVER 200 STOCK SIZES OF 
JOHNSON GRAPHITED CAST BRONZE 
BEARINGS ----------------- 


made for special applications. Let's say your customer 
has an application difficult to lubricate or likely to be 
neglected. Sell him graphited bearings. Perhaps it is 
one where the shaft speed is too slow or the tempera 
ture too low to sustain an oil film, or where high opera- 
ting temperatures may burn out oils or greases. 
Certain customers may process goods or foods which 
might be damaged by lubricants. There are many 
places where dripping oil cannot be tolerated. Here are 
ideal spots for Johnson Graphited Bearings. These 
bearings added to the Johnson line of General Purpose 
Bearings, Electric Motor Bearings, Ledaloy] Powdered 
Metal Bearings, Universal Bronze Bars and Babbitt 
Metal will give you increased sales opportunities. . . 
more sales per call. Write for full information 
JOHNSON BRONZE CO., 535 South Mill St 
New Castle, Pa 


JOHNSO 
Sleeve 
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S, “> '’ \< + + , — 
7 eal Tlit 

“o \ ~ Cc _— 4 

+ 


\, 


} 
ml © / 
7 < Adsidhciinites 


a 190] 


INDUSTRIAL DISTRIBUTION © OCTOBER, | 





We're Driving 
Month-After-M 


RUST! 


¥ 


RUST-OLEUM 


Look for this label. Be sure 
it’s genuine RUST-OLEUMI 


Stopping Rust with 
RUST-OLEUM 
Rate DP. Red Primer 


. FAME? AAS, 
x XX) OOo * 
x XK KIO 
eet ee # 


avavea A 


Story Home to Your Customers 
h in 56 Important Publications 


YOU PROFIT BECAUSE — 


Rust-Oleum Advertising is built around you 

Rust-Oleum advertising in Time Magazine, Newsweek, 
Business Week, Factory, Modern Industry, Mill and Fac- 
tory and 50 other leading business publications stresses this 
point—see your Rust-Oleum Industrial Distributor! Here 
is advertising that makes personal calls for you on “hard- 
to-reach” prospects every day! 


YOU PROFIT BECAUSE — 


Every type of Plant, Business and Industry is a Prospect 
Rust-Oleum is the practical answer to your customer's rust 
problems. It may be applied directly over rusted surfaces 

. after wirebrushing and scraping to remove rust scale 
and loose particles. Sandblasting and other costly methods 
of preparation are not usually required. And Rust-Oleum 
beautifies as it protects, because it’s available in all colors, 
aluminum and white. 


YOU PROFIT BECAUSE — 


Rust-Oleum backs you with a sound, protected Distributor Policy 
You sell Rust-Oleum under a sound, protected distributor 
policy — proved by Rust-Oleum Industrial Distributors all 
over the country. Rust-Oleum is the high-profit, fast- 
turnover, repeat-sale line specified throughout industry... 
the line that you can talk on every call! 


RUST-OLEUM CORPORATION 
2415 Oakton Street, Evanston, Illinois 


Protects Tanks, Girders 
Fences, Stacks, Metal Sash, 
Roofs, Buildings, Morine 
ond Railroad Facilities 


% : 
LX 


a 
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Fitted exactly to your own ideas of what suits you best, the Morse Fran- 
chise, Morse Code, and Morse Distributors’ Inventory Protection Policy 
give you the kind of long-wearing protection you want . . . the kind that 
never shrinks or wears thin. Morse Twist Drill & Machine Co., New 
Bedford, Mass. Warehouses in New York, Chicago, Detroit, Houston, 


San Francisco. 


THE MORSE CODE MEANS 100% DISTRIBUTOR PROTECTION 








onal MORSE Cutting Tools 
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IMPORTANT 
CHANGES HAVE RECENTLY 
BEEN ADOPTED IN 


> TO HELP You IN YouR @ 
SELLING EFFORTS, LAMSON \ 
» REPORTS ON THESE 
CHANGES. 


SHANK STRAIGHTNESS IS 
CHANGES MORE CLOSELY CONTROLLED 
HAVE ALSO FOR MORE EVEN 
BEEN MADE IN "LOAD" DISTRIBUTION. 


MACHINE BOLT & P 
SOLO i — 
HEXAGON NUT £..0 | ——e aia es 
ews ARE AVAILAS 


Ld 
SPECIFICATIONS. THESE NG TIP? cap scr ur FINISHED STEEL OR HIGH 


1G LLs 
WILL BE DISCUSSED a Low CARBON rs Perec. IF THE joe <A 
IN A SUBSEQUENT EAT TREATED 1035 @ an extra 
Lo 


AND 
LERANCES 
ADVERTISEMENT, 
ig UNSUR passed. 


f 


THIS ADVERTISEMENT IS NO.2 IN A SERIES DESIGNED TO GIVE YOU FACTS ON FASTENERS 
TO HELP YOU SELL 
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We are telling your Customers that 
“U.S. RAINBOW’ 


V-BELTS 


run cool under 
constant flexing!” 





No wonder U. S. Rainbow V-Belt sales are flourishing! 
More and more industrial users read Rainbow sales 
features in Rainbow ads. Here's one in the series: 





Why U. S. Rainbow V-Belts are superior: 

Why do U. 8. Rubber V-Belts run so cool? Because 
the top and bottom sections have been specially 
built to reduce heat; specially compounded to pro- 
vide elasticity, firmness, stability. 

The pulling cords are specially latex-treated to 
reduce heat generated by constant flexing. 

And every U.S. Rainbow Belt has U. S. Rubber’s 
scientifically developed Equa-Tensil Cord Section 
that brings together the concentrated strength of 
the multiple pulling cords—distributes the pulling 
of the load so evenly among the cords that each 
carries its full share. 

The “U. S.”’ coast-to-coast chain of warehouses 
assures you instant supply from the “U. S.”’ com- 


UNITED STATES 
MECHANICAL GOODS DIVISION - 


Hose «+ Belting « Expansion Jointa « Rubber-to-metal Products « 
Molded and Extruded Rubber and Plastic Products + 


R 


ROCKEF 
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Ol Field Spec 
lrotective Linings and Coatings « 


plete line, including sheaves. Included are sales 
engineering assistance, catalogs and selling aids. 
Get in touch with any of our 25 District Sales 
Offices, or write to address below. 





Top rubber cushion «7 
engineered belance h oh 
on to keep co 
nt stretch and retur 
Equa-Tensil Cord Section 
is ntifically placed 
‘ / the load 
4 sturdy level cushion /o 
} Tens ¢ d Section pr 
furad Armness for 


1 ower the flat pulley of 








A COMPLETE DRIVE SERVICE 


MULTIPLE V-BELTS « F.H.P. V-BELTS * SHEAVES 
FLAT BELTS AND BELTING « SPECIAL PURPOSE BELTS 


UBBER COMPAN Y 
ELLER CENTER, NEW YORK 20, N. Y. 

ialties «+ Plastic Pipe and Fittings + Grinding Wheels + Packings + Tapes 
Conductive Rubber «+ Adhesives « Roll Coverings « Mats and Matting 
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If .. the average Lyon Steel Equipment Dealer 
dressed to represent every kind of customer he 
serves—he’d be wearing quite an outfit! 


, 

i yr Ly OT) makes over 1500 different items 
—and Lyon Dealers sell them to hundreds of 

markets including factories, shops, offices, 

warehouses, schools, churches, hospitals, clubs, 

institutions and homes. (A very few typical 

Lyon Products are shown below. ) 


This and similar ads appear each month 
in Newsweek, Business Week and leading 
trade publications. Many products, 
plus many markets, plus consistent advertising 
support, equal volume steel equipment sales 
every month of the year. 


FACTORIES IN... AURORA, ILL., AND YORK, PA. 


>. _LYON METAL PRODUCTS, INCORPORATED 


General Offices: 1053 Monroe Avenue, Aurora, Illinois 




















for BUSINESS: INDUSTRY - INSTITUTIONS 
| STEEL igs o4 for THE HOME 
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One of the bearings 
in which No. 42 Brick 
Grease is used. 


Receptacle for No. 122 C 7X Gear Grease. Controlled 


gravity feed to pressure side of bull gear teeth. 


Pea? 


14 


ae | 
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CON MM Wal 
NO.4 MILL 


So reports the Superintendent of a mid-western 
Municipal Light Plant. He uses Keystone No. 
42 Brick Grease on six Ball Mills each of 
which pulverizes approximately 19,000 Ibs. of 
coal per hour. This Superintendent proved 
performance by using Keystone No. 42 on 
one end of the pulverizer and another make of 
brick grease on the opposite end. His test 
revealed a consumption ratio of we//over 6to 1 
in favor of Keystone. 


Description: No. 42 Brick Grease has a melt- 
ing point of 290°F., a working range from 0° 
to 175°F., and an “oily” surface film which 
supplies ample lubrication. 


Ask your Keystone Distributor, or write us, 
for Bulletin BUS2 on No. 42 Brick Grease. 


- 


"Keystone No. 42 Cut Our Brick Grease Consumption 6 to YT’ 


On the pulverizer bull gears... 

... the customer uses Keystone No. 122 C 7X. 
This heavy bodied extreme pressure fluid lu- 
bricant stays on the gear teeth pressure area. 
It has corrected a serious condition of pre- 
mature gear wear and the Superintendent 
expressed amazement at the quietness of opera- 
tion and the small quantity of grease required. 


MR. DISTRIBUTOR ... please note! 

Case studies like this one help prove to your 
prospects that the economy afforded through 
use of Keystone Specialized Lubricants is not 
an unsupported “claim” but is a guaranteed fact. 
KEYSTONE LUBRICATING COMPANY, 
21st & Lippincott Streets, Philadelphia 32, 
Pa., Est. 1884. 
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On every job — no matter how difficult it may be — you'll appre- 
ciate the extra quality in these famous drills. They produce 
better work faster, at lower cost. No other drill gives you 

such outstanding performance and econony. 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street Cleveland 14, Ohio 
Stockrooms: New York 7 + Detroit 2 + Chicago 6 + Dallas 2+ San Francisco 5+ Los Angeles 58 
£. P. Borrus, Ltd., London W. 3, England 


rf 
al 


— 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 





More than 
yiemelele 
Jalelol-.Mmelate 
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REPUBLIC UPSON BOLTS, NUTS, SCREWS, RIVETS 


Just about any fastening problem can be handled 
safely and dependably with a Republic Upson 
Fastening .. . all highest quality steel, made on 
most modern machines under close inspection 
and control from ore to finished product. 
Everything from a screw spike to a plow bolt, 
from a ““Nylok” lock nut to a cap screw is avail- 
able under the Republic Upson brand, 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 
CLEVELAND 13, OHIO ” GADSDEN, ALABAMA 
Export Department: Chrysler Building, New York 17,N. Y. 
aT 


fm, 
-{ LREPUBLIC | 
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A Customer Reports: 


**Production Costs Reduced...Product Improved 
with Asarco Continuous-Cast Bronze”’ 


The Denison Engineering Company, Columbus, Chio, uses ASARCO 
Continuous-Cast Bronze rod in preference to ordinary sand-cast bronze for several 
important parts (cylinder barrels, shoes of piston-and-shoe assemblies, ete.) of its 

heavy-duty hydraulic pumps and fluid motors. The alloy is 


84°; copper, 10° tin, 2.507 lead, and 3.5% nickel 


This company finds the following advantages in Asarcon Bronze: 
1. Reduced machining time; can be machined on automatics. 
2. Less scrap; the rod is delivered in exactly the diameter and length desired. 
3. Stronger finished product; because of exclusion of impurities and even dispersion 
of alloy constituents, physical characteristics are substantially better 
than those of the same alloy cast by other methods. 
All Asarcon stock for machining is Medart-straightened and furnished within 
a general tolerance of +-0.004” to —0.006” on O.D. Tube concentricities 
are within 1.5 of wall thickness. 
As proved by Denison, Continuous-Cast Bronze can save you money. A variety 
of alloys and special shapes in lengths up to 20’ can be cast to order, Use coupon 
below for free catalog containing 


complete descriptive material 


American Smelting and Refining Company 
Perth Amboy Plant, Barber, New Jersey 


Please send me a free copy of the 12-page catalog 
“Asarco Continuous-Cast Bronze.” 


American Smelting and Refining Company : stile go 


OFFICES: Perth Amboy Plant, Barber, New Jersey » Whiting, Indiana 
West Coast Sales Agent: 


KINGWELL BROS. LTD., 457 Minna Street, San Francisco, California Name 
Company 
Address 


City 
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Nobody ever disputes it when you say 
the lion is the king of the jungle ...or 
that Jacobs is the leader among chucks. 





To put a customer or prospect in 


a buying mood, put the best item 
forward in every line. 

In chucks, that’s Jacobs. The cus- 
tomer knows as well as you do that the 
Jacobs Chuck is preferred the world 
over. For fifty years, it has been rec- 
ognized first in gripping power, ac- 
curacy, and durability. The Jacobs 
Manufacturing Company, West 
Hartford 10, Connecticut. 


iF IT’S A 


JACOBS 


IT HOLDS... Business for You 
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the Profit Line 


OF GRINDING WHEELS 


Here's a special profit opportunity for distributors who 


are looking for an easy-to-sell line of top-quality abra- 
sive wheels. Chicago Wheel —famous for its mounted 
wheels and abrasive specialties—now offers a complete 
range of grinding wheels for every standard grinding 
application. Wheel sizes up to 30” diameter are now 
available for all types of jobs such as roll grinding, weld 
grinding, and machine tool applications. Chicago 
Wheel’s complete line includes mounted wheels, grind- 
ing wheels, internal wheels, cut-off wheels, and the ex- 


clusive “XL” Bond wheels for carbide tool grinding. 


Protected Franchises —a few fully 
protected territories are available for 
distributors who want a real money- 
making abrasive line. We'll make you 
the sweetest deal you've ever had. It’s 
worth writing for details immediately. 


Dept. iD 


CHICAGO WHEEL 


& MFG. COMPANY 
1101 West Monroe Street, Chicago 7, Illinois 
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Every key man knows that brass plumbing and heating fittings 
are made to last. Plant managers, purchasing agents, factory 
superintendents, and general managers want Consolidated prod- 
ucts because they know the quality in them is backed up by 


more than 50 years’ experience. 


Your sales will soar when you handle Consolidated’s wide range 


of boiler trimmings, plumbing line, ground key cocks, tube fittings, 
“se 
, 


and lubricators. 








A letter will start you on the way to more profits and repeat orders 
from customers in a big part of industry—satisfied customers who 
know an outstanding product when they use it. It’s good business 
to get more businest, Complete details and catalog are ready 


for your request. Py 


“WHEN YOU THINMJOF BRASS . . . THINK OF CONSOLIDATED FIRST’ 


BRASS COMPANY 


DETROIT 9, MICHIGAN 
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WRIGHT 
Type L-1 

Long Lift 
Speedway Hoist 


This WRIGHT Speedway Hoist 
Lifts 2 Ton load 20 Feet 


@ If the ceiling is high and material must be 
moved over machinery and partitions, or if 
your customers want to lift from basement to 
second floor, here’s a hoist that will do it. 

The L-l WRIGHT Speedway has a lift of 
20 feet and is reeved with a 4-part single line 
that wraps in a single layer on a grooved 
drum. In either of two speeds, lifting or low- 
ering is smooth and stable, so it is fine for 
either intricate lifting jobs or production ma- 
terial handling. 


Write today to our York, Pa., office for full information and prices. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 





Motors of the L-] WRIGHT Speedway have 
30-minute ratings. In addition the L-1 has the 
five key long life features of all Frame 1 
WRIGHT Speedway Hoists. These are: heat- 
treated and surface-hardened alloy steel gears, 
hard alloy silver electrical contacts in con 
troHer, heavy duty crane type safety limit 
stop, automatic multiple disc load brake, and 
ball bearing gear shafts. And 
there are others. 


WRIGHT 


Hoists 
Trolleys 
Cranes 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, San Francisco, Bridgeport, Conn. 
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...Uniform, dependable, free of decarburization 


Want a top-quality rod—one that’s free of decarburization 
. made to close tolerances? 


A-L Drill Rod is produced in practically every grade of 
high-speed, alloy and carbon tool steels. Standard sizes are 
available from stock in Commercial, Pompton, Alloy Tool 
Steel and High Speed Steel. 


You can depend on the quality, accuracy and finish of A-L 
Drill Rod. And you can count on its uniformity—piece 
after piece, shipment after shipment. 


Check your A-L representative TODAY or write Allegheny 
Ludlum Steel Corporation, Oliver Bldg., Pittsburgh 22, Pa. 


For complete MODERN Tooling, call 


Allegheny Ludlum (sz 


weo 4? 





INDUSTRIAL DISTRIBUTION © OCTOBER, 1953 











Sparks at a screw machine ignited cutting oil to start this fire the? 
destroyed the Aluminum & Brass Co., Lockport, N. Y. Loss $312,000, 


/ BUFFALO 
etter-buil 


4 


EJ DRY CHEMICAL 
FIRE EXTINGUISHER 


Quick action with Buffalo Dry Chemical Extinguishers can stop disas- 
trous industrial fires like this when they start! And ‘‘quick action" is easy 
when Buffalo Dry Chemical Extinguishers are close by. They give instant 
protection against all flammable liquid and electrical fires by releasing 
a heat-resistant, flame-suffocating, chemical cloud-like stream, up to 20 
feet. The insulating effect of the chemical cloud allows the operator to 
get to the seat of the fire. Buffalo powder produces 1100 times its volume 
in nontoxic, flome-killing gas on contact with flames. 


You know you sell ihe finest fire protection possible when you handle 
Buffalo's compleie line. Find out now about Buffalo's exclusive distributor 
sales policy. Write today! 


UNDERWRITERS’ LABORATORIES APPROVED 


BUFFALO FIRE APPLIANCE 


c oR P O A Tt ON 
ra tT Oe ty Sr ea 
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CHAMPION Lamps Give You A Fresh, New Approach 
To That Desirable, Sure-and-Steady Repeat Volume 


Just because lamp bulbs and tubes are staple 
items, ordered and re-ordered by every customer 
and prospect in your territory, don’t assume 
there's no new opportunity to break in and get a 
bigger share of the profitable volume lamp sales. 

CHAMPION Lamps provide that opportu- 
nity. They give you something nev to sell 
something all the other fellows haven't got. 


CHAMPION 


< nl, ad mfrs 


There are no finer lamps than Champions. 
Their reputation for reliable performance and 
lasting economy goes back over a half century of 
concentrating on quality lamps exclusively 

Champions are easy to sell. You buy em just 
like any other items of quality merchandise — 
no red tape, no inventory reports, no consign- 
ment detail — just a fine product in a fine pack- 
age at the right price and profit margin. 


Why not find out what the Champion line can do to help you 


build new and profitable volume? 


CHAMPION LAMP WORKS 


fj? 


VI, 1N\Ne Te L¢SCTIS 


Lynn, 


A DIVISION OF CONSOLIDATED ELECTRIC 


LAMP CO 
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The Johns-Manvi 
Packing of the Month 


~~. one of the leaders i 
ers ina li ° 
profitab daahecer thi line that wi 
le business in replacement a a pitas scan 
ckings 


RM sry'e No. 911 


Durable, corrosion- 

resistant pipe-fiange gaskets, 
especially designed to 
compensate for expansion 
and contraction in high 
temperature service 


meyer OW FURNISHED: 


1 use Style gil spirotallic — Recommended where 4 
—such as on 


where to sell them: This is the ume of t 
when most utility an eam plants cat 

Johns-Manville Style Nos. gli and 912 Spirotallic gasket centering device is not required 
Flange Gaskets. These dependable gaskets also have cast iron flanges or OP tongue and groove OF male 
a particularly wide sale for marine and other 4p and female facings --- and also on high pressure 
flanges are used in high tem- valve bonnets. Made 19 standard circ ul 


plications where pipe 
shapes. Other shapes c@° be supplied to order. 


peratuce steam service. 


What their selling points are: Spirotallic gas- Style 912 Spirotallic— In addition to 1% Spiro- 
kets are made of interlocked plies of preformed tallic construcuion, this style 1s equipped with @ 
hioned with spirally wound asbestos strip. light but rigid centering device tor 

d, the corrugated metal strip gasket concentric with the flange “* 
ns under constant tension and compensates for device also acts as a reinforcing ring, while allow- 
changes of temperature, thus maintaining a perfect ing proper radial expansion under compression. 
seal. These gaskets have unusual mechanic al This guide does not interfere with the extra com- 
strength, are highly resistant tO corrosion and ex- pression necessary tO seal against phonograph or 
treme remperatures- They compress readily with warped faces. Supplied for all raised face, steel 


light bolting- Their rugged construction frequently flanges in PIPE sizes from ! 4” to 24” and for work- 
permits sheir re-use- ing pressures from 150 to 1500 Ibs. 


Note to Salesmanagers* For copies of this advertisement for distriburio® to 
your sales organizatiom, write Johns-Maaville, Box 60, New York 16, N. 


INDU 
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A Complete Roller Chain 
Power Transmission Line 
To Fill Industry’s Needs 








There’s more to selling a roller chain line 
than an interchangeable bushing system. 
Your customer being aware of this, will 
want the full services of experienced 
personnel who know and understand power 
REASONS WHY YOU transmission and its problems. 
Cullman offers a complete power 
SHOULD SELL CULLMAN transmission line — engtnestine and field 
services — stock and special sprockets — in 
fact everything to fill industry's needs... 
plus 60 years of experience. 

When you sell The Cullman Power Trans- 
mission line you sell quality that is reflected 
in long life, better service and increased 
profits to you. 


wie | “me | me Beietiecees 
rip<Mfasler SPROCKETS 


(for Hub Type 
Sprockets) 











FLEXIBLE STOCK & SPECIAL 
COUPLINGS SPROCKETS 





(for Plate Type 
Sprockets) 





@ “Off-the-shelf’ SERVICE 

a1 , @ ALL STEEL CONSTRUCTION 
ENGINEERING FIELD @ MINIMUM SERVICE REQUIREMENTS 
SERVICE @ INTERCHANGEABILITY 

@ ALTERATIONS ELIMINATED 








SELL THE LINE THAT HAS THE SERVICE 


C U LLMAN power transmission 


PULLMAN ROLLER CHAINS and SPROCKETS 
WHEE co 
Ay rf : CULLMAN WHEEL COMPANY . 1347 M ALTGELD STREET . CHICAGO 14, ILLINOIS | 
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There are almost 1500 types and sizes in Laughlin's 


quality line of drop forged fittings. 


There are many different styles of shackles, swivels, hooks, 
thimbles, clips, sockets, eye bolts and other products designed for 
a wide variety of applications throughout industry. If you use wire rope 
or chain, you can be sure that Laughlin has the right — and safest — fittings 


for the job. 


SAFETY HOOKS... . The latch locks the load, will 
not open until released by operator. Strong, drop 
forged steel hook hos improved latch that leaves 80% 
of throat opening. 15 sizes; 3 patterns, eye, shank 
and swivel 


CLEVIS GRAB AND SLIP HOOKS .. . These 
sturdy hooks ure easily attached to any welded link 
chain. Pin and cotter make it easy to attach or remove 
for use on another job. Needs no connecting fittings 
or special tools. 


&) 


Safety “FIST GRIP" Wire Rope Clips . . . Foo! 
proof, easy to install Fist Grip clips hold rope more 
securely, can't go on wrong. Fewer clips are required 
than for ordinary types, and they will not crush or 
distort the rope. 


“MISSING LINK" (Reg. U.S. Pot. Of } Cheaper thon 
welding, safer than cold shut or cast link, “Missing 
Links’ go on in a jiffy and are stronger than proof 
coil chain. 17 sizes from 3/16” to 1-7/8”. 


Laughiin's new Catalog No. 150 tists the complete tine 
of drop forged wire rope and chain fittings with illustre- 
tions, description and specifications. Write for it todoy 


THE THOMAS LAUGHLIN CO. 
1012 FORE STREET, PORTLAND, MAINE 


COD 


THE MOST COMPLETE LINE OF DROP FORGED WIRE ROPE AND CHAIN FITTINGS 


BPS OPS 
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IN FOUNDRY, FACTORY OR MiLL 


your customer 
plays it 


. SAFE 


7 


Just as important as the time- and labor-saving ad- 
vantages of Coffing Safety-Pull Ratchet Lever Hoists 
is the way each one protects your men from injury .. . 
your equipment from damage. Here’s why: 


Load cannot slip even if handle is accidentally released — 
because of dual Ratchet and Pawl principle, developed by 
Coffing and an outstanding Coffing advantage for over a 
quarter of a century. 


Load is held positively at all times — there is no friction 
COFFING SAFETY-PULL (ult \ brake to slip or freeze. 
RATCHET LEVER HOISTS 
2 coll chain models, % 


and 1) tons : 
10 roller chain models, Safety-valve"’ handle will bend before any other part of 


% to 15 tons / . hoist gives way. 


Hooks will not break or straighten out. 


Safety-Pulls are single-chain tested at 100 percent above 
warranted, rated capacity. 


Find out more about how Coffing Safety-Pulls provide 
extra protection on the job. Write for Bulletin A10SP. 


COFFING HOIST COMPANY 


ORIGINATORS OF RATCHET LEVER HOISTS 
DANVILLE, ILLINOIS 


Quik-Lift Electric Hoists © Hoist-Alls © Mighty-Midget Pullers © Spur-Geared Hoists 
Differential Chain Hoists © Load Binders ® 1-Beam Trolleys 
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of the Trade 


DOWN-TO-EARTH is how 
Powell, president of Camden's Fi 
But besides his supply business, George ha 
wtomobile agency up in Pennsylvania 

to keep contact with this busin ia 
vavs, he took to chartering vh 
up there in a matter of an hour N 


l plan 
ness, the plane pilot advised George to tak 
claimed he'd then find there was nothing 
bout. . . Now George is about to join 
of pilot-distributor He’ 
pilot’s license 


thing hy 


} . 
on the P 


BUSY SALESMAN-Bill Jacobelli (Somers, Fit! 
lodd, Pittsburgh) puts in a busy day on outside sal 
But he also puts in busy evenings what with his pho 
raphy and his law studies When he’s not out taking 
wedding pictures, he’s deep in his third-year law 
Future ambition? | tch up on hi 


to 


course 
sleep, ot oul 


PIQUED POINTERS—Chic Sale (Blue Ridge He. & 
Supply, Bassett, Va.) went hunting in th vith hi 
faithful setter Suddenly b 

ng But Chic’s eve strave 
hedge growing in the wilde: 

to find the owner of the property, 

real hill citizen seated on the front stoop of a 
learing Chic picked up a twig, unfolded his knif 
long with an 


ibin in 


ind began whittling—a ritual that go 
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busin talk in those parts In time he closed the 
deal on the boxwood hedge, then returned to admire 
his purchase With a start he noticed his dogs, still 
faithful, still on the mark, but positively drooping from 
the attenuated effort It was davs before he was able 
to look them straight in the ev un 


PLL GET IT FOR YOU WHOLESALE Herb Mills 
11. WW. Mills & Co., Passaic) thinks it’s just jake for 
encral-line houses to cater to customers’ needs. . . But 
vhere do you draw the general line Recently one of 
lis customers Called a salesman for five cans of Johnson's 
baby powder, and the salesman obliged “Next time,” 
Herb told the salesman, “give him the address of the 


nearest drug store 


5 


», 
ANB” 
An LihiD 


BUSY SUMMER~ Joe Heller.(J. Heller & Sons, Newark) 
had just arrived home from two months in Europe, when 
his daughter Nancy announced she was getting married 
rightaway. #. Her finance, Ensign Lewis Goldberg, was 
ilg’Gilled into the Navy In two weeks Joe had 
ipacked, organized a wedding, and picked up the reins 
YMain at the office It'll be some time before he’s rested 
enough for another vacation , The company ha 
inother member of the family in the armed forces 
Lt. Herbert Heller, now with, thy Air Force. . . He’s 
presently in Ohio contact ne mdyrstrial plants, which isn’t 
for the supply business, his dad thinks 


hac CN rience 
| D.A.C.M. 
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>, Making a Workhorse 


AP 2 IFRS. ETE, 


industry’s all-time favorite for long range economy 


Take a Fig. 106-A apart, it’s easy to see (and 
show) the reason why it’s the “champion” of 
dise-equipped Bronze Globes. Every part, 
from handwheel to pipe ends, reflects the 
design and construction skill of generations of 
Jenkins Valve specialists. 

Fig. 106-A not only looks better— it proves 
out better in performance. In any comparison, 
its long life, low upkeep record has never been 
surpassed. That is the true measure of valve 
cost—and it is the reason why industry’s 
shrewdest buyers will settle for nothing less 


than Fig. 106-A quality. 


JENKINS 

Fig. 106-A 

Renewable 

Composition Disc 
BRONZE GLOBE VALVE 


150 Ibs. Steam 
300 Ibs. O. W. G. 





 Champiow 


gives lasting sales advantages to 


Work horse of industry's pipelines is the renewable 
composition dise Bronze Globe. Because of the 


big demand, many versions of this valve are made. 


The buyer has a wide choice, and if he wants a valve 


that will just “get by” there are plenty of them. 

Jenkins valve specialists have always taken a 
special view of this type of valve. It dates way back 
to the time when Jenkins introduced the first re- 
newable composition dise Bronze Globe. In fact, 
still both 


valves and discs. 


Jenkins is the only manufacturer of 

Jenkins engineers reasoned that the valve that 
has most of the work to do should have a libe ral 
extra measure of dependability. The result is Vig. 


106-A. 


It has all the rugged endurance of a work 


horse. But it also has the fine form, the lasting 
sensitivity of control—all the characteristic features 
of a champion. 
That’s why it is the leading choice of valve- 
wise buyers throughout industry. Result is a value 
able sales advantage for Jenkins Distributors 
one more reason why Jenkins continues, year after 
vear, to be the preferred valve franchise. Jenkins 


Bros., 100 Park Ave., New York 17, 


JENKINS 


LOOk FOR THE CIAMOND MARE 


VALVES= 


goatom ee 


One Good Valve Becomes Another... 


a | Cy c— 
3), miki ; | o 


\ 
|] 


Fig. 106-A “Family” Interchangeatil- 
ity meets 90% of Industrial Valve 
Needs. Trimming is interchangedble in Globe 


LTT) 


or Angle body, screwed or flanged. With o few 
ports, quickly bled combinoti 
Check, a Spring-loaded Check, and valves for Stop 
and Check, Quick-opening, or Throttling service. 

Thus, the Fig. 106-A “Family” offers the Jenkins 
Distributor a simplified, easily handled “pockoge” 
of the most popular valve patterns, with unlimited 





s provide a Lift 


sales possibilities. 





REPUBLIC RUBBER 


Sy halo 


WIRETEX will really 
work for you, too. It's 
a "Plus" value steam 
hose that makes more 
sales for you. 
Remember, WIRETEX Steam 
Hose is built to pro- 
vide a safe margin over 
the most exacting spec- 
ifications., It is a 
top-quality product 
that cannot be compared 
for the simple reason 
that there is no come 
parable steam hose. 
You have had WIRETEX 
Air Hose, and now, 
WIRETEX Steam Hose. 
These two new Republic 
products won't sell 
themselves, but, if you 
talk to your customers 
about the benefits they 
can expect from WIRETEX 
--the sale will be made. 


oe Lime 


Sales Manager 


REPUBLIC'S 5 - POINT SALES POLICY 


@ A LINE of rubber items sufficiently complete 
to permit effectively supplying the require 
ments of the trade solicited 


A QUALITY of product uniformly good and 
capable of delivering service results that 
should reasonably be expected 


A PRICE basis inducing and making pos 
sible aggressive competition with reason 
able profit return 


FREEDOM trom competition from his source 
of supply. either direct or indirect, among 
the trade covered Dy his day-to-day so 
licitations. 


SELLING helps of reasunable amounts so 
that his sales force may be given the ad 
vantage of specialized training and a 
knowledge of the product sold. 


BELTING 


EXTRUDED AND MOLDED PRODUCTS HOSE PACKING 


REPUBLIC-RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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Alice— 
In A Price Cutting Wonderland 


LICE would not b« put off easily. She thought, 
with so much talk, something about it should 
make sense 

“But if vou sell vour products at cut prices,” Alice 
persisted, “how can vou cover vour expenses and 
keep in business?” 

“Oh, that’s easv,” said the Mad Hatter, with an 
air of finality, “‘we sell so many of them.”’ 

“How can that be?” asked Alice becoming even 
more puzzled. “If you sell one product at a_ price 
that doesn’t let vou cover vour expenses, how can 
vou make it up by selling a lot on the same basis?” 

“Well, I never saw anyone so stupid,” said the 
Hatter, “When vou are as old and experienced as 
I am you will understand.” 

What,” exclaimed Alice, “has age got to do 
with it?” 

The Mad Hatter was quiet for a moment as he 
sought another explanation that would enable Alice 
to understand his motives. “I have to do it,” he 
said brightening, “‘because evervone else does it.’ 
Here he gave a sideways look at the March Hare 

“T didn’t start it,” said the Hare who had been 
trving to follow the conversation. “Somebody else 
in my territory started it and I had to follow.” 

“Why?” asked Alice although she had about given 
up hope of getting an answer that would make sens¢ 

As she looked up she was astonished to see both 
the Hare and the Hatter nodding their heads in 
agreement and pointing at the Dormouse which had 
remained asleep between them throughout the con 
versation 

“That's not fair,” said Alice. “He is asleep and 
cannot defend himself.” 

“Let’s wake him up,” suggested the Hare, “and 
have him tell us why he started cutting prices 

“You don’t even know that he did,” said Alice 

“But he must have,” exclaimed the Hatter 
“Neither the Hare nor I did it first.” 

The Hatter and Hare leaned over and each of 
them gave the Dormouse a vicious pinch. Where 
upon the poor creature shook itself and jumped to 
its fect shouting, “I didn’t do it. I didn’t do it.” 

“Didn't do what?” queried Alice, hoping at last 
to get a sensible answer 

“Whatever it was,”’ said the Dormouse in a hoarse, 
feeble voice 

“The Hatter and I,” said the Hare 
why vou started cutting prices.” 


“want to know 


Industrial Distribution 





“Evervone else was cutting,” the Dormouse de 
fended himself promptly, almost automatically. “I 
had to do it to meet competition.” 

This was too much for Alice. The same answers 
seemed to go round and round. Evervone had to do 
it because evervone else was doing it. She thought 
she would try another approach. 

“When you cut prices you must also cut your 
service to make ends meet,” she stated. ‘This was so 
obvious she didn’t bother to put it in the form of a 
question. 

“That just shows how much you know about this 
business,” said the Hatter in disgust. “‘We always 
expand our services otherwise our customers would 
be unhappy.” 

“But isn’t that unreasonable of them?” asked 
Alice. ““They can’t have their cake and eat it too.” 

“Thank you,” said the Dormouse rousing from 
the sleep into which it had fallen after its last 
comment, “I'll have some cake.” 

“There isn’t any cake,” said Alice. Not to be 
sidetracked, she continued. “Now that you are 
awake,” she addressed the Dormouse, “how do you 
maintain vour service on the narrow margin you 
have left?” 

“Now that you mention margins,” said the Dor 
mouse quickly picking up the word, “what we need 
is more margin. ‘Then we could give our customers 
better service.’ 

At this both the Hare and the Hatter jumped up, 
applauded loudly and patted the Dormouse on the 
back 

Ilere we go again thought Alice. “But when you 
cut prices you give away the margin you already 
have.” Now she felt she was really getting to the 
heart of the matter 

“That's not the point at all,” 
Hatter 

“Suppose we change the subject,” the March Hare 
interrupted yawning. “I’m getting tired of this.” 

Here the Hare, the Hatter and the Dormouse put 
their arms around each other’s shoulders and walked 
away leaving Alice alone and as confused as she was 
at the start. ‘ 


nll, A Cocrwsber 


exclaimed the Mad 





INDUSTRIAL DISTRIBUTION © OCTOBER, 1953 











MOORE-HANDLEY wanowane company.oe “""""" SAMY be 


ee MINOMAM 2 AL ame <> wee em 2 A. seeme osy. :ee2 


PEGISTER BO -1 3-0 Oare 

y-2 . . On PACKAGES PACKING 
ANGPORTATION RECEIPTS MUST we 
" THE CONDIGNEES A008 ES5 
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Multiple form in 12 parts combines functions of invoice and purchase order, has “built-in” feature facilitating follow-up. 
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“TICKLER” file with flag signalling expected delivery date, on original salesman’s order. All data relevant to ordcr is 
and cut away showing tracer clerk pertinent information kept in this folder. 
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ORDER STARTS with F. Y. Anderson, sales manager of 
Moore-Handley’s industrial quotation and order department 
right) checking with J. F. Jones, industrial sales 
on direct shipment items 


upe rvisor, 


of 


TRACING STARTS when supplier remains mum on de- 
livery date. Here Mr. Anderson checks tickler file with 
help of Mrs. Marie Wills, expediter. System applies also 
to non-stock and special supplies and equipment 


Placing and Tracing an Order the Easy Way 


Moore-Hanpitey Harpware Co., Birmingham, Ala. 


has cut paperwork connected with direct shipments from 
a torrent to a trickle. And credit goes to a 12-part invoice 
and purchase order form which does nearly everything 
even to talking back to the supplier and asking where 
the shipment is. 

Time was when the firm’s purchasing department han- 


dled all the details of these transactions, and inevitably 
found itself up to the eyebrows in letters to and from 
the supplier and customer, especially in the follow-up 
stages. Now, with the 12-part form, placing an order 
still rests with the purchasing department, but tracing 
it is the sales department’s responsibility 

After a salesman writes out an order involving a 
direct shipment (or non-stock or special items), the 
purchasing department first checks source of supply and, 
where possible, suggests changes or substitutes (with cus- 
tomer’s approval) if this will speed delivery. 

If it is decided to buy, the salesman’s order goes to 
the order department, where the multiple form is pre 
pared. The completed form is returned to the purchas- 
ing department for checking, signature and mailing. 

Ihe multiple form consists essentially of two parts 
invoice and purchase order. But “built into” the form 
are features which enable Moore-Handley to trace the 
order with the supplier and advise the customer of the 
delivery dates. 

The first four parts of the form are invoice (one orig- 
inal, three copies, all sent to the customer). The fifth 
part is a cost copy for posting to accounting records 
The sixth is the office filing copy Ihe seventh part is 
the “‘customer’s shipping advice,” sent to the customer 
when the supplier has advised Moore-Handley on the 
delivery date. The eighth part is an “acknowledgement,” 
mailed to the customer the day the order is placed with 
the supplier, and telling him he will be advised of the 
delivery date (this part, of course, precedes part 7 

Beginning at the ninth part, the multiple form changes 
its function from invoice to purchase order 

Original purchase order: mailed to supplier. At the 
foot of this part is a perforated strip in which supplier 


inserts the expected shipping date, and which he r 
turns to Moore-Handley. 

Copy for numerical order file: this is placed in 
Moore-Handley’s record book containing all purchase 
orders, filed by order number. 

Buyer’s file copy: placed in separate file folder under 
customer's name, together with any correspondence or 
memoranda connected with transaction. 

Order tracer: kept in same file as the buyer’s file copy, 
and sent to supplier if no word is received regarding 
delivery date. Plainly marked “second request urgent,” 
this part, like the original purchase order, has tab at 
bottom in which supplier can insert date of shipment 
and return to Moore-Handley. 

When the shipment is made, the invoices are sent to 
the billing department for pricing and extension. 

The follow-up on an order functions almost auto- 
matically. The cut-away folder in which the purchase 
order, file copy and order tracer are kept is marked with 
dates 1 to 31 on the tab. A small colored flag is clipped 
to the date 10 days after that on which the order is 
placed. If, by that time, no delivery date information has 
been received from the supplier, the tracer form in the 
file is sent out. 

If the urgent second request is disregarded by the 
supplier, then the whole file is turned over to the head 
buyer for special action (usually by telegram). 

Normally, the supplier lets Moore-Handley know 
the expected shipping date upon receipt of the original 
purchase order. In this case, the flag is advanced on the 
file folder to a date three days after the date given by 
the supplier. If factory invoice or shipping papers aren't 
received by that time, followup procedure starts. 

Che outstanding feature of this whole system is that 
every part of the multiple form carries the full list of sup- 
plies and equipment ordered, together with the order 
number. Thus, there’s no need to retype or copy this 
information when tracing the order 

By placing an unusually high premium on speed and 
iccuracy, Moore-Handley have evolved a system that elim 
inates headaches, saves headwork. 
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Selling Careers In Industrial Supply Field 
Is New Job For Distributors 


Distributors in Jacksonville, Memphis and Cleveland use various 


means to tell students of vocational opportunities awaiting them 


By 


ANNUAL surveys of distributor opera 
tions conducted by [Npusrriat Dis- 
TRIBUTION since 1945 show that, 
with the exception of 1949, there has 
been an annual increase in the num 
ber of employees in the industrial 
supply and equipment industry. The 
surveys also show that sales staffs have 
been enlarged cach year without ex 
ception 

Ihe statistics indicate that the in- 
dustry and modest 
number of new employees, particu 
larly salesmen, each year. In relation 
to the requirements of other indus 
tries, the number required by distribu 
tors is not very large. ‘This would 
make it appear that the traditional 
method of inserting a help-wanted ad 
in a local newspaper would be ade- 
quate to secure candidates. 

However, there are indications that 
this simple form of recruiting is not 
vielding the results some distributors 
want, The need for greater produc 
tivity of employees in face of generally 
conceded profit squeezes and the 
growing importance of management 
thinking and planning, according to 
these distributors, demand that they 
secure the best possible candidates 
for industrial supply and equipment 
careers. 

These distributors have reviewed 
their hiring practices and studied 
more modern employce recruitment 
methods to find out what other in- 
dustries are doing about the problem 
Their findings suggest that the indus 
trial supply industry is up against 
some stiff competition when it comes 
to recruiting business and_ technical 
talent emerging annually from high 
schools and colleges. The nature of 
this competition is reflected in the 
April issue of Fortune which reported: 

“This month, recruiters from some 


can does use a 
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Jack Wertis. 


Associate 


600 companies are on the nation’s 
college and university campuses com- 
peting for the class of '53’s top tal 
ents.”” For the most part, these are 
big companies with a big story to tell. 

Convinced that their recruitment 
methods have been primitive, that 
other industries are “selling” students 
before they embark on careers and 
thus getting the cream of the crop, 
some distributors are doing something 
about it. In the following pages, the 
more modern methods of distributor 
activity along these lines are described 
to show the industry the variety of 
means which distributors, either singly 
or in a group, can employ to get the 
industry's story across to students and 
graduates. These are: 

Robert Edwards, vice-president, 
Holley-Edwards Sales, Inc., Jackson- 
ville, Fla., who accepted an invitation 
to describe sales career opportunities 
in the industrial supply and equip 
ment field in a panel discussion of 
marketing careers held for the benefit 
of students at the University of 
Florida. 

Nine distributors in Memphis, 
Tenn., who participated in a_ tele 
vision show as an industry panel. The 
show, called “Your Future Unlim- 
ited” is designed to acquaint carecrists 
with opportunities in various Mem- 
phis area industries 

The Geo. Worthington Co., Cleve- 
land, which issued an eight-page pam- 
phlet descriptive of opportunities it 
presents to high school and college 
graduates for distribution in schools 
and vocational guidance centers 

These are not the only distributors 
who are employing modern recruiting 
practices. In the October 1951 issue 
of InpustriaAt Drstrisution, “Case 
Day” was described at Strong, Car- 
lisle & Hammond, Cleveland. Each 


Editor 


year, students from Case Institute of 
I'cchnology are guests of the company 
at its plant where they learn what 
the industry is and the opportunities 
it presents. As R. C. Douglas, vice- 
president, put it, “Case graduates 
make good employees (SCH has sev- 
cral). “Anes er sora indoctrinate 
college men while they're still at 
school. So can we; and, what is more, 
we can localize it.” Other distributors 
are doing similar missionary work. 

The need to secure the best avail- 
able technical and business talent, as 
far as these distributors are concerned, 
is real. They point out that the in- 
dustry has expanded to more than 
four times its size since pre-war; that 
the tremendous expansion has in- 
creased the distributor’s responsibility 
for providing adequate service; that 
greater employee productivity will 
mitigate the effects of the profit 
squeeze; that there is a dearth of per- 
sonnel capable of developing into 
management material. 

The industrial supply industry, ac 
cording to these distributors, has a lot 
to offer to the promising high school 
and college graduate but it isn’t get- 
ting its story across. The industrv has 
stability, it has shown continued prog- 
ress, it is essential and, being small 
business, presents maximum oppor- 
tunities for advancement to ambitious, 
industrious and well-trained personnel. 

It would be encouraging to report 
that these efforts to get the story 
across have resulted in a stream of 
applications for jobs but, as other in- 
dustries have learned, selling careers 
in a particular field of endeavor is not 
a one-shot affair. It requires continu 
ous effort on the part of more and 
mcre industry representatives, singly 
and in groups. In short, it’s a “sell- 
ing” job. 





The “Business Day” Story 


Marketing students at University of 


Florida hear Jacksonville distributor 


describe on marketing panel his in- 


dustry and the opportunities it offers 


for careers 


ALTHOUGH ENGAGED in industrial dis 
tribution only a relatively short time, 
Mr. Edwards of Holley-Edwards Sales, 
Inc., of Jacksonville, Fla., was im 
pressed by the relatively few people 
who knew anything about industrial 
distributors and _ their functions 
When invited to participate in the 
panel discussion on the opportunities 
for young people in marketing, he did 
not hesitate. He was convinced that 
the invitation was a good opportunity 
to interest a good number of business 
students in the industrial supply field 
His experience is that the average 
college graduate is attracted to those 
industries he knows something about 
and is suspicious about entering a field 
he has never heard of before 


Other Industries There 


The nature of the competition for 
graduate students is indicated in the 
fact that four other wert 
represented on the marketing panel 
on which Mr. Edwards appeared and 
In addition to the panel 
organized 


industries 


was heard 
on marketing, others wer 
on accounting, estate, 
and finance, foreign trad 
portation, management and insurance 
Several inquiries about jobs attest to 
Mr. Edwards’ effectiveness in present 
ing the industrial supply case 

Ihe total cost of Mr. Edwards’ 
presentation was the time consumed 
in research, and the day 
Gainesville as a guest of 
organizations which sponsored the 
“Business Day”. Much of the data he 
used was supplied by INpustriat Drs 
TRIBUTION and the York Report re 


banking 
ind tran 


real 


he spe nt at 


university 


printed in the magazine in the June 
issue this year. The following is a 
digest of Mr. Edwards’ talk prior to 
the question and answer period which 
followed the presentations of all in 
dustry representatives 

There are tremendous opportuni 
tics, not only in the general field 
of marketing, but particularly in the 
ficld of endeavor I am going to de 
scribe to you in just a few moments 
here is no question that it is a signal 
honor to be voted the graduate most 
likely to succeed, but that in itself is 
no guarantee of success. Only if these 
talents are put to work in the activity 
where they can be most useful, will 
the possessors achieve practical busi 
ness Promising graduates are 
ometimes unaware that they have a 
natural aptitude for sales and met 
chandising work. No profession could 
offer a more fitting or useful care than 
one which promotes the knack of get 
from here to there—mat 


success 


ting thing 
keting 


Distributor’s Role 


\s stated by the York Report (IN 
pusTRIAL Disrripution, pp. 101-102 
June, 1953 Americans are masters 
if logistics. We move raw materials 
from far mountains to near-by mills 
We pour parts into assembly lines and 
take off autos and tanks. It is through 
this movement of goods and materials 
that America And the indu 
trial distributor plays an important 
part in this movement of goods and 


PTOWS 


materials 
As for opportunities in this field 


past, present and future—let me give 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1953 


Robert Edwards 


you my firm’s experience. In June 
1946, W. C. Holley, Jr., a Floridian, 
and I (after five years in the Army) 
joined hands to form Holley-Edwards 
Sales, Inc., an industrial supply house 
in Jacksonville. Our business was 
small when we started but, through 
enthusiasm and application, we were 
to reach an annual volume of 
more than a million dollars within 
four years. We have salesmen who 
travel the Southeast who earn from 
as little as $5,000 a year to more than 
$25,000 a year, depending on the 
amount of enthusiasm and personal 
initiative expended. 


able 


Distributor Sales Cited 


Quoting from INpusrriat Distrti- 
BUTION: “From an approximate 800 
million dollars worth of business in 
1940, industrial products sales rose to 
+.1 billion in 1951, or five times as 
much.” 

After hearing these facts, you are 
undoubtedly asking yourself, “Just 
in industrial distributor, and 


he opel ite?” 


what is 
how dot 

Again quoting the magazine, the 
inswer is: “He is an independently 
owned, financed and managed whok 
iler of production and maintenance 
tools, equipment and supplies. Unlike 
the usual type of wholesaler, however, 
he sells back to all kinds of industry, 
rather than forward to retailers. The 
industrial distributor buys his stock 
from a few or many manufacturing 
ind makes the products he 
ells available locally from his own 
varchouse, or from the manufac 


Next page, please ) 
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Selling Careers In Industrial Supply Field (Cont'd) 


on large items. He owns 
ntory, which last year (1952) 
ited an investment of approxi 
mately $325,000. ‘That's the average 
per house, but the actual figures 
ranged up to $5,000,000 

On the average, he maintains an 
outside sales force of six salesmen, and 
ach salesman 150 ac 
tive accounts, engaged in all forms of 
manufacturing, mining and service in 
dustries, such as contractors, eng)- 
neers, etc. Sales of the average sales- 
man amount to about $300,000 an- 
nually, and some range up to better 
than half a million. The outside sales- 
men in the average supply firm are 
backed by about 30 inside em 
plovees.”’ 


turers stocx 
his m 
epi 


services about 


up 


Types of Distributors 


Some industrial distributors special- 
ize, while others are general line 
houses. For example, you will find 
some who are power transmission spe- 
cialists, or cutting tool specialists, 
others, such as ourselves, may 
stock and sell the whole range of 
produc tion and maintenance tools, 
equipment and supplies 

In any event, the distributor carries 
1 number of lines and thus is able to 
represent economically manufacturers 
who themselves couldn't afford to sell 
direct. Since his selling expenses are 
pread over a number of lines, he can 
perform the distribution function eco 
nomically where a manufacturer of a 
single line attempting to do the job 
could do so only at exhorbitant costs, 
and in areas with a high concentrated 
potential 


while 


Function Is Necessary 


Ihe most important thing that I 
mit to you is that the indus 
performing a func 
be climinated, if 
marketed 


in pot 
trial distributor i 
tion that can never 
goods are to « 
hxpre | in simple terms, the indus 
trial house is the retail store 
for all industry, supplying its mainte 
nance and operational requirements 
In our present day set-up, despite all 
the clamors and attempts by social 
reformers to eliminate the middle 
man, the personal contact and service 
between the distributor and customer 
is almost worth more in dollars than 
the item the manufacturer is attempt 
ing to sell. Se you can see for your 
selves that not only are there tremen 
dous sales opportunities in this field, 
but that these opportunities represent 
a rare pecuniary value to industry, to 
the supply house and, most of all, to 
the salesman himself. 


ontinue to be 


upply 


Continuing progress in industry 
based on science and technology is the 
keystone of our modern society. ‘This 
progress has improved directly as a 
result of the industrial distributor's 
efforts in introducing new items and 
equipment where they can be used 
to best advantage. The “York Re- 
port’’ substantiates this when it states 
that the industrial distributor, in lay- 
man’s language, runs an_ industrial 
products department store. The items 
he carries in stock are for the mills 
ind factories among which he oper 
ates, not for the average consumer. 


Supplies Assembled 


If you trace the origin of tools and 
machines and replacement parts used 
in any plant, you find that they come 
from all over the map. In the midst 
of a vital job, one breaks. What can 
1 customer do to avoid costly delay? 
Phone the factory and have a replace 
ment sent by air? That runs into 
money, even assuming that the manu 
facturer is taking orders for immediate 
delivery, which for a long time has 
been highly unlikely. Another expedi 
ent would be to keep on hand a re- 
placement for every tool, gear and 
compressor, etc. Also costly 

What is the solution? You call a 
nearby industrial distributor. If it is 
i standard part, he probably has it on 
hand. If it is a special job, he prob 
ibly knows where to get it promptly 
Ihe distributor’s stocking of items 
proves economical. A plant needing a 
machine or a part in a hurry would 
have to pay small-lot freight rates, or 
even air transport rates, and possibh 
a special-order premium if it is or- 
dered from the basic supplier. On the 
other hand, the distributor orders in 
idvance, and gets delivery either in 

irloads or by special trucking arrange 
ments 
Save Money 

Distributors save money in other 
ways also—by saving their customers 
costs of maintaining a towering in- 
ventory. Warehousing, insurance and 
handling inventory costs money. Dis 
tributors also stock ideas—most of 
them do at any rate. Their survival 
deperds on how well they can serve 
their customers, and this service in 
cludes not only prompt delivery of 
ordinary items, but also advice on 
how to meet new problems. 

Basically, the industrial distributor 
performs the functions of supplying 
customers with supplies and equip- 
ment they need sad ching them on 
unusual problems that constantly arise 


in manufacturing. Some egg-heads 
regard them as a kind of middlemen 
who have inserted themselves between 
producers and users to exact a tribute 
from industry. Others cited giant 
corporations’ establishment of re 
gional warehouses and offices as proof 
that industrial distributors are not 
necessary. One argument, of course, 
answers the other; the giant corpora- 
tions’ regional set-ups are simply their 
own exclusive industrial distribution 
points. Both are essential to a 
smoothly operating economy. The 
big companies must staff divisional 
establishments to give the service ex- 
pected. Yet small producers would 
not maintain networks. Without in- 
dustrial distributors, they would die. 
With no industrial distributors, the 
dispersed factories of the U. S. would 
have to establish pools to bring car- 
load shipments into their territories. 
Even then costs would be greater than 
selling through industrial distributors. 


Inventories Are Stockpiles 


Vhere’s another great reason why 
industrial distributors are valuable to 
America’s economy. The government, 
with good reason, has been building 
huge stockpiles of critical materials. 
Meanwhile, industrial distributors 
have built up huge inventories of sup- 
plies and equipment worth hundreds 
of millions of dollars at no cost to 
the taxpayers. This stands as a 
reservoir against the effects of strikes, 
other interruptions and even against 
the possible effects of an atomic bomb 
itself! 

In order to prepare yourselves for 
sales work in the industrial distribu- 
tion field you must know, firstly, how 
to get along with people. This is 
known as sales technique. You must 
have some mechanical background 
This does not mean a degree in en 
ginecring or anything close to it. You 
must merely have a working famili 
irity with tools and general machinery, 
whether through tinkering or practical 
on-the-job experience. Most of all vou 
need enthusiasm and _ initiative. 

In this business, we have found 
that aptitude is not nearly as im 
portant as attitude. The rest will take 
care of itself. Last year your Professor 
Emorv of the school of marketing, 
brought a marketing class to visit 
several businesses, including Holley- 
Edwards Sales, in order to acquaint 
students with the practical side of the 
marketing field. Should any of you, 
either singly or in a group, wish to 
visit our organization at any time, I 
will consider it a pleasure to show you 
around personally. 
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PERSONAL APPEARANCE of Walker 
and cight other Memphis distributors, 


J. E. Dilworth Co 


aoe 


Wellford, Jr., 


The Memphis Story 


By 
§ wots 


emphasized opportunities for career seekers in the industrial 
supplies and equipment fic ld 


Local distributors seize opportunity to tell their indus- 


try’s story on TV program called “Your Future 


Unlimited” 


[HERE WAS NO LACK of awareness of 
the problem of getting young people 
interested in making lifetime jobs 
in industrial distribution 
Memphis distributors. ‘The subject 
has been and still is discussed. When 
Denby Brandon, director of the ‘T'V 
program “Your Future Unlimited 
made it known that any industry 
would be given the opportunity to 
describe opportunities in its field, the 
idea found ready acceptance. The re 
sult was an example of whole-hearted 
cooperation by competitors for the 
good of the industry 

“We thought,” said Walker Well 
ford, Jr., J. E. Dilworth Co., “if we 
could present this program that some 
young people might be interested in 
what we did and would seek to make 
it their future business. After talking 
with the director of the program, I 
contacted the other distributors and 
they all agreed to go along.” 


among 


Besides Mr. Wellford, others who 
participated on the distributor panel 
Gene Johnson, vice-president, 
Lewis Supply Co.; George B. Hays, 
president, Hays Supply Co.; Bell Jen 
nings, iles manager, Riechman 
Crosby; Robert Van Dyke, president, 
Industrial Supplies; William Quinlen, 
Choctaw, Inc.; Lec 
Dabney, president, Dabney-Alcott; 
Phil Pidgeon, vice-president, Pidgeon 
lhomas Iron Works, and E. C. Black 
tone, president, E. C. Blackstone Co 


wcre 


vice-pre sident, 


Half Hour Show 


The show lasts a half hour and is 
broadcast in the Memphis area. It 
was necessary for each distributor to 
devote several hours to rehearsal in 
order to get the program to come out 
within the allocated time. Like Mr. 
Edwards’ appearance at the University 
of Florida, the cost to Memphis dis- 
tributors for putting their story across 
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with college students as interrogators 


was measured in the time the dis- 
tributors spent in assembling material, 
rehearsing and then going on the pro 
gram. 

Mr. Brandon, the program director, 
erved as moderator being flanked by 
the nine distributors who had iden 
tifying nameplates on their desks. 
Mr. Brandon made the introductory 
remarks and, in doing so, would indi- 
cate the sort of questions each dis 
tributor he introduced would answer. 
For example, in introducing Mr. 
Blackstone, Mr. Brandon asked the 
question (that he and_ his 
wuidier.ce would like to know the 
answer to) of what was the function 
of the industrial distributor, where 
did he fit into the economic picture 
Wherever Mr. Brandon felt there 
could be some clarification, he would 
query the speaker again, thus bringing 
out more information 

(Next page, please) 
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Selling Careers In Industrial Supply Field (Cont'd) 


The full information about the in- 
dustry—its customers, its organization, 
the distributor's organization, the type 
of products handled, methods, train 
ing, jobs, qualifications, courses re 
quired, etc.—was elicited from the 
nine distributors 

Following this exposition, two col- 
lege students were given opportunities 
to ask specific questions from any one 
of the distributors they wished to have 
answer. The students’ questions in- 
volved compensation, suggestions as 
to the best courses to take preparing 
for jobs in the distributor 
organization, the training available 
from the distributor. 

An interesting by-product of the 
distributors’ program was a film made 
of the entire show directly from one 
of the distributors’ own television sets. 
Unfortunately, an electrical storm in- 
terrupted the transmission of the show 
marring some parts of the film. How- 


The 


various 


ever, the film adequately tells the 
story and was shown to distributors 
and manufacturer-suppliers at the 
Miami convention. It now has po- 
tential value in giving a repeat show 
to such audiences as high school and 
college students interested in market- 
ing careers. 

One distributor who saw the film 
remarked that there was no television 
station in his area but that wasn’t 
going to prevent him from making a 
film about the career opportunities 
in his own company. In fact the 
advertising manager has been given 
the assignment. The film will be 
taken on a 16 mm. movie camera 
(already owned by the company) and 
sound will be dubbed in later. The 
film will be used to interest students 
of business colleges, high schools, col- 
leges, Y.M.C.A’s, vocational guidance 
centers and other similar groups with 
a local appeal. 


The lack of immediate tangible re- 
sults is not worrying these Memphis 
distributors. They know the cam- 
paign must be continued and the film 
of the prograin will be of considerable 
help. Mr. Wellford stated: 

“Actually, we did not have any 
visible reaction to the program. How- 
ever, many of our friends commented 
that they had seen it and thought it 
to be very good. I do not know any 
way of determining whether we will 
get any personnel as a result of the 
program. It seems to be the general 
opinion of those who participated that 
we got a good deal of free advertising 
out of it as far as people learning what 
industrial distributors really do. We 
all feel that the effort was worth 
while from this point of view alone. 
As you know, one of the problems of 
distributors today is to secure a lot of 
business that is being placed, at no 
savings, direct with manufacturers.” 


“Recruiting Booklet” Story 


Cleveland distributor competes with big industry in recruit- 


ing high school and college talent with descriptive literature 


supplementing 


E'srasiisnep in a large industrial city 
like Cleveland, the Geo. Worthington 
Co. knows what the competition for 
new employces is like today. ‘To meet 
this problem and to provide personnel 
to assure its continued growth, the 
company has developed a recruiting 
program which has been quite suc- 
cessful. 

Worthington Personnel Director, 
Paul Schefft, and his staff do not sit 
and wait for applicants to find them 
They go out, into the high schools 
and coll ges, and “sell” Worthington 
to graduating students. This is done 
either through group meetings or in 
dividual conferences. In their student 
contacts, Mr. Schefft’s group explains 
the nature of the industrial distribu 
tion and wholesale hardware indus 
tries, emphasizing stability and pro 
gressiveness. ‘They “sell” students on 
Worthington Co. and indicate the 
various opportunities for advancement 
which the company affords. The com 
pany’s training program is described 
in detail 

Recently, as a further aid to its 
recruiting, The Geo. Worthington 
Co. issued a comprehensive booklet 


personnel department’s individual efforts 


descriptive of the distribution indus- 
try. ‘Through the occupational plan- 
ning committee of the Cleveland 
Welfare Federation and the com- 
pany’s own personnel department, 
this is being distributed widely to 
high school and college graduating 
groups. Copies are also being placed 
with public libraries and vocational 
guidance centers where they can be 
secured by interested persons. 

I'he booklet is profusely illustrated 
with photos of the company’s opera- 
It explains exactly how a dis 
tributor functions . . . how he buys 
warchouses and sells . . . and earns his 
profits. Job opportunities are described 
in detail in two sections—one for men, 
mother for women. In addition, there 
is a full explanation of working hours, 
vacations, hospitalization, part time 
employment, promotion and transfers, 
group imsurance, et 

Founded in 1829, the Geo. Worth- 
ington Co., since its imcep- 
tion, recognized that the ability of 
inv business to meet competition is 
dependent to a major extent upon 
the combined capabilities of its per- 
sonnel. As a means of attracting 


tions 


almost 


above-average employees, the company 
maintains a policy of “advancement 
from within” explained in the book- 
let. Executive posts have been filled 
by promoting men who have literally 
“grown up” in the company and 
know its operations 

I'he company, since 1913, has been 
owned by its workers. All common 
stock is held by persons who are active 
in the daily operation of the company. 
Ihe second page of the booklet is a 
condensed history of the firm which 
emphasizes its stability and progres 
siveness. The company makes good 
use of its personnel statistics, such as 
of the 675 present employees, 80 have 
been with the firm more than 25 years 
and 275 more than 10 vears. 

Prior to World War II, the 
pany always had a long list of job 
ipplicants and had little, if any, diffi 
culty in selecting capable personnel 
But during recent vears, the firm has 
faced the same problem which is 
plaguing all industry—the lack of good 
employee material. It called for active 
competition with other industries and 
the recruiting program under Mr 
Schefft is its answer 


com 
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EMPLOYEE RECRUITMENT AID used by Geo. Worth- to high school and college graduating groups through the 
ington Co., Cleveland, is an 8-page comprehensive booklet cooperation of the occupational planning committee of the 
descriptive of the distribution industry now being distributed Cleveland Welfare Federation. The pages are 84 by 11 in. 
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There’s Something for All 
In New Sales Campaign 
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Everysopy—salesmen, internal staff and customers per- 
sonnel—has a hand in a year-long, double-purposed sales 
campaign started this year at Industrial Supply Corp., 
Richmond, Va. Lloyd Mize, president, in collaboration 
with the Cabell Eames advertising agency of Richmond, 
designed the campaign to: (1) stimulate readership in 
the Industrial Doctor, the company’s house organ which 
is mailed to customers and prospects each month; (2) 
stimulate sales of 43 key lines. 

The features of the campaign are 

1. A contest for customers is conducted in each 
month’s issue of the Industrial Doctor and prizes are 
awarded to the winners. 

2. An incentive plan in which salesmen earn points 
for dollar sales of key line products and exchange these 
points for merchandise (priced by points) listed in a 
special catalog. 

3. Inside personnel has an incentive for maintaining 
good customer relations through efficient order handling, 
order filling, shipping, etc., by sharing in a special pool 
of points contributed by salesmen. 


The Customer Contest 


The Industrial Doctor is a four-page magazine edited 
by the advertising agency, containing news of the com- 
pany’s services, personnel and products. It is the ob- 
jective of the contest to increase readership of this 
material. 

The contests are different each month. In January, a 
prize was offered to the oldest employee presently em 
ployed on a full time basis by a customer. The winner, 
Hugh S. Grigsby, an air conditioning engineer at N. W 
Martin & Bros., was announced in the February issue 
(see illustration). Mr. Grigsby is 86 years old and a 
pioneer in the air conditioning industry, indicating that 
some interest was aroused among customers’ key pet 
sonnel. 

In the same issue, the February contest was announced 

to determine the loveliest female employee in cus 
tomers’ organizations 'hree were selected as prize 
winners. Other contests scheduled include best stories, 
puzzle solutions, big fish caught, cutest baby, summer 
beauty contest, and identification of product slogans. 

Prizes include hassock, cigarette lighters, bon-bon dish, 
compacts, fitted overnight bags, fountain pens, sports 
watch, casting rod, musical toys, candle-stick, leaf trays 
wallets, venetian home mirror, pen and pencil set, flash 
lights. 

The incentive for salesmen involves earning of points 
for sales of key line products and then trading in these 
points for merchandise. A full point is allowed to each 
salesman for each dollar of sales on the “SE” or “Special 
Effort” line or lines of the month. For example, the 
gear product line was the “SE” line of the month during 
January. For each dollar of sales of this line made 
by a salesman during January, he got one point. During 
the rest of the year, each dollar of sales in this particular 
line made by the salesman earns him half a point. 

During February, salesmen got a fu!l point for each 
dollar of sales made in grinding wheels and coated abra 
sives. The schedule of “SE” lines for the rest of the 
year is March, motors and couplings; April, paints, spray 
ing equipment and brushes; May, valves and welded pipe 
fittings; June, saws, files and knives; July, carbide tipped 
tools and hack saws; August, transmission; September, 
industrial rubber goods; October, fire tiaiien and 
recharges, tying in with Fire Prevention Week; Novem- 
ber, conveying equipment; December, hoists 


MORE SALES in 43 major lines is the objective of Indus 
trial Supply Corp., Richmond, Va., special campaign as 
Lloyd Mize, president, shows Bob Parker, salesman, special 
binder featuring “Special Effort’’ lines 


I'hus, 18 of the 43 lines are “SE” lines. The re- 
mainder of the 43 lines are “KE” or “Effort’’ lines for 
which salesmen will receive half a point for each dollar 
of sales made throughout the yeat 

Salesmen can use all or any part of their carned 
points at any time to trade for merchandise. Each sales 
man has a special catalog showing a wide variety of gift 
products and the number of points each product trades 
for. A tally sheet keeps a record of points earned. 

Points for all sales made to salesmen’s assigned ac 
counts are credited to the respective salesman, regardless 
of who makes the sale or enters the order. Full credit is 
given for all orders when billed, but the point value in 
effect on the date the order was entered, will apply. For 
example, an order for gear products entered on Jan. 20, 
but billed March 15, is credited on the January basis of 
one point per dollar of sales as gear products were the 
“SE” line of the month during January. 

I'o aid salesmen in making his sales presentations, a 
special binder with the salesman’s name printed in gold 
leaf, is provided. It carries manufacturers’ catalog pages 
encased in plastic page holders. In addition, each prod 
uct’s selling points are outlined. 


Inside Personnel 


Recognition of the part inside personnel plays in back 
ing up their sales efforts has prompted the salesmen to 
donate voluntarily 25 percent of the number of points 
they earn to a special pool to be distributed to inside 


employees. Moreover, S. D. Nunnally, vice-president 
who handles several accounts, donates all the points 
he earns to this pool as officers do not participate in the 
point distribution. 

Distribution of points to each individual inside em 
ployee will be made at the end of the campaign year on 
a merit basis. 

Store personnel are given full point value for all cash 
and charge sales made to house accounts or accounts not 
assigned to salesmen. In addition, storemen will par 
ticipate in the general pool point distribution 

A monthly summary of all points earned is posted 
by Hardy Baker, scorekeeper. 
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tk 
BY PHONE is easiest way to hurry up a delivery on out 
of-stock item, as Ivan Sweeney, of Barker-Chadsey Co., 
Providence, R. IL. is doing here Jo Rary, inside sales 
‘ plain what needed. But when hard-pre sed 


CAR is sometimes the only way to get the goods on time. 
Expediter John R. Mitchell makes special trip to supplier’s 
plant to satisfy customer. To keep this extra service in 
bounds and prevent unnecessary trips 


Extra Expediting Pays—lf Youre 


EXPpEDITING MEANS JUST THAT at Barker-Chadsey Co., 
Providence, R. I. It’s done by car and truck as well as by 
telephone 

When an inside salesman finds an item is out of stock, 
he never returns to the telephone with a “Sorry-we-lon't- 
carry-it.”’ 

Instead, it’s “Hold the wire please,” or “we'll call you 
back in 5 minutes.” 

If the item is not back-ordered and due in from the 
supplier within the time specified by the customer, this 
is what h ippen 

1. Supply manager Ivan Sweeney phones the suppher 
and tries to have the shipping date moved up 

2. Failing this, he asks if the item can be picked up 
at the supplier's plant, and sends a member of the inside 
force to get it in a car 


Motorized Expediter 


John Mitchell is assigned this motorized expediting job 
most of the time. He's always available with a car, and 
normally fans out to a radius of 25 miles beyond town 
to find what he’s after—at a supplier’s plant or branch if 
ossible, elsewhere if necessary 

When the order is large enough, and the customer is 
not so hard pressed for it, one of the company s trucks } 
used. One truck has regularly scheduled runs to sup 
pliers plants 

In a normal week, Mr. Mitchell makes four or five 
trips for these special requisitions. On a typical day 
recently, for example, he picked up four “‘specials’”’ at 
uppliers’ plants, delivered two of them to customers 
direct. When not expediting on the road, he doubles at 
mside sales 

His job is easier than it might otherwise be because 
of Barker-Chadsev's location in the center of industrial 
New England. Suppliers’ plants and branch offices are 
not far off 

l'o speed his work further, a special short-form pur 
chase order is used, consisting of an original and carbon 


from a 7 by 34 in. binder. When Mr. Sweeney con- 
firras that a supplier has available the “special” he needs, 
he writes up the requisition with the supplier's name, the 
item and the quantity, and signs it. ‘The original goes 
with Mr. Mitchell—or with the company’s truck if it’s 
a large order or a scheduled pickup, or possibly by mail, 
if there’s time for the supplier to deliver himself 

I'wo additional entries go on the carbon, the cus- 
tomer’s name and, if he had ordered the item previously, 
the number of the original order or back order 

The carbon then goes to the shipping denartment, 
where the item brought in by Mr. Mitchell will be sent 
out again with a charge ticket. ‘The charge ticket number 
is added, and the short-form carbon is returned to the 
ofice. This confirms that the order has gone out, and 
insures that it will be invoiced properly 

Later the order is typed up on the regular order form, 
if it’s a new order—or the appropriate entries are made on 
the original or back order if it’s in the back-order file 

Meanwhile, time-consuming paper work has _ been 
bypassed, until after the urgently needed item has been 
delivered. 

This extra service costs money, but Barker-Chadsey’s 
management feels that it pays in added sales, so long as 
customers are convinced that they can take literally the 
company’s slogan, “Your Industrial Warehouse.” 


It Doesn't Get Out of Hand Because of .. . 


Barker-Chadsey’s use of cars and trucks is only one 
feature of the company’s drive to speed orders and 
broaden service. ‘The car pick-ups are the last resort in 
the expediting process—for emergencies only. 

lo hold these special pick-ups to a minimum, the 
company tries to stay in stock, or at least to keep close 
tabs on the back-order file 

Horace Brown, sales manager, holds that if a customer 
is given information on when to expect an order, and 
can trust the distributor’s word, he'll probably be satisfied 
even if he can’t get the item at once. 
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N° 12967 BARKER, CHADSEY CO., INC. 
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243 DYER ST., PROVIDENCE, R. | 


Date (aps 2 
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STOCK CONTROL must be effe: 
tive. Al Zarrella, checking inventory, 
can spot shortages quickly when gaps him 
appear in minimum stock. ny) are tl 


Organized For It 


Good Telephone Technique . . 

So telephone men are trained to handle calls care- 
fully on items known to be out of stock or doubtful 

If it’s doubtful, the first step is to ask the called to 
hang on, then check the stock records or shelves. 

If it’s out of stock, the customer is asked to wait 5 
minutes for a return call, while the salesman checks the 
purchase record in Mr. Sweeney's office. ‘This will show 
when delivery is promised. 

If that’s still not soon enough, Mr. Sweeney will call 
the supplier, attempt to get a promise on an earlier 
delivery. 

And if the customer is still not satisfied, Mr. Sweeney 
will write up a short-form purchase order, send expediter 
Mitchell for the “special” pick up 

If it’s a back order, Mr. Sweeney can put his hands 
on that file quickly too. The back order will show when 
the item is expected in, insure that it hasn’t already been 
delivered. 


And Effective Stock Control 


l'o keep in stock, the company uses for some of its 
lines spot-check inventory cards compiled regularly by 
suppliers’ salesmen. For other lines, there’s a simple but 
effective method of stock control The minimum 
quantity for a line is kept in an upper partition, the rest 
on the floor or bottom shelf. By glancing over the shelf 
fronts, Mr. Sweeney can tell easily which items ar 
below the minimum, and order from suppliers accord 
ingly. Gaps will appear in those partitions where the 
reserve stock is out, and the inside men have been draw 
ing on the minimum quantity. 

Also, the company is planning to get tighter control 
on some lines by installing selective perpetual inventory 

Mr. Brown says the company will try any system 
within reason that speeds and broadens service. The only 
purpose is to give the sales force the backing it needs 
to sell aggressively, knowing the inside staff will pick 
up the ball when the customer is ready 


SHORT FORM for purchase orders that are being picked up by car saves waiting 
for paper work when item is needed in a hurry 
leaves the carbon in the office. Customer's name and back-order number (if 
hen added to the carbon and it is sent to shipping and receiving 


Expediter takes the original with 





SPEED in getting information to the customer is the mark 
of an alert house, according to sales manager Horace Brown 


For ‘nside force he wants 


TEAMWORK in checking on customers’ inquiries, the way 
inside salesmen J. B. Murray and Carl Grene answer this 
ill for a sper ial-size bolt 
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Some distributors accept the cost 
of keeping in touch with suppliers 
as they do the weather—something 
they can’t do much about. How- 
there others who take 
nothing for granted; who’ve looked 
at their long-distance communica- 
tions costs and blanched, and then 
set about to remedy the situation. 
The experiences of two such cost- 
minded distributors are given on 
these pages. 

The experiences of these two dis- 
tributors aren’t intended as an adver- 
tisement for Teletype, the medium 
by which the principals achieved 
cost reduction for long distance 
What they are 
intended to show is the fact that no 
segment of a distributor's business 
should escape the fine-tooth comb 


ever, are 


communications. 


of cost analysis. 
PRESIDENT W 


Reynolds and son Roy look over incoming and outgoing tele 


type messages, their new way of communicating with suppliers 


Phone Cost Analysis Led To Change . . 


IN BALTIMORE, MD... . 


Ir costs Money for a distributor to keep in touch 
with his suppliers. And keeping in touch means many 
things--submitting purchase orders, obtaining delivery 
information, getting specification data, etc. By mail, 
ind telegraph (plus related clerical costs) a 


telephone, 
can spend a substantial amount of money 


distributor 
yearly 
One distnbutor who's looked into this cost and done 
something about it is Baltimore's W. L. Reynolds Co. 
When the president, W. L. Reynolds, toted up his 
long-distance calls, for example, he was shocked to find 
them exceeding the $750 mark every month. At first 
he thought of curtailing them in some way, but aban 
doned the idea as impossible. If a distributor is to 
maintain any standard of service, he reasoned, then a 
good portion of phone costs would remain uncontrol 
lable. The same held true of trying to reduce tclegraph 
costs and the clerical functions incident to 
keeping contact with suppliers 

Mr. Reynolds took the unilateral approach to his 
problem: If existing methods defied spectacular improve 
then try a new method altogether And that’s 
how he came to install teletype as a means of com 
municating with his suppliers 

On the basis of five months’ experience, Mr. Revnolds 
reports that teletype has helped him achieve the first 
Although he has not yet 
figures, he states that his total 
bill is much than his previous 
Besides, he estimates there are fur 


costs ot 


ment 


objective of cutting costs 


issembled accurate 
monthly tele type 


bill 


le SS 


long distance 


ther savings because the paperwork burden has been 
lessened in the office—teletype automatically provides a 
written record of transactions between distributor and 
supplier. 

At first, Mr. Reynolds restricted use of teletype to 
special and rush orders. But eventually, it began sup- 
planting long distance in nearly all contacts with sup- 
pliers—queries, requests for specifications, and other in- 
formation. Mr. Reynolds is now seriously thinking of 
sending all purchase orders over teletype, a plan he be 
lieves is feasible since of his suppliers can be 
reached in this way 

At exactly what point is a distributor justified in in 
stalling teletype? Mr. Reynolds submits these facts 
ibout his own business in the event they will help 
other distributors decide whether teletype will help in 
ommunicating with suppliers 


“Kor 
«4 


Long distance calls daily (before teletype) 15 to 2 
Special or rush orders daily 10 to 
Regular purchase orders daily 40 to 5 
otal number of suppliers 94 


Mr. Reynolds points out that the above statistics are 
not important in themselves—they must be interpreted 
trom the cost standpoint and in relation to the distri- 
butor’s total operation. He points out, further, that 
teletype isn’t for large distributors alone, but can be 
economically employed by the average-sized firm. “If 
teletype didn’t have such a cost advantage,” he says, 
“IT wouldn’t be using it.” 
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SENDING own TWX message is Long 
Island Hardware’s C. A. Germain 


ACCURACY IS INSURED with TWX typed messages, which can be filed This 


1 copy of actual teletype call, expediting a purchase order 


Greater Accuracy, Fewer Repeat Calls 


IN LONG ISLAND CITY, N. Y.... 


More accuracy, fewer repeat calls 
That’s what the management of Long Island Hard 


ware prescribed last year after making a check of some 


painfully swollen telephone and telegraph bills 
Now, after revamping message procedure—mainly 
through addition of teletype to other available services 
the firm has cut its phone and wire service charges 27% 
Analysis of where, how and why messages were being 
sent pointed up the corrective action 


Messages—few but costly 


Under the old setup, management knew that call 
and wires to suppliers to expedite purchase orders a 
counted for the heaviest share of both the phone and 
telegraph bills. From 50 to 150 urgent messages a 
month were going out to several New England and 
Midwestern cities, although the company expedited only 
about five percent of its orders and even a smaller pro 
portion were expedited by phone or wire 

How could the message cost be trimmed, if at all? 

Vice president Charles A. Germain made a_ brief 
check of phone and telegraph bills over several month: 

Ihis confirmed what he suspected: there were many 
instances of repeat calls or wires to the same supplier 
on a single day or succeeding day 

Reasons for this, he thought, wer l 


in messages; (2) failure to reach the right party at the 


other end of phone calls; and (3) inability of persons 
answering the phone for the supplier to get complet 
information without being called bach 


MnaCCUTACICS 


The telephone, he felt, was not conducive to accu 
racy. Phone calls depended on voice, and messages were 
often unprepared. There was no system for keeping 
reliable records of calls. 

Failure to reach the right party with phone calls 
could produce many wasted toll charges. 

Failure to complete many phone calls, because of 
inability of persons called to get information in the 
space of a minute or two, was inevitable. Suppliers, 
too, have trouble finding back orders in a hurry. 

With telegrams, there was the time problem. At the 
conomical rates for day or night letters, it generally 
took an extra day to get an answei 


TWX the cure? 


Mr. Germain knew that teletype (Il'WX), according 
to its operators, was supposed to alleviate these prob 
lems. Also, it cost less per message than telephoning 

He also knew that a number of distributors were 
using it (the national ‘TWX directory lists 101) and 
1 check cf the ‘TWX directory showed him that the 
majority, though not all, of his major suppliers were 
teletype subscribers 

Then he checked comparative rates for telephone 
telegraph and ‘I'WX to several suppliers’ citic 

This showed teletype as least expensive for standard 
day messages (3 minutes by station-to-station phone, 15 
words by full-rate telegram, 3 minutes by teletype). Per 
son-to-person telephone cost considerably more lor 

(Next page, please 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1953 








How Much Does It Cost to Phone, Wire or Teletype? 


Here are Long Island Hardware’s costs per message 
to major suppliers in Hartford, Conn., and Chicago: 


Long Island City, N. Y., to: 


Telephone, day, station-station 


First 3 minutes 

Fach add. minute 

Tax (25%) day 
Telephone, person-person 

First 3 minutes 

Each add. minute 

Tax (25% 


Telegraph, full rate 


Average delivery, | hour 
First 15 words 

Fach add. word 

Pax (15% 

Telegraph, day letter 
Delivery, 4-7 hours 
First 50 words 
Fax (15% 

Telegraph, night letter 
First 50 words 
Tax (15% 

Teletype 
First 3 minutes (up to 60 words 


Each add. minute 
Tax (25%) 





Hartford Chicago 


1.50 
35 


38 


2.10 
35 
53 


2 words, .05 


(Note: when a telegram originates through a phone, there is a .10 added charge) 








long messages (22-50 words), telegraph night letters 
were as cheap or cheaper than teletype for a one-way 
call. However, since teletype put the sender in direct 
“conversation” with the receiver, he could often get the 
inswer on the same call with TWX. 

Impossible to measure were human and special fac 
tors: the tendency to long conversations piling up over- 
time, individuals’ or firms’ preference for one medium 
over another, situations calling for personal calls instead 
of station calls, et 


Influence on costs indirect 


But the Long Island Hardware management's decision 
to install T'WX was based on what it thought would 
be indirect effects on cost. 

Teletype should help eliminate repeat calls, they rea- 
soned, because 

1. Accuracy would be easier to achieve, since conver 

sation is by writing rather than voice and copies of 
messages can be retained; 

Messages would be complete; typing them out 
would help prevent omission of details; 

Answers to inquiries would not be misdirected or 
lost, since incoming messages are recorded; with 
unattended service ($3 extra per month) messages 
can be received without an operator on duty. 

After the new teletype had been operating several 
months, the management checked results over compar 
able three-month periods, found that: 

1. The over-all phone and wire service expense was 

down about 27% 


Long distance telephone toll charges were down 
31%; telegraph expense had dropped 63%. 
In spite of teletype, many phone calls to suppliers 
even to some with TWX—were still being con 
tinued, probably because teletype was not always 
a satisfactory substitute for voice. 
Individual toll charges showed a significant, though 
not a very large drop when TWX instead of tele 
phone was used to the same station; for example, 
to a Hartford, Conn., number: phone calls aver- 
aged 80 cents per call, TWX calls, 68 cents. 

There were some other benefits from TWX: 

1. The machine was easy to use, could be operated 

by any one with two-fingered typewriter skill. No 
regular operator was needed, and executives could 
send their own messages. 
Copies of messages (the machine would produce 
as many as six) helped the expediting routin« 
lor the first time, there was a written record of 
most calls. Copies can be kept in the customers’ 
back order file and the purchase order file. 


Final answer must wait 


The management feels it will have to live with th 
new system a little longer before evidence of its per 
formance is conclusive. Fluctuations in sales and easing 
of formerly hard-to-get supplies have not been taken into 
iccount, and there factors affect expediting 

But company officers know they've found the right 
approach to solving the message cost problem. Cost 
inalysis is paving off. 
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SALESMEN of Standard Equipment & Supply Co., 
P. Stark, 


mond, Ind., listen to sales manager, | 


drive and stress sales technique 


Good Example Means Good Sales Work 


Ham 
outline 


DISPLAY ROOM CHECK gives Mr. Stark a chance to see 


if tool he had promised customer is set to run ind can be 


shipped immediately. 


Hammond, Ind., firm’s sales manager finds it takes action as well as 


direction and advice to keep salesmen working at peak efficiency 


By Robert 


THE SALES MANAGER of Standard 
Equipment & Supply Co., Hammond, 
Ind., E. P. Stark, believes that sales 
men need more than a lecture to 
achieve their peak efficiency. In addi 
tion to direction and advice, the sales 
manager has to demonstrate what he 
means by action. It means adherence 
to the sales manager’s own sales pre 
cepts in sales activity, traveling with 
the men and working with them on 
field problems. 

Product knowledge, Mr. Stark be 
lieves, is the most important asset the 
distributor salesman has. He empha 
sizes its acquirement not only by the 
salesmen but by himself also. Sin- 
cerity and punctuality are essential 
too, he believes, if a customer is to be 
sold and repeat sales insured. Mr. 
Stark does his best to underline these 
attributes by demonstrating them in 
his own sales activities which include 


Slater, Associate 


transactions that take place in the of 
fice and out in the field. 


Real Help Counts 


Working closely with salesmen, Mr. 
Stark has to study call report sheets 
closely and keep a close watch on all 
incoming orders. This familiarizes 
him with the salesmen’s problems and 
customers. ‘This preparation enhances 
opportunities to be of help to the 

ilesmen at the informal meeting held 
each morning for those salesmen who 
work out of the main office. Salesmen 

in enlist his aid on current problem 
they have run into in the field 

Having been in the industrial sup 
ply field 1933, Mr. Stark has 
had experience in many phases of the 
He has worked on tel phone 
sales, shipping, counter, order desk 
assuming 


since 
} 1 
DUSINNCSS. 


ind in purchasing before 
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Editor, 


Chicago 


duties as sales manager. Understand 
ing these operations, Mr. Stark often 
forestalls difficulties which salesmen 
cannot foresee due to concentration 
on sales. 

Mr. Stark has considerable appre 
ciation of the idea of focusing interest 
on a single product as a means of 
keeping his sales staff alert. It is his 
usual practice to have the staff concen 
trate on one item during a single 
week 

‘It is not a sales contest,” he ex 
plains, “just a sort of informal race to 
ce who can pile up the most sales on 
one type of tool. Once in a while on 
1 Monday morning, I talk up a speci 
fic item and then we plug it for the 
week. I work on it and the boys work 
on it. I find we get results.” 

In short, Mr. Stark believes that 
what is good for the salesman is good 


for himself 
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Salesmen Speak Up For Their Choice - - - 


“| Like 
Specialized 
Selling 
Because: 


(Elliott Parry of Colerick 
Supply Co., Utiea, N. Y., is 
sold on concentration of 
knowledge and selling ef- 
fortto... 


Achieve maximum 
penetration and provide 
maximum service for 
his customers ) 


“A SPECIALIST HAS SOMETHING DEFINITE TO SELL-—It’s hard for 
salesmen handling hundreds of items to know much more about them than the 
ustomers can find out for himself in a catalog. But a specialist brings in only a few 
lines. He has the time, resources and incentive to know them thoroughly,” says 
Flliott Parry, of Colerick Supply Co. (Here he shows a new welding rod to Morgan 
I’. Fisher, vice president of Utica Steam Engine & Boiler Works). 





“| Like 
General Line 
Selling 
Because: 


(George Jasmin, salesman 
for The Lindquist Hard- 
ware Co., Bridgeport, 
Conn., cites the advantages 
of selling... 


All key personne! in 
All types of plants 
All industrial supplies ) 


























ANYBODY WITH A MACHINE TURNING OVER is a prospect to sell—that’s 
how Mr. Jasmin describes his job as a general line salesman. Because of that fact, 
he finds he can make more effective calls. Every plant—small, medium or large—is 
a worthwhile potential for the broad line of industrial products which he sells 
By careful planning of his itinerary, Mr. Jasmin can concentrate a day's efforts in 
one small area rather than drive ten miles or more between calls 
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“SOMEDAY, SPECIALIZED SELLING will be the only type 
of selling,” says Elliott Parry, Colerick Supply Co., Utica, 
m ¥ 


Why? Mr. Parry, a triple-threat specialist (welding 
rods, abrasives, air tools), has a number of reasons: 

1. “Customers are not impressed when salesmen recite 
a catalog. If that’s what they want, they can get one 
from a mail order house. But a specialist has something 
definite to sell. He carries it with him. And he sells 
specialized product knowledge—not just a product. 

2. “A specialist gets into the plant, because purchasing 
agents know he’s there on a specific job or product. He 
won’t hold up work peddling a catalog 

3. “He gets along with mechanical people because he 
talks their language. When shopmen trust him, they'll 
intercede with the office to see him. 

4. “A specialist can back up talk with proof. He’s 
equipped to tests his products, make complex setups, 
work with engineers and time-study people if necessary. 

5. “But testing and troubleshooting don’t monopolize 
his time. I’ve been on foolish errands, sure. And I’ve 
spent week after week engineering, say, the right wheel 
for a big grinding operation. But this work pays off in 
big accounts. Actually, only a third of my sales require 
testing, and only 20 per cent of my time is for trouble 
shooting. 

6. “The specialist is close to the manufacturer. 
Though he needs no help on routine calls, he can get 
it fast for a complex problem. | get help direct from 
factory research centers and from college labs 

“You'll see many more specialists in the future.” 


“A SPECIALIST GETS INTO THE PLANT—The aver- 
age shop can’t afford to let a salesman in to show the fore- 
man a catalog or a dozen different items. Work would stop 
But with a specialty, eight out of ten times you get beyond 
the purchasing agent (Here Mr. Parry checks on one of 
Mr. Fisher’s welding operations) 





FIFTEEN YEARS EXPERIENCE with The Lindquist Hard- 
ware Co., Bridgeport, Conn., has taught salesman George 
Jasmin to appreciate the advantage of giving complete 
service to the plants in his trading area by selling the 
general line. 

Handling a complete range of industrial products has 
enabled Mr. Jasmin to do a thorough selling job in every 
department of the plants in his territory. Purchasing 
agents, cognizant of Mr. Jasmin’s broad experience in the 
industrial supply field, appreciate the service he performs 
by keeping their plant personnel abreast of new product 
developments that are essential to their maintenance and 
production. 

“Another thing,” Mr. Jasmin points out, “I can vary 
my sales presentations so that buyers don’t get tired of 
seeing me and hearing the same old story. They learn I 
have more to sell than the specialty salesman—more prod- 
ucts, more complete service—and economy.” 

Mr. Jasmin sells his accounts on the economy of buy 
ing a variety of supplies on one order to minimize their 
paper work, bookkeeping, receiving, follow-ups and phone 
calls. 

Although Lindquist handle approximately 35,000 
items, Mr. Jasmin doesn’t stop there. Even on items he 
doesn’t handle, he helps his customers find out wher 
they can be obtained. 

Problem jobs, in Mr. Jasmin’s opinion, have been 
greatly exaggerated. 

“Taking care of all my customer's requirements is a 
satisfaction that can only be obtained by selling the 
general line,” Mr. Jasmin concludes 


AH ve ~ 
PROBLEM JOBS are handled by working with Lindquist 
experts or manufacturers’ representatives. “In this business, 
no one knows all the answers,” Mr. Jasmin observes. “Why 
do so-called specialty salesmen travel with their supplier's 
engineers?’ Mr. Jasmin listens as Tom E., Boyle, Winters 
Brothers Co., explains use of demonstration tap kit. 


ee 





“| Like Specialized Selling Because . . .” (Cont’d.) 


“MECHANICAL MEN like a special 
ist. He gets along with them because 
he’s a mechanical man himself. He has 
to be (Mr. Parry hashes out a problem 
with a welder on the job. He was once 
1 welder himself 


“PROOF BACKS UP his sales talk. 
He gets out in the shop and tests his 
products on the production line. I 
never say a tool will do a specific job 
without testing first. (Here he readies 
coveralls and hood for action) 


“ENGINEERING KNOW -HOW 
makes his customers forget he is a sales- 
man, view him as a consultant. This 
is what builds confidence—and sales 
(Mr. Parry checks drawings of an air- 
motor for a special operation) 





“| Like General Line Selling Because . . .” (Cont’d.) 


PURCHASING . AGENT, R. C. 
Daniels, Round Bridgeport Chain & 
Mfg. Co., listens as Mr. Jasmin uses 
Lindquist catalog to explain features of 
chain hoists. Mr. Daniels gives Mr. 
Jasmin O. K. into plant to sec 
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TOOL ROOM SUPERVISOR 
Charles Schreiber, who needs help on 
proposed use of chucks. Mr. Jasmin 
demonstrates chuck on customer's 
lathe, does thorough selling job, and 
proceeds through plant to see . . . 
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PRESS ROOM foreman, Nick Bene 
detto, who is interested in grinders. 
‘Sometimes,’ Mr. Jasmin says, “I get 
to 6 different departments in the same 
plant. I see everybody I can because I 
have something to sell them.” 





“TROUBLE-SHOOTING is one of 
his strong points. He can insure that 
his products are properly used. And 
these calls lead to more sales (Here he 
irons out difficulties with an operator 
at the Utica Steam plant 


“STOREHOUSE of product data is 
easy for a specialist to keep up to date 
He has his few lines fully cataloged, 
uses many sources of technical informa- 
tion. In my fields, I read everything | 
can get my hands on. 


“HE WASTES NO TIME calling 
factory men on routine jobs—but he 
works closely with them on complex 
problems. I keep up to date with my 
field by knowing research people. ‘They 
can often get me quick answers.” 





“I can vary my sales presentations ... 1! have more to sell” 


CHIEF ENGINEER, James Labo- 
ranti, St. Vincent's Hospital, sees Mr 
Jasmin im engine room where they dis 
cuss need for new grease gun. Mr. Labo- 
ranti gives Mr. Jasmin permission to 
visit other departments. In_ the 


PLUMBING 
Jasmin checks 
and writes 


DEPARTMENT, Mr 
stock with Harry Steele 
order for miscellaneous 
screws, nuts, and washers. After check 
ing with other departments, Mr. Jas 


min finishes his call by visiting the . 
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CARPENTRY SHOP where he dis 
cusses band saws with Walter Steven 
son. Note saw which Mr. Jasmin also 
sold. “Institutions or industrial plants 
ire all potentials to the general line 
alesman,” Myr. Jasmin concludes 





To cut costs and save 
time, this Holyoke, 
Mass., house keeps per- 


petual inventory files 


small and compact. 


Where possible, it uses... 


One Card Instead of Six 


cost of a 
making 


You CAN 
petual inventory 
fewer cards do more work 

At least, that’s how The Chase & 
Cooledge Co., Holyoke, Mass., gets 
effective stock control for all its major 
lines and saves the expense of main 
taining several hundred additional 
cards, found in more conventional 
setups. Often one card takes the place 
of six or more. This is achieved by: 


IRIM THI 
system by 


per- 


1. Consolidating the records for 
several types and sizes of the 
same item—for example, sheaves 
from one-groove to six-groove, 
appear on the same card, not on 
six different cards. 

Keeping all necessary data about 
an item on a single card face— 
this includes everything from 
the back-order record to the on- 
hand balance, plus buying and 
shipping instructions and other 
data—enything an order editor 
might want to find in a hurry. 


Coding Keeps Record Straight 


Keeping several sizes or types on 
one card is not difficult. Instead of 
one “quantity on hand” column, for 
mah, the card for sheaves has six. 
which can be inscribed easily on the 
standard form by pencil and ruler. 
Each column is numbered at the top 
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SHEAVES of one to six grooves are listed in this inventory control card with “on 


hand” column divided into 6 sub-columns 
or back-ordered are coded “lg”, “2g”, 


groove, two-groove, etc.) 


Quantities ordered, received, shipped 


3g", etc., to identify the sheave (one- 
All necessary information about the line is kept on 


this one card face, from product specs to back orders. 


2 3”, etc. for the number 
of grooves 

Quantities entered in the “ordered”. 
“received,” “shipped,” and “back or 
der” columns are coded to designate 
the type of sheaves. “lg” stands for 
a one-groove sheave, “2g” for a two 
groove, etc. When, say, 3 one-groove 
sheaves and 4 three-grooves are 
shipped, the entry in the shipped col- 
umn reads like this: “ABC Co., 3-lg, 

2g.” 

Consolidating all the required data 
about the item on a single card is 
also fairly easy, so long as the entries 
are made carefully and legibly. The 
card has four wide columns, besides 
the on-hand column. These are “or- 
dered,” “received,” “shipped,” and 
“back ordered.” Each is divided into 
three sub-columns. So there’s ade 
quate room for dates, order numbers, 
quantities and company names in ab- 
breviated form. 


Chief Benefit 


That’s all the data the company 


needs to get what it considers the 
chief benefits of perpetual inventory 
control: 
1. A quick reference for checking 
quantities on hand; 
2. An easy means of tracing cus 
tomer orders and purchase or 
ders; 
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3. A running record of sales and 
purchase trends, and customers’ 
buying habits; and 

+. Resulting speedup in deliveries 
and in answering customers’ in- 
quiries. 

The on-hand balance, _ physical 

checks show, is 87 percent accurate, 

which is satisfactory for the com 
pany’s purpose. 

Also, the card has room at the top 
for a wealth of miscellaneous infor 
mation, depending on what is needed. 
Maximum and minimum quantities, 
past year’s sales, special product speci- 
fications (such as the type of bushing 
to use with a certain sheave), purchase 
order quantities for best price, and 
transportation data can be entered 
here. 

The company also kept DO ratings 
on the card when they applied. They 
were entered in red pencil, in or next 
to the shipped column. 


Legibility Important 


Devised by R. E. McCorkindale, 
Chase & Cooledge president, the com 
pany’s inventory control system is the 
responsibility of Donald McCorkin 
dale, secretary and supply department 
manager, and Richard Hemingway, 
order editor. 

One man, Mr. Hemingway, han 





dies all entries. Accuracy and legi 
bility, including a knack for rather 
fine handwriting, are musts. Other 
wise, the cramping of so much data 
into small spaces would defeat its 
purpose and result only in confusion 

Accurate order processing is an 
other must. Besides the usual nota- 
tions on number ordered, shipped 
and back-ordered, the completed or 
der form contains a number of special 
entries to expedite work with the in 
ventory cards and provide a double 
check on the cards when needed. 

For example, when there is no in 
ventory card for an item, “N/C”’ 1s 
marked on the margin of the order 
form. This saves a fruitless search 
later if the order has to be traced 
(The company’s inventory control sys 
tem is selective. Slow-moving items 
don't have cards.) 


Errors Are Few 


When the warehouse man notices 
a discrepency between Mr. Heming 
way’s quantity on hand and actual 
stock, he sends the shipping depart 
ment’s copy of the order back with 
the correction and the _ notation, 
“Catch Dick”. <A discrepancy like 
this will show occasionally when stocks 
are low, and Mr. Hemingway, working 
from the cards, has ordered out a 


quantity not actually in stock, as the 
result of a clerical error. 
Back order routine must be closely 


policed. When part of an order is 
out of stock and has to be transferred 
to a back order form, the number of 
the back order is entcred at the bot 
tom of the original order form. This 
connects the chain of transactions, and 
enables rapid double checking if a 
missing item has to be traced through 
several “transfers” later on. It’s proof, 
when needed, of the accuracy of the 
back ordered column on the inventory 
cards 


It’s a Three-Way Saving 
What Chase & Cooledge gets from 


its compact inventory files is a three 
way saving: 


1. There are less cards to buy. In- 
stead of six cards for its line of 
sheaves, there’s only one to be 
replaced when entries run off 
the page. It’s tlie same for 
bronze fittings, wrenches, tools, 
abrasives and many other items 
Multiplied by several hundred 
items, which are carried in var 
ious shapes or sizes, the cash 
savings in cards alone would be 
enough to finance a new set of 
card files—and of course fewer 
of these are required also. 


SHORT CUTS used by Richard Hemingway make perpetual inventory easy to 


maintain 


87¢ if 


ACCURACY is the result, physical checkups show 


Customer on phone doesn’t have a long wait 


Here William Lavey and 


Donald McCorkindale check V-belt supplies against inventory cards 


There’s less time spent filling 
out new cards. The card on a 
sheave of the same diameter 
shaft size, for example, contains 
data on suppliers and requisition 
‘ng procedure that applies to all 
six groove classifications. ‘This 
is entered once, instead of six 
times 

It takes less time to find an 
item when a customer is waiting 
on the telephone. ‘The inside 
man doesn’t have to shuffle 
through the file very far to pull 
a card in a hurry. And once the 
card is out, the full picture is 
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revealed There are no special 
cards or flaps for back orders or 
other data, since all the data is 
on one side. 


Mr. Hemingway feels that speed in 
answering inquiries makes a valuable 
impression with customers. “We give 
the same service that customers who 
don’t know us think they can only get 
from the big houses,” he points out 
“We use an old-fashioned pencil, but 
our stock control system is just as 
effective as the large, elaborate sys- 
tems. It has to be, because the serv- 
ice we get from it is what we sell.” 
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When a good account slips away, is it 


because: 


1. Business is bad, as the customer 


tells you? 


2. The purchasing agent’s cousin has 
gone to work for a competing line? 


3. You’ve pulled a boner you don’t 


know about? 


To dig out the real reason, says this sales 


manager, takes persistence and patience 


because... 


you the real 


Mazz 


reason you lost his 


of Seaboard Mill Supply Cc 


DON’T BE DISCOURAGED if your customer doesn’t tell 


business, says Leonard 


New Brunswick, N. J 


keep at it until you find out 


Customer's Biggest Gripe Is Often Hidden 


HARD WORK getting new busi 
says Leonard Mazze, sales 
manager of Seaboard Mill Supply Co., 
New Brunswick, N. ]., “but when you 
lose an old customer, it’s twice as hard 
to get him back 
“When an account starts to slip 
badly, there must be a reason. But 
the chances are it’s hidden and you'll 
have to probe deeply to find it.” 
Ihe customer, he says, will always 
may say that 
that he thinks 
it good policy to divide his buying 
with other source Or there may be 
1 family or friendship tie between the 
another firm 


have an excuse Ile 
business is off Or 


purcha ing agent and 
ind his manage 


of the hard facts 


which the salesman 


ment ns On 


f life 


i cpt 


Finding Sore Spot Isn't Easy 


Che tendency, says Mr. Mazze, is to 
accept excuses and superficial apprais 
als as the truth, unless 
and salesmen are willing to spend 
extra time and effort finding the real 
reason 

Success, he finds, depends on 


1. Isolating the customer's excuses; 
4 


management 


Pinning down the specific from 
gencral statements 


It Took Three Months 


For several years, Seaboard had a 
four-figure-per-month account with a 


104 


certain manufacturing plant. Then, 
not too suddenly, but with increasing 
momentum, it started to slide. The 
salesman assigned to it kept reporting 
that the purchasing agent told him 
business was very slow. When Mr. 
Mazze decided to look into it himself, 
the account had dropped to almost 
nothing—one percent of its potential. 


. « « to Isolate These Excuses 


\ check of all available information 
on the customer’s activities revealed 
that there was nothing wrong with 
business. ‘The plant had more than 
it could handle 

But the purchasing agent gave Mr 
Mazze a quick brush-off. For three 
months, he called regularly once a 
week—with the result: “Sorry, 
nothing we need.” 

linally, waiting m a 
day, he was able to buttonhole a pass 
ing foreman he knew. He asked what 
was wrong, what the shop had against 


Samne 


corndor one 


his company 

The foreman said: “Well, to tell 
the truth, the boys tell me your com- 
getting anything right 
my more fouled up.” 
Pressed for details, he was vague, but 
Mr. Mazze left with the idea that 
plant personnel had come to conside1 
Seaboard unreliable because a number 
of wrong orders had been shipped 

Questions put to several machinists 


pany is not 


seems all 
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on later calls brought out revealing 
facts about the salesman’s dealings 
with the shop. Apparently most of 
the order mistakes had resulted from 
the salesman’s failure to get proper 
descriptions of items. Machinists, Mr 
Mazze knew, are in the habit of using 
a jargon when ordering, often omitting 
full specifications, either because they 
forget to do so or assume salesmen 
know exactly what they want when 
they say “‘one of those six-inch scales” 
or “that half-inch bolt.” ‘To find out 
whether the six-inch scale is rigid ot 
flexible, thin or wide, and how many 
meters, and get size and shape speci 
fications for the bolt requires further 
questioning 

This the Seaboard man had failed 
to do. He guessed, and a good part 
of the time guessed wrong. Lack of 
product knowledge, Mr. Mazze dete 
mined later, was the cause. ‘The sales 
man didn’t know specifications well 
enough to get them properly filled 
out 


But It Saved a Big Account 


It took Mr. Mazze three months 
longer (six months in al!) to bring the 
account back to its old level. Once 
he knew the cause of the trouble, he 
could correct it. He rebuilt confidence 
by talking about the plant operations 
on each call, stressing product know! 

(Continued on page 195) 





Selling 
in 
Reverse” 


Easton, Pa. distributor 


admits it doesn’t net sales 
today, but it builds good- 
will which is as good as 


sales tomorrow. 


By Don McGill 


Associate Editor 


I'ypEMAN & Son, Easton, Pa 

industrial distributor who 
doesn't believe immediate sales are 
everything. “There comes a time,” 
says K. EF. Sandt, the sales manager, 
“when a distributor should actually 
tell a customer not to buy.” 

I'he time Mr. Sandt is referring to 
is right now—when many a customer 
is finding his storeroom inventories 
riding high. Thanks to free-hand buy 
ing since the Korean War’s outbreak, 
some firms expanded quickly, bought 
industrial supplies with a disregard for 
cost and quantity. 


W. A. 


is one 


The Bulging Storeroom 


Now the boom caused by the war 
is subsiding, and some customers are 
casting a wary eye at inventories which 
they acquired in the rush to keep 
pace with the defense effort. In the 
face of slowing sales of their own 
products, these firms can ill-afford to 
have too much capital tied up in 
bulging storerooms. 

Recently, a regular customer sent 
['ydeman an SOS in the form of 
1 five-page list of surplus stores 
“What'll we do with this stuff?” he 
isked 

Going over the list, Mr. Sandt 
noted it contained everything from 
belting to buckets, much of it in odd 
sizes and quantities. He might have 
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surplus stores 


taken the easy way out and told his 
customer to junk most of the items 


on the list. But he didn’t. 


Putting Surplus to Work 


Instead, Mr. Sandt started, as he 
says, “selling in reverse.” Knowing 
the company’s operations intimately, 
he studied the storeroom list care 
fully, was able to help the customer 
make the most of the surpluses 

But—and here’s the point—what 
he was actually doing was depriving 
himself of immediat« lor ex 
imple, the list showed 12 scraper 
blades, an item Tydeman sells. Mr. 
Sandt advised giving them to the re 
pair shop, along with 20 band saws, 
mother of his product lines. 

Again, 27 kegs of common nails 
and 22 kegs of coated nails had been 
iccumulated and were of no use. Mr. 
Sandt arranged for them to be sold to 
1 building material distributor. A 
quantity of octagonal bar steel posed 
1 problem, until Mr. Sandt pointed 
out it could be converted by the ma 
hine shop into round steel for bolts, 
tic rods, etc. In the latter case, espe 
cially, he perhaps did himself out of 
bolt sales for some time 

Numerous other items on the list 
Mr. Sandt dealt with in the same way 
It was a lot of work and, for the mo 
But Mr. Sandt 


sales. 


ment unproht ible 
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“WHAT'LL WE DO with this stuff?” customer asked, sending in five-page list of 
l'ydeman’s suggestions are shown in first page 


helped the customer because he feels 
a distributor's often qualified to offer 
such assistance. 

Another of Tydeman’s customers 
was stuck with a huge quantity of 
worn valves, and mentioned to Mr. 
Sandt they were selling them for 
scrap. Having a rough idea of scrap 
prices, Mr. Sandt suggested they go 
through the whole lot and recondi- 
tion as many as possible 

Ihe customer did so, and to date 
has salvaged more than 900 bronze 
and 150 stainless steel valves. Savings 
umount to nearly $15,000—the differ 
ence between replaceable and scrap 
values. Had Mr. Sandt kept quict, he 
might have brought in more sales to 
day. But because he didn’t, he’s going 
to have more sales tomorrow, 


Bigger Sales in Prospect 

rom the narrow sales viewpoint, 
Mr. Sandt was wasting his time ad 
vising a customer to recondition old 
valves when he might have sold them 
nice new ones. Mr. Sandt feels he’s 
created a future sales potential. 

“A distributor,” he says, “is either 
interested in his customer or he isn’t 
If he isn’t, then he’s not a real dis 
tributor. If he is interested, then he 
must be ready to help a customer 
with any kind of problem that comes 
up. To me, that’s industrial selling.” 
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ANALYZING REASONS why he lost orders pays off for CHECKING periodically on stock, suggesting substitutes, 
keeping up-to-date on delivery schedules and carrying 


R. E. Scott, salesman, Blue Ridge Hdwe. & Supply Co., 
INpusTRIAL Distrisution’s annual Marketing and Products 


Bassett, Va.. who found most “lost sales” involved availa 
bility rvice, Customer operations and price issue handy enhanced sound availability promises 


Make The Most Of The Sales You Lost 


They needn't be a total loss, Bassett, Va. salesman learns by analyzing 


reasons why he didn’t get some orders and then taking corrective action 


USING SAMPLES which work and which you know inside BRUSHING UP on products and applications enables Scott 
out gives the potential buyer a concrete idea of what he’s to uncover “hidden sales” which might otherwise be missed. 
Scott employs fully all training media made available by his 


getting and it sticks with him when he writes out the order 
so Scott takes no chances and uses them whenever possible company—films, meetings, plant visits, etc 
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LEARNING first hand about customer operations and on 
what scale they're carried on aids Scott in getting at 
“hidden lost orders”. Calling regularly, Scott finds, helps too. 
lhe customer may be holding an order for you 


COOPERATION with warehouse and shipping personnel PAYING ATTENTION to customer's particular applica 

to imsure prompt delivery of right materials in real emer tion instead of eager-beaver concentration and emphasis on 
rts many lost orders. Understanding “‘back-room” his own type of product saves Scott a lot of grief when it 
neans sound delivery promises omes to trying to get that valued repeat order 





DISCUSSIONS with C. R. Dent, sales manager, on sale OPINION AND ADVICE on own personality traits are 
involving price competition—a tough problem—elaborate on sought from W. W. Sale, president, to avoid queering sales 
means of hammering home to the prospect the economies of at the start. Scott also draws on his chief's experience in 
available stocks, immediate deliveries, dependability handling difficult customers 
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his is no ordinary talk session. It’s the “conference method” of stock control in 
action at Topping Bros., New York City, where supply manager G. B. Piatt proves: 





Mr. Piatt’s 3 Rules 
of Stock Management 


. Overstocks and obsolete lines 
cost money; out-of-stocks cost 
sales. 


. We must set the right stock 
levels at which to purchase 
every line. 


. The only way to get them 
right is to recheck them con- 
stantly, be ready to alter buy- 
ing policy quickly when con- 
ditions change. 











“Stock Control Takes People, Not Just Cards” 


By Van Ness Philip, 


“WE'VE GOT THE MACHINERY to watch our stock closely, 
without fancy mechanical aids.” 

That's how supply manager G. B. Piatt describes the 
“conference method” of stock control at Topping Bros., 
New York City. It’s based on a daily three-man manage 
ment meeting, held from 10 to 11 a. m., 180 mornings 
a year in Mr. Piatt’s office. 

He, purchasing agent Ed Demaria, and one of 
lopping’s four warehouse floor supervisors sit down 
behind a stack of inventory cards and come up with 
answers to some important questions affecting the com 
pany'’s pocketbook 

1. Hlow much of each line they'll stock; 

2. What lines they'll drop and what they'll add 

It’s scheduled so every one of ‘Topping’s 24,000-odd 
items will be scrutinized once every six months—more 
often for the most active lines. 

“Since we installed this system,” says Mr. Piatt, 
“we've seldom been caught with inventory that’s obsolete 
or overstocked. And we have seldom under-stocked so 
that sales would suffer.” 

It works, he says, because 

|. “For stock control, you've got to have supervision. 
Inventory cards alone are only records—worthless unless 
you have the machinery to act on the information they 
provide.” 

2. “We put supervision on a schedule, insure that 
every line gets it regularly.” 

3. “We bring together the three people who have the 
information we need, know the background of the entries 
on the cards; and can act on the decisions we make” 
(the sales manager—who is Mr. Piatt himself doubling 
in brass, for the over-all picture of field conditions and 
prospects; the purchasing agent, for buying conditions 
and general business conditions; and the floor supervisor, 
for stock records and actual experience with stock and 
lav-to-dav activity) 

4. “We found a wav to put our time to the best use 


Assistant Editor 


evaluating facts, instead of collecting a great many figures 
we might have no time to use through elaborate records 
systems.” (Topping has count-of-stock inventory only, 
not perpetual). 

5. “Management has a close view of actual stock con- 
ditions, by sitting down, in turn, with each of the four 
men in charge of stock. We feel we get more useful 
information than any other method could provide.” 


For Centrol, the Conference 


Every morning from 50 to 100 inventory cards are 
placed on Mr. Piatt’s desk. So the meetings have to be 
planned for both speed and thoroughness, to spotlight 
basic facts needed and get decisions quickly. 

Che floor supervisor comes well equipped. His inven 
tory cards show: (1) sales, back six months to two years; 
(2) various sales totals for specific periods of time; (3) 
requisitons from the floor; (4) minimum-maximum stock 
levels set at the last conference. 

He also has figures and dates showing out-of-stock 
conditions since the last meeting and a list of non- 
stocked items ordered since then. In short, a picture of 
what lines seem to be understocked, and what lines are 
not stocked yet, but possibly should be. 

Also there's a record of special stock instuctions carried 
out during the past six months—symbolized by notations 
such as “DNBO” (do not back order); “DWO” (drop 
when out) ete. These show actions taken at the previous 
meeting, Or since. 

And he brings another valuable piece of data: his own 
opinion of how the line is doing. Only member of the 
three-man conference actually handling stock and orders, 
he sees trends, customer buying habits and unusual stock 
conditions that cards may not reveal. 

The purchasing agent, Mr. Demaria, is armed with 
delivery data, prices, optimum quantities to purchase, and 
well documented opinion of outside business conditions. 

Ihe sales manager, Mr. Piatt, brings knowledge of the 
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Facts for meeting come from sight count of shelves and... 


ficld, sales prospects and sales policy and promotion plans 
Decisions are generally made by Mr. Platt on the spot 
For each line, he determines 

1. ‘The normal stock level; 

2. The stock level at which to requisition (for most 
items now, it’s “buy full amount when half out’); 

3. Minimum quantities to requisition; 

4. Lines to drop or add. 

>. Procedure for adding or dropping lines. 

Instructions are spelled out to the floor supervisor. He 
inserts on the card, besides the normal stock level and 
requisitioning guides, the several appropriate symbols 
he'll use as reminders, such as 

DNBO, for “Do not back order (we will pick up)”; 

DWO, for “Drop this item when out”; 

DNO, for “Do not order this item if it’s active again 
(we'll talk about it at the next conference)” 


For the Records. Cards and Stock Count 


Except for 


Topping is departmentalized by floors 
purchasing and order editing, floor supervisors handle 
most of the inside routine, including requisitioning 


Stock cards are kept on all items. The floor super 
visors enter sales, requisitions and deliveries daily. 

Inventory balances come from physical count, are 
never entered on a card unless a sight count has been 
taken. Insuring that the count is up to date is the re 
sponsibility of the supervisor, who has three or four 
assistants checking stock in spare moments between 
order filling and other duties. 

Daily contact is maintained between the warehouse 
floor and the main office by phone or by symbols on 
customers’ orders. But supervisors are on their own 
most of the time, within the limits set by the stock 
control conference. 


Result: Close Tabs on Stock 


“We don’t pretend to have the best system,”’ says Mr 
Piatt. “Almost any system is as good as the men super 
vising it. But the point is, do you get the real super 
vision you need? We feel our conference method in 
sures us adequate supervision, at reasonable cost. 

“By meeting almost every day, the three people most 
concerned with stock control can see that we are actually 
controlling it as well as keeping records.” 


Stock card entries by the man who handles the stock. 








How Topping’s 


Stock Control Conference 


Works 


From these three: 


G. B. Piatt k. Demaria 
supply manager purchasing agent 
sales manager 


This data: 

delivery data 

prices 

quantities to 
purchase 

business conditions 


sales reports from 
the field 

sales program 

sales policy 

sales forecasts 

business conditions 


Are all they need for: 


Floor Supervisor 
(one of four men, 
alternately) 


records of: 
daily sales 
sales totals 
requisitions 
deliveries 
frequency of 
out-of-stocks 
stock levels set 
at last meeting 
special stock in- 
structions 
Knowledge of: 
unusual orders 
buying habits 
actual floor con- 
ditions 





DAILY 
CONFERENCE 10-11 A 











Where these decisions are made: 


Lines to add 

Lines to drop 

Lines not to back order 

Maximum limit of stock to carry 
Minimum level at which to requisition 
Minimum quantities to requisition 
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V-Belt Cross Sections 


YOU 


DON’T HAVE TO BE AN ENGINEER TO... 


Increase Your V-Belt Sales 


Editor 


By George L. 


ONE OF THE REASONS some distributors have shied away 
from handling V-belts, or realized only a small share 
of the existing potential in their trading areas, may be 
attributed to their salesmen’s fear of the technicalities of 
engineering V-belt drives 

However, with the manufacturers’ catalogs and litera 
ture available today, it does not require an engineering 
degree to sell V-belts with confidence 

Here are basic facts about V-belts and _ their 
markets which will provide a background of fundamental 
essential to the salesman who desires to cash in on the 
existing volume of V-belt business 

V-belts are simply belts capable of transmitting power, 
composed of textile or wire cords and fabric impregnated 
and embedded in crude or synthetic rubber, and having 
cross sections resembling the letter “V” 

V-belts are primarily intended for the transmission 
of power on short centers and with relatively high speed 
driving units. Use of these power-transmitting belts has 
grown in industry, due to a number of advantages 
claimed: low cost, long service life, light bearing load, 
cleanliness, smooth starting, shock absorption, quict 
operation, compactness, nonslipping grip between belt 


some 


and sheave 


Types And Markets 


Light duty type V-belts, also known as fractional hors« 
power or “FHP” V-belts, are designed for light service 
There is a vast replacement market in the refrigeration, 
washing machine, oil burner, and small machinery fields 


Bottari, 


Assistant 


Other markets for light-duty V-belts include: home 
workshop and woodworking machine tools; small fans, 
pumps, compressors; laundry dryers, ironers; farm gen- 
crators, etc. 

Usually, FHP V-belts are single-drive belts, although 
there are drives employing two or three such belts with 
motors not exceeding 3 HP. 

Multiple V-belts are all industrial V-belts outside the 
light-duty category. They are generally used in multiple 
on drives up to several hundred horsepower. They run 
in matched sets on multigrooved sheaves or on a grooved 
heave and a flat pulley (known as a V-flat drive). 

Marlets for multiple V-belts run the gamut of 
applications: brick and clay machinery 
(augers, cutting tables, mixers, granulators, pug mills, 
rolls, dry presses); conveyors; crushing machinery; 
paper machinery (calenders, agitators, dryers, beaters); 
rubber plant machinery; textile machinery (looms, 
warpers, reels, spinning frames, twisters): oil field ma- 
chinery; machine tools (cam cutters, drill presses, drop 
hammers, boring mills, mitling machines, grinders, 
lathes, screw machines, shapers, planers, shears); flour, 
feed, cereal mill machinery (bolters, sifters, hammer 
mills, purifiers, separators ); fans and blowers (centrifugal, 
induced draft, exhausters, mine fans, positive blowers, 
propellers); printing machinery; bakery machinery 
(dough mixers); agitators (liquid, semi-liquid); gen 
erators and exciters; laundry machinery; line shafts; mills 
(ball, pebble, rod, roller, tumbling barrels); pumps 
Jecntethatl gear, rotary, reciprocating ) 


indus 
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Special constructions and compounds of rubber have 
been developed to meet special conditions. 

Grommet type V-belts (with textile cord or wire cables 
molded into solid rubber at the pitch line) are particularly 
adapted for use in V-flat drives. Wire grommet belts 
have a higher HP per belt rating than ordinary belts and 
stretch less. 

Static-control V-belts use special rubber compounds to 
eliminate static electricity where explosive materials are 
handled. 

Oil-resisting V-belts are made with specially com 
pounded covers of oil resisting rubber to withstand oil 
spatter and practically all other oily conditions. 

Where it is impractical to install endless V-belts (for 
instance—on a line shaft drive), open end V-belts have 
been developed which use metal fasteners. If properly 
installed, the fasteners will not touch the sheaves and 
operation is quiet. The most efficient speed for open end 
V-belting is under 3000 FPM; the maximum safe speed, 
4000 FPM. They are not recommended for V-flat or 
quarter turn drives (driver and driven shafts at right 
angles). 

Concave sidewall belts are said to be particularly suit- 
able for use in V-flat drives. 

Another type construction is a belt made of laminated 
links which can be added or subtracted to adjust the 
length of the belt. Link V-belting lends itself to making 
belts of any desired length and to easing tension adjust 
ment and installation, particularly on drives with out- 
board bearings. 

Double V-belts resemble two belts joined together at 
the top, or wider portions, to make a hexagonal shaped 


belt and are recommended where there are a multiple 


number of shafts driven by a single driver. The driven 
shafts may operate in the same or in opposite directions. 


With a few exceptions (concave sidewalls, corru- 


gated or cog design, double V-belts) V-belts look alike 
externally. However, there are variations in the internal 
construction. Manufacturers catalogs usually contain 
cross-sectional drawings of the internal features of their 
constructions. 


How A V-Belt Works 


rhe strength of a V-belt is dependent upon the cords 
located in the upper, wider portion. These cords are 
usually embedded in a mass of solid rubber which retards 
heat by reducing friction between the individual strands 
of cord. For flexibility and shock absorption, a solid 
rubber cushion is used toward the narrower, bottom part 
of the belt. 

lo understand how a V-belt transmits power, it is 
necessary to think in terms of its wedging grip in the 
grooves of the sheave. 

As the belt travels around a sheave, the narrower por 
tion is squeezed or compressed. The sides try to bulge 
outward as the belt bends around the sheave. The walls 
of the sheave groove being non-yielding, the pressure 
between the belt and the groove walls tends to lock the 
belt in the grooves. As the belt leaves the grooves, it 
straightens and the locking pressure is relieved without 
appreciable drag. 

\ belt that grips the sides of the sheave without slip- 
ping will deliver maximum power. When a V-belt is 
properly matched to its sheaves, excessive belt tension 
is not necessary to prevent slipping. In short, a V-belt 
dees not rely on tension to transmit power, but on the 
wedzing action of the belt within the sheave grooves. 

Most drive applications fall within the range of stock 
drives listed in manufacturers’ drive tables. New horse 








Tips On V-Belt Installation 


1—Belts should never be forced over sheaves. Decrease 
center distance so that belts can be slipped on with- 
out injuring structure of belts. 


Belt tension should be reasonable. Overtightening 
puts unnecessary strain on bearings. Check tension 
after first 8 hours operation: adjust initial stretch. 


Do not install new belts on sheaves with worn 
grooves. Sheaves should be clean, free of burrs or 
rough spots, accurately aligned and keyed to shafts. 


-When replacing multiple V-belts, replace entire set 
with a new set of matched belts. 


-Keep belts clean. (Use no belt dressing.) If belts 
slip, use gasoline dampened cloth and readjust belt 
tension. Be sure no oil or water drips on belts. 


Room temperatures where drives are operated should 
not exceed 130-140 deg. F. continuous temperature 
nor a peak of 150 deg. for short periods. 


Install ventilated guards around drives that might 
be hazardous to employee safety. 


}—Keep extra belts stored in a cool, dark, dry place. 








power ratings on multiple V-belts have recently been 
established by a joint study of the Rubber Manufacturers’ 
Association and V-belt and sheave manufacturers. 

The tables in all manufacturers’ catalogs are simple 
to understand, and with reasonable useage, the dis- 
tributor salesman can become adept at figuring standard 
V-belt drives right on the job. 

Where it is necessary to design special drives, manufac 
turers’ catalogs provide the basic engineering formulas 
required. Certain fundamental facts must be known bx 
fore designing special drives: 

1—Horsepower to be transmitted 

2—Speed of driving and driven shafts 

3—Center distance 

4—Class of service 

To assure proper design and selection, it 1s advisable 
to obtain as much information as possible about the 
general installation conditions to be encountered. Manu 
facturers usually provide data sheets which list the type 
information required to assure the best results based on 
intelligent recommendations. 

For satisfactory V-belt drive performance, certain 
primary conditions should be met 

1—Centers should not exceed 24 to 3 times sum of 
sheave diameters nor be less than diameter of large sheave 

2—Arc of contact on the smaller sheave should not 
be less than 120 deg. 
3—Ratios should not exceed 8:1. 

4—Belt speeds should not exceed 5000 FPM, nor be 
less than 1000 FPM. Ideal speed is 4000 FPM 

5—Provision for center distance adjustment is essen 
tial. 

When one considers the tremendous replacement 
market for light duty V-belts and the multiple V-belt 
replacement market on heavy original equipment plu 
the new installations and changeovers in plant main 
tenance, it is obvious there is a large, ever-increasing 
potential for V-belts. The market is there. The selling 
tools are available. The rest is up to the salesman 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1953 WI 





GEORGE WINSHIP SAYS... 


“Give Them 
Opportunity” 


And in helping to improve 


educational facilities for 


all, he’s found the deep sat- 


isfactions of community 


work 


Grorce WINSHIP'S INTEREST in edu- 
cation goes far beyond his annual re- 
union with the Georgia Tech class of 
‘06. Indeed, ever since he graduated 
from college, Mr. Winship has de- 
voted more than ordinary effort to a 
variety of educational projects. In ad- 
dition, he’s always managed to find 
the time for an even greater variety of 
community activities 

It was back in 1910, before he had 
become a distributor, and while he was 
till working with his family’s cotton 
gin machinery plant, that Mr. Winship 
discovered the immense satisfactions 
of community work. 

At that time Atlanta needed three 
new YMCA buildings—a new central 
building Negroes, and one 
for the Georgia Tech campus, Over 
$600,000 was needed, and Mr. Win 
ship threw himself into the task of 
helping to raise this amount. 

The campaign was a complete suc 
cess, and Mr. Winship looked around 
for further fields to occupv his interest 
t was then he succeeded his father as 
1 board member of the Rabun Gap 
Nacootchee School. Located on 1,000 
icres in the north Georgia mountains, 
this institution has become famous as 
1 rehabilitation center for under 
privileged farm families 

The school serves two purposes. It 
teaches the parents profitable farming 
methods. Second, it provides the chil 
dren with a first-rate education midst 
attractive surroundings. It also takes 
in a number of orphaned or widow's 
children every year and gives them care 
and schooling they might otherwise 
not have 

“Opportunitv’s a wonderful thing,” 
savs Mr. Winship, “but for a lot of 
people it doesn’t knock, even 
The idea of this school is not only to 
help these people hear opportunity 


on for 


once 


12 


COMMUNITY WORK of all kinds is the constant interest of Mr. Winship shown 


leaving YMCA building during local Community Chest campaign. 


knock, but also to help them get a new 
start in life.” 

Even as a long-standing member of 
the Atlanta Rotary Club, Mr. Win- 
ship has pursued his interest in edu- 
cation. He is trustee of the club’s edu- 
cational fundation, a fund which has 
loaned more than $400,000 to enable 
some 1,300 deserving students com- 
plete their education 

Among Mr. Winship’s other educa 
tion interests are Agnes Scott College 
director for 20 vears, chairman for 
15). and Berry College (trustee). He 
is also a trustee of the John Bulow 
Campbell Foundation. He is still an 
active board member of the YMCA, 
and has been chairman of the Georgia 
Tech YMCA 

He has been prominently identified 
with several other community orgam 
president of the Rotary Club, 
past president and director of the 
Community Chest, director of the At 
lanta chapter of the American Red 


zations 
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Cross, and past vice-president of the 
Atlanta Chamber of Commerce. He's 
an elder in the Central Presbyterian 
Church, a member of the Capital City 
Club, and a Scottish Rite Shriner 

A member of one of Atlanta’s oldest 
families, Mr. Winship was headed for 
a career manufacturing cotton gin ma- 
chinery, until some friends interested 
him in the industrial supplies business 
in 1914. Ever since he’s been presi- 
dent of the firm founded in that year. 
He holds a number of directorships in 
several Georgia corporations. 

In 1911 Mr. Winship married 
Emily Irby. Their two children, a son 
and daughter, are both married and 
living in Atlanta 

Mr. Winship is never too concerned 
ibout finding the time for his numer 
ous activities. He feels that the satis 
faction he’s derived from them is what 
counts—plus the knowledge he’s 
helped a good many people to a better 
education and a better chance 





A MESSAGE TO AMERICAN 


INDUSTRY ®© ONE OF A SERIES 


BRITONS CAN HAVE PROSPERITY 
—If They Want It 


W hat is required to get Britain, our key 
ally in the grand alliance of the free world, 
firmly back on her economic feet? The pur- 
pose of this message is to throw light on this 
crucial problem, which afflicts our other Eu- 
ropean allies also. 


At the moment, Britain is enjoying a res- 
pite from the economic crises (of 1947, 1949 
and 1951-52) which have plagued her post- 
war course. This respite may well continue 
for some time. But almost no one whose 
judgment is trustworthy believes that Brit- 
ain has acquired sufficient economic strength 
to safeguard her against further economic 
crises in the years immediately ahead. 


Two British Views 


New and clear light on what should be done 
to that end has recently been shed by two 
noteworthy British publications. One is a 
book, “We Too Can Prosper,” by Graham 
Hutton, distinguished British economic 
writer and administrator. The other is an 
article, “The Riddle of Prosperity,” published 
by THE (London) ECONOMIST, Europe’s most 
eminent economic journal. 


Combined, these two publications present 


in sharp relief the basic problem that must be 
handled successfully if Britain is to be safely 
solvent. As is implied by its title, the Hutton 
book demonstrates that Britain can be made 
prosperous by readily feasible procedures, pat- 
terned on what has been done in the United 
States, to increase its industrial efficiency. But, 
says THE ECONOMIST, with Mr. Hutton’s 
book in mind, this is not the most basic problem, 
which is, “How shall we make the British peo- 
ple determined to be prosperous?” This is a 
problem of incentive or motivation. 


Compared with that of the United States, 
average industrial efficiency in Britain, as in 
most of Western Europe, is low. In his book 
Mr. Hutton remarks that “fifty years ago 
an American industrial worker turned out 
roughly the same amount in a day as his 
opposite number in Britain, Germany or 
France. . . . Today, he turns out from two 
to five times as much.” 


In large part it is this lag in output per 
hour or “productivity,” as the technicians call 
it, which makes Britain and other key coun- 
tries in Western Europe a continuing prey to 
economic crises. Moreover, the great disparity 
in productivity between the U.S.A. and most 











of Western Europe is a major barrier to 
knitting the free world into a smoothly work- 
ing economic whole. As one observer put it, 
“when the American economy catches a cold, 
the European economy gets pneumonia.” This 
is largely because Europe is so much weaker 
in productive strength. 


No Shortage of Knowledge 


Yet the knowledge which would enable the 
countries of Western Europe, and particu- 
larly Britain, to increase their industrial 
productivity has been mobilized and is readily 
available to them. It is with this process for 
Britain that Mr. Hutton’s book is concerned. 
In the book he summarizes the findings and 
conclusions, virtually all of them unanimous, 
of 66 teams, composed of British industrial 
managers, technicians, shop workers and la- 
bor leaders. Over a period of three years these 
teams completed a comprehensive series of 
inspection and study trips in the United 
States under the sponsorship of the Anglo- 
American Council on Productivity. The prod- 
uct of that effort, he remarks, is “a set of 
documents the like of which, on such a scale 
and of such practical value, has never been 
seen in the history of international and cul- 
tural borrowing.” 


Psychology the Key 


From study of these documents, Mr. Hut- 
ton concludes that better capital equipment 
is the key technical ingredient of higher in- 
dustrial productivity in Britain, and consti- 
tutes “the most urgent ... need of British 
industry.” But he finds that even without new 
capital equipment a “15% rise in productivity 
can still be achieved by reorganization of 
work,” and that such an increase would “solve 
Britain's chief social and economic problems.” 


Then why is not such an increase in produc- 
tivity, demonstrated by the Anglo-American 


productivity teams to be so clearly within 
technical grasp, promptly forthcoming? Mr. 
Hutton, quoting one of the team reports, 
remarks that, “‘the greatest obstacles to in- 
creased productivity are psychological rather 
than technical.’ We have to deal first and 
foremost with men, not machines.” And THE 
ECONOMIST, pursuing the line of inquiry sug- 
gested, reaches the conclusion that, by and 
large, the people of Britain do not want to 
prosper by being more efficient. THE ECONO- 
MIST says: 


“The real secret of American produc- 
tivity is that American society is imbued 
through and through with the desirability, 
the rightness, the morality of production. 
... But in Britain, if any moral feeling at 
all survives about economic matters, it is 
usually a vague suspicion that economic 
success is reprehensible and unworthy. 
From this difference in attitudes every- 
thing else follows.” 


“How,” asks THE ECONOMIST, “shall we 
set about restoring some belief in the rightness 
of effort, the morality of success?” For this 
question it has no ready answer. Neither 
have we. We are confident that the British 
people will neither be cajoled nor coerced into 
trying to match our productivity. Basically 
the problem seems to be to demonstrate 
clearly to them the truth of the proposition, 
set down by Graham Hutton, that “there is 
no goal, aim or end before a Good Society 
which the raising of that society’s material 
productivity cannot render easier of achieve- 
ment.” Doing that in an old and settled coun- 
try like Britain is obviously an extremely 
formidable undertaking. But until it is done, 
the crucial job of getting Britain and the rest 
of Western Europe firmly on its economic feet 
will remain to torment all of us. 


McGraw-Hill Publishing Company, Inc. 








\ tp get sales results! 


I Saws MONTH Osborn advertising makes 
an average of more than a million calls on 


your customers ... to help you sell top-quality 


Osborn maintenance and paint and varnish brushes. 


Are you following through to convert this 
acceptance-building campaign into brash sales? 


Only you can make it pay off for you! 


The Osborn Manufacturing Company, Dept. R-10, 
§401 Hamilton Avenue, Cleveland 14, Ohio. 


OSBORN 








A MILLION CALLS 
EVERY MONTH 


to help you sell 
OSBORN BRUSHES 


SMT BRUSHES AND FOUNDRY MOLDING MACHINES 
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NEW ENGLAND 


Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 
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Kanaus 
Minnesota 
Missouri 
Nebraski 
North Dakota 
South Dakota 


9% 
8% 


- 6% 


4% 
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+12% 


+] 6% 


+39% 


+ B ye 
+ 2% 


+ 2% 


+ 1% 
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THE (@ogpad "WILco” 


is fast and flexible 


It threads a wide 
range of pipe 
without 

die-head 

change 


| perenne threading can be a headache. You get 
a4” pipe, a2” bolt, a 6" pipe different sizes, different 
lengths. But there's a cure for maintenance threading head 


ADVERTISING 


= 
aches 
1S and flexibility at a price that's easy-onthe-budget 
You can change pipe and bolt sizes in seconds with an Oster solve your pipe threading problems 
He offers ecommendations 
building sales 
and cuts it off twice as fast; it threads 1" pipe in 12 seconds 
' address and « free 
The Oster “Wilco” is flexible, efficient, and fast. lis price is, I book! 
actue oe ef 


Your Oster Distributor can help vou 


“Wilco” because just one die-head handles them all. You 
speedy delivery, and dependable 


thread pieces as short as 8” without a nipple chuck because 
service and he stands behind the 


the Oster “Wilco” Front Gripping Chuck is offset to take 
products he sells, Commect him for 


them. Regardless of the pipe or bolt size, the Oster “Wilco” ‘ 

money saving facts, 
threads and cuts off at the right speed because of its tWO or i you don't know b= witco 
speed motor. The Oster “Wilco” threads 4° pipe in 56 seconds who he is, write us 


for hie name and 


moderate . . . it's the one real answer to high quality, low cost ebour the Ooter 


maintenance threading Wikeo” 


THE MANUFACTURING CO. 


Man Othe ond Pectery: 
2045 East 61st St., Cleveland 3, Ohio 


Tikmm@iee i) 700) (mele) i ee i a re 


motor assure fast operation and quality work. 
And, best of all, the price of the Oster “Wilco” 


ewes advertising is moving sales a step 


closer to you by pointing out to your cus- 


tomers that Oster pipe threading machines 
are loaded with product features that add up 
to real benefits for them. 


For instance, take the advertising on the Oster 
“Wilco”. It points out this rugged, long-lasting 
machine threads a wide range of pipe and 
bolts with the same die-head . . . handles pieces 
as short as 8”’ without a nipple chuck . . . that 
its high speed cutting tools and two speed 


THE 


is easy-on-the-budget. 

Your customers will buy these advantages. 
Advertising them and pointing out the service 
you offer is just one more way Oster backs up 
its distributors to help make sales easier and 
profits bigger. For further information or pro- 
motional literature to fit into your sales plan 
write us... we'll be glad to cooperate in any 
way we can. 


MANUFACTURING CO. 


Main Office and Factory: 


3772 East 61st St., Cleveland 3, Ohio 


1893 + CELEBRATING 60 Years Leadership in the Threading Industry » 1953 
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SALES TRENDS (Cont'd.) 





July 1953 
Compared with 


July 1952 


July 1953 
Compared with 
June 1953 


First 7 Mos. 1953 
Compared with 


First 7 Mos. 1952 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


Alabama 
Kentucky 
Mississippi 
Tennessee 


Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 
Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 
Wvyoming 


PACIFIC 
California 
Oregon 
Washington 





EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


-| t% +10% 


-| 1% + C% 


+ C% 


- 1% 


-~ 5% +18% 


- 3% | - 3% 











+ IY 


- 1% 


NO 
CHANGE 
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“YARWAY'S FREE 
60-DAY TRIAL OFFER 
IS A REAL SALES STIMULANT” 


....... says E. A. Duffy* 


The wide publicity given to Yarway’s free 60-day trial installation 
is a big factor in helping distributors crack profitable new accounts. 





In most cases the 60-day trial results in additional purchases of Yarway 
Impulse Traps. . . and frequently other products in the 
distributor's line. 


* E. A. Duffy, This is another example of the many ways Yarway backs up 
Pan | rem its distributors with aggressive merchandising ideas and sales helps. 
Chandler-Boyd Co., It is another reason why nearly 900,000 Yarway Impulse Steam 


51 Terminal Way, 
Pittsburgh 19, Pa. Traps have already been sold. 


Yarway Impulse Steam Traps and Fine Screen Strainers are marketed 
only through recognized industrial distributors. For information write. . . 


YARNALL-WARING COMPANY « 111 Mermaid Avenue, Philadelphia 18, Pa. 


IMPULSE STEAM TRAP 
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Price Index for 19 Product Classes 


(1947-49. 100) 
‘, Change 
July June July From 
NAME OF PRODUCT CLASS 53 53 52 Year Ago 
Abrasive Products 116.6 116.1 117.1 0.4 
Cutting Tools 120.5 119.1 119.1 +1.1 
Fans and Blowers 134.9 134.9 136.7 
Fasteners 51.1 147.2 139.1 
Incandescent: Lamps 136.9 136.9 117.9 
Industrial Rubber Products 124.5 124.5 128.4. 
Lubricants 87.4 81.0 98.5 
Materials Handling Equipment 129.0 128.5 127.1 


Mechanics Hand Tools 
(Files, saw blades) 135.1 135.0 124.7 


Metalworking Accessories 128.7 128.7 121.3 
Motors 121.1 121.1 117.0 
Paint 110.7 110.8 110.6 
Portable Power Tools 118.1 118.1 113.3 
Power Transmission Equipment 128.4 128.0 124.4 
Precision Measuring Tools 120.6 119.9 116.8 
Pumps and Compressors 131.6 130.4 123.2 


Steel Products 


(Pipe, bars, nails, ete.) 141.7 136.3 124.4 
Valves and Fittings _ 128.6 128.0 120.6 


Welding Machines 
(Equipment, rods) 124.6 119.0 119.0 


Total Index 127.2 125.7 122.0 





Souree: Burcau of Labor Statistics and Industrial Distribution 
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Wood Screws 
Machine Screws 
Nuts 

Cap Screws 
Tapping Screws 
Stove Bolts 
Carriage Bolts 
Lag Bolts 
Machine Bolts 
Cotter Pins 


— > buy NATIONAL... 
the most complete 
fastener line 


When you buy from National, you order from the 
most complete fastener line made for the hardware 
trade. This helps simplify stock handling . . . and sell- 
ing is made easier, too, because: 
... National hardware fasteners are packaged 
in snappy red and black cartons—with easy- 
to-read labels, color-coded for quick fastener 
identification. 


. National fasteners are all produced with 
the same high-quality workmanship—estab- 
lished for over 60 years. 


For your best buy in fasteners, Better Buy National. 
For full information on the complete National line, 


write us today. 


THE NATIONAL SCREW & MFG. COMPANY 
Cleveland 4, Ohio 
Pacific Coast: National Screw & Mfg. Co. of Cal. 


G\Ar 3423 South Garfleld Ave., Los Angeles 22, Cal. 
alttona L 





FASTENERS &S } HODELL CHAINS CHESTER HOISTS 
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The Outlook For Business 





By The Economics Department, McGraw-Hill Publishing Company 


WE CANNOT ESCAPE the soothing suspicion 
that things are unfolding about as we have been 
contending for some months that they would, More 
specifically the signs seem clearer that the super- 
boom, set in motion by the rush to rearm after the 
attack on South Korea, is slowly petering out, and 
that the economy is settling down to what might 
be called a normal prosperity level as opposed to a 
super-colossal prosperity level. Perhaps the most per- 
suasive single bit of evidence on this point is that 
steel salesmen are scrambling hard to fill their 
fourth quarter order books, and some of them report 
that it doesn’t look as though they are going to 
make it, 

Other evidences are: New construction activity has 
been dropping slowly but steadily from the peak 
reached in March. So has production of machinery: 
Business firms are not as eager to build up inven- 
tories as they were earlier this year: There has been 
no increase in total retail sales for six months (sea- 
sonally adjusted) and the latest department store 
how a drop, Retail sales of durable goods 


figures 
ippliances, etc.) are off about 7% from the 


(auto 
peak, 

Bur how, it may most plausibly be objected,does 
this por rait of sorne imminent let-down in business 
jibe with the fact, reported by the Department of 
Commerce, that employment, at 63,408,000, hit an 
all-time high in August while unemployment, at 
1,240,000, hit a postwar low? 

Doesn't this bespeak a boom continuing full 
speed ahead? It may, as some business anal ysts have 
flatly asserted that it does, but we don’t believe so, 
We think that vagaries in the way theemployment 
and unemployment statistics are kept washes out 
much of the significance of the record-breaking 


tigure, 


BUT IF BUSINESS DOES LET DOWN some 
late this year, what is to prevent the decline from 
feeding upon itself and not stopping until we are 
deep in a business depression? After all, itis argued 
with at least a superficial plausibility that once 
unemployment starts to increase there is no certain 
stopping point until the last person with a job loses 
it and commits suicide, Those who lose their jobs 
must buy less, hence those with jobs cansell less, so 
some of them lose their jobs and buy less, and so 
on to the desperate end, 

Of course, the logic involved in that analysis is 
simplified to the point of absurdity, It does not, 
for example, take into account such possibilities as 
those of bringing customers back into the market 
and hence increasing employment by lowering con- 
sumer prices. But while the conception of a relent- 
lessly descending spiral of employment is cockeyed, 
neither can it be asserted with finality that once a 
business letdown gets underway it will surely be 


held to mild proportions, So long as the psycholo- 
gically unpredictable homo (more or less) sapiens 
has the central role in the unfolding drama, pre- 
cisely what is going to happen must remain a con- 
siderable mystery until the performance has been 
verified by events. 


IT IS POSSIBLE to make what seems to us a per- 
suasive case that, unless the human part of the equa- 
tion goes a little more berserk than usual, the let- 
down in business which we envisage will beheld to 
rather modest proportions, The balance of this report 
is devoted to our reasons for holding this cheerful 
view: 

(1) There has been no great speculation, as there 
was in 1929, and no really dangerous increase in 
the level of business or consumer debt. 

(2) Most sections of the economy are not over- 
expanded, The rate of inventory formation has been 
much too high. Defense expenditures and defense- 
related capital expenditures have also been above 
normal, But in general, industrial capacity does 
not appear excessive, 

(3) Business expenditures for plant and equip- 
ment -- the most dynamic force in the economy -- 
are likely to decline, but not very far or very fast. 
Our surveys of long range plans for capital expendi- 
tures, as well as careful economic studies like that 
by the Machinery and Allied Products Institute, 
indicate that a “normal” level may be less that $5 
billion below present spending. Since the level of 
public construction will probably rise, the large 
section of the work force which makes and installs 
capital goods will be kept pretty fully employed, 

(4) The national income -- and the nation’s 
savings -- are well distributed. (In 1929, workers 
and farmers were badly squeezed.) Although profits 
are high enough to finance a healthy level of invest- 
ment, consumers -- in all income groups -- are also 
getting enough to maintain their purchases. 

(5) The federal government has the means to 
boost consumer income and consumer spending by 
cutting taxes, The tax cut which takes effect January 
ist will add about $2 billion a year to consumers’ 
income after taxes. And taxes will automatically 
drop further as income declines, 


NONE OF THESE STRONG POINTS changes 
the immediate problem facing the business man. 
Barring some major new upset, not now in sight, 
there must be some adjustment in the next few 
months as inventories are whittled down and the 
defense program ‘takes its initial drop, But with 
both business and consumers in a strong financial 
position, and the potential stimulus of lower taxes, 
there is no reason why the long-term growth of the 
economy should not be resumed without the severe 
dislocations that occurred in prewar business cycles, 








STANDARD fot 
Tough jobs aimee 1881" 





= Red Shield says: 


vidual tool problems anywhere in the U.S.A. The Sifelale (oligo Line is complete, pre- 


Standard service engineering specialists are available for your customers’ indi- 
{ ferred andSpromoted. Standardize with Standard. It is a good line to represent. 





STANDARD | OOL 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 


FACTORY BRANCHES IN: NEW YORK @© DETROIT «© CHICAGO *¢ DALLAS © SAN FRANCISCO 


THE STANDARD LINE: /wist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Special Tools 
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‘Did | ever tell you about 
my eighteen operations ?” 


(Every Industrial Distributor and his salesmen should know all about them ) 


Eacun EN! That's a lotta opera 
tions on any anatomy. But these were 
not the hospital kind. They're the basic 
manufacturing operations that have 
given Nicholson and Black Diamond 
files the reputation of being the tough 
est, bitingest, lastingest files made 


“But the agonies I went through to 
get that way! Even as a raw strip(ling) 
from the steel mill, Nicholson had a 
finger in my welfare — specifying the 
kind of stuff I had to have ‘fore they'd 
consent to operate on me At the ware 
house they put the steths on me and 
my buddies. We hadda be right. Or 
else! Then to a clip joint where we 
were measured for size and our first 
knifing. Whammie! Everything went 
blank. J was a flat blank (no teeth). 


“Checked against a model—a tattle 
tale if I ever saw one—I hit the forg 
ing room. They turned on the heat 
to soften me up Notched me where 
my heel was to be. Fashioned one end 
of me into a tail (tang, they call it) 
More heat, and I'm rammed into a die 
for another ‘do-or-die’ operation. When 
I came out, voila! I had myself a nice 
tapered point. Hurt? Me? You forget, 
sir, that I can take it. 


“Now they tell a batch of us blanks 
we gotta be annealed—to tone us up so 
we can have our teeth knocked in (not 
out). More torture. Some of us came 
out of the oven looking like we'd been 


on a bender After being straighte me d 


° 
Sto, NICHOLSON FILE COMPANY 


* os. a. Ir 


out and cooled, a few of the fellas were 
eenie-meenie-minied to make the su 
preme sacrifice. A bone cracker broke 
‘em smack in half. With magnifiers the 
fractures were searched for bugs in the 
analysis of the steel. Our batch got a 
clean bill. ‘But you never can tell, said 
the inspector 


“Next, off to the grinding and draw 
filing rooms to get our backs, sides and 
bellies smoothed so all our teeth 
would be of even height and their 
points sound and clean as a hound’'s 
tooth. Not a molecule of decarburiza 
tion was to remain. Very fussy, those 
Nicholson folks. They'd remove a fly 
speck if it indicated the slightest let 
down in Nicholson quality 


“There's that model again. Check 
Okay, and we're headed for the cutting 
Here come the slashers—murder 
ous-looking machines with ver-r-ry 
sharp chisels poised for the kill. This 
was it. I either make it or I dont. I 
was laid on a nice, soft zinc operating 
slab. In a few seconds it was all over 
A thousand gashes — but I had a fine 
set of teeth. We lost a few of my bud 
dies — because here at Nicholson only 
the fittest survive 


room 


“I was a bit flabby from the anneal 
ing. They fixed that. Gave me a bath 
Told me it was a mud bath, but it 
smelled like old ground up bones 
Another heat treatment in red-hot 
lead; and another quick bath in a tub 


File Compan nada L Port Hope 


» PROVIDENCE 1,R.1. 


Ontarto) « 


of cold water. I blew off some steam, 
but came out hard as nails. Another 
bath, and another (I was ready to 
scream). First a cleansing bath, then 
a limewater. 


“More. They took us unscathed pa 
tients to another room and sandblasted 
the ugly film off our teeth. Boy, were 
they sharp and glistening! I thought 
I was ready to go places. But no, we 
gotta have another hot poultice — to 
take the brittleness out of our tangs. 
And another bath — in oil-and-water. 
Ugh! The oil was to protect us after 
an oven dried up the water. 


“We hop a conveyor for the final 
tests. A prover gives us the cold steel 
hard as aitch —to see if we can bite 
keenly and evenly. I gave him plenty 
of evidence! Then I was picked up 
and had my shoulder banged on a metal 
block to see if | was sound (no hidden 
fire cracks). I passed, was wrapped, 
boxed and ready to go to work. Im a 
Nicholson Flat File that'll win your 
customers smile when they note my 
fine physical condition and long-lasting 
eels And, Mr. Distributor and 
Distributor’s Salesman, I'll gain your 
everlasting appreciation with the orders 
I'll win for you.” 


 Yeeholion File 


> 
“ope” 


LSON - «+A FILE FOR EVERY PURPOSE 
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Associations Ready Convention, Meeting Plans 


First Post-Korea “Marketing Workshop” Highlights 


Paul J. Driscoll 


New Hampshire Firm 
Names General Manager 


Paul J. Driscoll, formerly with Tor 
bell Watters Co., Springfield, Mass., 
has been appointed vice president and 
general manager of Perkins, Bassett & 
Wright, Keene, N. H 

Mr. Driscoll has been manager of 
the ‘Torbell Watters industrial suppls 
division for the past five years. Before 
that he worked for General Flectri 
Co. for seven years in various plants, 
is both production and purchasing ex 
ecutive 

He attended the University of 
Massachusetts and Northwestern Uni 
versity During World 
s( rved is 
officer in the and later 


South Pacific 


was commanding officer of the Naval 


Air Station at Shawnee, Okla 


Lincoln Supply Opens 
Two New Sales Offices 


Lincoln Supply Company, Provid 
ence, R. I recent 
opening of two new sales offices; onc 
it 340 Main St., Worcester, Mass., the 
other at 53 State St.. Boston 

Both used by 
resident 
luture plans 
vddresses as th 


n these 


has announced the 


thei 
salesmen in those territoric 
call for stocl it the 
boursarn 


offices ire 


company 


INCFCASE trading areas 


124 


Washington, D. C., Regional Meeting This Month 


close at 
manufac 


Th 
hand for 
turers 

Ihe first of three joimt regional 
meetings will be held October 16 in 
the Statler Hotel, Washington, D. C., 
by the National Industrial Distribu 
tors Association and the American 
Supply & Machinery Manufacturers 
\ssociation 

The other two ar 

Biloxi, Miss., January 14, at the 
l:dgewater Gulf Hotel (sponsored by 
the Southern and American Associa- 
tions); 


convention scason 1s 


distributors and 


the 
and 


Cincinnati, March 12, at 
Netherlands Plaza (National 
American Associations) 

The Central States Industrial Dis 
tributors Association will hold its an 
nual convention at the Edgewater 
Beach Hotel, Chicago, November 1-2. 

I'he mid-year meeting of the South 
ern Industrial Distributors Association 
is scheduled for January 13-15 at 
Biloxi. (One day of the meeting coin 
cides with the Southern and American 
Associations’ regional meeting, Janu 
iy 14 Ihe Southern Association’s 
mid-vear mecting is by invitation only). 





War II he | 


1 destrover communications | 


The Triple Industrial Supply Con 
vention in New York May 17-19 winds 
up the convention schedule. ‘The set 
ting is the Waldorf Astoria Hotel and 
Madison Square Garden 


Four Workshops Planned 


The Washington, D. C., regional 
meeting on October 16 will include 
four separate industrial marketing 
workshops, the first since the Korean 
war. Subjects are: Successful Promo 
tion Methods; How to Analyze Your 
Market and Set a Sound Sales Poten 
tial; Keeping your Salesmen Fit; and 
How to Reduce Distribution Costs. 

Luncheon speaker will be Jennings 
Randolph, assistant to the president 
of Capitol Airlines and former Con 
gressman. 

Ihe sessions open at 10 a.m. in the 
Statler Hotel's Congressional Room, 
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with Fred Emerson, Spartan Saw 
Works, Springfield, Mass., presiding 
Ihe meeting will be -addressed by 
presidents of both associations, ‘T. 
Gordon Vaughan, of W. M. Pattison 
Supply Co., Cleveland, who heads the 
National Association; and J. Robert 
Kelley, of Manning Maxwell & Moore, 
Inc., Muskegon, Mich., American 
Association president 

Chairmen of regional meetings com 
mittees for the two associations are 
C. FE. Gollwitzer, of Pratt-Gilbert 
Hardware Co., Phoenix, Ariz., for the 
National Association; and Mr. Emer 
son, for the American, assisted by 
Frank J. O’Laughlin, Commander 
Mfe. Co., Chicago, as vice chairman. 


Convention Schedule Set 


The Triple Convention in New 
York City will open with registration 
Sunday morning May 16, at 9 in the 
Waldorf Astoria. Executive commit 
tees of the associations will meet the 
same morning at 10. On Monday Dr. 
Norman Vincent Peale will be the 
speaker at a joint meeting of the three 
associations. Monday afternoon the 
National and Southern Associations 
will hold a joint meeting, with Ameri 
new mem 
Conference 


can members invited. ‘Th 
bers breakfast and the 
Booth program are scheduled for Tues 
day. On Wednesday, th 
will hold their membership 
meetings and will meet together at 
a luncheon for the presentation of ad 
vertising awards. Later organization 
the new executive com 
idvisor\ will be 


e associations 


lose d 


meetings of 
mittees and boards 
held 

Entertainment features will includc 
cocktails and dancing Monday 
ine with the American A 
host, and for the Indies, 
boatride, and breakfast and 
it Altman’s on Tnesday 

Attendance at the mectings and 
Conference Booth Program of th 
lriple Convention is limited to mem 


of the thre« 


even 

ociahion as 
1 sightseeing 
tvleshow 


ber issociations 





Curtis W. McGraw Dies; 


Curtis Whittlesey McGraw, pre 
dent and chairman of the Board of the 
McGraw-Hill Publishing Company 
<clied Sept. 10, in his sleep at the Ca 
lwle Hlotcl, New York Citv. He was 
d 

Mr. McGraw, whose home was in 
Princeton, N. J., was the third son of 
the late James H. McGraw, Sr., founder 
of the publishing company of which 
Curtis McGraw had been president 
for the past three-and-a-half years 
and of Mrs. Mildred Whittlesey M 
Graw of Madison J.. who survives 
him. His wife, the former Elizabeth 
W oodwell of Princeton, a daughter, 
Mrs. James L. Stoltzfus of Lake Forest, 
Ill., and three brothers, Harold W 
McGraw, James H. McGraw, Jr., and 
Donald C. McGraw, also survive 
D. C. McGraw is vice-president of 
McGraw-Hill Publishing Company 

Born in Madison, N. ]., Oct. 13, 
1895, Mr. McGraw was a graduate of 
the Lawrenceville School, Lawrence 
ville, N. J., and of Princeton Um 
sity, class of 1919. At Princet 
was presklent of his freshman cl 
captain of his varsity football team in 
1919 and was active in basketball 

He was a major of infantry in 
World War I and saw foreign service 
in the Artois Sector and Meuse At 
gonne Offensive 

Mr. McGraw was active in numer 
ous civic affairs, and was a member of 
the Postmaster General's recently ap 
pointed Advisory Board of the Post 
Office Department. He was a past di 
rector and past president of the Ameri- 
can Book Publishers’ Council 

He was also a director of the First 
National Bank of Princeton; the 
Dragon Cement Company; the Prince 
ton University Press, of which he was 
treasurer; the Princeton Hospital, of 
which he was president; and the Maga- 
zine Publishers’ Association. He served 


ceton 7 ung 


> VCal 


mm, he 


is a member of the Pri 
Board from 1919 to 1952 

Mr. McGraw was a memb f the 
Advisory Board of the Times Square 
Branch of the Chemical Bank and 
Trust Company, a member of the 
Men’s Committee of The Lighthouse, 
New York Association for the Blind, 
the Men’s Committee of th Ameri- 
can Museum of Natural History, the 
National Association of Manufactur- 
ers, the National Society for Crippled 
Children and Adults, Inc., of which 
he was a trustee at large, the New Jer- 
ev Republican Finance Committee, 
United States Golf Association, and 
f the National Committe f th 
William the Silent Award for Journa! 
ism. 





McGraw-Hill President Mountain Iron & Supply 


Expands Sales Areas 


Mountain Iron & Supply Co., 
Wichita, Kan., has completed expan 
10 moves in two areas to imereasc 
service to the oil and gas industry 

In Russell, Kan., the company has 
moved into new quarters on Highway 
40 west of the town. In Tulsa, Okla., 
the firm has appointed Lloyd L. Wait 
as the new Oklahoma district man 
agel 

new Russell facilities include a 

by 120 ft. steel building and a 

large yard for handling more and larger 

supplies Company officials say the 

location on the outskirts of town 
should provide better service 

The formal opening was held Sep 
tember 12, during Russell's “Three 
Curtis W. McGraw Decades of Derricks” celebration Sep 
tember 10-12 

He belonged to the following clubs W. E. Frevert, superintendent of 
the University; Union League; Dutch | Mountain Iron’s Russell branch, and 
Ireat, Publishers’ Lunch Club; Prince- | Clarence Foos, store manager, will 
ton Club of New York; Tiger Inn; | continue in their present posts. 

Ihe Players; Springdale Golf Club; With the appointment of Mr. Wait 
Pine Valley Golf Club; Nassau Gun | as Tulsa manager, the company has 
Club; Philadelphia Gun Club; Fish discontinued its past policy of selling 
Island Golf Club and the National | in) Oklahoma through an agent. 
olf Links of America. Officials said proximity to several of 
\ssociated with McGraw-Hill Pub- | the company’s Kansas stores will make 
lishing Company since 1920, when he | good service possible in the ‘Tulsa area 
joined the McGraw-Hill Book Com- | Mr. Wait will maintain Mountain 
pany (McGraw-Hill subsidiary), he | Tron’s headquarters in the ‘Thompson 
vas vice-president, treasurer and direc Building in ‘Tulsa. 
tor of the Book Company from 1927 Formerly field man at the company’s 
to 1950. He became vice-president | McPherson store, Mr. Wait has been 
ixl treasurer of the McGraw-Hill | connected with the oil well supply 
Publishing Company in 1943, and in | business since 1915. He joined Moun 
February, 1950, was elected president | tain Iron in 1951 and has since worked 
ind chairman of the Board in three of the Kansas stores. 





Franklin Supply Opens New Quarters 


ounter is well manned in the new quarters of Franklin Supply Co., now located 

Westminster St., Providen R. 1. Shown above are Frank Carey, counter 

ill Gammuno aad Joe Moretti, order department; ind Don Gould, assistant 
ndustrial division 


FOR ADDITIONAL NEWS, SEE NEXT PAGE —> 





A veteran has just shown up in the display window of 
Somers, Fitler & Todd Co., Pittsburgh. It’s a seven-inch 
swing lathe, complete with velocipede pedals enabling 
an operator to work up a speed of 2,000 rpm’s. For con 
trast, SF&'T is displaying a modern 10-inch bench lathe 

The old machine bears the name plate of “Somers, 
Vitler & Clarke Ltd.,” the company’s name prior to 
1902, so that it must be well over half a century old. For 
many years it was in the family of Mr. Don Thurow, 
Indiana sales manager of the Atlas Press Co., and he 
presented it to the company. Noticing the name plate, a 
member of the sales department had it shipped to SF&T, 
who are Atlas’ distributor in the Pittsburgh area. 


The | Old and the New ina Pittsburgh Window 


Description of the Lathe 


In SF&T"’s 1902 catalog, the lathe is thus described 
“A desirable tool for small work, and has many important 
advantages in the construction and arrangement of its 
parts. It swings 7” and takes 20” between centers. It 
has our patented velocipede foot power, which is the 
best power ever applied to a foot-driven lathe 
“The speed can be varied from one thousand to two 
thousand revolutions per minute, and the motion can be 
started, stopped, or reversed instantly at the will of the 
Old pedal-driven lathe towers above its modern counter operator. ‘The head stock spindle has tapered bearings 
part in display window of Pittsburgh's Somers, Fitler & and is capable of very nice adjustment. The tail stock 
lodd Co center is self-discharging. 


Elmira, N. Y., House 
| Re-Runs 1887 Ad 


Irving D. Booth, Inc., Elmira, 
: a. Bs put a new twist in its newspaper 
advertising recently by re-running an 
ad that first appeared 66 years ago 

The occasion was the 125th anniver 
sary of the Elmira Star-Gazette news 
paper, and Booth’s 78th. ‘To call at 
tention to its long service to the com 
munity, Booth ran in full one of its 
earliest ads, first published when the 
firm was 12 vears old, with a message 
congratulating the newspaper on its 
anniversary. 

The old ad called attention to 
“wholesale heavy hardware” including 
“iron, steel, Harrisburg cut nails, wire 
and tin plates, W. D. Wood & Co.'s 
patent planished sheet iron, genuine 
Russia, Wood's smooth iron, refined 
sheet iron, Burden’s horse and mule 
shoes, Cambira link barb wire, and 
Vulcan horse shoe nails.” 

Field force of the Chicago manufacturer posed for this picture at a recent meeting 


Armstrong-Blum Mfg. Co., Chi- | George A. Vo'k, Milwaukee; Thomas | New Sales Engineer 
cago, held a week-long sales conference | 5. Gawne, Detroit; Henry R. Hansen, Named by Butterfield 
for the company’s field force and engi- | Denver; Earl R. Waddell, Fort Worth; a 
neering and advertising personnel. Earl R. Waddell, Jr., Fort Worth; Butterfield Division of Union Twist 

Improvements and refinements of | Allan M. Andrews, St. Louis; Joseph | Drill Co., Derby Line, Vt., has ap 
products and new servicing techniques | V. Moore, Cincinnati; Rick Crema, | pointed Robert M. Barnum as sales 
were discussed. Chicago; Bob Schumacher, Chicago; | engineer for the southern Michigan 
’. Johnston, Cleveland; Jack C. | territory with headquarters in De 





Representatives attending included lrank ¢ 
led A. Slezak. New York City; Walter Way. Rochester; Charles F. Fletcher, | troit. 
G. Stockdale, Pittsburgh; Karl Arenz, | San Francisco; Kendall Price, Atlanta; He was formerly with the Bond 


Philadelphia; Walter A. Best, Boston; | and Carl V. Moberg, Chicago. Supply Co. 
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Lorenz Co, Klamath 
has appointed W. ¢ 
dent 
company’s founder 


Falls, On 
Lorenz ds pie 


succeeding G. ( Lorenz, the 


Vice President Named 


sales 
pr SI 


Roy W. Benedict, general 
manager, has been named vice 
dent. 

The new president has spent all his 
working career with the company, and 
has served in every department. For 
the past four years he has been assist 
ant general manage 

Mr. Benedict came to the company 
two years ago trom San Francisco. He 
has spent many years in the whok 
hardware field 

George P 
gencral manager to enter the field of 
business Consultation 

Mr. Benedict will continuc 
eral sales manager 


sale 
Davis has resigned as 


oa 
as gen 





New president of Lorenz Co., Klamath Falls, Ore., is W. C. Lorenz, shown with 
Roy W. Benedict, general sales manager and newly appointed vice president 


Hajoca Corporation Opens Lewes, Del., Branch 


Congratulating new manager of Hajoca Corp.'s Lewes 
Several hundred guests attended opening 


is company president W. A. Brecht 


Briggs-Weaver Entertains 
200 Purchasing Agents 
Briggs-Weaver Machinery Co., Dal 


las, was host to 200 members of the 
Dallas Purchasing Association recent], 
at an outing of the company’s B-Bar W 
ranch on Grapevine Lake. 

Presiding were Maynard Robertson, 
Association president, E. Pflanz, 
Briggs-Weaver general sales manager, 
and Ken McCain, Briggs-Weaver ad 


vertising manager. 


| Warehouse Association 
| Publishes Roster 
| 


Hajoca Corp., Philadelphia, has 
opened a new branch in Lewes, Del., 
after acquiring the FE. Wilson Ingram 
Co. in that city 

Serving the Del-Mar-Va_ peninsula 
area, the branch is the company’s 34th 
Atlantic seaboard. Its territory 
was formerly serviced by Hajoca’s Wil 
mington, Del., branch 

Carl F. Barley, formerly in the com 
pany’s oil burner service and 
manufacturing departments, has been 
He has been 


on the 


sale ‘, 


named branch manager 
with Hajoca since 1936 

On hand fer the formal opening re 
cently were: W. A. Brecht, Hayoca 
pre ident; C. C. Lowry, vice president, 
gencral sales; S M. Stroh, sales man 
ager, P & H Division; G. 'T. Brecht, 
assistant branch house supervisor; R. P 
Wray, assistant treasurer; J. P. Armor, 
Wilmington manager; and William L. 
Nighan, Lansdale, Pa., branch man 
ager. 

A reception and buffet supper at 
tended by several hundred guests fea 
tured the program. ‘There was also a 
half-hour broadcast over radio station 


WIWL in Georgetown. 


branch, Carl F. Barley (right) 


he American Steel Warehouse As 
sociation has published its [953 roster 

| of members. 
[he 112-page publication contains 
| name ; and telephone num 
bers of nearly 800 warehouse distribu 
tors of industrial steels, listed alpha 
betically and by 24 market areas. It 
can be obtaincd from the Association 
it 442 ‘Terminal ‘Tower, Cleveland 13. 


Morse Heads Fund Drive 





, addre 

George ‘I’. Morse, Jr., president and 
general manager of Peden Iron & Steel 
Co., Houston, has been elected chair 
man of the Industrial Division of the 
Harris County, Texas, United Fund 


FOR ADDITIONAL NEWS SEE NEXT PAGE ===> 





Distributors To Meet 
At Greensboro, N. C. 


Industrial distributors from North 
Carolina and Virginia will mcet for a 
special panel discussion program at the 
Sedgefield Inn, Greensboro, N. C., on 
Vhursday, Oct. 15. More than 75 dis 
tributors from the two states havc 
been invited to attend the event at 
which problems encountered by dis 
tributors in the surrounding area will 
be discussed. 

George H. Booth, president, Caro 
lina Machinery & Supply Co., Rocky 
Mount, N. C., is in charge of arrange- 
ments 

Among the topics to be discussed 
arc distributor-manufacturer relations, 
improved sales methods and regional 
problems. 

Walter Crowder, editor, INpus- 
rRIAL Disrripution, will be modera- 
tor in a panel discussion which will 
be the feature of the session. Those 
invited to appear on the panel are 
l'om W. Kern, president, Piedmont 
Mill Supply Co., Salisbury, N. C,; 
Amold M. Roark, manager, Industrial 


Nicholson File Holds Annual Sales Meeting 


manufacturer met at the company’s 


Sales representatives of the Providence, R. L., 
and golf outing 


headquarters recently for conferences, a sales clinic 
for the sales department, tying with 
Fogg, comptroller. Mr. Fogg, 


Nicholson File Co., Providence, 


R. 1., held a two-day sales meeting at | C. | 
Charlotte, 


its plant recently for company execu- 
tives and the field staff 

Kdmond A. Neal, domestic sales 
manager, and Paul J. Roddy, assistant 
domestic sales manager, were in charge 
of the program. Speakers were Paul 
C. Nicholson, Jr., president of the 
company, $. Foster Hunt and J. Harry 
Marshall, vic Harold F. 
Rowley, manager of the Providence 
factory, red J]. Knowles, manager of 
the Philadelphia Works, John Burton, 
Arcade Works and E 
Blair LeFevre, mechanical engineer 

Stanley Livingston, Jr., assistant to 
the president, and W. Sayles Nichol 
son, research engineer, conducted a 
marketing and product clinic. John 
M. Doran and George Hl. Mont 
representatives in Detroit 
put on a skit illustrating 
to make 


presidents, 


manager of the 


gomery, Ir., 
ind St. Louis, 
right and wrong 
ipproaches 

Advertising plans for the coming 
vear were presented by company adver- 
executives and FE. C. Greiner, 
VI president of N. W. Aver & Son, 
Philadelphia 

President Nicholson gave 
hensive report on world conditions ob 
served on his recent trip to Nicholson's 
ifiliate, Wiltshire File Co. in Mel 
bourne, Australia 

Individual conferences, throughout 
the week, followed the formal program 


ways sales 


tising 


a ¢ ompre 


Burkhardt Wins Low Net 


At a golf outing for sales and fac 


tory personnel, Edward R. Burkhardt, | 
won low net | 


representative in Ohio, 





however, won the Nicholson Cup in 
the play-off. Kk. A. Neal had low 
gross with a 74. 

Representatives at the meeting 
Edward J. Forbes, J. Clifford 
Walter R. Buerckel, Rus- 
sell W. Knowles, Jr., Fred I. Desilets, 
Werner W. Lemmer, Edmond A. 
Neal, Jr., Robert J. Gibb, Joseph P. 
Casey, H. Douglas Van Demark, Wil- 
lard G. Gettemy, James M. Jacques, 
Mr. Montgomery, J. Edward Sheri- 
dan, Mr. Burkhardt, Frank H. Horton, 
William A. McCullough, Mr. Doran, 
L. Frank Reeney, William V. Hor- 
gan, and Lloyd C. Smith. 


were 
Berthiaume, 





Hardware & Supply Co., 
N. C.; W. M. Long, general manager, 
industrial division, Noland Co., New- 
port News, Va.; A. R. Nicolas, sales 
manager, Kester Machinery Co., 
Winston-Salem, N. C., and W. W. 
Sale, president, Blue Ridge Hardware 
& Supply Co., Bassett, Va. 

The distributors are expected to 
gather at the Sedgefield Inn on Wed- 
nesday, Oct. 14. The program will 
start at 9:30 a.m. Thursday, Oct. 15, 
amd is expected to conclude at | p.m 
at which time lunch will be served. 
The entire afternoon will be devoted 
to golf. 


Materials Handling Clinic Held in Miami 


rng 
rer 


Bass 
mee a5 


em 


Pe 


vr FRANK T E Buver co 
a : 


or 


Ye 


~-. 


The Frank T. Budge Company, Miami distributors, and the Harnischfeger Corpora- 


tion attend a joint sales meeting in Miami 


The meeting was held as a materials han 


dling clinic, with all salesmen participating in a question and answer session 


ADDITIONAL NEWS STARTS ON PAGE 223 





There’s a Yale hoist 
for every lifting job! 
























































@ No matter what your prospect s business or in- 
dustry is, he can profit from the time, work and 
money-saving advantages of the YaLe Put-Lirt! 
Tell him about the countless pulling jobs that can 
be done...then how this more versatile tool lifts, 
too... with Yate-warranted capacities as high as 
30,000 Ibs. Yes, the Yate Put-Lurr can be one of 


his most valuable maintenance and construction ge 
i 


tools... indoors and 7. , Locating steel plates on ship deck is just one of the countless 
Point out the superior YaLe design; the top- jobs done quicker and easier with a Yaue Puc-Lirr. If your busi 


quality YALE construction. Demonstrate the ness is building, public utilities, transport, textiles metal, mining, 
‘ farming... heavy or light...there’s a Yaue Put-Lirr to help you 


easier-to-use universal ratchet action. Then close 
keep costs down efficiency up 


the sale by showing how one man and a YALE 
Put-Lirr can do the work of an entire crew. 


and do it faster, better and cheaper. * 
For details on the Yate Pun-Lier...and the rest 
of the complete YaLe line of hand and electric 


hoists, see the new “YALE Horsr ( SERS AND "Registered in U.S. Patent Office 
Buyers Guipe.” If you don’t have a copy, write 


Yale & Towne Philadelphia 15, Pa. MATERIALS 
The MEEELIDT Manufacturing Co., HANDLING EQUIPMENT 


Philadelphia 15, Pennsylvania 


Yale Gas and Electric Industrial Trucks * Yale Worksavers * Yale Hand Trucks * Yale Hand and Electric Hoists « Yale Pul-Lifts 
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The Reader * 


¢ 


r’ 


FW AHE ABC that appears in the symbol at 
the top of this page stands for Audit 
Bureau of Circulations. The symbol it- 

self is an emblem of cooperation, in which every 

subscriber to this magazine has an interest. 

The Audit Bureau of Circulations is a volun- 
tary, non-profit, cooperative association. It was 
founded in 1914 and now consists of 3450 ad- 
vertisers, advertising agencies and publishers in 
the United States and Canada. This magazine ts 
proud to be a member. 

ABC. originally was set up to help take the 
racket out of publishing, to eliminate the waste 
and guesswork then so prevalent in publishing 
and advertising, to establish order and conh 
dence in place of the misunderstanding and 
misrepresentation that arose from unverified 
circulation claims and dubious circulation prac- 
tices. Its mission was to protect the interests of 


both readers and advertisers 


fp iv pip by first defining the term “paid 
circulation.” Then it established standards 
and rules to govern subscription sales practices 
and records. Finally it set up an auditing organi- 
zation to verify the claims and report the facts 
concerning the circulation of each member pub 
lication. It now maintains on that job a working 
staff of sixty-five full-time auditors. So the ABC 
symbol has become the hallmark of circulation 
standards and advertising values. Each member 
publication must maintain those standards if it 
wishes to retain its membership and display the 
ABC. symbol. 

This ABC audit is no perfunctory affair. 
When a business publication, such as this one, 
becomes a member of the Bureau, it agrees that 
the auditors shall have “the right of access to all 
books and records.” Their inspection, therefore, 
may cover any part of its operations. Original 
subscription orders payments from subscribers, 
paper purchases, postal receipts, arrears of pay 
ments, and many more items are painstakingly 


checked by the anditors. In many instances they 


%, 


Es Mark 


& 
° 


. 


go behind the records to seek verification from 
subscribers themselves as to the terms of their 


subscriptions. 


I’ DOING ITs jos, ABC has created many 
values for both publishers and readers as 
well as for advertisers. That is because the pub 
lication that becomes a member of ABC thereby 
offers the strongest possible guarantee of its 
primary devotion to the interests of its readers. 
The function of a business magazine is to be 
useful to its readers. When this service is rend 
ered by an ABC publication, it is constantly sub 
ject to the practical test of reader acceptance 
and approval. As each subscriber has the right 
to purchase or refrain from purchasing an ABC 
publication, that collective right confers upon 
the readers the power to say whether or not the 
publication will survive. Thus the report on its 
ABC audit provides the most direct assurance 
that a publication stays in business only because 
of a voluntary demand by readers who find its 
editorial service responsive to their needs. 
Naturally, the editor of each business publica 
tion follows closely the score thus racked up by 
his paper in its ABC reports. In the scope and 
tone of his editorial coverage and treatment, in 
the selection and presentation of his editorial 
content, he must constantly labor to maintain 
and enhance the readers’ acceptance of his 
efforts. That is why the editorial standards estab 
lished by ABC publications set the editorial 
standards for all publishing. That is how the 
ABC.) constantly stimulates its member publi- 
cations to become even more useful to their 


readers. 


A’ rHAT Is wHy the ABC symbol has be 
come the Mark of the Reader, a constant 
reminder that his willingness to pay for an ABC 


publication is the acid test of its value both to 
him and to its advertisers 


McGraw-Hill Publishing Company 
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WALZ 


~0¢ Acomns & 


‘6 Diamonds may be 


. fine for dames,* but if you're a squirrel, 
acorns are the nuts. In fact the usual run 









of squirrels will stash away far more 
acorns than he or she will ever use in 
a lifetime. 












@ While this may — at first glance — 
seem to be a mild type of aberration, it’s 






not so foolish as one might think. 










@ In fact we know of quite a few success- 
ful Dumore Precision Tool salesmen who 






operate on the same thesis. They store 






away more product information than 






they'll probably ever be called on to sup- 






ply. But, whenever a prospect needs help, 






he needs help in a hurry these sales- 






men have it right on tap... quickly, con- 






cisely, confidently. 


@ So often the one bit Vi 
re A Vt, 


of information your xe 
prospect needs is the 





one you don’t have. 






That’s why we urge 






you to get all the facts 






on Dumore Precision 
Tools, 







DUMORE 
PRECISION 
TOOLS 


THE DUMORE COMPANY 


1321 Seventeenth Street © Racine, Wisconsin 











Builders of a precision line of Grinders, Automotic 
Drill Heads, Tool Post Grinders, Drill Grinders, Light 
Drilling Equipment, Flexible Shaft Tools, Hand 
Grinders, Fractional hp Motors and Geor Motors. 











Swith apologies to the blondes the? 
gentlemen seem to preter, 








131 





INDUSTRIAL DISTRIBUTION © OCTOBER, 1953 


ON THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Threading Tool 


Seven Sizes, 
3/16 To 3/4-in. Shank 


\ new off-center threading tool, 
said to provide for 60 degree threading 
to the shoulder than 
with conventional tools, has been an 


of work closer 


nounced 
Identified as the maker's type ETS, 
the new threading tool is said to be 
available in from in. to 
hank 
Super 


Michigan 


cvchi S$iZcs 
i-1n 
lool 


Company, Detroit, 


Masonry Drill 


Carbide- Tipped 
Singly Or In Sets 


A new carbide-tipped masonry drill 
with individual size 
t-in. to L4-in. has been introduced 

Known as List No. 750, it is said 
to be designed for efhicient drilling in 
stone, brick, marbl late 
and other types of masonry. According 
to the maker, it makes holes that are 
both straight and round, with the 
added feature of minimum noise, eas 
long life. The flut 
haped for positive re 


ranging from 


concret 


operation and 
ire said to be 
moval of dust 

It is claim drill may be 


| the new 


used in drill presses or portable clec 
tric drills, preferably at the slowest 
With a hand brace, 
it is claimed it can be used in glazed 
tile if the started by center 
punching the extremely hard surface 

Phe actual size of the tip diameter 

said to be larger than the nominal 
ize to provide clearance for installa 
tion of toggle bolts, anchor screws and 


speeds AN lable 


hol 1S 


expansion shields 

Three assortments of popular sizes 
convenient set [he 
said to be 


ire offered in 
containers are made of 
tough, flexible plastic, and are so ar 
ranged that the drills ar 
Vvicw 

Phe Cleveland 
Cleveland, Ohio 


ilways in 


Twist Dull Co., 


Lift Pump 
Pumps Three 
Gallons A Minute 


\ new 


with double-action hand lift pump ha 


l-purpose, fast filler can 
been introduced 

According to the make th lift 
three 


pump | capabl f pumping 


gallons a minute It i commended 
by the maker outboard motor 
tanks, power la Howe! yortabl 
iw moto Lasonic OVE 
crs, et 
Other 
mouth 
lock 
ind 5 gallon capacities 
Manufacturing Ce 
West Virg 


features claimed includ 
fille I 


Cath 


wide openings durable 


tripk onstruction 
ible in 3 

Eagle 
Wellsburg 


ima 
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Grinder 
Aluminum Alloy 
Housing, 3 Sizes 


\ new 
three 
nounced, 

According to the mak« the 
num alloy housing cuts non 
weight to a minimum, and ball bear 
ings are throughout the to 
The commutator and switch are full 


out dust ane hoy 


ierial grinder, availabie in 


grinder sizes, has been an 
alulliil 


ps rative 
used 


enclose | to keep 
grit 

Other features 
vheel with a in. hole, spindle peed 


f 3730 rpm free; 5 by I-in. whe 


include ( i-ill 


vith a 4-an. hole, spindl 
+430) rpm; the 4 by lan 
hole, peed ot 
weight 12 lb . dimen 
22-in., width 4.75-in., heigl 
Ihe large size model 
for heavy duty jobs; the t 
izes for work in 
for occasions where a 


hin spindl 
: | 


maller spaces and 


higher grinder 


peed 1S rar SI ible ; 
Mall Tool Company, Chicas Nh 


nos 


Pile Driver Hose 
Synthetic Tube Resists 
Temperature to 388 deg. F 


id t 


wire-reinforced hose 





TODAY 


PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





oped fo 


becn ann 


tcam pil 
iver service, ha unced 
\ccording to the maker, three layer 
of horizontally braided, 
steel wire, plus i layer of glass cord 
braid make this Tronsides pil 
driver hose burst-proof. 
Ihe tube is said to b« 
pecial synthetic rubber 
resist temperatures up to 355 deg. | 
ind to resist oil at pile driver service 
It is said to be covered with 


high-tensil 
new 
made of 


compound t 


pressures 
i thick, 


istant 


ibrasion, heat, and oil re 


laver of 


rubber, bonded ( 
curely to the reinforcing braids 

The new hose is available in 1 4-in 
2-in., and 24-in. sizes 

Quaker Rubber Corporation, Divi 
sion of H. K. Porter ¢ ompany Tix 


Philadelphia \ new 


ited 
ctt has been announced 
idditions to the maker's No 
said to feature 
tors to permit the tool’s 


Reversible Nut 
Setters, Screw Drivers 


nies of 24 light-weight, air 


cCVecl ibl< SCTCW drivers ind 


vols are 


ving threaded fasteners a 
lving them 

n, testing, 

isscmbled product 

ols are available in four 
from 475 RPM 
offered with 
exacting ten 


ind for 


pe ( d 


ervice and 


ic speeds ranging 
2000 RPM. Each 

ther lip clutch (fo 

on control nw positive clutch 

nanua utrol). A further option 
lever throttle or pistol type throt 
is offered for all types 


Eight additional models are said to 


yercent slip clutch drive 
f the new air tools is two 


lool ( ompam \urora 


Flexible Coupling 


Interchangeable Hubs 
Give Greater Bore Range 


flexible 


coupling, said to Plating Concentrate 
mpletels 
~~. For Chromaster 


Chrome Plating Units 


\ me 
lution, known a 
mating been de 
Neoprene Intended f 
are furn hed ail t noe Ch mast 
ondition 
Siz from 
wailabl 
| B W oo 
Chambersburg 


hnrome plating oncentrated 


Chromasol No 
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According to the maker, the solu 
tion can be applied to most metals in 
deposit thicknesses .015-in. or mor 
Its claimed features of “brute” hard 
ness, heavy deposits, high abrasion rr 
sistance and ease of application arc 
said to make it an ideal “puttin’-on 
tool” for salvaging worn or undersize 
parts, gages and tools 

It is prepared for use by adding 
three parts water to one part concen 
trate. Rate of deposit is said to be ex 
ceptionally fast; 0.002-in. per hour 

Chromasol No. 2 concentrate 1s 
available in quarts, gallons and car 
boys 

Industrial Chrome Division, Ward 
Leonard Electric Co., Mount Vernon, 
N. 


Nail-Puller 


For Opening 
Crates, Boxes 


\ eV ifomath 
pull , for opcenime crates and 
} 


prcumati nail 

boxe 

1as been mtroduced 
beature 

turer include 

target 

head for extra ifcty 
| 


CHnaICUIA ) Is¢ 


lained by the manufac 


mcentrate powcr on 


haft (not 


rehabl per 


ont onl cizes nail 


75-100 pound 


yressure wortable 


| OMpre or, 


Continued on page 137 
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It is accomplished by high 
precision indexing. 


UNIFORMITY OF 
FLUTE CONTOURS 


You can’t get true Balanced 


Action without this. 


PRECISION CHIP 
DRIVER CONTOURS 


They are exact to size, shape, 
and position. 





ACCURATE AND 
CONCENTRIC CHAMFERS 





TT 
a 


WWIII VV 2 = - . 
SURE ea | 
DAAAAAADNAA DAA : 


—with very close limits on 


shank and thread 






PREFERENCE FOR 
BALANCED ACTION TAPS 












is growing because.of satisfied 






users, plus consistent adver 








tising in the metalworking 









magazines. Balanced Action 








is a Winter principle exclu 





sively 



























NATIONAL 


TWIST DRILL 








REPORT #GL 701 


based on 


RK DISTRIBUTOR RECORDS 


...Customer requested price 
proposals from competitors, 
but, because records showed 
that R/M elevator belts 

had previously broken all 
records on the installa- 
tion, specified R/M again 
without regard for price... 








THIS CASE, taken from R/M records, highlights two basic advantages enjoyed 
by all R/M distributors: 

1, R/M distributors repeatedly find that a current sale was made several 
years beforehand . . . through the record-breaking performance 
of an R/M Belt. 

2. Manhattan Rubber Products are made to do a job at the lowest final 
cost. R/M distributors do not have to fear competitive prices. 


“MORE USE PER DOLLAR” sums up the engineered qualities of R/M transmission 
and conveyor belts, V-belts, hose and other rubber products as advertised in 50 
publications for the benefit of R/M distributors. 


MANHATTAN RUBBER DIVISION — PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


Flot Belts V-Belts Conveyor Belts Air, Water, Steam Hose Oil, Suction Hose Industrial Fire Hose 











Other R/M products include: Industrial Rubber * Fon Belts © Radictor Hose © Brake Linings @ Broke Blocks © Clutch Facings 


Asbestos Textiles © Teflon Products © Packings © Sintered Metal Ports ¢ Bowling Balls 
MR 925 
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On The Market Today 


(Starts on page 132) 





] 


regulator, filter available; weighs only Pans 

10 pounds; 124 foot length of air hose Tote . 

with connections plus automatic sh’ New Parts Storage, 

off is included. Handling Equipment 
W. D. Allen Manufacturing Co., on | 

Chicago, Il \ new line of equipment for parts 








Index of Manufacturers’ Products 


Threading Tool Balancer 
Super Tool Company 132 Merrill Engineering Labora 


Masonry Drill tories 


The Cleveland Twist Drill Spur Gear Hoists 
Co. 2 Coffing Hoist Company 
Lift Pump Bin Units 
Eagle Manufacturing Com Lyon Metal Products, : 
pany 2 corporated Py He (poor soul) 
Grinder Saw 
Mall Tool Company Peerless Machine Co 
Pile Driver Hose Center 
Quaker Rubber Corpora Tool Service 
tion, Division of H. K Hand Guard 
Porter, Inc. . 132 Advance Car Mover Co. 
Flexible Coupling Inc. 
T. B. Wood’s Sons Com Belt Hook 
pany 133 Clipper Belt Lacer Com 
Air Tool pany 
Thor Power Tool] Company 133 Charging Lines 
Plating Concentrate Resistofiex Corporation 
Industrial Chrome Division, Wrenches 
bs ard Leonard Electric . Plomb Tool Company 162 
AO. ;w 
Nail-Puller ee i 164 
W. D. Allen Manufacturing aire 
Protractor Gauge 


Tot - 133 Porter-Cable Machine Co 166 2 + Tie i : 
"Bethey Manufacturing Safety Hook Wiltes wLIFE pont ve 
YS . 24 FE. D. Bullard Co 166 tons Lik promotion, 
Company 13 C You'll sell more than ever 
Th un ’ 9 
Welder C. A. Roesch and Company 168 before, when 20,000,000 
men see WILTON VISES 


General Electric Company, ‘ 
Welding Department 138 Fabricator in LIFE! 


oii Mal Wales-Strippit Corporation 168 
Lyon Metal Products, Inc Riveter ' C ; Everyone knows that 

Warning Light Lament Engmccimg S0m: WILTON 
Justrite Manufacturing Sams sins is the finest nome in Vises! 


Company 2 Versabar ; * 
Cable Convevor M-H Standard Company.. 172 
Cable-Link Corporation Knotting Screen vo 

Hewitt-Robins Incorporated 


was out of 


WILTON 
VISES 


when they saw 


160 


162 


Tubing Test Plug 
The Imperial Brass Mfg Positioner 
Co. 1+4 Che James Campbell Smith 


Pliers Company Inc 


Mathias Klein & Sons Respirators 

Indicator Holders Mine Safety Appliances 
Lufkin Rule Company Company 

Air Hoist Jack ‘. 
am Equipment Corpo i _ Cridland Company... 17 | write now for full details: 

ic ; Byrds ri | 

Extractor Hayden Twist Drill Com | WILTON TOOL MFG. CO. 
Roddick Tool Co. pany errs, | 925 WRIGHTWOOD AVENUE 

DEPT. 1D10 . CHICAGO 14, ILLINOIS 
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handling and storage has been an- 
nounced. 

The new equipment includes stan 
dardized pressed metal pallets, tote 
pans and tote pan adapters and small 
parts bins which may be assembled 
and disassembled without tools. Uses 
include stock rooms, parts depart 
ments, tool cribs, maintenance and 
repair departments, production depart 
ments. 

Features claimed by the maker in 
clude: tote pans provide easy visibility 
and accessibility of contents; any pan 
can be removed, drawer-like; groups 
or sections may be moved with lift 
trucks; benches may be assembled, 
using tote pans and adapters as a base; 
bench bin frames and bins keep parts 
within easy reach; bench bins segre 
gate from 30 to 126 different parts 
while small type small parts bins ac- 
commodate up to 360 parts. 

Construction is said to be of heavy 
gage sheet metal; finish is in three 
choices of industrial enamels. 

Bathey Manufacturing Company, 
Plymouth, Michigan 


Welder 


Consumable-Electrode, 
Gas Shielded 


New welding equipment for the 


consumable -electrode gas - shielded 
welding process has been announced 
Called Fillerac, the equipment con 
sists of three main components: a 
special self-regulating motor-generator 
type welder, a pistol-like holder, and 
an electronic wire-drive unit. 
Advantages claimed by the manu 
facturer include: high speed metal 
deposition enables the operator to 
more than double output on applica- 








/ 


Ihermoid 


Industrial 
Rubber Proda 


Thetmoid ‘multi-V belts 
pre-stretched for non-slip performance 





When you sell Thermoid Pre-stretched 
Multi-V Belts, you can be sure you’re 
selling maximum power transmission, 
economical, non-slip performance and 
extra long belt life. 


Thermoid Multi-V Belts withstand mois- 
ture, abrasion and repeated shock loads. 


They’re built to take it—specially designed 
to resist internal friction and heat build up. 


When you come across unusual belting 


problems on Multi-V, F.H.P. or Flat 
Transmission Belting, you can always 
rely on the complete cooperation of an 
experienced Thermoid Sales Engineer. 


It pays to specify Thermoid. 
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tions where filler metal must be 
added: equipment simplifies control, 
decreases operator training time, and 
reduces operating and maintenance 
costs. 

According to the manufacturer, elec- 
trode wire of aluminum, stainless steel, 
mild steel, copper, magnesium, and 
other alloys may be employed in the 
Fillerac 7 eg with argon or 
helium shielding gas. It is further 
stated that the process can be used in 
down-hand, vertical, or over-head po 
sitions to weld aluminum of any alloy 
in thicknesses from y to 3-in. and 
stainless steel from % to 1-in. 

The maker also claims it is suitable 
for welding aluminum-bronze, nickel 
and magnesium. 

, General Electric Company, Weld- 
Maverick” usually spells Yh ing Department, Schenectady, N. Y. 
trouble, on the production line as rot. 
: HH 
well as out on the range. Being 
an unknown quantity or a 
“Johnny-come-lately,” it leaves 
room for genuine doubt both as to 
performance and to quality. 
And that’s the reason so many 
experienced buyers — production 
experts to supervisors — insist 
on Kester... the one “brand” 


that is synonymous with the best 





in solder and solder products. 4 


Es Sse 














Insist on Kester for the exact job-engineered .. 
Solder you require; 8 major Fluxes in - a Loc ker Rack 
Core Solder, available in 5 core openings. Also 7 » : 
Kester Solid Wire and Bar Solder, Clothes Storage 
Kester “Solderforms” and Kester Fluxes. 7 ; In Limited Space 


A clothes storage unit, said to be 
ideal where space is limited and low 
cost is requisite, has been announced. 

According to the manufacturer, it is 
completely portable, and accommo- 

KESTER dates 10 persons. 

are y ’ core Features claimed by the maker are: 
\ Pelee) 4.) coat is secured by dropping chain 
~* through sleeve, then locking chain in 
position in slot in door—with door 
locke«: coat is secured; doors drop shut 
from top; each door equipped with 
SOLDER COMPANY built-in lock, 2 keys; raised base keeps 
clothing and overshoes off floor; doors 
4214 WRIGHTWOOD AVENUE + CHICAGO 38, HLLINOIS finished in light tan, balance of unit 
NEWARK 5, NEW JERSEY + BRANTFORD, CANADA in green baked-on enamel; size 50-in. 

wide, 18-in. deep, 76-in. high. 

Lyon Metal Products, Inc., Aurora, 


Tl. 
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“I'm greatly impressed 


by OIC...1 can 


see more future 
with them,” 


says, Mr. J. J. Hanighen, Ill 
President of Pioneer Pipe 
& Supply Co., Omaha, Nebraska 


To a young executive heading up a thriving 
business, the important factor is “future.” 
The success of his business is tied to the 
future success of his manufacturers and their 
cooperation with him. If you'll do as 
Mr. Hanighen has done— check OIC’s suc- 
cess of the past along with their forward 
thinking — you'll understand why the OIC 


Franchise is so highly prized. 

OIC cooperates with its distributors, by 
manufacturing high-quality, up-to-date prod- 
ucts that will sell and satisfy users... and by 
providing selling help to move OIC Valves 
from distributor to prospect as fast as possi- 
ble. These are added reasons why an OIC 


Distributor Franchise is so valuable. 


THE OHIO INJECTOR COMPANY 
WADSWORTH, OHIO 


Ol’ 


FOUNDED 18663 


THE LONG LINE OF VALVES 


IRON & BRONZE, 
FORGED & CAST STEEL, 


VALVES fees 
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Carkide “Tipped 
MASONRY 
LE spinais 

WORK LIKE 


— ELEVATORS! 
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es 
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eh 
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ge fC ae @ Pet: 


Easier, Faster 
Double Lead 
Fast Spiral 
Positive Action 


DEALERS—Send for Litera- 
ture and full information. 


va: 
* por 7? 


7 


« Ea ee a Leh. 
Wt he = Ag 237 





.-——— 


Also 
MASONRY DRILLS 
IN KITS 


Carbide 
Glass 
Drills 








21650 HOOVER ROAD 
DETROIT 13, MICH. 
olso 
5210 San Fernande Rd., 


Glendole 3, Colif 
TOOL COMPANY 








Warning Light 


Operates on 4 
Flashlight Cells 


A new type of blinking light, said 
to operate on 4 standard flashlight 
cells, has been introduced. 

Called the ‘Life Guarder”, the light 

| is said to cast a red flashing beam 
visible for miles in every direction. It 
can be converted to a steady white 
| light by removing the red lens liner 
and the flasher unit to 
| “CFF” 

Justrite Manufacturing Company, 

Chicago, Illinois 


switching 


Cable Conveyor 


With Plow Steel Cable | 
Cut To 16, 24 and 32-in. | 


Cable conveyor systems using “‘ca 
ble-links’”, said to be based on the | 
| use of improved, plow steel cable, cut 
to 16-in., 24-in., and 32-in. lengths 
with steel buttons swedged on both 
ends, have been developed. 

The swedged button ends of the 
cable-links are said to recess in the 
cavities of malleable steel brackets. | 
The brackets thus envelope the ends 
of the cable-links. Steel nuts, threaded 
on the tapered sleeves of the brackets, | 
are said to exert a 360 deg. pressure | 
on the cable, retaining the cable-link 
trolley assembly at an immovable sta 
tion. Trolleys can be placed on 8-in., 
16-in., 24-in., and 32-in. centers. 

According to the manufacturer, 
these conveyors are economical in 
| power consumption due to the .02 
| friction ratio on which the systems 
operate. 

The company now produces three 
models capable of light, 





conveyor 
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with Heller NUCUT 


wavy teeth Coarse, fine and extra-fine 


teeth all combined on one file for fast, deep, double- 


action cutting. Even, scratch-free finish. No chatter- 
ing. Longer file life. ORDER FROM YOUR 
LOCAL DISTRIBUTOR 


Notice NUCUT patented tooth 
arrangement in this greatly 
enlarged section 


THESE THREE FAMOUS FILES ARE 
MADE ONLY BY HELLER BROTHERS 


HELLER BROTHERS COMPANY 


America's Oldest File Manufacturer 
NEWCOMERSTOWN, OHIO 
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NUMBER ; OF A SERIES 


Advantages 
of the Donnelley-bualt Catalog 


GOOD PRINTING 
GOOD BINDING 


CROSS-INDEXING 
COVER DESIGNS 

STEP CUTTING 
SECTIONAL INDEXING 


7 Witte End Sheets 











Both decorative and illustrative end sheets have come into inc reasing use | 
recently for their value in dressing up the book. In many catalogs they are | 


used for pictorial institutional messages, maps, charts or tables. 


8 GOOD COMPILING 


Color Attracts 

in clothes, in pictures, or in catalogs. You can use colored end sheets to 
tell your company story more forcefully. We have some ideas we would 
like to tell you about on how to design and print colorful material on 
these premium position pages. Since we print by all the commercially 
important methods, we are glad to take UNDIVIDED RESPONSIBILITY for 
making the end sheets and inside covers, as well as every other portion 


of your catalog, highly effective. 


The Lakeside Press + Catalog Compiling Department 
R. R. Donnelley & Sons Company 


350 East Twenty-second Street 
( bine ago 16, Illinois 


PRINTERS * BINDERS * ENGRAVERS * LITHOGRAPHERS 
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medium and heavy-duty materials 
handling. Model No. C L, 120 is said 
to operate on 2-in. tee rail or split 
6-in. junior I beam. Models No. C-L 
130 and C-L 140 operate on standard 
3-in. and 4-in. I beams respectively. 

The maximum suspended load ca 
pacities are said to range from 80 Ibs. 
to 500 Ibs. per station. Pull loads per 
drive are reported as ranging from 
1500 Ibs. to 4000 Ibs. It is claimed 
that the cable-link conveyor systems 
have an overload safety factor equal 
to 3 times the maximum pull load per 
drive. 

According to the company, their 
enginecrs are now completing adap- 
tions of the cable-link principle to 
floor, bucket-elevator and apron con- 
veyor models, and some of these 
models are in the process of installa 
tion. 

Cable-Link Corporation, 
Michigan 


Detroit, 


Tubing Test Plug 
Available In 
Five Sizes 


New test plugs, said to be designed 
for use where it is desirable to shut 
off the end of a tube temporarily, have 
been introduced. 

These plugs are claimed to be es 
pecially convenient for use in instru- 
mentation, radiant heat, refrigeration, 
LP gas and similar installations. They 
are said to make it possible to test tub- 
ing installations before they are out 
into service or when trouble shooting 
for leaks. 

The manufacturer describes the use 








PLUMB SLEDGES 


NATIONALLY ADVERTISED FINISH 


The black head with the red handle— 
exclusively Plumb. This distinctive finish 
has been advertised for a third of a 
century. A beautiful finish your customers 
recognize immediately. 


OUTSTANDING QUALITY 


Made of special analysis steel, 

heat treated and tempered 
to withstand the heaviest 
pounding. Eye scientifi- 
cally centered to assure 
proper balance. Sturdy, 
shock-absorbing hickory 
handle. 


PACKED TO ATTRACT 


Delivered in sturdy, steel- 
strapped fiber cartons. 
Ready for display. Takes 
& less than a foot 
¢ Ng ; of floor space. 


PLUMB CARTON PACKED SLEDGES 


UNHANDLED 
CAT. NO. 
A4 
Aé 
A& 
Al0 


B4 
Bé 
88 
B10 


NEVADA DRILL 


OREGON DRILL 


STONE CUTTERS 


BLACKSMITHS’ 
HAND 


Ha 
DOUBLE FACE H6 
BLACKSMITH H8 


! 
= 
| 
| 


H10 
H12 
H16 


*pecked 4 doz. in container— 
all others packed 2 doz. in container 


wT. HANDLED 
LBS. CAT. NO. 
A4H 
A6H 
A8H 
A10H 


B4H 
B6H 
B8H 
BI0H 


E2H 
E3H 
E4H 


G2H 
G2'"Ah 
G3H 
G4H 


H2 AH 
H3H 
H4H 
Hé6H 
H8H 
H10H 
H12H 
H16H 


FFF FFF Fi 


so 


























Packing box holds 
4 or 6 sledges on 
display. 























and 


pappy’s happy! 


Everybody’s happy 
about 


4er0-Seat” 
HOSE 
CLAMPS 


. because they never let go. 
always hold tight, can't snap 
open. No other clamp equals 
AERO-SEAL, with its stainless 
steel band and precision worm 
gear drive that locks tightly, 
exerts pressure evenly all 
around the hose, without pinch- 
ing or damaging. Installed in 
seconds, quickly removable for 
use again and again. Like all 
BETTER products, AERO- 
SEALS are easier to sell, make 
better profits. Feature the as- 
sortments for faster sales. 


4erv-Seal 


WORM DRIVE 


_ Ah 
SS me RC HOSE CLAMPS 
ANOTHER (GD) PRODUCT 


BREEZE CORPORATIONS, INC. 
41 South Sixth Street, Nework 7, N. J. 
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is follows: plug is inserted in end of | 
tube and wing nut is tightened ex 
panding synthetic rubber portion of 
plug and sealing the tube. The maker 
tates these plugs will hold pressures | 
up to 100 Ibs., and can be used on all 
liquid or gas tubing lines except those 
material conveyed would de 
teriorate synthetic rubber 

The new plugs are available in five 
izes: 4-in., @-n., 4-in., é-in., and 
j-in. O.D 

The Imperial Brass Mfg. Co., 
Illinois 


where 


Chi 


or 
cago, 


Pliers 
No Sharpening, 
Shears Hard Wire 


\ new kind of plier, said to be de 
cloped for cutting tungsten filaments, 
springs and other hard 
wire, has been announced 

According to the maker, the 
operates on a shearing principle which 
climinates the need for regular cutting 
knives. It is claimed no adjustment 
or sharpening is required even if acci 
dentally knicked 

A replaceable tempered steel spring 
keeps the plier in Open position, ready 
for immediate use. Over-all length is 
approximately 54-in 

No. 053-L is the designation for 
plier with leaf spring, 053 for plier 
without leaf spring. 

Mathias Klein ¢* Sons, Chicago, II] 


music wire, 


ier 


Indicator Holdess 


Three Models, 
Magnetic Base 


A new “Miti-Mite” magnetic bas: 
indicator holder, said to eliminat 
cumbersome haphazard clamping, ho 
been announced 


According to the when the 


maker, 


OCTOBER, 


1953 


ALIN 


tHe Standard 
of Companson 


BY WHICH OTHER 
PLIERS ARE JUDGED 


“Since 1857'’ Klein 
Pliers have been the 
standard of quality with 
men who know good 
tools. Today, Klein 
offers the most complete 
line of quality pliers for 
standard or specialized 
service. Keep a repre- 
sentative stock on hand 
for your customers who 


want the’best. 


Write for your free copy 
of the Klein Pocket Tool 
Guide today! 
DISTRIBUTED 
THROUGH 
JOBBERS 


Foreign Distributor: 
InternationalStand- 
ord Electric Corp., 


mo KLE 1 Ness & Sons 


3200 BELMONT AVE CHICAGO 18 





now, The Jack Pot Question! 


can you name the company 
anette 


supplies catalogs and 





literature that’s hard selling & gets results... 


conducts sales meetings and special promotions 


will do ‘missionary work"’ with your salesmen 


2 
that helps make vises a major profit item 


makes the vise in the world... 


guaranteed unconditionally for 5 years !... 


GZ the answer? 


The company that gives you a complete 
profit line of industrial clamping 
tools and an accepted Brand Name 
that means quality in your business. 


WILTON TOOL MFG. COMPANY \ 
Dept. 010, 925 Wrightwood Ave., Chicago 14, Illinois 


offices in: new york * chicago * los angeles 
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BAND SAWS 


Bring You Repeat Orders 





Furnished in Die Cutting, Skip Tooth, 
Flexible Metal and Spring Temper 
Metal Cutting and Wood Cutting Styles. 


Another Profit Product 


ADJUSTABLE HACK SAW FRAME 





MIT 
HERE IS YOUR SELLING POINT 


This shows the two positions of the frame and illustrates the 
large bearing surface which prevents bending. The steel drill 
rod telescopes through the tube and back into the handle, giv- 
ing a bearing surface of 9" when a 10” blade is used, and a 7” 
for a 12" blade. The feature guarantees thai the frame remains 
rigid at all times. Backbone cannot twist because the locking 
pin goes from the top of the handle, through the rod and back 
into the casting. Large holding surfaces at each end of the 
blade prevent its turning or wobbling in the work. 


Sold Only Through Distributors 
SPARTAN SAW WORKS SPRINGFIELD, MASS. 
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indicator holder is placed against any 
round or flat iron or steel surface, a 
permanent magnet attaches it in 
stantly. With attachments, it is said 
that nearly all dial indicators can be 
held, and it is recommended for use 
on lathes, shapers, mills, and planes 

A swivel action post can be secured 
in position with a knurled locknut, 
and a sensitive friction joint is said 
to give accurate adjustments. 

The three models available are: 
Model No. 100 with permanent mag 
net providing 50 Ib. pull; Model No. 
101, same as No. 100 but with extra 
fine adjustment feature; No. 150, 
heavy duty unit, with permanent mag- 
net providing 100 Ib. pull. 

Lufkin Rule Company, Saginaw, 
Michigan. 


Air Hoist 
One-man Operation, 
Lift Capacity 1000 Ibs. 


A new light weight (284 Ibs.) air 
hoist, said to be designed for one-man 
operation, has been introduced. 

According to the manufacturer the 
new air hoist has the following four 
features: 1) rated capacity 1000 Ibs. 
at 40 FPM; 2) new safety features, 
safety snap hooks, adjustable safety 
stops on chain to limit lift and de- 
scent, safety brake that automatically 
locks when control is released; 3) 
motor entirely enclosed and _pro- 
tected; 4) accessory equipment avail- 
able, chair basket, 4 ton trolley, extra 
length load chains and cables, ete. 

Market applications suggested by 
the maker include: refineries, chemi 
cal plants, plating departments, ma 
chine shops and foundries, aircraft 
assembly lines, and stock rooms. 

I'he Aro Equipment Corporation, 
Bryan, Ohio 





fi 


} , 
Most people Ke know where to find the 
ty’ | 


| tallest building in the world... but 


do buyers know where to find you and 
what industrial equipment you sell? 
There’s a quick, sure way to tell them— 
by advertising in the ‘yellow pages’ 

of telephone directories. 

Buyers of industrial equipment use the 
pages of the Classified regularly in their 
search for sources of supply. Will they find 
your company name there, listed under 

all the products you sell? 

Why run the risk of losing sales. Call the 
Classified Directory representative at your 
local telephone business office and ask 

him to show you how the ‘yellow pages’ 


can help build sales for your products. 


| 


well 


For further information, call the Classified Directory representative at your local telephone business office 


MW 
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MOTORIZED 
HEAD PULLEY 


@ THERE'S NOTHING LIKE IT ON THE MARKET 
It's completely different from conventional 
conveyor drives. It's simply a new applica- 
tion of the long-proven gear reduction 
drive. Everything . . . electric motor, reduc- 
tion ~~ and all. moving parts... is con- 
tained inside the pulley shell. The shell 
rotates about the motor which is held 
stationary by a torque arm attached to the 


conveyor frame. I'ts the newest thing in | 


maintenance-free conveyor operation. It's 

a sure-fire seller! 

@ EVERY CONVEYOR CUSTOMER IS A 
PROSPECT 

The market is unlimited! Every belt con- 


Extractor 
Removes Threaded 





Broken Parts 


\ new extracting tool, said to re 
move threaded broken parts without 
welging them into place, has been 
introduced. 

According to the maker, the ex 
| tractor is made to work with any fit- 
ting in the pipe, hydraulic, aircraft, 
plumbing or mechanical fields and is 
available in a range of sizes—4-in. 
to g-in. by *2-in. 

The extractor is said to be designed 
to form teeth inside the hole until 
the shoulder contacts the part and 
permits a high torque without expand 
ing the part. Manufactured of fine 
steel, carefully heat-treated, the large 
hexagon head of the extractor can be 
gripped and turned with any wrench. 

Roddick Tool Co., Anaheim, Calif. 


veyor or belt-bucket elevator owner will | 


want several, because Motorized Head 
Pulleys save 70% to 90% of conveyor trouble 
and downtime! With every part inside the 
one shell, there are no sprockets, chains, 
-belts or jack-shafts to service and lubri- 
cate... no exposed motors to maintain, 
@ THERE IS NO END TO THE REPEAT SALE 
POTENTIAL 
When they add up the savings gained b 
Motorized Head Pulley installations, all 
maintenance-conscious owners will be 
repeat buyers. Think of your pulley re- 
placement sales in the mining, milling, 
crushing and heavy construction industries; 
in factories and foundries; in chemical, 
coal, food processing plants, etc. 
@ PROFITABLE SALES AREAS STILL OPEN 
A few choice territories are still open for 
live-wire distributors. Send the coupon 
today for complete details about this 
valuable franchise. 


IOWA 


MANUFACTURING COMPANY 
Cedar Rapids, lowa, U.S.A. 


OWA MANUFACTURING COMPANY 
Cader Rapids, lowe, U.S.A. 


Please send details about your Motorized Head 


Pulley opportunity. 
Name 

Title - 

Firm — 

Address 

City 
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| Balancer 


For Maintenance 
And Production Work 


4 new electronic industrial bal 
ancer, said to be ideal not only for 
maintenance but for job type work or 
production, has been developed. 

According to the manufacturer, 
quick set up without a foreman plus 
features 


extreme range m Capacity are 
of this new balancer 

According to the maker, high speed 
milling heads, cutters, and grinding 
wheels may be precision balanced to 
to vibration 


it is said 


climinate marks duc 
By climimating vibration, 


Easy to sell because it's 
the soldering flux that's 
easy to use. 


Fast selling as well as 
fast acting to properly 
condition metal for a 
strong union. 


Cost less 
in the 
long run. 


Available in lic 
uid and paste 
Customers like it» 


For stainiess 
meel, sell Ruby's 
Stainless Stee! 
Flux — perfected 
for that metal. 


RUBY 


CHEMICAL CO. 
76 S$. McDowell &¢. 
Columbus 8, Ohie 











ORANGEVILLE... 
TRUCKS 





‘Keep Loads Alive’ 


‘Make Heavy Loads Light and Light 
Loads Lighter’ 


The Orangeville line of floor trucks has 
been continuously added to and today is 
complete in a wide range of sizes and 


Gostened for high quality and long service, 

— offers all types for factory and 
ya ouse service and special trucks built 
to order. The trucks illustrated for all- 
round industrial and store use are typical 
of the many available from Orangeville. 


Distributors 
Your inquiries and orders will receive 
prompt attention. Be sure zee have our 


complete catalog in your files for ready 
reference. 


ORANGEVILLE MFG. CO. 


ORANGEVILLE 6, PENNA. Since 1879 


> 

















To Help Yow Sell 
CENTURY Motors 


BUILDS 
BRAND ACCEPTANCE 
IN YOUR MARKETS 


About 14,000,000 Century motor sales messages 


tell your customers about the benefits of using Century motors. 
These messages go into many industries and sell directly to top 
executives, production, engineering, purchasing; and maintenance 
Officials. This makes your selling job easier, 


Here is the current list of magazines — American Artisan 
American Machinist + Business Week « Chemical Engineering 
Commercial Refrigeration « Design News « Electrical Construction 
and Maintenance « Electricity on the Farm + Factory Management 
and Maintenance « Food Engineering « Food Processing 

Heating, Piping and Air Conditioning « Implement and Tractor 
Industrial Equipment News « Machine Design « Mill and Factory 
New Equipment Digest + Oil and Gas Journal + Product Engineering 
Purchasing « Steel + Textile World 


Century's more than 50 years of consistent advertising has Mn; 
created a wide acceptance for Century motors. The push 
button age rapidly developing in industry is creating a 

tremendous volume of motor sales. 


If you are not selling a motor’ 


jine, or desire a more 


complete line, write us 


S| 
741 


CENTURY ELECTRIC COMPANY « 1806 Pine Street, St. Louis 3, Missouri « Offices and Stock Points in Principal Cities 
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Alert Distributors of 
CLEVELAND 7 2“ FASTENERS 


profit by Cleveland’s specialization 
Cap Screws, Set Screws & Milled Studs 


Specialization has enabled us to concentrate on making 

a few items well—to give you more sizes in the commonly 

wanted styles of threaded fasteners. Hexagon head cap 

screws, for in:*:2¢c, can be had in diameters from %” 

to 2%"; flat icads up to 1”. Square head Set Screws 

range to 1%" dia. Many of the larger and longer sizes 
are usually carried in stock. 


Distrib itor trade has contributed largely 
to the success of our business. We 
strive to merit your continued 
confidence by making prompt 
shipments from our factory and 

four convenient warehouses. 
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that speeds may be increased for 
faster cutting as well as safety for the 
—_ Precision sensitivity _ is 
claimed to be possible at all weights 
of items checked or balanced from the 
range of 4 Ib. to 1,000 Ibs. By turn- 
ing a knob, five dash pot positions al- 
low balancing at different sensitivities 
to a maximum of 0.04 oz. inches. 

Because of balancing at mechanical 
resonance, it is said that sensitivity 
remains the same at all weights of ob- 
ject a? balanced. 

The electronic unit uses radio re- 
ceiving and industrial type electronic 
tubes. Length range is 44-in. to 55 
inches between bearing surfaces. Di- 
ametral capacity is said to be 4 inch 
to 44 inches. 

Merrill Engineering Laboratories, 
Denver, Colorado 











Spur Gear Hoists 


55 Different Models, 
Sizes Added To Line 


A total of 55 different models and 
sizes of spur gear hoists have been 
added to the maker’s line. 

According to the manufacturer, in 
cluded among the new units are 15 
sizes of single and multiple-chain spur 
gear hoists with capacities from 4 ton 
to 25 tons. For specialized applica 
tions, there are now said to be plain 
and geared Army type hoists, 4 to 10 
tons; low headroom hoists, 14 to 24 
tons; Clevis connected hoists, $ to 10 
tons; and extended head wheel hoists 
from 4 to 3 tons. 

One of the prime advantages 
claimed for the Army and low he 
room models is that the desigr 
mits the hoists to work where | 
headroom prohibits the use of 
ard units. 

The extended handwheel hoists 
said to be desirable for handiir 
materials, large bulk loads, or 
there is danger of scratching hi 
polished surfaces with the hand 
Ow thie model, the hand whee: 
suid to cs ended to a maximum ot 
ing the operator to stand 

« from the load at all times. 
vist Company, Danville, 


(Continued on page 156) 





This Ad 


Appearing 
in the 
October °53 


Mill & Factory 


Will Help 


You Sell 
MORE 


“QD” 
ae LL 
SPROCKETS 


Dept. 119, 3600 McCart 


* Chicago 
* Houston 


this is the 
ticket . 


FORT WORTH Bl 


“QD” Roller Chain 


SPROCKETS 


WITH TAPERED - SPLIT 
INTERCHANGEABLE HUBS 


Have The Advantage 
of One Hub for Both 
Sprockets & Sheaves 


Fort Worth originated the tap- 
ered split hub sprocket to make 
the convenience and advantages 
of the “QD” assembly available 
to Roller Chain Sprocket users as 
well as V-Belt Sheave users. 


Write for copy of 
QD" Sprocket Catalog 
Section 300 


On 


STEEL & MACHINERY CO 


— FACTORY WAREHOUSES — 


* Kansas City * Jersey City 
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NO REBORING 


Hubs ore factory bored 
with keywey end set 


EASY OFF - 


Pull-up bolts in thread- 
ed holes in sprocket act 
as jackscrews. No hub 
pullers necessary. No 
damaged shafts. 


__ ment rer ien pm 


SIMPLIFIES 
Speed Changes 


Many a nang use 
same hub; therefore, 
speed changes ore 
quickly and easily made 
at a@ saving in price. 





Fort Worth, Texas 


* Atlanta 
* San Francisco 


seo: 
AT, 





FITS SHAFT 


BETTER 


Tapered split hub ac- 
tually grips shaft for « 
positive press fit. 


wll Spares, bat 


ets and hubs pa be 
carried at speres te 
prevent costly shutdown 
time — minimum in- 





HEWITT-ROBINS 


EXECUTIVE OFFICES, STAMFORD, CONNECTICUT 
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the Hewitt-Robins Line 


Hewitt-Robins Hose is Engineered 
to Fit Your Customer’s Needs 





Every good customer appreciates the value of buying a quality 
product. That’s why so many users of industrial rubber hose pre- 
fer Hewitt-Robins Hose. For the Hewitt-Robins line is backed by 


nearly a century of hose manufacturing experience. 


The Hewitt-Robins line is a quality line because it is made with 
the finest quality materials . . . protected by rigid standards of 
control and inspection . . . designed to meet the most exacting 


requirements, whatever the job. 


The Hewitt-Robins line is backed by a big campaign of two-page 
spread advertisements in leading trade and business publications. 
These advertisements promote interest and interest promotes 
sales and that’s where you, the industrial supply distributor, will 


benefit. 


Add these benefits together and you get only one answer... more 
business for you! As always, Hewitt-Robins stands ready to meet 
your customer’s demands for the highest quality of industrial 
rubber goods, both belting and hose, and at the same time pro- 
vide the finest possible service to its distributors throughout 


the country. 


INCORPORATED 


DOMESTIC DIVISIONS: Hewitt Rubber + Robins Conveyors + Robins Engineers + Restfoam 


FOREIGN SUBSIDIARIES: Hewitt-Robins (Canada) Ltd., Montreal + Hewitt-Robins Internationale, 
Robins Conveyors (S. A.) Ltd., Johannesburg « EXPORT DEPARTMENT: New York City 


Paris, France - 
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For want of a packing 
a seal was lost. 


For want of a seal 

a machine was lost. 
For want of a machine 

an order was lost. 
For want of an order 

a business was lost. 


e 
.* 


4s 
NA 


All for the want of a packing... 


BELMONT PACKINGS FOR WATER...STEAM...OIL 


_ —_ 


BELMONT 9... for all hydraulic ser- 
vices from low pressures to extremely 
heavy duty, hot and cold water. 


BELMONT 30 
rods, expansion joints, air, and gas. 


BELMONT 19... for hot and cold wa- 
ter rods and plungers; low and inter- 
mediate steam rods. 


for high pressure steam 


Incredible? Ask any hard-pressed man- 
ufacturer or service organization faced 
with costly, delaying—even crippling— 
maintenance shutdowns. Just the bare 
chance that it could happen to you is 
good and sufficient reason to pay for 
the best and make sure you get it by 
working with one experienced, reliable 
distributor—your BELMONT distrib- 
utor—on all your packing and gasket- 


ing requirements. 


Don’t wait upon sad experience to 
teach you the vital importance of prop- 
er selection and application of packing 
materials. Call your BELMONT dis- 
tributor today. Or, write on your com- 
pany letterhead for Belmont catalog. 


‘BELMONT 


PACKING and RUBBER CO. 


Butler and Sepviva Streets 


Philadelphia 37, Pa 


THERES A 


BELMONT PACKING FOR EVERY SERVICE 
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Bin Units 
Shelves Adjust 
Vertically 


New bin units, said to feature 
shelves that adjust vertically making 
space available for items of all sizes, 
have been announced 

According to the maker, several 
models are available offering different 
divider arrangements to provide vari 
ous sized openings. Some bins also 
come with shelf boxes, designed for 
small quantities of small parts, nuts, 
bolts, washers, etc. 

The units are shipped set up and 
ready to use. ‘They are 3 ft. wide, 1 
ft. deep, 64 ft. high, and have a green 
baked-on enamel finish. 

Lyon Metal Products, Incorporated, 
Aurora, Illinois 


Saw 
Metal Cutting, 


Overarm Type 


A new 10-in. by 10-in. standard 
model metal cutting saw to replace 
the maker's 9-in. by 9-in. model has 
been announced. 

The new model is said to be an 
overarm type with an open saw frame 
to permit lotion from front or side. 





CHECK THESE 3 WAYS YOU CAN SAVE 
WITH THIS MULTI-PURPOSE INSTRUMENT 


Here is the most sensible idea you've ever seen 

in a recorder or controller—an instrument you 

can change as your instrument needs change, . 
that you can add to, subtract from, or whose 

functions you can increase or decrease at little 

or no expense. 


Save money when you add new fune- 
tions by adding only those new 
assemblies needed. 


Save time-delays by making changes 
on the job site without returning to 
factory. 


Save money on inventory. Parts are 
interchangeable, fit all Gotham Con- 
vertible recorders. You can service 
a whole group with a minimum stock 
of basic elements. 


What you can do with the Gotham Convertible 


Depending on the chart size of the recorder (6’’, 9’ or 12’’) you can have a 1-2-3 or 4 pen recorder with 14 
pressure, temperature and time operation combinations or a recorder-controller with 38 possible pressure, 


temperature, and time combinations. 





SELF-CONTAINED RECORDING RECORDING 
PORTABLE RECORDER PSYCHROMETER HYGROMETER 


A portable recorder which has a incorporates the same 
corrying handle, legs and retaining highly eccurate ond re- 
holder for capillary and bulb. Built sponsive thermal systems 
from Gothom stenderd elements, and contains all other 
interchangeable with other Gotham Gotham stondord convert. 
instruments. 6", 9" and 12" chert ible features. Wet and dry 
sizes. Mercury, Vapor or Pressure bulb type. Motor-driven 


A 2-pen recorder of the 
wet and dry bulb type. 
Mercury or Vapor Acty- 
ated. 9" and 12" chart 
sizes. Available with variety 
of wet and dry bulb assem- 
blies depending on appii- 
cation. Cotalog 400. 


Activoted. Spring or electric chart suction fan. 12" chart size. 
drive. See Catalog 400. Catalog 400. 
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GOTHAM INSTRUMENTS 


1 
Division of American Machine and Metals, Inc. 
Dept. Vi, 233 Broadway 
1 New York 12. New York 
\ 1 Please send me a copy of your 


iba © Cases 1— 


coTHAM! [TISTRUTIES een 


Psychrometers, Hygrometers No obligation. 
Title 





Keep everything under control with Gotham com 
Compony 
Address 


City__ 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1953 





@ machinists’ bench @ woodworking @ quick action 
@ combination pipe @ stee! metal workers @ garage vise 
@ solid nut continuous screw 


We manufacture MORGAN VISES exclusively. More than 60 years 
of experience in making and selling MORGAN VISES is represented 
m every MORGAN VISE you sell. They are designed right to perform 
right and you can supply the proper vise to fill any need of your 
customers 


w ’ 

thre thele lead diteibute MORGAN VISE CO. 
108 N. JEFFERSON ST. 
Chicago 6, Illinois 





"wow! | drilled a 
T-inch hole through 6 
inches of hard concrete in 
1 minute with a Cycio- 
Core drill bit!” 


@p careioe-ripreo BITS 


FOR DRILLING HOLES %” TO 6” DIAMETER IN 


TILE - BRICK - CONCRETE - GRANITE 
or ANY other Masonry Material 
Time is Profit when you use these easier, faster drilling 
bits for any masonry job — any size hole, any depth, 
any material from soft brick to hard concrete and 
granite. The New England Carbide Masonry Bit size- 
range — Cyclo-twist —- Cyclo-Core — Thunder-twist 
—— Thunder-Core — is the world's only complete line. 


Mail the Coupon for Free Copy of 
"MASONRY DRILL BIT GUIDE" — fui 


information on how to select the right bit for every 


power tool and every masonry material. 
ane” 
NEW ENGLAND CARBIDE TOOL CO., INC., Cambridge 39, Mass. 


New England Carbide Tool Co., Inc., 60A Brookline S$t., Cambridge 39, Mass. 
Gentlemen: Please send by return mail the free “Masonry Drill Bit Guide” 


Name 
Address 


My Loco! Dealer's Name is 
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Another feature claimed is the heavy 
U-type saw frame. According to th« 
maker, in addition to its heavier con 
struction, this frame has wider shoul 
ders than its predecessor assuring truc 
alignment and consequently more ac 
curacy. 

The widened bearing shoulders are 
said to add more ngid control of the 
saw blade, thus assuring accuracy 
throughout the entire cut. The fram« 
also has replaceable, hardened and 
ground stecl bearing shoes. It is stated 
that the user can replace the bearings 
instead of replacing the entire saw 
frame. 

Other features claimed includ 
table provides good working surface: 
work clamping device is arranged to 
clamp work from 90 deg. to 45 deg.; 
holding saw is easily set at desired 
angle and clamping jaw adjusts itself 
automatically to work; centrifugal 
force coolant pump assures proper 
coolant flow at all times. 

Peerless Machine Co., Racine, Wis 
consin 


Center 
For Lathe 
And Grinder 


An oil jet lathe and grinding ma 
chine center, said to feature internal 
lubrication, has been announced. 

According to the manufacturer, 
grease is stored in a grease cup and 
applied to the work through a tiny 
jet in the center of the center point, 
thus ensuring protection from dr 
running and over-heating as well as 
a clean contact area between center 
and work. 

Other features claimed include: ac 
curately ground, with 60 deg. point 
tipped over the full length with either 
high speed steel or a wear and heat 
resisting cast alloy; grease cups have 
sclectively fitted threads and seal 
rings, in most sizes, to prevent leak 
age; available in Morse and B&S 
tapers, with other shanks made to 
irdet 

Tool Service, Tampa, Fla 





MEET MANY NEEDS! 





Bunting Precision Bronze Bars 


Bunting Precision Bronze Bars are especially designed for maintenance 
work. Completely machined and finished on all surfaces, these bars save 
costly machining time, wasted metal and wear on cutting tools. They 

run true when centered in your lathe. They are made of the finest Bearing 
Bronze— Bunting No. 72 (SAE 660). Always carried in stock by your 
local Bunting Distributor. 


The Bunting Distributor 


Your Bunting Distributor is an industrial distributor or a specialist 
in certain industrial items. You will find him listed in the classified 
section of your telephone book—-most likely under the heading 
Bars, bronze or Bearings, bronze. If he is the leading distributor, he 
almost certainly is the Bunting Distributor. He carries in stock, 
for your money saving convenience, completely machined and 
finished Bunting Standard Stock Industrial Bearings, Electric 
Motor Bearings and Precision Bronze Bars in a complete range of 
sizes meeting all your usual production and maintenance needs. 

Ask him for catalog. 


Sag atlrety 


BRONZE BEARINGS «+ BUSHINGS « PRECISION BRONZE BARS 
This advertisement appears in Modern Machine Shop + iron Age + Machinery + Mill & Factory * Southern Power & Industry « Steel 


THE BUNTING BRASS & BRONZE COMPANY « TOLEDO 1, OHIO «+ BRANCHES IN PRINCIPAL CITIES 
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INDUSTRIAL DISTRIBUTORS 
PREFER ONE SOURCE BUYING! 


The S (; 


of Hammond, 


Taylor Chain Company 
Indiana manufac- 
turers of a complete line of welded 
and weldless chain for every indus- 
trial, commercial and agricultural 
need. This means one source buy- 
ing from a manufacturer with cighty 
years of chain-making experience, 
using Only the finest available ma- 
terials... the most modern meth- 
ods and machinery and the great- 
est force of skilled chain makers 
in the industry 

Selling the TM Line is profit- 
able and easy, too, because of Taylor 


Chain’s complete merchandising 
plan. National advertising in The 
Saturday Evening Post, Collier’s, 
and leading trade magazines paves 
the way—creates brand preference 
for TIM Chain. A full range of 
literature, direct mail material and 
newspaper mats identifies the job- 
ber or dealer as local headquarters 
for the famous TM Line. Unique 
packaging promotes sales— assures 
easy handling and storing of the 
various types of chain. Write S. G. 
Taylor Chain Company, Ham- 
mond, Indiana for full details. 


Chain-a Complete Line! 


All types of 
WELDED AND 
WELDLESS 
CHAIN 


Taylor manufactures 
everything from 1%" Al- 
loy Steel Chain down to 
No. 8 Sash Chain, plus a 
complete assortment of 
chain assemblies and 
attachrients, 





TM TAY-KEG 
PROVES FAST SELLER 
FOR BBB AND 
PROOF COIL CHAIN 


Handy Tay-Keg Containers 
sell Proof Coil and BBB 
Chain, They're easy to han- 
die and easy to store. Chain 
available in self-colored or 
hot galvanized finishes. Sizes 
Sig”, Ye", Ke” and %". 


Tayiow Mane 
§ 


PROFITABLE 
CHAIN SALES 
ROLL OFF 
THESE REELS 


The Taylor Chain Display 
Stand puts chain out in 
front of your customers. 
Stimulates sales and 
profits. Holds eight reels. 
A weldiess chain depart- 
ment on only two squore 
feet of floor space, 





Send Coupon Today for Details. 


S. G. TAYLOR CHAIN CO., HAMMOND, INDIANA 


ied 
Taytor Mane 


S. G. Taylor Chain Co. 
Dept. 6, Hammond, Indiana 


Rush free catalog on TM Chain, 
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Hand Guard 


Car Mover 
Attachment 


A new safety hand guard, said to 
prevent smashed fingers and other in 
juries to workmen who spot railway 
cars with manually operated car mov 
ers, has been introduced. 

formerly, according to the maker, 
if the car rolled ahead of the “push”, 
or if dulled spurs caused slippage, the 
operator's fingers could be pinched 
when the car mover handle dropped 
suddenly to the rail. 

The new guard is said to prevent the 
operator's fingers from contacting the 
rail, thus preventing injuries. 

The safety hand guard is said to be 
made of certified malleable iron, and 
can be easily attached to any cat 
mover. It is also offered with a package 
of six sets of slip proof spurs as a safety 
kit for car mover users. 

Advance Car Mover Co., Inc., Ap 
pleton, Wisconsin 


Belt Hook 


New Larger Size For 
Belts 13/32-in. Thick 


According to an announcement 
from the manufacturer, a new larger 
size belt hook that can be used to 
lace belts a full 43-in. thick, is now 
available. 

Known as Clipper No. 
to provide a laced joint as smooth and 
as flexible as the smaller Clipper belt 
hook sizes with no injury to the belt 
fibers. 

Tests, according to the maker, have 
proved that cach No. 7 hook in a @-in. 
leather belt will stand a pulling strain 
of 125 lbs.-—675 Ibs. per inch, or 
3,400 Ibs. in an 8-in. belt. 

The No. 7 hooks can be applied 
with the No. 6 or No. 8 Clipper speed 
lacer, and the No. 9 portable lacer 
can be modified to accommodate the 
new size hooks. 

Clipper Belt  Lacer 
Grand Rapids, M chigan 


7, it is said 


Company, 





Something to SELL About! 


NEW OUIRECT ORIWE 


ROBBINS & MYERS 


WNOUGSTRAL 


does heavy-duty 
jobs at low cost! 


Such a powerful fan at low cost means big 
demand! Simply explain that the rigid construc- 
tion of this new fan puts it in the heavy-duty 
propeller-fan class ... then sell hard with prices 
that start as low as $160.00 (24” size)! There's 
value for you! And the market is tremendous! 
This fan is designed to operate against static 
pressures in industrial, commercial and military 
applications. It’s easy to install, and does a 
whale of a job. Check the selling features below. 
Then return the coupon for complete details. 


5 Sizes 
24” to 48” 
5400 to 
36000 CFM 


Avail- 
Shut- 
*“on”’; 


Automatic Shutters 
able for every size fan. 
ters open when fan is 
close when it’s “‘off.” 


MAIL TODAY! 


Robbins & Myers, inc., Fan Division 
387 Se. Front $t., Memphis 2, Tenn. 
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@ Direct Drive reduces main- 
tenance costs 

@ Square steel frame forms 
easy-mounting panel 

@ Streamiined air inlet re- 
sults in 15% to 18% more 
efficiency than ordinary 
entrance rings 
“Gull-Wing” design of 
airfoil blades gives uniform 
pressure velocity 


Sharp 


: Za. 
"Gull-Wing” Blades 
change in pitch near center of 
blades promotes uniform 
pressure velocity. 


I- 
| 


@ High-strength biades of 
aluminum alloy are non-rust- 
ing, non-crystallizing, non- 
overloading 
Capacitor-type motor, 
totally enclosed. Ball bear- 
ings permanently lubricated 
and sealed. Explosion-proof 
motors available on order 

@ Automatic shutters avail- 
able to fit all fan sizes 


Large Center Disc - Reduces 
re-entrance air loss. Blades 
are individually mounted— 
replaceable. 


ROBBINS & MYERS, INC., Fan Division, Dept. 1D-105 


387 South Front St., Memphis 2, Tenn. 


Send more information about your new Industrial Fan to: 


Name 
A ddress 


City 


L anamemanen 


OCTOBER, 1953 


State 


Seem astcmananceenen 





Quickly reversed 
from the end of 


Lowell SERIES 20 


REVERSIBLE RATCHET WRENCHES 


These wrenches keep hands from hazardous 


positions. This safety feature, the wrenches 


strength >t design rohate, ng-wearing 


the Series 
sictale 


ch re | Ww ale 


Taeltleli-thigct-mme lt ielilil-t Mmaleh 7 Mmiale lel. 
the preferred wrench ir rife | 
slate lis Te 60 wi 


well Reversible Ratchet 


LOWELL WRENCH CO. 


WORCESTER 8, MASS 


Pressure 
Regulators 


Temperature 
Regulators 


Float Valves 
Relief Valves 
Strainers 

Pop Safety Valves 
Level Controllers 
Metor Valves 
Float Boxes 
Diaphragm Valves 
Water Gavges 


Balanced Valves 








OF 
SUPPLY 


FOR ALL YOUR LIQUID AND 
STEAM CONTROL SPECIALTIES 


Here at Keckley you can get everything you need 
for controlling liquid and steam service—all from one 
source. It's the simple, easy way to handle your require- 
ments—saves valuable time and trouble for you and 
assures your customers of the best regulating equip- 
ment available. Here's a profit making line that makes 
for casier, simpler satisfying of your customer's needs. 

Don't forget to send for your free copy of the Keck 


le, Catalog 53-C, featuring our complete line. Write 
Keckley Co., 400 W 


Madison St., Chicago 6, Ilinois 


©. ¢ 


CKLEY_& 
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| used over and 


Charging Lines 
For Freon And 
Methyl! Chloride 


A new way to make Freon and 
methyl chloride charging lines on the 
spot and to any length with the aid of 
new reusable couplers, has been an- 
nounced. 

According to the maker, mounting 
the couplers on any length of hose is 


| handled in three steps: first, the nut is 


then shell is 
nut; finally, the 


threaded on _ hose; 
threaded onto the 


| two are tightened with the aid of an 


end wrench and vise or two wrenches. 
The necessity of stocking various 
lengths to cover all needs is elimi- 


| nated, and the maker also states that 
| the couplers are easily removed and 


over again to make 
other charging lines. 

Che hose is said to be light, flexible, 
and easy to handle. 

Resistoflex Corporation, Belleville, 


N. |. 


Wrenches 
Inch-pound, 


Torque-Limiting 


Addition of six Proto torque-lim- 
iting wrenches that are calibrated in 
inch pounds have been announced by 
the maker as supplementing the six 
foot-pound models introduced a few 
months ago 

Capacities of the new torque 
wrenches are said to be 100-750 and 




















A MODERN TOOLROOM— CUSTOM BUILT 
with Standard HALLOWELL Shop Equipment 


Design it to fit the particular requirements—set it up with 
standard HALLOWELL Shop Equipment. Your customer 
will like this ready-made equipment for its ample storage 
space, neat appearance, and rugged endurance. SPS, 


Jenkintown 13, Pa. 


Fhe Hftit Gio : KSIART FOR THE FUTURE | re 


1. Cabinet Benches 2. Work Benches 
3. Tool Stands 4. Adjustable Stool 


CEYTGCTATS SHOP EQUIPMENT DIVISION 


JENKINTOWN PENNSYLVANIA 
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YOU NEED 


GOOD “TOOLS” 


AS YOU SDIG= 


FOR BUSINESS 


A CUNEO- BUILT CATALOG 
GIVES YOU A DEPENDABLE 
“TOOL” FOR EFFECTIVE 
rar OUT IN THE SALES 





HERE'S 


way! 
A CUNEO-BUILT CATALOG is designed and produced 


by experts to fit exactly into your sales picture. 


A CUNEO-BUILT CATALOG is right in quality, in ar- 


rangement, and in sales ability. 


A C U N E 0 ‘ B U | LT CATAL 0 G has character, individuality, 


and is modern in every respect. 


A CUNEO-BUILT CATALOG has added value because 


of expert compiling, printing, and binding. 


Write * Wire or Phone 


BROADWAY 6-5340 


CATALOG DIVISION 


239 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN 
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700-1600 inch pounds. Three models 
are said to have a plain head and 
three a built-in reversible ratchet head 
Drive sizes are 2-in., and 4-in 

According to the maker thes 
torquers release at the prope! setting 
and reset themselves automatically 
They are said to have no dials, point 
ers, scales or other projecting acces 
sories to watch or break. All of them 
are said to employ an enclosed preci 
sion spring as the principal torque 
controlling element and have an a 
curate mucrometer-type adjustment 
Ratchet head models are said to do 
the work of both a torque wrench and 
ratchet. 

Plomb Tool Company Los Angeles, 
California. 


Too! Block 
4-Faced Block, 


5 Basic Holders 


A new tool block, known as Marvic 
and consisting of a 4-faced block and 
5 basic tool holders, has been intro 
duced. 

According to the manufacturer, the 
tool block can be mounted on any en 
gine lathe and will permit deep cuts, 
without chatter or tool breakage, and 
full power operation of the lathe 

Each of the four machine-finished 
faces has dovetail channels; the too! 
holders fit these channels and are said 
to positively lock in any one of the 
four faces without changing the block 
position. 

The four faces are said to permit 
the machinist to work closer to the 
chuck or tail stock; boring, drilling, 
reaming and tapping are done with 
perfect alignment 

It is claimed that operation of the 
locking handle permits fast tool inter 
change and positive locking, and the 
handle swings out of the work area 

Three sizes of multiple tool blocks, 
each with five basic tool holders. are 











© MARVEL Batsss 


Experience Cannot be Copied 


More than a quarter-century ago MARVEL invented and basically 
patented the MARVEL High-Speed-Edge Hack Saw Blade—the 
UNBREAKABLE blade that increased hack sawing efficiency many- 
fold. 

Every MARVEL Hack Saw Blade ever sold has been of that basic 
welded high-speed-edge construction, with constant improvements 
from year to year, as EXPERIENCE augmented the “know-how’”’ . . 


MARVEL is not “tied” to any single source of steel supply, and has 
always used the best high speed steels that became available from 
time to time as metallurgy progressed. When-as-and-if finer steels are 
developed—and are proven commercially practical for welded-edge 
hack saw blades--MARVEL will use them, regardless of cost or 
source .. . 

There is only one genuine MARVEL High-Speed-Edge! All other 
“composite” or “‘welded-edge’”’ hack saw blades are merely flattering 
attempts to imitate — without the “know-how” of MARVEL 
EXPERIENCE . 

Insist upon genuine MARVEL High-Speed-Edge when buying hack 
saw blades—and be SAFE, for you can depend upon MARVEL. 
They have been “‘tested’’, “‘pre-tested’’, and “‘re-tested’’ by thousands 
of users for more than a quarter-century! 


ARMSTRONG-BLUM MFG. CO. - 5700 Bloomingdale Ave. + Chicago 39, U. 8. A. 
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when 


YOUR 


customer 
asks 

for 

the 


HEXAGON NUTS 
ror FASTER ASSEMBLY 


Atlas brings you the highest standards of accuracy and 
quality. To save time and motion, Atlas nuts are DOU 
BLE COUNTER SUNK (can be applied either side), 
DOUBLE CHAMFERED and FREE OF BURRS. Coarse 
and fine threads. Standards and specials. Atlas nuts 
are manufactured, finished, inspected, and packed in 
our plant in Waterbury, Conn. 


ATLAS SCREW & SPECIALTY CO. 


450 BROOME STREET - NEW YORK 13, N.Y 


Applications 


Pressure Tubes 
Superheater 
Tubes 
Condenser 
Tubes 

Still Tubes 
Evaporator 


and be certain of complete Tubes 


Barrel Tubes 


. > 
customer satisfaction ae 
Mechanical 
F° over 30 years Globe has Tubes 
specialized in the production of Setiese fee 
high-quality alloy steel tubing. — 
Specialized machinery . . . special- 
ized methods assure uniformity of Producers of 
concentricity, diameter, wall thick- © Gibe asin 
ness. Precision checks at every stainless steel 
stage of production guarantee tub- tubes 
ing that meets the most exacting nae no 
specifications, stainiess steel 
. tubes 
Offer your customers maximum Alley 
strength and minimum weight. Cates 
Stock and sell dependable Globe Seamless steel 
Alloy Steel Tubes. tubes 
Globeiron 


Chicago * St. Louis * Detroit * New York foe mee 


Philadelphia * Cleveland * Howston 
Denver * San Francisco * Glendale, Cal. countess tubes 
Globe welding 


fittings 








GLOBE STEEL TUBES 


Milwaukee 46, Wisconsin 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1953 


wailable and match the capacity of 
the individual lathe, ranging from 
10-in. to 26-in. Special holders may 
be obtained. A ‘T-pad and stud, for at- 
taching the block to the lathe, are 
furnished to meet lathe specifications. 

Marvic, Inc., San Mateo, California 


Protractor Gauge 
Simplifies 
Angle Sawing 


\n adjustable angle gauge for use 
with clectric or hand saws has been 
developed 

According to the maker, it can_ be 
sect for anv angle of cut by means of a 
simple wing nut on a calibrated pro 
tractor attached to a pivoting guide 
rule 19-in. long 

‘The two arms of the gauge are 
formed of U-shaped steel for absolute 
rigidity and accuracy. The maker also 
points out that when using an electric 
saw, no pencil line is necessary since 
the saw base is guided directly against 
the gauge 

Porter-Cable Machine Co., Svracuse, 
N. Y 


Safety Hook 


Automatic, 
Positive Locking 


\ new safety hook, featuring a gate 
that uses the hook’s shank as an ixle, 
has been announced 

According to the maker, the gate is 
wung open horizontally, entirely free 
of the throat. To lock the gate, it 1s 
swung shut, and positive locking is 
automatic. The maker further states, 
the gate can’t open until the lock pin 
is released by the operator. It 1s said 
to take two simple motions to release 
the lock. 

The hooks are said to be of drop 
forged steel, with the safety gates cast 
of manganese bronze in the larger 
sizes, and titanium in small sizes. 
They are available in either standard 
hoist hooks or snatch blocks 

Ek. D. Bullard Co., San Francisco, 


California 





All aboard for 
MODERN, FASTER 


FINISHING...New 


Economy, Quality, 
Versatility 


Lionel assembly-line operation 
de-burring sharp edges and 


flashing on locomotive 


LIONEL HIGHBALLS PRODUCTION WITH BRIGHTBOY! 


concept of precision finishing: BURR- 
ING, CLEANING, FINISHING, POL- 

ISHING in one operation! 
Brightboy has countless applications 
Trains! See the newest—soon g ‘ beyond the range of other methods. 
The many versatile textures finish 


can see 


Wish YOU were HERE? It's an cerned with metal working 
odds-on bet that you do-— and superb Brightboy de-burring results 
that make edges and surfaces smooth 


and safe to the impatient, far-from- 


gentle hands of enthusiastic junior 


your customers do too, since 


most everybody goes for Lionel 


railroaders! 


Your customers don't have to wish stainless steels, forged aluminum, hard 


for greater finishing quality and speed metals and all others, plus plastics, 
ad : wood, glass and laminated materials. 
You need Brightboy to round out 


arriving in the nation’s stores. 
Tell your customers to do so. 


For in Lionel trains every person con- 
when you can give them these ¢ 


tages with Brightboy. The unique com- 
jhe age pe bination-action of Brightboy's special your abrasives service, GOOD DEAL- 

ods, ocks . 
cushioning rubber and formula- ERSHIPS ARE AVAILABLE. WRITE 


for machine and 
matched abrasive gives you something NOW FOR INVITING PARTICU. 


manual opera 
tions. outstanding to sell a completely new LARS! 


ee ra ; 
WELDON ROBERTS 


Bri Ginebow 


RUBBER CUSHIONED ABRASIVES 








BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co. 95 North 13th Street, Newark 7, N. J. 


{merica’s Pioneer Manufacturer of Rubber-Bonded Abrasives. 
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To protect 
lives and loads... 
use 


AMERICA’S LARGEST-SELLING 


DROP-FORGED WIRE ROPE FASTENERS 
MADE BY AMERICAN HOIST & DERRICK CO., ST. PAUL 1, MINN. 


Today, tomorrow and every day, many of your customers 
will be reminded that it’s time to re-order wire rope fas- 
teners. Right this minute, some of them are writing out 
requisitions. And this you can depend on... most of the 
orders for drop-forged fasteners will specify America’s 
largest-selling brand—cCrRosBY CLIPs. Isn’t it common sense, 
then, to make CROSBY CLIP ads your ads... and those ready- 
made orders your orders? Just ask for the business on every 
call, and you'll find your volume growing month by month. 
Use our free, powerful sales aids, too... pocket memo 
books, blotters, envelope enclosures, safety wall posters... 
all imprinted with your company name without charge. 
Here’s easy business .. . steady business. . . profitable 
business. Just remember to say, on every call: ““How are 


you fixed for CROSBY CLIPS?” 
Made by: 
ST. PAUL 1, MINNESOTA 


Gun 


Sand Blast, Liquid 
And Air Cleaning 


\ new triple-purpose sand blast, 
liquid and air cleaning gun under the 
tradename “Carco” has been intro- 
duced. 

According to the maker, the gun op 
erates efficiently on air pressures of 75 
Ibs. and up. Maximum efficiency for 
sand blasting is said to be obtained 
with air pressures of 100 to 140 Ibs 

Features claimed by the manufac 
turer include: durable metal body; pre- 
cision built valve and trigger assembly; 
equipped with hardened steel jet and 
nozzle. It is recommended by the 
company for removing paint, rust and 
carbon; cleaning welds, radiators, cor- 
roded parts, etc. 

The complete Carco kit contains 
the gun, three extra hardened steel 
nozzles, extra hardened steel jet, a glass 
sand container with cap, machined 
brass fittings, a three foot rubber hose 
and a wrench for removing and in- 
stalling the jet. 

C. A. Roesch and Company, Los 
Angeles, California. 


Fabricator 


Punches, Notches, 
Nibbles Sheet Metal 


A new Model 10-AA sheet metal 
fabricator, said to punch, notch, and 
nibble, has been introduced. 

The new model is said to have an 
improved Hydra-New-Matic head and 
operate with a minimum of vibration 
and noise at 165 strokes per minute 
for single hole punching and for nib- 
bling. 

Rapid interchangeability for the var- 
ious operations is said to be one of the 
features and operators can work from 
blueprints or operation sheets with- 
out requiring templates. 

The 14 holder is claimed to permit 
10-second changing of punches and 


AMERICAN HOIST & DERRICK CO. + 
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When Better Motor Maintenance Tools Are Made 


SIOUX Tools have re- 
volutionized the Auto- 
motive and Industrial In- 
dustries by making Tools 
better and at less cost to 
the Producer, Service 
man, and Consumer. 
Sold only through Authorized SIOUX : 
ppniapcaais © #687—A REAL SERVICE 

ALBERTSON & CO., INC. § COMBINATION. Precision 

SIOUX CITY, IOWA, U. S. A. Engineered for Accuracy. 


When You Want the BEST . . . Depend on SIOUX! 





#645-L—Years ahead of anything #622-N— Wet Grinding built in. Eliminates 
on the market. Ask for details. heat and Distortion. Ask for details. 
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TM CLL 


LAVALLEE & IDE, INC. 
CHICOPEE, MASS. 
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dies for punching various round and 
shaped holes up to 14-in. in diameter 
The 34 holder is for punching up to 
34-in. diameter, and requires the in 
terchanging of three parts—punch tip, 
stripping plate and die. Adjustable 
back and side gages on both holders 
are claimed to provide accurate hol 
locations 

By placing an independent, self 
contained notching unit on the fabri 
cators bed table, notching operations 
are said to be immediately performed 
without ram adjustments. 

While nibbling, a nibble lever is 
said to control the non-tepeat device 
for continuous ram operation. 

Wales-Strippit Corporation, North 
lonawanda, N. Y. 


Riveter 
Portable, Features 
Rotating Impact 

\ new portable pneumatic riveter 
featuring rotating impact has been 
announced, 

Containing 26 parts, Airflex Model 
SP, weighs seven lbs. and measures 
15-in. in length. 

Its operation is described by the 








“WITHOUT 


That’s the combined opinion of John and Howard 
Williams, co-owners of The Mau-Sherwood Supply 
Co., Cleveland 1, Ohio, Dayton’s newest V-belt 
distributor. 

“We selected the Dayton V-Belt line,” says John 
Williams, “after making a careful review of the en- 
tire V-Belt industry, which proved Dayton belts far 
superior to competitive products. From every aspect 
—dquality, service and price—Dayton is, without 
question, at the top of the V-Belt field.” 

Howard Williams agrees and sees other important 
advantages. In his own words: 

“Dayton’s entire approach to V-Belt sales shows 
complete understanding of the distributor's problems. 
Because of this, they know when, how and where to 
back up the distributor in the most effective way. 
Dayton’s ‘close-in’ merchandising assistance is the 
most realistic plan of field support we've ever seen.” 


Belts Hay te 


DAYTON 


© D.R. 1953 


RUBBER 


QUESTION, 


JOHN AND HOWARD WILLIAMS, co-owners of 
The Mau-Sherwood Supply Co., Cleveland 1, Ohio 


ele> S-luba am? F 4 


— 
- 


The Mau-Sherwood “selling warehouse” and headquarters, 
800 Lime Road, Cleveland 13, Ohio 


There's the whole Dayton V-Belt story in the 
words of the owners of Dayton’s newest distributor- 
ship. The Dayton franchise can mean a big advantage 
for you and your men, too, in profits, sales aids, field 
support and the knowledge that you're offering your 
customers the best V-Belt on the market. 

A letter, wire or call today will bring a Dayton 
representative to show you what the Dayton franchise 
can add to your business in dollars and cents. 


DAYTON 
TWINS 
CUT 
V-BELT 
costs! 


mam mwlolbex 


Since /905 
WORLD’S LARGEST MANUFACTURER OF V-BELTS 


co., DAYTON 1, OHIO 
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dependability 
where 
dependability 


counts 





Tools for Industry 


When your cus- 
tomers refer to 
you as ‘‘depend- 
able’’...it’s be- 
cause your past 
deeds have proved 
your dependabil- 
ity. That is why 
MALL i8 80 Very 
proud of its repu- 
tation. People 
who know tools 
know that a MALL 
tool is a depend- 
able tool. And the 
men who sell the 
MALL Tool line to 
industry know 
that they're sell- 
ing the very best 

a tool for every 
need, a size for 
every job, anda 
style for every 
taste 


PORTABLE TOOLS 


FLEXIBLE SHAFT 
MACHINES 


BENCH GRINDERS 


40 Factor y-Owned Service Warehouses 
Coast, To Gwe You 


Send me complete information about becom- 
ing an authorized MAL dealer 


manufacturer as follows: a straight- 
line pneumatic hammer strikes against 
1 pneumatic-rotated peen distributing 
the impacts around the rivet head. It 
is equipped with a valve which enables 
the operator to regulate the force and 
rapidity of the blows, as well as the 
spinning speed of the peen. 

It will be available in three sizes, 
to handle 4-in. to #s-in. rivets. Fea- 
tures stated by the maker include: 
pecially hardened valve seats, Timken 
roller bearings, life-time sealed-in 
grease, and cylinder and piston of tool- 
steel quality and specially ground and 
lapped to within .001-in. 

Variations of Model SP will be 
available where the riveter is used in 
a vertical position, suspended from a 
balancer or held in a stationary stand. 
lor such set-ups the manufacturer will 
furnish the riveter with a side trigger 
in place of the pistol-type trigger. 

Lemert Engineering Company, Inc., 
Plymouth, Indiana 


Versabar 
Structural Steel 
Framing Member 


A new structural steel framing mem 
ber, known as “Versabar”’, has been 
introduced. 

Versabar channel is said to be made 
from cold rolled carbon steel in four 
basic sizes, and can also be furnished 
in different combinations to suit 
specific needs. 

Other features claimed by the 
maker include: standard finishes plain, 
green enamel or galvanized; a variety 
of standard and special fittings, brack- 
ets and nuts are available; serrated 
nuts designed specifically for these 
channels can be furnished with or 
without springs; no welding or drill- 
ing required; only tools needed are a 
wrench and a hacksaw. 

In addition to its use as racks, the 
maker points out Versabar can also 
be used in such applications are con- 
crete inserts, pipe supports and clamps, 
hanging fluorescent fixtures and con- 
duit supports. 

M-H Standard Company, Versabar 
Division, Jersey City, N. ]. 
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GIVES YOU LIGHT 
WHEN YOU WANT IT— 
WHERE YOU WANT IT! 


Neo installation 
costs. Just hang 
up, plug in! 


Foolproof 
“Gravity Action” Re- 
coil Mechanism . . .« 
locks at any desired 
length! 





U/L Approved #18-2 
$.V.0. Neoprene 
jacketed, kink-proof 
cord! Oil and water 
résistant. 





New “Stubby” Handle! 
100% Neoprene with 
protector eors 


New type swing open” 
rd 





for one year! 


V MODERN v EFFICIENT 
V ECONOMICAL 


No more tangling in a clumsy wire 
“booby trap” that's always in your way, 
causing short tempers and painful 
accidents! Save time, trouble and money 
the Cordomatic way. Cordomatic works 
like a window shade—just pul! out 
the length of cord you need and it locks 
in place automatically! A flick of the 
wrist, and z-z-zip, it rewinds itself 
One Cordomatic Trouble Light Reel will outlast 
many ordinary drop cords. 


Available Through Your 
local Automotive Jobber 


@Reg. U.S. Pat. OF 


OF THE VACUUM CLEANER CORP. OF AMERICA 
Plant Ne. 2: 


CROSKEY ST. & INDIANA AVE. 


PHILADELPHIA 32, PENNA. 





| 0 W Sell your customers 


TRIPLE-SEAL Tightness in every joint 


Imperial Heavy-Duty 
Triple-Seal Flare Fit- 
tings have 3 seals to 
give you new extra 
protection against 
leakage. 


"It's All in 
the Groove" 


IMPERIAL Triple-Seal 


HEAVY DUTY 


FLARE FITTINGS 





Assure extra protection 
against leakage 


Here is how it works: When the flare nut 
is drawn up, the copper tubing is forced 
into the groove as well as against the two faces 





LONG LENGTH 

DRYSEAL PIPE 

THREADS 

assure tighter joints 
—are especially val- 
vable in providing 
additional takeup in 
reconnection. 


of the seat making a tight, triple-seal joint. This feature 
provides extra protection against leakage; enables these 
fittings to hold higher pressures. Groove is included on 
all sizes %” and larger. 

In addition, Imperial Triple-Seal Heavy-Duty Flared 
Tube Fittings are heavier than ordinary flared fittings, 
have greater wall thicknesses and larger wrench flats. 
Elbows, tees and nuts are forged for greater strength. 
Ideal for all heavy duty applications. Used with copper, 





PLASTIC CAPS 


on flared ends pro- 
tect fittings during 
shipping and han- 
dling. 





aluminum, soft steel tubing. 

Long Dryseal pipe threads on pipe thread ends assure 
tight joints—are especially valuable in reconnecting. 

Sell Imperial Triple-Seal Flare Fittings . . . give your 
customers this extra protection against leakage. 


Ask for Catalog 3500 = tig IMPERIAL BRASS MFG.CO. © 511 So. Racine Ave. © Chicago 7, Il. 


In Canada: 334 Lauder Ave., Toronto, Ontario 
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Knotting Screen 


Whatever Type developed. 


I'he new knotter is set to set up a 
You Want, We Have ie! vibrating action which propels ove: 

size material across the deck and at 
the same time allow fibers and water 
to pass through the perforations 

It is + feet wide and can be built 
in lengths of 8 feet and 12 feet. The 
8 foot length is said to handle a feed 
of 2700 to 3000 gallons per minute 
under usual conditions. 

Hewitt-Robins Incorporated. Stam 
ford, Conn. 


For Wooa 

Pulp Processing 

cast \ new knotting screen, said to give 
s high efficiency and economy in the 

processing of wood pulp, has been 


Most COMPLETE LINE Available 


If it’s a cast pulley, you name it 
and we'll ship it—fast! Here at 
Medart are pulleys made from the 
best cast iron produced. Here are 
pulleys for every requirement in 
every size in use—with split rim or 
solid rim—split hub or solid hub 
—single arm, double arm or web 








center— 
internal or external flange, one side 
or both—loose pulleys and 
tight pulleys. 
Or if, by chance, you need a special 
pulley, we can make it quick. 
It will pay you to have the Medart 
props v0 ~ a wer Positioner 

or easy ordering. Send for it now! 

y 8 Two Models 


Portable 





Here also is your best source for all 
types and sizes of cast tooth or cut A new portable positioner, said to 
5 rockets tooth sprockets— made of Medart be designed for lifting plates, weld- 
qececeninent MicTen coe ea ments, castings and ail heavy machin 
for malleable, roller or other kinds cry and equipment, has been an 


Too! of chain. And there's also a full nounced. 


line of gears! Known as the Gonser portable po 
sitioner, it is said to be a special pur 
4 | pose tool that combines wedge, screw 
Tac Coupon “Joday/ | end toggle to form a yaad and 
? PANY LETTERNEAD : safe gripping unit 

THE MEDART CO ATTACH TO CO Its special construction and _ steel 
’ | MEDART CO., 3535 DeKalb St., St. Louis 18, Mo used in the frame is said to give flexi 
Most Complete Source For | () Send Catalog showing afl Medart Pulleys bility for gripping and strength for 
Mechanical Power | ©) Send Gear Catalog load. The positioner is said to lift its 
Transmission Equipment ' Also send following catalogs: © V-Belts and Sheaves load into any desired position and can 
' © Speed Reducers C) Pillow Blocks and Hanger Bearings remain clamped on while it goes 

through any number of operations. 
Self aligning heat treated grip cups 
with knife sharp edges that cut 
through paint, grease, rust, scale and 





3535 DeKalb St., 


St. Lovis 18, Mo. Name — at 
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TAP 
PRODUCTION 
IS HY-PROS 
SPECIALTY! 





...let it save dollars in your customer’s operation 


Hy-Pro’s business is tap production. We concentrate our operation— 
design, production, service—on the constant perfection of this im- 
portant line. Because of it, Hy-Pro has built and maintained its 
position in industry as the “tap specialists.” 





Our engineers are always on call to help with any tapping problem. 
Whether your customer has a question about a special need, or about 
a part of his regular operation, it will pay to contact Hy-Pro. 


Keep him aware of our services. We offer a complete line of top 
quality taps, produced by specialized engineering. 


HY-PRO TOOL CO., NEW BEDFORD, MASS., U.S.A. 


Distributorships Available in Selected Markets 
ADDITIONAL WAREHOUSES: 6046 College Ave. 10428 W. McNichols Rd. 6141 North Elston Ave. 


OAKLAND 18, CALIF. DETROIT 21, MICH. CHICAGO, ILL. 
Piedmont 5-4337 University 4-1077 Newcastle 1-6486 
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CAMPBELL 
CHAIN 


Wherever you need chain, 


in any size or grade, to 


any desired specification. 


CAMPBELL CHAIN Company 


Main Office: York, Pa 
West Burlington, lowa + Portland, 


Sacramento, California 


INDUSTRIAL DISTRIBUTION «¢ 
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oil is claimed to be the secret of its 
safety 

Its long shackle allowing for 360 
deg. movement is said to provide wide 
range positioning. The positioner is 
cadmium plated for visibility, cleanli- 
ness, rust proofing and long life. 

The Gosner portable positioner is 
ivailable in two different models 
0-in.-2-in. and 1-in.-8-in. jaw opening 
and 2 ton capacity with a 300 percent 
safety factor. 

The James Campbell Smith Com 
pany Inc. Willoughby, Ohio 


Respirators 
Features Seven 
Replaceable Parts 


A single-cartridge ““Gasfoe”’ respira- 
tor with seven independently replace- 
able parts has been announced 

Features claimed by the manufac- 
turer include: cartridge containing 
treated charcoal fill; lightweight facc 
piece of formable aluminum; “blind 
spots” eliminated. 

The replaceable plastic cartridge is 
factory packed to prevent crushing or 
channeling of the charcoal fill. An 
auxiliary overlay screen is said to keep 
paint globules out of the cartridge. 

Mine Safety Appliances Company, 
Pittsburgh, Pa. 


Jack 
Air-Motor 
Toe-Lift 


A new toe-lift, air-motor operated 
jack, said to pick up a 75 ton load 














Number 


name in socket screws.. 


ALLEN 


j= 


‘a a 
wi 
— 

















Here’s how 
Allen stands 
competitively. .. 


On the basis of the latest industry figures 
Allen sales have more than kept pace with 
the greatly expanded use of the socket screw 
type of precision fastener. 


This year not only are more Allens being 
sold than ever before, but Allen’s relative 
position in the industry is better than at 
any time since 1948. 


The reasons for this success can be found 
in the unexcelled quality of the genuine 
Allen Head Socket Screw, in the superior 
service rendered by our Industrial Distrib- 
utors and in Allen’s determination to con- 
tinue its record of 43 years as the Number 
One Name in Socket Screws. 





ES SENET ee for socket screws is.. 


. « » Sold only through leading distributors. ALLEN 


ALLEN 


MANUFACTURING COMPA 


Yy | 
Hartford 2, Connecticut, U. S. A. y}, 
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as low as 9-in. from the floor and lift 
it as much as 13}-in., has been an 
nounced, 

According to the maker, the toe-lift 
can be quickly removed and the jack 
will lift 100 tons on top of its ram. 

STOCK SIZES Features claimed by the manufac- 
turer include: automatic shut-off at 
both upper and lower limits of the 
ram; easy portability with long trund- 
ling handle and large roller bearing, 
semi-pneumatic-tired wheels; massive 
base for stability. 

The jack is said to be the ball bear 


° ‘ ‘4 
SOLID STEEL 4 Dau pooch = 
ing geared screw type, powered by a 
COLLARS five hp multi- vain Ingersoll-Rand, 


heavy duty rotary air motor. The 
company states that the 100 ton air 
motor jacks now being manufactured 
can have the toe-lift feature added at 
anytime without altering the jack. 
You and your customers will save time with these Also, existing 100 ton air jacks can be 
size-marked precision machined solid steel collars converted for use with the new toe- 
in sizes to fit shafts from “6” to 3” inclusive. And lift feature. 
positive positioning of every HALLOWELL Collar Joyce-Cridland Company, Dayton, 
is assured by the famous self-locking UNBRAKO Socket Set Ohio 
Screw — the screw that won’t work loose. Write for literature. 
STANDARD PRESSED STEEL Co., Jenkintown 13, Pa. 


now size-marked for easy identification 


Che Minh (fae : W START FOR THE FUTURE 
HALLOWELL POWER TRANSMISSION DIVISION 


Ww | L l E Y' S Ry cae Blades Fluteless, 


TUNGSTEN CARB ' 
- for Centerless Grinders Carbide Tipped 


TOOLS A new type of drill, said to be 

specifically designed for drilling plas 

tics and shallow holes in cast iron, 
has been developed. 

According to the manufacturer, the 

fluteless drill consists of a shank of 

drill rod between 50 and 60 percent 


of the diameter of the carbide tip; 
shank and tip are joined together by 


brazing; due to strength of brazing 
alloy, steel pockets or guides for the 
SS WRITE FOR CATALOG sh ace Guiana 
: Ihe manufacturer guarantees the 
Stenderd thrufeed ond infeed work sup drill against failure of the braze, stat 


ing it is stronger than the material in 
the shank. By eliminating flutes, the 
maker claims new possibilities for in 
creasing the rate of penetration into 





port blades available from stock. Prices 
on special blades quoted on receipt of 
prints. Worn blades salvaged — re- 
tipped and reground. 


SEKRATED CUTTER BLADES plastics and non-metallics. 


Serrations ground after heat treat for greatest accuracy In the drilling of cast iron, the drill 
For prompt quotes, send prints - or sample of blade is said to be most successful in shal 
you are now using, and specify material to be machined. low holes; holes beyond 14 or 2 di- 
ameters deep should be drilled hori 
zontally. The drill is not successful on 
W I L 1 F > y’ Ss A R B ID > T oO Oo  F C oO. steel. It is manufactured in sizes from 
4i-in. to t4-in 

Hayden Twist Drill Company, De- 
troit, Mich. 








12 W. Vern 
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CASH IN 


on the growing demand for Corning Gauge Glasses 


For several years now, plant capacity has expanded 
enormously. Nearly $12 billion will be spent this 
year. Almost without exception, every new or ex- 
panded plant includes boilers and other vessels re- 
quiring the protection of Corning gauge glasses. 
The market is growing bigger every year. Are you 
getting your share of it? 

Your trade can meet all requirements with the 
complete line of Corning Industrial Glassware. 
By offering customers exactly the right item for 
their needs, you not only add profitable volume 
but improve your reputation for quality service. 

There is a Corning gauge glass for every type of 
service from low-pressure home boilers to high 
pressure industrial applications. Pyrex Standard, 
Pyrex High Pressure, Pyrex Red Line, Pyrex 
Heavy Wall and MAcBeETH flat gauge glasses are 
accepted standards of quality in their respective 
class of service. 

Add to these, Pyrex sight glasses, lubricator and 
oil cup glass for a good profit line consistently pro- 
moted and well accepted. If you are not now stock- 
ing Corning Industrial Glassware, write today for 
complete information, 





Consistent, hard-hitting advertising in the trade 
publications is paving the way for your salesman. 
Be sure to back him up with an ample stock of 


Corning glassware. Your customers will be reading . 


our advertisements in Marine Engineering, Domes- 
tic Engineering, Plumbing and Heating Business, 
Mill & Factory, Plant, and Petroleum Refiner. 


CORNING GLASS WORKS 


CORNING, NEW YORK 
Comung meant research it Gls 
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DISTRIBUTORS POTENTIAL SALES 
OF BEALL SPRING WASHERS 


RUN INTO THE 


Nationally advertised 
AND NATIONALLY ACCEPTED 


BEALL nationally advertised, nationally accepted 
Spring Washers are used by the millions by industry 
and railroads. They keep bolted assemblies tight . . . 
permanently TIGHT. 


BEALL Spring Washers are precision-made to the 
exact dimensional standards of the American Stand- 
ards Association, the A.S.M.E. and the S.A.E. and 
are available in all sizes and metals packed in 
cartons, kegs and cases. 


BEALL TOOL DIVISION of HUBBARD & COMPANY 
East Alton, lilinois 


Msn ans A Xs eA, 
rs; 


al a Le oe it ry 
> > : “es 4 
(«Pe IG SO Wears Sey te PS r 
= re Th tea Se 
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Sales Helps From Manufacturers 





Parker-Kalon Offers Mobile Distributor Display 


A new sales aid developed by 
Parker-Kalon Corporation, New York, 
is a colorful mobile display unit for 
their authorized distributors. 

Each section of the mobile 
completely rotates in the lightest air 
currents, and the sections picture 
features and types of the company’s 
fasteners. 

The display is furnished ready to 
hang up; it comes all assembled, top 
string can be tied to any overhead 


unit 


hook or projection. The mobile unit 
can be displayed wherever there is a 
reasonable amount of light—above the 
counter, in the window, ctc. The 
eyecatching display should be hung 
30 that the lowest pendant clears 6 
feet, although if it is used where no 
one will pass under, it can be hung 
lower. 

\ description sheet picturing the 
unit with an order postcard is being 
mailed to the company’s distributors 





Brammer Offers 
V-Belt Kit 


a orem © eT. 


A new emergency V-belt kit con- 
taining a carefully planned footage of 
detachable V link belting, a simplified 


tool for attaching, and a folder of in 
structions, has been announced by 
Brammer Corp., New York. 

With the four Zipon emergency 
V-belt kits of various size belting, the 
company points out that all FHP and 
most all multiple V-belts can be re 
placed, giving on-the-spot insuranre 
against machinery breakdown 


New Packing Catalog 
Issued By U. S. Rubber 


A comprehensive catalog on the 


proper installation and care of pack 
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ings has been published by the me 
chanical goods division of the United 
States Rubber Company, New York. 

In addition to information concern 
ing what packings should be used on 
various installations, the catalog con 
tains metric engineering tables and 
conversion charts for both Centrigrade 
and Fahrenheit temperatures. ‘There 
is also helpful material on mainte 
nance for rod and plunger packings 
and gaskets 

A complete chart is included on the 
chemical resistance of gasket materials 
as well as tables on melting points and 
specific gravity of various materials 

\ four-page index in the back of the 
112-page booklet provides a handy key 
to cngineers, maintenance and pro 
duction people who would normally 
use this publication 


Heller Bros. Issues 
Files & Tools Catalog 


westae ) 
\ 
‘j 


ie 


Heller Brothers Co., Newcomers- 
town, Ohio, has issued new catalogs 
on their line of files and tools. 

In the upper left corner of the illus 
tration is the new Swiss pattern file 
catalog, the last to be produced. The 
other six describe Nucut American 
pattern files, Vixen milled curved 
tooth files, American-Swiss Swiss pat 
tern files, American-Swiss American 
pattern files and Heller tools. In the 
center is the handy 64-page full-line 
file catalog 

All are two-color books, completely 
illustrated The company also an 
nounces their rotary file and carbide 
bur catalog is being developed and 
will be in production soon. 


Continued on page 182) 





. that you can 
se. mark with! 


RUBBER 
LEATHER 


The modern marker that marks as 
clearly and permanently as paint. . . 
any surface that takes paint . 

with the ease of a pencil! The marks 
are long lasting and weatherproof! 
Paintmarx is always ready for use 
No drying out—no running of color. 
Sticks do not get rusty at the tip. 


Discard the brush and paint bucket. 
Use this modern Stick of Paint! 


Send for FREE Industrial Crayon Guide. 


Dept. ML-72 


MERICAN CRAYON compen 


— 


AIR HOIST—The Aro Lquipment 
Corporation, Bryan, Ohio, has issued 
a folder on their new 1000 Ib. air hoist. 

Complete specifications are con- 
tained in the new literature along 
with illustrations of accessories, and 
actual photograph applications of the 
iir hoist in use 


FASTENINGS—The H. M. Harper 
Company, Aero Division, Morton 
Grove, Ilinois, has issued a new bull 
tin on high temperature allovs such as 
refractory, Discaloy, Inconel, Hastel 
loy alloys, A-286, etc., with a special 
section on titanium. 

Bulletin HTA contains data on 
these alloys, together with a section on 
the characteristics of high temperature 
bolting. 

lables give mechanical properties 
ind chemical composition of various 
illovs and illustrate many tvpes of 
fastenings produced from super allovs 
ind titanium. 


Greenlee Offers Catalog 
Of Electrician’s Tools 


'- 


\ new catalog of timesaving tools 
for electricians has been published by 
Greenlee Tool Co., Rockford, II. 

Catalog No. 35-E describes in de 
tail the company’s line of hydraulic 
pipe benders and pipe pushers, hand 
benders for pipe and tubing, knockout 
punches, hydraulic knockout punch 
drivers, cable pullers, joist borers, pipe 
bit sets, radio chassis punches, and 
other tools for electrical work 


CRUSHERS-—A new booklet giving 
information on how to go about mak 
ing the most efficient and satisfactory 
application of various types of crush 
ers to specific jobs has been published 
by Pennsylvania Crusher Co., Philadel- 
phia. 

All the factors that influence opera- 
tion—power consumption, parts wear, 
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The Amazing NEW 


INDUSTRIAL 
WORK CLOTHING 


“It’s the only 
worksuit I'm 
not ashamed 
to wear on 
the street.” 


Available in 
shirt and trou- 
sers as pictured 
or in coveralls... 
Allsafe Esquire 
Gray or Natural 
Color as desired 


RESISTANT TO 
ACIDS 
CAUSTICS 
GREASE 
OIL and DIRT 


Long after other clothing has 
been thrown away as rags, ALL- 
SAFE DYNEL is not only good as 
new but looks like new—neat, 
dressy, comfortable. 


Outlasts Cotton or Wool 
Clothing 10 Times Over! 


On-the-job tests prove it’s cheap- 
est in the long run when exposure 
to most acids, corrosive alkalies, 
fumes, moisture, or grease wrecks 
ordinary clothes overnight 


FREE TRIAL |. . An ALsare pyNeL 
garment to inspect in plant. 
4 Write for details today. No 
Zale » charge if returned in sale- 

§ able condition. 








1245 Niagera St. ¢ Buftale 13, N.Y. 














U.S. Grinders in Stock 


Means More Business 
for U.S. Electrical Tool Jobbers 


Here is a real sales advantage your customers will appreciate. You can 
promise immediate delivery on U. S. Model 500, Utility Floor Grinders, 
from our stocks in Cincinnati. Another p/us feature of the new U. S. 
service to Machinery Jobbers. 

Note these Model 500 features: Standard equipment includes 

totally enclosed motor, 1 to 5 H.P., push button starter 

providing overload protection, ball bearings enclosed in 

dust-tight housings, enclosed adjustable wheel guards, 

tool tray and lift-out water pot. Eye shields and grind- 


ing wheels furnished as extra equipment. Furnished for 
220/440 volt, 60 cycles, 2 or 3 phase, alternating current. 


if you are not now featuring U. S. Tools, write today for Bulletin US46,, which gives complete details. 


, / / j« , Ss 
1G4e4 Cle Lréc Gd Toad Diudision 


THE EMERSON ELECTRIC MFG. CO. 
1050 Findlay St., Cincinnati 14, Ohio 
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Merchandising campaign 
tells nation's tool 

buyers about leading 
U.S. values! 





Acc 


product 





with ACCO 
Foundry Hooks 








for Handling of Castings 
and Other Odd Shaped loads 


e@ Castings frequently are odd shaped and hard to hitch to with 
regular sling hooks. So AMERICAN developed the series 500 
ACCO Foundry Hook with rounded point and wide mouth that 
can be hooked to a wide variety of lifts. 

These hooks are drop forged of the same material as the chain. 
They are built into ACCO Registered Endweldur Sling Chains 
at the factory and the complete assembly is proof-tested from 
bearing to bearing. 

ACCO Foundry Hooks are safer than home-made hooks. And 
they’re cheaper because your customers save the cost of fabri- 
cating and assembling to the chain in their plants. The completed 
unit bears the well-known ACCO Registered identification ring. 
It assures highest sling chain quality. 


Write our York, Pa. office for DH-314 


American 
Chain 
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AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, 
New York, Philadelphia, Pittsburgh, Portland, 
San Francisco, Bridgeport, Conn. 





maintenance costs, uniformity of prod- 
uct—are discussed in detail. Five types 
of hammermills, jaws, impactors, gran 
ulators, gyracones, Bradmills, Brad- 
ford breakers, Bradford hammermills 
and several types of single rolls are 
also discussed. 


CARBIDE TOOLS-—Super Tool Co., 
Detroit, Mich., has issued a new 8- 
page bulletin, Circular No. 531, which 
gives complete details of the Super 
line of turning, facing, boring and 
threading tools, including the new 
ETS threading tool recently intro- 
duced. 


MILLING CUTTERS—Goddard & 
Goddard Co., Detroit, Michigan, has 
issued a new 52-page descriptive cata- 
log containing all their standard solid 
high speed steel milling cutters and 
end mill holders. 

Covering a recent addition of 147 
different sizes to their standard end 
mill line, the catalog also contains such 
new developments as the heavy duty 
mill adapter, its auxiliary equipment, 
and a quick change sheel end mill 
adapter. 


Link-Belt Issues 
New Idler Book 


LINK: © BELT 


More than 500 belt conveyor idlers 
in 34 types, designed to meet practi- 
cally every requirement, are pictured 
and described in a new 48-page book 
released by Link-Belt Company, Chi 
cago, Ill. 

Detailed information is provided 
for selection and spacing, based on 
weight and lump size of material to 
be conveyed. Schematic drawings and 
dimensional data are included for each 
type of idler. 

Book 2416 introduces a new Link- 
Belt variable troughing idler, and also 
lists flat roll idlers for heavy service 
on flat belt conveyors or for use as 
gravity rolls in foundries, manufactur- 
ing plants or warehouses. 





HACK SAW MACHINES~Bulletin 
No. GP35 24 M, issued by Armstrong 
Blum Manufacturing Co., Chicago, 
Ill., illustrates and describes the im 
provements and features of their linc 
of Marvel draw cut hack saw machines 

The §8-page bulletin features th 
Marvel No. 4B high speed hack sav 
with mor illustration 
than any other of the company’s pub 
lications. Also featured is the com 
pany’s No. 2 Marvel draw cut hack 
saw machine that cuts up to a ¢ ipac ity 
of 8-in. by S-in 


H. K. Porter Offers 
Cutter Parts Kits 


details and 


lo provide customers with prompt 
ind ready service on small replacement 
parts and to save distributors the 
necessity of forwarding individual 
small replacement orders, H. K. 
Porter, Inc., Somerville, Mass., has 
introduced new small parts kits. 

Each kit is a hinge-covered metal 
box with handle and a tab indicating 
its contents 

Six kits cover the bolt, washer and 
strap replacement sizes for practically 
every requirement of the company’s 
line. A diagram on the inside cover 
shows actual size parts, its name and 
number and where it fits on tools 

With cach three kits, a cabinet with 
slide brackets is furnished. <A _ large 
wall chart showing all items contained 
in the six kits, in actual size, is also 
available 


ROTARY TOOLS—The — Franklin 
Balmar Corporation, N. A. Strand 
Division, Baltimore, Marvland, has 
issued a new enlarged catalog of rotary 
tools for use with its line of Strand 
flexible shaft machines and the Dis 





— me we eae ae ae 


INDUSTRY’S CALL 
FOR GREATER 
SAVINGS 


YOU GIVE 
YOUR 
CUSTOMERS 
NEW 

SAVINGS 


when you sell them this 
SIMPLIFIED BUSHING SYSTEM 


used throughout the Browning Line 
SINGLE GROOVE SHEAVES ) 
MULTIPLE GROOVE SHEAVES 








RIGID COUPLINGS — 


FLEXIBLE COUPLINGS 





=) 
PAPER ruueys_( Ow 
ROLLER CHAIN SPROCKETS 


Here is simplicity for your customers and “off the shelf” sales for yourself 
The bushings are “UNBREAKABLE” Malleable Split Taper Compression Type. 
They are individually packaged and marked for size. See Catalog GC10) 
Ask for details on the complete line 


eee eee ewe em ewe eee cee ee 





BROWNING MANUFACTURING COMPANY 


1952 BROWNING DRIVE MAYSVILLE, KENTUCKY, U.S. A. 


kette, portable electric tool 
The 12-page illustrated booklet lists 
all Strand rotary tools, including the 
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ERING 
‘op ~BRAZING 
WELDING 


Call Your Distributor or Write to 


L. B. ALLEN CO., INC. 


6731 BRYN MAWR AVE. 
CHICAGO 31 ILLINOIS 


@ Sold thru Distributors 
@ Send for Catalog 


‘Toll la taela 44°, 
de) ee ae 
sy = 
Precision Grand 


SHIM STOCK 








packaged in dispenser cartons 


for over-the-counter sales 


@ Large Market in almost all industrial 
plants and repair shops of all types. Sell 
the shim carton that really sells! Avail- 
able in largest range of sizes and ma- 
terials in the market. Brass, steel and 
stainless steel. Cellophane wrapped car- 
ton is moisture proof. Precision-gauged 
for accuracy. 


Stock Phese r¥lso 


@ Music Wire —in specially designed and 
patented dispenser carton wire is drown os 
needed 


@ Feeler Stock — another pockoged item cello- 
phone wrapped for moisture protection. 


PRICES AND DISCOUNTS UPON REQUEST 


PRECISION 
STEEL WAREHOUSE, ine 


Manufacturing Division 
4401 W. Kenaee St . Chicago 24, Ill 


cutter, for filing and cut 
s complete specifications 


new ¢ irbide 
ting, and giv 
for each. 

The new catalog also contains data 
on recommended cutting speeds and 
other related subjects 

In addition to rotary tools for filing 
md cutting, the new catalog includes 
the Strand line 
older cutting attachments 


of woodcarving and 


COMPRESSORS~—A new bulletin de 
Model 160 and 210 
Super Chief portable compressors has 
been issued by Davey Compressor Co., 
Kent, Ohio. 

Ihe literature, Bulletin E-252, con 
tains complete specifications and illus 
trations of 2-wheel, 4-wheel and skid 
Various component parts ar 


<criptive of it 


units 
also described in detail 


ROLLER CHAIN—New Catalog No 
753 has been published by Diamond 
Chain Company, Inc., Indianapolis, 
Indiana 

The catalog illustrates 
from-stock” roller chains of 
pitch finished — bore 
sprockets with keyways and setscrews 
in over 75 tooth sizes and more than 
280 bores, and medium and _ large 
prockets giving taper lock bushings 
off-the-shelf service with 
inh required bore 

The tabular 
ratios for various sprocket combina 


ck SC ribo Ss. 
and lists 


various SIZCS, 


to provide 
matter covers speed 


tions and chain technical data 


ELECTRIC TOOLS—A new 40-page 
catalog of portable clectric power tools 
has been announced by ‘Thor Power 
lool Company, Aurora, III 

The catalog, No. 39-A, gives com 
plete illustrations, descriptions, speci 
fications, and prices on all Thor uni 
fications, and = prices on all ‘Thor 
universal electrical, industrial and au 
tomotive tools, including drills, grind 
crs, hammers, saws, screwdrivers, nut 
ctters, sanders, polishers, tappers, nib 
blers, balancers, impact wrenches, as 
well a 


tachments 


wailable accessories and at 


AIR TOOLS—“Keep ‘Em Cutting” is 
the title of a new 12-page booklet is 
sued by The Rotor Tool Company, 
Cleveland, Ohio 

The new booklet covers the com 
pany s maimtenance plan to make ait 
tools produce more. Illustrations and 
cartoons are used to point up sug 
gested practices to eliminate air tool 
maintenance troubles 


folder } 
containing a check list “to greater sav 
ings in oil industry maintenance weld 

by Eutectic | 


WELDING-—A new 


+-page 


ing” has been issued 
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there's more 
money in 


cELLING 
ROPE 


...than you 
may think ! 


how come? 


Big industrials go for New 
Bedford pre-measured manila 
rope in cartons as the best for 
stockroom dispensing. Your 
customers too can save time, 
space and money this way by 
buying high quality New Bed- 
ford rope ... and you sell 
more rope! 

And don't forget, you both 
get all these plus advantages: 
@ ‘“Pre-Measured” cuts han 

dling time with rope marked 

in red at 10° intervals. 

@ All orders — large or small 
filled from full or half-coil 
cartons — all rope is usable 

@ Eleven rope sizes from 3/16” 
to %” dia. 

Sealed cartons keep rope fac- 

tory-fresh, free from dirt, 

dust and grease. 

Rope draws easily from car 

ton — stays snarl free. 

Cartons easily stacked on end 

or sides to save valuable floor 

space. 
DID YOU Know — you pay 
no more for New Bedford 
top quality manila or sisal 
in cartons than regular 
coiled rope? That's just 
another reason why you 
can make more profits 
when you stock 
New Bedford. 
Send for descriptive 
folder today! 


fA «6 


NEW BEDFORD 
CORDAGE COMPANY 
New Bedford, Mo 





Rich Sales Potentials 
in All Metalworking 


Departments 


There is a “live’’ market for versatile 

Brown & Sharpe Electronic Measuring and 
Inspecting Equipment in each department of 
any metalworking plant. . . production, 
inspection, or laboratory. The No. 950 
Electronic Amplifier reads in .0OO1” to 
.00001" and its various measuring devices 
quickly “plug-in” to permit measuring work in 
a machine, on a bench, or in a fixture. 


The wide application of this equipment 
multiplies your sales opportunities 

It’s just one of the many sound reasons why 
it pays to handle and push the broad 
Brown & Sharpe line .. . including Cutters, 
Machinists’ Tools, Screw Machine Tools, 
Pumps, Johansson Gage Blocks, and 
Permanent Magnet Chucks. 

Brown & Sharpe Mfg. Co., Providence 1, 
mM. £., .5.A. 


We urge buying through the Distributor. 


INSPECTION—For bench work the easily used LABORATORY-The Goge Head Cartridge PRODUCTION-—The ‘40. 950 Electronic Amplifier 

Electronic Amplifier and External Comporator lends itself to almost unlimited applications in and No. 955 Electronic Caliper permit machine 

offer many design advantages. special gages, fixtures, and measuring devices. operotor to take precise measurements without 
removing work from the machine. 


Brown & Sharpe \ 
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makes the finest in... 
CAP SCREWS: SET SCREWS 


COUPLING BOLTS 
MILLED STUDS 


% 
Wt Ortembler CO: york, PENNA. 


SAYA 


INDUSTRIAL 


BRUSHES and BROOMS 


The man who is responsible for efficiency in plant maintenance 
wants the finest equipment he can get for the money he spends. 
Experienced plant managers know that CAPITAL outlasts and 
outwears like equipment. These long-wearing qualities are 
your assurance of good business. We urge users to buy 

thru their local distributor. 





Sell to... 


* metal working plants © power 
plants * aviation plants * paper 
mills @ textile mills * rood and 
building contractors © foundries © 
mines * public buildings © dairies 
* hotels © schools © garages * 
railroads * packing plants © ware 
houses * airports 


INDIANAPOLIS 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 
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Welding Alloys Corporation, F lush- 
ing, N. Y. 

Booklet TIS 1706 discusses the 
various salvage and maintenance apph 
cations, item by item, from drill bits 
to crown block to show precautions 
and procedures recommended for eff 
cient welding operations in this indus 
trv 


POWER ‘TOOLS—A new 52-pagi 
catalog of power tools, for cutting, 
shaping, drilling and finishing wood, 
metal, fibre and plastics, has been re 
leased by Boice-Crane Company, To 
ledo, Ohio 

Catalog No. 53 is 84-in. by 11-in., 
printed in two colors, and is profusels 
illustrated. It carries descriptions of 
band saws, contour saws, band filers 
drill presses, tool and knife grinders, 
jig saws, jointers, lathes, planers, belt 
sanders, drum sanders, spindle sanders, 
saw jointers, saw tables, shapers and 
shaper cutters 


CHROME PLATING Industrial 
Chrome Division, Ward Leonard 
Electric Co., Mount Vernon, N. Y 
has issued new literature on their 
Chromasol solutions No. | and 2 

Catalog sheet, IC-2, gives complete 
deposit characteristics for both solu 
tions and illustrates the available con 
taimers. 


MATERIALS HANDLING—A_ i 
vised edition of their publication, 
“The HOW Book of Cost-Cutting 
Materials Handling”, incorporating 
the latest methods for analyzing mate- 
rials handling operations in plants and 
warehouses, has been made available 
by Yale Materials Handling Division, 
Ihe Yale & Towne Manufacturing 
Company, Philadelphia, Pa 

Contents and organization of the 
28 page book are based on two mate 
rials handling analysis forms: the Vis 
o-graf and the Vis-o-graf Summary. 
These forms list all the factors that 
must be considered when attempting 
to lower costs of materials handling 

Several Vis-o-grafs and Summaries, 
as well as a template ruler, are included 
with each book 

Four pages illustrate various skids 
and pallets available and show how 
they can be used most efficicntlh 
Other pages illustrate and briefly de 
scribe the company’s industrial power 
trucks, hand lift trucks and hand and 
electric hoists. 


METAL CUTTING-—A new illus 
trated booklet, offered by Clemson 
Bros., Inc., Middletown, N. Y., tells 
how to cut metals properly with hand 
and power hack saws and with band 
Saws. 

Included in the 28-page, pocket-size 





LIFETIME GEARING 


Four Straight-line Line-O-Power 
Drives operating screw conveyors aft | 
petro-chemical plant in Oklahoma. 


solve your 


space and weight problem... 


This Trademark 
Stands for the Finest 
in Industrial Gearing 


When limited space governs a reducer’s size — when 
weight is a critical factor — Line-O-Power is the drive 
to meet your customer's needs. 

Line-O-Power Drives are smaller, lighter, more com- 
pact — yet offer almost any desired reduction — because 
Duti-Rated Lifetime Gearing assures maximum load- 
carrying Capacity in minimum space. Newly-developed 
Duti-Rated Gears permit big savings in size and weight 
— provide longer life, higher efficiency, quieter opera- 


Foote Bros.-Lovis Allis Hygrade ¥ Maxi-Power 


Gearmotors Drives Drives 


FCDTESB' ROS. 


Gallen Tourer Trantor Thnough Teller Laan 
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with LINE-O-POWER* 


tion. Foote Bros. Duti-Rated Gearing is unequalled in 
the industrial gear field. 

Sturdy, low-cost Line-O-Power Drives — foot or flange 
mounted — can be delivered promptly. Straight line or 
right angle units are designed for horizontal or vertical 
applications. Also available at Foote Bros. are heavy-duty 
helical and worm gear drives with ratios and capacities 
to solve toughest speed reduction problems. 

Write for detailed information on Foote Bros. 
plete line — Line-O-Power Drives — Hygrade Drives — 
Maxi-Power Drives—Foote Bros.-Louis Allis Gearmotors. 


com- 


Foote Bros. Gear and Machine Corporation 
Dept. ID, 4545 South Western Boulevard, Chicago 9, Illinois 


Piease send information about Foote Bros. complete line 


of drives and gearmotors. 
Name 

Position 

Company 

Address 


City 


1953 





BUDA BALL BEARING 
JOURNAL JACKS 


15, 25, 35 & 50-1on capacities 
4 to 8 inches of jift 


Ratchet Trip 
Lowering Jocks 
Jacks 15-ton Cap 
5 to 15 tons 


crm 
bd 
] t 
Het 
i” 3 

Screw Standard Speed 
Jacks - Ball Bearing 


18 to 24 tons Screw Jocks 
15 to 75 tons 


Boll Bearing “Two Speed” 


Journal Hydreulic Jocks — 


Jocks — 25 te 50 tons 
15 te 50 tons 


Are you missing out on 
those extra jack sales? 


You know that every plant is a 
potential jack customer... but do 
you realize how many different types 
of jacks are needed by even a small 
plant? Jacks are used on the produc- 
tion line for pressing, fitting and 
assembling ...in the machine shop 
for moving, holding and positioning 
equipment ...in the shipping room 
for lifting while crating or banding 
... ete. With Buda’s complete line 
of field and service-tested jacks you 
can meet every need in every plant. 
So stock Buda’s 80 models, 9 types 
—and be ready to get those extra 
jack sales. Learn what a Buda Jack 
Distributorship can mean to you. 
Write today for all the facts. 


THE BUDA COMPANY 
Harvey, Illinois 
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booklet are: 1) rules fer selecting and 
using hack saw blades and frames, 2) 
right and wrong way to saw a piece of 
metal, 3) table describing the causes 
and cures for blade trouble, 4) section 
on how to select and use power hack 
saw biades, 5) explanation and break 
down of the number code for power 
blades, 6) right and wrong wav to ad 
just a band saw blade 

Ihe two-color booklet recommends 
the types of hand hack saw blades for 
cutting 15 standard materials, and the 
types of power blades for cutting 14 
standards matcrials. It also gives the 
types of blades to use with 66 different 
band saws, and recommends the cor 
rect blades and cutting speeds for use 
with 24 ferrous metals, 2] non-ferrous 
metals and 12 plastics and non-metal 


lics 
Complete specifications on the com 


panv’s line of saw blades is also in 


cluded 


PIPE TOOLS- Beaver Pip lools, 
Inc., Warren, Ohio, has issued a con 
densed, 8-page, quick-reference cata 
log covering their entire line 

Printed in two colors, this new cata 
log carries all necessary information 
on the company’s pipe and_ bolt 
threaders, square end sawing vises, pipe 
reamers, cutters (power and hand), and 
pipe and bolt machines 

Also included is the new Model “D” 
power drive, the No. 55 nipple chuck, 
and the newest additions to the com 
pany’s line, the No. 2 and No. 4 di 
rect pressure pipe cutters 

The condensed catalog can 
punched and inserted in a three-ring 
binder for easy reference 


} 


ii 


EXTINGUISHER GIFT—for busi 
ness giving as well as tor premium 
and sales incentive use, Pvrene Manu 
facturing Company, Newark, N. J. is 
offering its new push-button fire cx 
tinguisher 

Suggested as a Christmas gift for 


good customers, it is said to be espe 


| cially attractive with its stainless steel 


shell and maroon cap. It is refillable 
without returning it to the factory or 
to a service depot 

For business giving it is packaged 
in a gift box and supplied with an 
individual shipping carton. On orders 
for 120 or more the donor's name may 
be applied to the extinguisher cap 


CONE-DRIVE GEARS—The extent 
to which double-enveloping worm 
gearing has helped improve design, 
performance, service life and sale 
ability of all types of equipment is 
illustrated in a new 36-page, 2-color 
booklet now available from Cone 
Drive Gears Division, Michigan Tool 
Company, Detroit, Michigan 

Bulletin CD-173 titled, “‘Cone 
































it will pay you 





to introduce 


Silly Willy 




















to your CUSTOMERS 


Most Distributors have met Silly Willy —the char 
acter in *’s new sound slide film who does everything 
wrong. (If you haven't, now’s the time to ask your 
District Office for a showing.) 

Willy’s been a big help in showing Distributors the Do's 
and Don’ts about CARING FOR BEARINGS. Most 


of the twenty-minute film, of course, shows you the right 


ways to CARE FOR BEARINGS, all the way from shelf 


to installation. 

BUT—SOME er DISTRIBUTORS HAVE GONE 
A STEP FURTHER. They’ve introduced Silly Willy 
to their customers — and it’s paid off 

By using this new Sos Film, you can prove to mainte 

nance men in your territory that you're worth more tothem 
by knowing more about anti-friction bearings. And you’ll 
be doing them a favor by helping them help themselves 
avoid bearing failures. 

Your & District Office will lend you a print and record 
without charge. 

Get a Group of your customers together. Boost your bear 
ing sales by introducing them to Silly Willy. 

All you have to do is return the attached coupon. We'll 
do everything possible —subject to prior schedules —to 
meet your preferred date. SKF INDUSTRIES, INC., 
PHILADELPHIA 32, PA.—manufacturers of SME and HESS 
BRIGHT bearings. ‘ 


BALL AND ROLLER BEARINGS 


INDUSTRIAL DISTRIBUTION 
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SMFS COMPLETE LINE OF ANTI-FRICTION BEARINGS, 
PLUS SMF ENGINEERING CO-OPERATION, HELPS YOU 
PUT THE RIGHT BEARING IN THE RIGHT PLACE 


SKF industries, inc., Philadelphia 32, Pa. Department 616 


Yes, we'd like to show your new sound slid: film, CARING 
FOR BEARINGS, to a group of our customers. 


Our First Choice Date Is 
Our Next Choice Is 
Film and Record Should Be Sent To 


Signed 


© OCTOBER, 1953 





MEANS 


Eastern pattern 
16 gauge scoop... 


Quality — 
satisfaction — 
brings ‘em back 
for more 


Available in Arrow, Bull's 
Eye and Gold Target Brands 
—non-splitting, non-curling, 
normalized steel blades — 
seasoned ash handles and 
precision balance. Theyall add 
apeens thing—customer sat- 
is 
ished, they'll be back for more! 
And remember, there's no in- 
ventory confusion when you 
stock Magor’s simplified line. 
Write today for illustrated 
price list. 


\ 
MAGOR 
CAR CORPORATION 
SHOVEL DIVISION 
50 CHURCH ST., NEW YORK 7, W.¥. 


REPEATS! 


action. And whenthey aresat- 





Drive Gears At Work In Industry”, 
documents 93 successful applications 
in 20 different industrial applications 
ranging from agricultural equipment 


to zinc mining. 


TRANSFORMERS~—An 5-page illus 
trated booklet on the Type E, totally- 
enclosed, non-ventilated dry-type 
transformer has been issued by the 
Westinghouse Electric Corporation, 
Pittsburgh, Pa 

Booklet B-5812 discusses the sav 
ings that result from reduced main 
tenance, the climination of vaults or 
protective barriers, the ability to run 
high voltage close to the load, and the 
case of handling because of a smaller, 
hghter unit 


MOTOR STARTERS—A new bulle 
tin, No. 514-515, has been issued by 
the Industrial Controls Division of 
lederal Electric Products Company, 
Hartford, Conn 

Describing in detail the company’s 
line of combination motor starters, 
the booklet contains photographs of 
the various types available and in 
cludes detail drawings of special fea 
tures. Outstanding features of each 
tvpe of starter are explained. E:nclo 
sures available are fully described and 
illustrated, including special weather 
proof, watertight, and dust-tight cast 
models. Dimensions and weights of 
all types ar listed 





NEW LINES 
taken on by 
DISTRIBUTORS 





Scully-Jones & Co., Chicago, has ap 
pointed the following distributors 
for its lime of precision holding 


tools 


¢ The Kk. A. Kinsey Co 
Dayton, Ohio 

¢ James HH. Cross Co 
Mnie, Pa 

¢ Harris Pump & Supply Co 
Pittsburgh 


LeValley-McLeod,  Inc., Syracuse, 
N. Y., has been appointed distri 
butor for Boston Woven Hose & 
Rubber Co., Cambridge, Mass 


Abrasive @& Suppl Co., Detroit, has 
been appointed as a distributor in 
the Detroit area for Morse Chain 
Co., Detroit 
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Pioneered 

by Horton 

these large 

dimension chucks 

were designed for 

the aircraft industry especially 

for machining various jet engine 

parts. 

For 102 years Horton Chucks 

have kept pace with industry's 
demands. 





When you sell 
MILWAUKEE 


POWER BRUSH TOOLS 
i YOU SELL PRODUCTION BENEFITS 


ia 


@ MILWAUKEE Brushes for various 
maintenance needs 


The chart above gives you an idea of 

how users benefit when you sell them 

MILWAUKEE Power Brush Tools. The var- 

© anus Tastee tente ious industrial brush types from this one 
ia a source gives you opportunity for numerous 


sales in most plants. 

MILWAUKEE has everything to offer in 
brush quality, in service, and in brush de- 
pendability. Full cooperation for special 
types helps you make steady customers. 
Quantities of any type, purchased anytime, 
are uniform throughout. 


@ MILWAUKEE Production Brushes 
for power use 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R7— 
IT FEATURES 
THE COMPLETE LINE 
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Wier Yott Spo 


“CHICAGO” 
Threaded Products 


you” EASTER SERVICE 


Our more complete stocks mean “at 
once” shipments of quality fasteners 
when you need them—no production 
delays—no maintenance “shut downs’. 


“Chicago” quality threaded products include: 


Hexagon Head Cap Screws, Bright and 
Heat Treated Grade 5 + Square Head and 
Headless Set Screws » Hexagon Nuts « 
Hexagon Castellated Nuts + Socket Head 
Cap Screws + Socket Set Screws * Socket 
Pipe Plugs. 


Continuing our long established’ pol- 
icy, Chicago Screw Products are sold 
through service-conscious Industrial 
Supply Distributors in bulk or in pack- 
ages for original equipment or replace- 
ment. If you do not now stock Chicago 
Screw Products, write us for full details 
and samples. 


The CHICAGO SCREW’ COMPANY 


‘ oe 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1953 





D-A-T-E-§ 
TO REMEMBER 


Oct. 5-9—National Hardware Show, 
Csrand Central Palace, New York 
City 

Oct. 11-14—National Hardware Con 
vention, Atlantic City 

Oct. 16—Regional Meeting, National 
Industrial Distributors Association 
ind American Supply & Machinery 
Manufacturers Association, Statler 
Hotel, W ishington  '< 

Oct. 19-23—National Metal Congr 
& Exposition, Cleveland 

Oct. 19-23—National Safetv Congr 
& Exposition, Chicago 

Oct. 19-24—National Business Show 
New York Cit 

Oct. 20-22—Industrial Packaging & 
Materials Handling Exposition 
Mechanics Hall, Boston 

Oct. 27-30—Paint Industries Show 
Haddon Hall, Atlantic City 

Nov. 1-2—Central States Industrial 
Distributors Association Conven 
tion, Edgewater Beach Hotel, Chi 





cago 

Nov. 9-12—Refrigeration & Air Con 
ditioning Exposition, Public Audi 
torium, Cleveland 

Nov. 9-12—National Electrical Manu 
facturers Association, Haddon Hall, 
Atlantic City. 


1954 


Jan. 13-15—Midyear Meeting, South- 
ern Industrial Distributors Associa 
tion, Edgewater Gulf Hotel, Biloxi 
Miss 

Jan. 14—Regional Meeting, Southern 
Industrial Distributors Association 
and American Supply & Machinery 
Manufacturers Association, Edge 
water Gulf Hotel, Biloxi, Miss 

Mar. 12—Regional Meeting, Nationa] 
Industrial Distributors Association 
ind American Supply & Machiner 
Manufacturers Association, Nether 
lands Plaza Hotel, Cincinnati 

May 17, 18, 19—Triple Industrial 
Supply Convention, Waldorf A 
toria Hotel and Madison Square 
Garden, New York City 





MODERN COLISEUM 


One of the world’s largest stadiums 
with a seating capacity of more than 
81,000, has been opened in Rome, not 
far from the ruins of the ancient Coli 
seum, Engineering News-Record, Mc 
Graw-Hill publication, reports. There 
ore 61 entrances and the stadium can 
be emptied ct a rate of 3,000 persons 
a minute. 

















Customer’s Biggest Gripe 
Is Often Hidden 


Starts on page 





cdge with detailed d« 

items he 

yuurchasing agent got the point 

illy one day he said, “If I gi 
half-thirteen tap 

gct it right? 


knew the plant us« 


in order fo 


you think vou can 


Moral: 
Mr Mazze « 


Don’t Give up too Soon 


mnmnents 


You sce what happened here wa 
that the customer's people evaded th 
I down the line 
That was the natural thing. When | 
finally got to the shop people, the; 

rst blamed our company as 
inferred that our office had pulled all 
the boners with wrong orders. Plant 
personnel will seldom blame the sak 

man—after all, they're 


is ile Smal 1s 


cal issue all the way 


1 whol 


friendly in 
dividuals, and 
to make himself liked 

Whether the salesman himself 
manager does the troubl 
is beside the point, says Mi: 
So is the nature of the prob- 
But the 
gencrally the samc 

Whatever is 

when his 
seldom gives vou the 
first time you ask. It may take you a 
long time to find out, but unless you 
dig deep, ask plenty of questions, and 
parate an alibi from a rea 
it’s vour own alibi or 


CI know 


Suppose | 


his sales 
shooting 
Mazz« 

lem itself main obstacle is 
troubling your ct 
tome! orders drop off, he 
real reason th« 


learn to s¢ 
son (whether 


someone else’s) vou may ne\ 











Gueg 


“| didn’t have time to prepare a sales 
presentation, but . 


Sez conzalb i Lave. 


PF waeed, Fu 


SANDERS 


Gebel oe 
—— ‘he 


. 


Te lees 


LUC L... 


National has a complete line 
of portable sanders... air or 
electric driven with either 
straight-line or orbital action, 


With the National 


are able to offer your custom- 


line you 
ers, in all fields of manufactur- 
ing, the sanding machine best 
adapted to their needs. See 
National's 
Write for 


how you fit into 
distribution system. 
details today. 
Dealer Aids and Advertising 


to help you sell! 


NEW MODEL 600 
Single-Pad Air Driven 


STRAIGHT 
LINE 


{] 


ACTION 

















MODEL 100 
Single-Pad 
Air Driven 


ORBITAL 


* 


ACTION 











MODEL 300 


Two-Pad 
Air Driven 


— 


rsa 
[tJ] 


ACTION 





MODEL 500 


Single-Pad 
Electric 


ORBITAL 





ACTION 
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MODEL 400 Mity-Midget 


Single-Pad 


Air Driven 


ORGITAL 


ACTION 


NATIONAL AIR SANDER, 
2822 Auburn Street, Rockford, 


INC. 


Minoils 





mosonry classification, 


196 


Designed especially for wood screw 
anchoring in brittle materials such as 
glass, tile, cement, masonry walls, etc., 
for holding fixtures, sinks, cabinets, 
towel racks and similar items. 


The center of the new anchor is a < 


tapered rectangular hole to accom- 
modate various sizes of screws. Exterior 
of anchor is formed with horizontal fins 
and solid surface. Provides greater 
holding power than conventional de- 
signs. 


stoO- 





Send for yours! 
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U.S.E. Stock 
Points 


York, Pa. 
Denver 
Chicago 
Seattle 
New York 
Los Angeles 
San Francisco 
West Warwick, R.1. 


Other quality 
products by U.S.E. 


Machine Bolt and lag 
Shields — Caulking-type 
ond Wood Screw Anchors 
—Toggle Bolts—Turn- 
buckles— Wire Rope Clips 
and Thimbles—Pipe 
Clomps— Masonry Drills, 
SOLD THROUGH 
DISTRIBUTORS ONLY 





The Buyer Looks 
at Business 


Composite opinion of purchasing 
agents who comprise the N.A.P.A 
Business Survey Committee 





Order Backlogs Lower 


The August pickup of industrial 
business has not been as brisk as many 
had anticipated. Order backlogs are 
lower—a_ condition reported by one 
third of the survey—the largest num 
ber since June, 1952. Production 
schedules are trending lower in 22% 
of the reports, also the largest number 
since June, 1952. Some are of the 
opinion a Fall and Winter upswing 
may be slow in developing, which view 
is supported by the present short-range 
policy of forward buying—only 24% 
in the 90-day column—while there 
has been a slight movement into the 
hand-to-mouth to 30-day bracket. The 
September survey may show a more 
definite trend. Unworked material in 
ventories are down again, with pres 
sure to reduce further. Materials man 
agement became very inventory con 
scious this Summer 

Prices show a tendency to level off 
or soften. Many recent nominal in 
creases are looked upon as market 
feelers which must mect the sharp 
competition that has been developing 
for several months. ‘The only notice 
able effect of the Korean peace maneu 
ver appears in employment, which has 
turned down a bit—not general, but 
spotty, over the country. Over-all, the 
industrial picture is not bad for the 
end of August—a little slower than 
other postwar years. Purchasing ex 
ecutives apparently plan to be ready 
for a jump or a slump and, until a 
more definite trend develops, to oper 
ate conservatively 


“Uneasy” Price Stability 


Industrial material prices show a 
marked trend to level off, with uneasy 
stability Ihe late August seasonal 
pr kup in demand brought out a num- 
ber of higher quotations on_ steel 
based items. However, buyers feel 
that much of this is market testing 
With comfortable stocks and open 
production — facilities ivailable, pur 
chasing agents are doing more shop 
ping around and ordering in small 
quantities General opinion is_ that 
prices will tend to soften rather than 
to stabilize 





These features of PET lille 


Reserve Power—for the extra 


YOU CH SELL f 


ally Balanced Arm- 
Six Heavy-Duty Ball and 


stures—for freedom 
Needle Bearings 








from vibratian 





















Here’s a drill line 

that’s built to sell... 

a line that has everything! 

When you sell PET Super- 

duty Drills, you can do a com- 
petitive selling job. Model by 
model, feature by feature, you can 
prove that PET Drills live up to 
their trademark—‘'Plus power per 
pound.” 





Compact Design— 
makes hard-to- 
reach drilling jobs 
easier and faster And if all the features shown above 

imply high price, it’s time you found out 

about a drill line that’s priced to sell, too. 
We say without equivocation: PET offers 


Aluminum-Alloy Die 
Castings—for light 


weight, easy han- 


dling you the best deal in the industry. If you 
want to carry a line that sells—that will 
Forced Ventilation— help build up your profit volume—write 


for cool running 


us today! We have a proposition that’s 


. Cui ie bound to interest you. 
recision-Vvuf, eat- 


Treated Gears—for 


smooth, quiet powe The complete PET Drill line helps close sales easier and faster 


_ 
PET offers a really complete choice... you meet every sales 
drill line. ..54 distinct mod- opportunity. And, the PET 
els in 3 capacities: 4",%" and Superduty line includes drills 
4" with pistol or saw-type meeting U. S. Government 
grip. Your prospects geta wide and military specifications. 





MAIL COUPON FOR 


Plus P FULL INFORMATION 
- sane PORTABLE ELECTRIC TOOLS, INC. 1D-103 


per Pound 320 W. 83rd St., Chicago 20, Ill. 


Gentlemen: We want a free copy of your 
PET catalog and information on your dis- 
tributor proposition. 


PORTABLE ELECTRIC TOOLS, INC. |“. “e 


320 West 83rd Street, Chicago 20, Illinois Address 


in Canada: Portable Electric Tools, Ltd., City 
452 Birchmount Road, Toronto 13, Ontario, Canada 





g.. a 


3 NEW ITE 


Now there’s a Rawl-Product for top speed 
and safety on every job 





Raw! Lag Screw Shields 


Here is a completely rustproof precision-cast 
lag shield made of a durable alloy. Ideal for 
all masonry fastening, especially where “prob- 
lem masonry” is encountered. Horizontal fins 
prevent shield turning in hole. Tapered out- 


side rings have tremendous biting power 





Rawl Spring Wing Toggle-Bolts 


For utmost ease in fastening to hollow walls, 
pressed board walls, tile, sheet metal, etc., 
Raw! Toggle-Bolts are unsurpassed. They 
have positive, automatic spring action...are 
rust-proof ...assure permanent security for 
fastening or suspending lighting and plumb 
ing fixtures, cabinets and endless utility items 





Raw! Handyman Kit 


Everyone — householders, maintenance men — 
will find the Raw! Handyman Kit the perfect 
answer for a thousand and one anchoring 
jobs. The kit, packaged in an attractive plas- 
tic tube, contains rwenty *8 x 1” Rawiplugs, 
assorted screws, screw eyes and screw hooks, 
one of the famous 3-point Rawl Drills, and 


complete installation instructions 





And remember—the complete Rawiplug line enables you to meet every anchoring 
requirement with lower installed cost and with positive, permanent holding 


power Order Rawi-Products from your dealer 








THE 


RAWLPLUG Co., Inc. Fi] 


271 Church St., New York 13, N. Y. 
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Inventories Static 


Inventory position of purchased ma 
terials is about static compared to 
previous months, though emphasis on 
lower stocks and higher turnover con 
tinucs. Reserve supplies are in better 
balance with production  schedul 
Delivery performance of both pro 
ducers and distributors is better. P.A,’ 
believe it will continue to impro 


Pay Rolls Lower 


Ihe only noticeable effect of the 
Korean armistice appears in lower pay 
rolls reported for August. Cancella 
tions, cutbacks and _ stretch-outs of 
military orders, particularly airplane, 
we back of the reports of lower labor 
cnrollment and less overtime — this 
month. The condition is not general, 
but is reported in spots over the 
country. ‘The demand for skilled work- 
crs is casing off in some areas. Flow 
back to school of Summer emplovees 
is scasonal 


Buy Is 60 and Under 


Kuture coverage is still predomi 
nantly 60 davs and under, leaning to 
ward the low side of the bracket—a 
continuation of the very conservative 
policy of the past five months 


Specific Commodity Changes 

About a standoff between the ups 
ind downs this month—with no 
drastic change cither way 

On the up side: Aluminum, bolts, 
brushes, calcium chloride, steel cast 
ings, cellophane, some chemicals, con 
tainers, electrical equipment, forgings, 
fucl oil, foods mixed, gasoline, lead, 
machinery, nails, lube oils, linseed, 
sulphite-base paper, railroad equip 


tools 


ment, stecl-base fabricated parts 
valve 
Reported down: Appliances, used 
irs, babbitt, brass and bronze ingots, 
carbolov tools, carnauba wax, coal. 
pper, cotton, ethvl ether, cattl 


ins, glyccrin, homes, fir, low-grade 


pine, oxygen plasticizers, rubber, 


rutile, fine textiles, tin, welded fitting 
Oppel wire 

Hard to get Some aluminum, 
chrome, monel, fine papers, polv« th 
len toluol 

Kasing up: Some aluminum, n 
copper, zinc, more steel item 


Canada Holding Up Better 


Order books are holding up better 
in Canada. Production shows mor 
of an increase since June. Price struc 
turc about the same as in the United 
States. Inventories continue to in 
crease. Emplovment is reaching it 
peak. Buving policy is of longer 
range Construction continues at a 
high rate. Verv optimistic for the 


balance of this vear 





SM J ™ 7 


TOP QUALITY | 
C-O-TWO FIRE EXTINGUISHERS 


DRY CHEMICAL TYPE 


Convenient 4, 20 and 30 pound hand 
sizes . . . no syphon tubes or valves 
within the cylinder to become clogged 
or inoperative . . . discharge hose 
and squeeze type discharge nozzle 
remain empty until actuation takes 
place . . . one piece removable top 
assembly. Also, convenient 150 pound 
wheeled size . . . sturdy, wide-faced 
wheels . . . discharge hose and two 
position discharge nozzle having soft 
or solid stream fully enclosed in pro- 
tection casing . . . footrail and dual 
bar handle provide easy ‘nverting 


MANUFACTURERS OF APPROVED FIRE PROTECTION EQUIPMENT 


Squeez-Grip Carbon Dioxide Type Fire Extinguishers 
Dry Chemical Type Fire Extinguishers 
Bullt-in High Pressure and Low Pressure Carbon Dioxide 
Type Fire Extinguishing Systems 
Bullt-in Smoke and Heat Fire Detecting Systems 


“ 


CARBON DIOXIDE TYPE 


Convenient 2%, 5, 10, 15 and 20 pound hand 
sizes . . . discharge horn non-conducting, corro- 
sion resistant, shatterproof, non-metallic construc- 
tion. Also, convenient 50, 75 and 100 pound 
wheeled sizes . . . available with sturdy, wide- 
faced wheels either with or without rubber tires, 
as well as available with or without discharge 
hose and horn protection cover. 


@ Top quality backed by experienced engineering results in operating superiority 
over the years with the world famous C-O-TWO Squeez-Grip Carbon Dioxide Type 
Fire Extinguishers as well as the newer C-O-TWO Dry Chemical Type Fire Extin- 
guishers. Furthermore, modern manufacturing facilities and extensive field testing, 
together with approvals such as the Underwriters’ Laboratories, Inc., Factory Mutual 
Laboratories and Government Bureaus make your sales profits free from the headaches 
of frequent returns and bothersome service calls. 

With C-O-TWO Squeez-Grip Carbon Dioxide Type Fire Extinguishers the pene- 
trating carbon dioxide is a clean, dry, non-damaging, non-conducting inert gas .. . 
smothers fire in seconds, leaves no after fire mess . . . highly effective on flammable 
liquid and electrical fires, as well as some surface fires involving ordinary combustible 
materials. The C-O-TWO Squeez-Grip Valve is the greatest single contribution to 
the releasing of carbon dioxide for first aid fire fighting . . . just squeeze lever to open 

. release to close. 

With C-O-TWO Dry Chemical Type Fire Extinguishers the heat-shielding dry 
chemical is a non-conducting, non-abrasive, non-toxic, finely pulverized powder com- 
pound ... blankets fire instantly . . . exceedingly effective on flammable liquid, gas 
and electrical fires, as well as surface fires involving ordinary combustible materials. 
The exclusive inverting design renders constant free flowing dry chemical, assuring 
faster, more effective and complete discharge. 

Both types of C-O-TWO Fire Extinguishers can be steady sales to industrial 
plants the year round, with special attractions added each spring during Clean Up 
Week and likewise in the fall during Fire Prevention Week. Talking C-O-TWO Fire 
Extinguishers can be a good door opener as well as one of the topics of conversation 
most anytime you make a sales call. Contact us today for complete free information 
on these top quality, “stay sold” fire extinguishers .. . it will be worth your while 
to get all the facts. 


c-O-TWO FIRE EQUIPMENT COMPANY 


NEWARK 1 + NEW JERSEY 
C-O-TWO FIRE EQUIPMENT OF CANADA, LTD. * TORONTO 8 * ONTARIO 
Sales and Service in the Principal Cities of United States and Canada 


AFFILIATED WITH PYRENE MANUFACTURING COMPANY 
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CALDER ... the Dresser Line FROM THE 


for Bigger Profits... Easier Sales 


1928 1943 
BUILT RIGHT—Best materials throughout .. . tool 


steel cutters . . . Right and Left hand Threaded Bushings 





for Automatic Tightening. 
25 YEARS AGO 


}leadlines of the month 

“Will the Southern and American 
Associations unite in a single asso 
ciation?” “Will the National again 
take an association membership of 
manufacturers?” 

(The vision of One Big Association 
for all three groups was already 
dead. Committees of the Southern 


b \N \ ind) American Associations had 
EASY TO HOLD— Extra voted for it, but the National 


Weight well distributed \\ turned it down 
for smooth nena’. ‘ ZA - ? 
2 >", [= ~" Oe 
. \ \ = ZZ) Cad “ < , 
eS me 
See ane 


SOLD ONLY THROUGH DISTRIBUTORS \\\\\ gg fe” 


‘Also CALDER Fine Diamond Dressing Tools 


CALDER MANUFACTURING CO. 


2049 North Prince Street . Lancaster, Pennsylvania 


THREE “CHEATS” , 
IN THE WIND ‘ ADVERTISING 


Don't let Dirt, Dust, and Grit rob LIKE THIS 


your machinery of its efticiency— es Howard Coonley, president of the 


a a Ble a of — —— —zA® Walworth Co., scored what he 
ton —_ 

crack Pans lle on an - Ham = termed a growing tendency on the 
erful CLEMENTS-CADILLAC / —_ part of purchasing agents to use 
blower -suction cleaning DESIGNED TO a sort of camouflage” in their re 


tool. Cleans all types of mM H - , ~ 
cusionent elite Mt STIMULATE lations with salesmen. He _ ex 


thoroughly, econom BUYING INTEREST plained: “The purchasing agent's 
ically. : IN THIS NEEDED motive is the securing of a favor 

. AND MUCH IN DEMAND able price for his house. Oftentimes, 
Eligible under 


#. however, his decisions and maneu 
CLEANING TOOL , 
CMP. regula . “a verings by no means represent the 


policies of executives of his com 

pany. When a purchasing agent 

will tell a salesman, for example, 

that the salesman’s competitor has 

APPEARS MONTHLY quoted a price lower than actually 

IN LEADING has been quoted, an clement has 

INDUSTRIAL been injected that is unwholesome 
MAGAZINES and destructive.” 





trons 











- 
LSTOCK BINS 
Jones & Laughlin Stcel Corp. adopted 

made me 5 podels IF YOU a group life insurance plan under 
pics 2s permanant ne WANT A which employees paid from one- 
5 abla age re) ninth to one-third the regular pre- 


PORTABLE COMBINATION mium costs. 


BLOWER-SUCTION CLEANER SELLER 


Che Cleveland Chain & Mfg. Co., op 
CLEMENTS MFG. co. on nanene erated by the Round interests, pur- 


6624 S. NARRAGANSETT AVE. CHICAGO 38, AL chased the Bridgeport Chain Co., 
ASH TOUR MILL SUPPLY DEALER OR WRITE US FOR Data Bridgeport, Conn. ‘Three other 
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THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD « 


\ 
\ 
; 


“SHINYHEADS” 


America's Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 90,000 p .s. i. 
Carried in stock. 


“*LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size — not machined. Points 
machine turned. Tensile strength 
in accordance with SAF. Grade 2. 
Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled siots — less 
burrs. Fiat and chamfered ma- 
chined point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise aooatied, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel—heat treated 
—threads rolled or cut—finished 
to extremely close thread and 
body tolerances — body ground 
where specified. Expertly made 
by the pioneers in producing, con 
necting rod bolts by the cold 
upset process. 


e CLEVELAND 13, OHIO 


“HI-CARBS” 


Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 
SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in produc- 
ing Cup Point Set Screws by the 
cold upset process. Cup points 
machine turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered ma- 
chined point. Carried in stock. 


¥% 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style—to b!ue print 
specifications — hexagon head 
hard; polished if specified — 
threads soft to close tolerance — 
points machine turned; fiat and 
chamfe-ed. 


* 


SPRING BOLTS 


Case hardened to proper depth 
and ground to close tolerances. 
Thread end annealed. Supplied in 
various head shapes, with oil 
holes and grooves of different 
kinds, and flats accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamenta! purposes. Stee! in- 
sert—steel covered. Finish: plain, 
zinc plated, cadmium plated. Size 
9/16", 3/4", 18/16" across the flats. 


Tapped 1/4" to 3/4" inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hex- 
agon nut fits snugly into shell. 


j 
i 
7 
/ 
a 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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TANDARDS 


carried by 
LEADING 
DISTRIBUTORS 





% 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATION 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 








companies were already affiliated 
with the Round group. 


| The National Association surveyed its 
members on the use of motor 
trucks for deliveries. Results showed 
a decided tendency to expand the 
delivery area, according to associa 
tion secretary George A. Fernley. 
Many distributors, said they de 
plored the trend, however, as long 
truck routes greatly inflated costs 
Greatest distance to which deliv 
eries were made by houses surveyed 
was 25 miles. The average cost per 
order delivered varied from $7.50 
to 25 cents 


HINGED PLATEG 


BELT FASTENER No. 5 
for conveyor belts 


Specially designed to permit 
quick and easy method of 
adding to, or reducing length 
of belt. Just pull the hinge 
pin to open joint. 


| 
| 
| 
| 


ED 4 





The Sidney B. Roby Co., Rochester, 
N. Y., issued its first complete cata 
PLATEGRIP for dust-tight log. It had 134 pages and prices. 
permanent joints. HINGE 
PLATEGRIP for “add-on” Strong-man feats were a favorite adver 
belts. REPAIR PLATES for tising gimmick 25 years ago: SKF 
patching worn or repairing Industries plugged the frictionless 
torn belts. quality of its bearings by having a 
man pull a dining car down a rail 
road track with his teeth. The cat 
weighed 84 tons and belonged to 
the Pennsylvania R.R. 


Write for Catalog Sheets. 


ARMSTRONG-BRAY CO. 
ie Eastern Supply Association held 


5356 Northwest Highway its Fall meeting in the Hotel Astor, 
Chicago 30, Illinois New York 


B. H. Clark resigned as manager of 
the Eldred, Pa., branch of Bradford 
Supply Co., Bradford, Pa. 


Industrial Counters 


Built for maximum dependability 
Longest life—lLowest upkeep 


“How long is an inch?” Luther D 
Burlingame, of Brown & Sharpe 
Mfg. Co., Providence, wrote a pa 
per for the American Institute of 
Weights & Measures urging scien 
tific measurement of the inch to get 
primary standards. He pointed out 
that “the inch, probably the most 
important unit in the world today, 
has no legal definition. All that is 
known is that it is the 36th part of 
a yard, but what a yard is in law is 


You can show a Silver King and.make the 
sale. These rugged, steel housed, chrome- 
plated counters challenge comparison. On 
casual examination, critical analysis or 
the most exhaustive life tests they come 
out miles ahead. 


Silver Kings are built rugged as an army 
tank, yet operate smooth as a watch. Extra 
heavy shaft. Oversize bearings. Life-tested 
parts. Light weight number wheels. Tamper- 
proof, one-turn reset. All steel housing. Un- 
breakable windows. These are a few of many 
reasons you can show Silver Kings with pride 
and recommend them with assurance. Every 
sale is a seed that grows into more, profit- 
able business. 


Available in Stroke and Revolution types, 
5- and 7-digit models, knob or key reset, 
right or left shaft extension. 


Ask your PIC Representative to show you 
a Silver King or write for literature. 





a matter of controversy.” He sug 
gested stabilizing the measurement 
at so many wave lengths of the red 
ray of cadmium, as had been done 
with the international meter. 


Keith, Simmons Co., Nashville, Tenn., 


elected a new slate of officers: Wal 
ter Keith, president; Samuel J. 
Keith, Jr., W..M. Parrish, Walter 
Keith, Jr.; B. C. Krieg; E. Ewing 
Keith and Henry Brackman, vice 
presidents, and John D. Lewis, sec 
retary-treasurer. 


MILL SUPPLIES magazine presented 


Propuction Instrument Company 
708.32 boon Bied.. Chi m the third in its series of advertise- 
SS Os Ee es SS oe ments prepared at cost for dis 
tributors. The theme: “No manu- 
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DIAMOND 


ROLLER 
CHAINS 
AND 
SPROCKETS 


ROLLER 
CHAINS 


Now available—the Diamond Chain combination of 
packaged standard Roller Chains, Taper Lock Sprockets 
with replaceable bushings, and finished Fixed Bore 
Sprockets complete with keyways and setscrews. 

A moderate balanced inventory to greatly increase 
“off-the-shelf” sales of roller chain drives in the popular 
horsepower capacities and standard drive ratios. 


Let us mail you the latest data on the Diamond Drive 


stock combination—Catalog 753. 


DIAMOND CHAIN COMPANY, Inc. 
Dept. 480, 402 Kentucky Ave., Indianapolis 7, Indiana 


Diamond national industrial advertisements carry this message—"See the yellow 
classified local telephone directory for the address of the Diamond Distributor.” 
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Leak-proof 
Long-lasting 
Profitable! 


A complete line of TOP QUALITY 
oilers for machine shops, railroads, 
mills, factories, hardware, 
home and every other use. Drawn, 
heavy seamless bodies 
Welded spouts. Leokproof, triple- 
thick welded bottom and body 
Tempered spring steel 
bottoms. Knurled brass bushings 
with machine cut threads. Precision- 
satisfactory services 


mines, 


steel, 
assembly 


built for long, 
Order a supply today. Sell the best 
GEM! 


| EVERY TYPE, 
STYLE and 
SIZE for 
ANY PURPOSE 


a 


FLEXIBLE 
& rRiGiDd 
sPpours 











FINEST 
QUALITY 
SINCE 
1898 


Complete Catalog 
Sent on Request 
GEM MANUFACTURING 

CORPORATION 
1229 Goebel Street 
PITTSBURGH 33, PA. 


RAILROAD 
OILERS 


TALLOW 
Pots 


7 t< itv 


OnOTIN ills Or inh vhere cal 1S 
is the mill supply 
its trade at regular inter 


vals throughout the year.’ 


the rough house 


that cove 


Hiendrie & Bolthoff Mfg. & Supply 
Co., Denver, held an annual out 
ing for its 350 employees at the 
company <UU-acr ummer camp 


nm the South Platte River 


».. Worer ter 
to its lin 


Graton & Knight C 
idded rubber he Iting 
ociation held 


astern Supph \ 
Ifotel Astor, 


Fall meeting in the 


York City 


». transferred 
eland to 


Hoist ¢ 
from ¢ 


holm-Moore 
ofhec 
N. } 


ts general 
lonawanda 
iness good in Milwaukee 
" Reported H. F. St. George, 
iger of the mill supply department 
of Shadbolt & Boyd Co.: “Crop 
onditions in Wisconsin are fine 
ind the potato vield is excellent.” 


look« ad 


Ihdli- 


Mfg Co 
hased pl int 


Homestead Valve 
ed to a newl pul 


in Coraopolis, Pa 


V hie 


A gentleman who signed after his 
name the title “cashier for Somers, 
Vitler & Todd Co.” cashed a num 
ber of checks payable at Union Na 
tional Bank in Pittsburgh. All went 

until it discovered 
the gentleman did not work 
for Somers, Fitler & Todd, and (2) 
lhe company had no account at 
Union National Bank. ‘The Pitts 
burgh distributor published appro 
priate warning to the trade, and the 
National Association warned _ its 


members 


rhe roth ly Was 


that (1 


[he mill supply business is becom 
ing more localized, and competition 

growing much keener cach year 
Ihe sales field of the average mill 
upply house has a radius from the 
home city of approximately 100 
miles’—J. A. Scallan, sales man 
er, The Dayton Safety Ladder Co. 


Behr-Manning Corp. discontinued the 
Brooklyn works of the former Her 
man Behr & Co. and consolidated 
ill manufacturing in Troy, N. Y 


L:verybody was talking about the farm 
problem. The president of the 
American Bankers Association pro- 
posed a solution: create industries 
in small communities all over the 
country to absorb the surplus of 
farm labor and at the same time 
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“YANKEE 


VISES 





Back on the swivel 
base, at the bench, 
for center punching. 


Off the swivel base, 
end down for accu- 
rate marking. 


Held in same posi- 
tion but moved to 
milling machine. 


Lifted onto drill 
press, still accurate- 
ly in position 


@ Work locked in a “Yankee” Vise 
stays there . . . lined up accurately 
for every operation . . . bench to drill 
press to milling machine. That’s prac- 
tical automatic protection against 
spoilage. You can sell that .. . for 
maintenance work, for general 
machine shop work. 

Swivel base for use on bench. Vise 
lifts off and on in a second. Easily 
made into economical jig. Hardened 
steel block, V-grooved for handling 
rounds, furnished with each Vise. 
Four sizes of “Yankee” Vises, 11.” 
to 4” jaw widths. Nerth Bros. Mfg. 
Co. 200 West Lehigh St., Philadel- 
phia 33, Pa. 


Sold through industrial distributors. 


sr ae sr 


*fe. U. S. PAT. OFF. 


NORTH BROS. MFG. CO. 


eee Philadelphia 33,Pa = 


YANKEE TOOLS 
NOW A PART OF 





Si, q 
2s 


EXACTLY THE 


Phong Supplies 


YOu NEED... SAGT 


Your Republic Steel Pipe Distributor carries a full line of steel pipe... in 
all the sizes you need . . . plus the fittings, valves, fixtures, controls, tools . . . 
everything you need for a complete plumbing, heating, refrigeration, air 
conditioning, process and industrial piping, or other piping job. 


His delivery is fast... whether you need a few lengths of pipe or a truckload. 
Just a phone call will start your order on its way. You'll save time .. . and 
money. The Republic Pipe Distributor’s stockroom becomes yours. You have 
no capital tied up in stock. You get just the parts you need... when you 


need them... and in a hurry. You save floor space. You save insurance. You 
save handling costs. 
Get to know your Republic Steel Pipe Distributor. He stocks high quality 


materials to give you profitable service. 





To help cell the story of the 
pipe distributor and the service 
he renders, this and similar 
Republic Steel advertisements 


are appearing regularly in plumb- 
ing and heating publications | FE FE | Pp | Pp FE 
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supply a new market for farm 
produce. 

I'he magazine Abrasive Industry pre 
dicted that the new synthetic resi 
nous bond would change grinding 
conditions in many plants before 


long 


AVA | LA B L E 10 YEARS AGO 


Redistribution of surplus stocks of in- 

N Ow i dustrial supplies was one of the 

chief topics before the distributors’ 

Industry Advisory Committee. Ray 

Th li f UW en DT- 8 0 n } 4 C. Neal and Paul Hartshorn pre- 
e@ new ine 0 sided at the group’s meetings. Also 


attending were F. Marsena Butts, 


Jack B. Dale, B. H. Ackels, Fred A. 
cs LA N KS Ellfeldt, William M. Given, H. H. 
Kuhn, P. G. Maddock and George 


Vandegrift. 

flurry of cancellations and cutbacks 
in war contracts had distributors 
worried. They wondered if they 
were getting a preview of a problem 
that would assume huge proportions 


when the shooting stopped. The 
American Association set to work 
drawing up a standard cancellations 
policy for manufacturers 


Style 2000 Style 3000 Style 4000 Style 5000 


Reamer Blanks Solid Round Solid Triangular Center Tips 


Now, distributors everywhere 
are switching to the new line of 
Wendt-Sonis carbide blanks and 
inserts as a companion to their 

W-S line of carbide cutting tools. 


Blanks are available in a wide range William T. Todd, president of Somers, 
of styles including reamer blanks, Fitler & Todd Co., Pittsburgh, re 
solid rounds, and — or ng turned to his company after serving 
Inserts are made in triangular, six months as chief of the Industrial 
sqenee, sound ane Glamend shapes. Supplies Section of the War Pro 
Both blanks and inserts are made 


: duction Board in Washington. 
in a variety of grades and sizes, 


NEW! White fer the now Wendt-Sonis carbide blanks ane hand MILL SUPPLIES magazine won first 
“Tooling Tips” folder, Form certs ase made to the ans raya award in the Industrial Marketing 
553, that contains complete standards as other Wendt nis 
details end geless fer Ge , tools, Hundreds of production 
oom endiide Clase, Sand a runs have proved that Ww endt- 
postcard to Dept. 5. Sonis blanks ard inserts increase 

production and lower tool costs. 


competition for the best published 

research work of the year by a busi- 

ness paper. The winning article was 

the late editor, John J. Welch’s sur- 
vey on “Britain’s Distributors.” 

The Hardware & Supply Co., Akron, 

Luu e n DT Sg 0 n 8 <= Ohio, started planning its post-war 

program. Among the major objec 

HANNIBAL, MISSOURI tives, as soon as the shooting 

576 N. Prairie Ave. 549 W. Randolph stopped: the earmarking of about 30 

Hawthorne, California Chicago, Iilinois lines for major promotion effort; 


A COMPLETE LINE OF CARBIDE CUTTING TOOLS AND BLANKS more frequent product sales meet 
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HOW FAULTLES 
INESS FOR WH 


“the best sales tool my men ever had” 
Says successful Distributor. 


The power of knowledge is well demonstrated with this new 
Catalog 157. Facts packed into every page give any salesman 
the confidence of knowing he has correct answers to materials- 
handling problems. By promptly helping his customer select 
and specify the correct type casters—he takes the order on the 
spot. It’s that easy with the new Faultless Catalog 157. 

Another Faultless way of swinging more caster business to 
SELECTED Distributors. But that’s only part of the program. 
To get full particulars, write today, no obligation. 


om ee 
hogs om 


wm 
peatoets . 


ew 


gs bad oee 


sides saeer 








What This New Faultless Guide Contains 


Complete Caster recommendations for all © Industry's most complete line of DOUBLE 


industries, institutions, services, etc. using 
mobile equipment. 


Complete listing of all type wheels and selec- 
tions for floor and load conditions. 


Complete presentation of Casters engineered 
for 

. Light Duty 

. Medium Duty 

. Heavy Duty Work 

. Special Duty Work 


INDUSTRIAL DISTRIBUTION 


NOELTING 


BALL BEARING SWIVEL Casters backed by 
over 65 years of engineering experience. 


Patented Double-Spring Action Casters that 
absorb bounce and jounce, have interchange- 
able standard wheels, swivel regardless of 
over-load. 


a> 
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+0 selec 


# potential by sale 


ted lines; analysis 
men; revamping 


territorie 


ings on thi 
f salesmen’ s 


George FE. Ebbe, of Hand Hardwar 
Co., Elizabeth, N. J., won the New 


tate table tennis champion 


Vance C. Boyd resigned from Stand 
ard Shannon Supply Co. in Phila 
delphia to open his own firm, Boyd 
Supply Co., in the same city 
Trade Association of 

resumed its luncheon 


Railroad & Machin 


The Hardward 
New York 


meetings at the 


ery Club downtown. The usual golf 
meetings during the summer had 
been cancelled because of gas ration 


ing 
Weed & Co., Buffalo, N. Y.. 


brated its 125th anniversary 


Nine men from Seither & Ellis, Inc.. 
Newark, N. J., were serving the 
ountry elsewhere. In the services 
were: H. A. Leckenbush, Jr.; Arthur 
W. Freund, Barnard N. Krankowitz, 
Raymond J. Krusen, Fred A. Sei 
ther, Arthur E. Emmett, Robert H. 
Mitchell, William Phillips, and 
Fred J. Wilson 


Hagerty Bros. Co., Peoria, IIl., em 
ployed women in the warchouse for 
the first time 


M. I. Jackson, of Behr-Manning Co., 
succeeded C. ]. Meister as president 
of the Keystoners 


Lines penned to an anonymous bu 
reaucrat by a Washington corre 
spondent of the Boston News Bu 
rcau: 

“Your directive when effective 
was defective 
In its ultimate 
what’s morc 


objective, and 


Art Sparks, of | 








|W ork Enspection MAirrors 


speed production « prevent accidents 


Exclusive All-Angle Ball Joints 

Precision Engineered 

Replaceable Copper-Backed Clear View Mirrors 
Folds and Fits into Pocket 

Many Sizes Cover Practically All Applications 





IMMEDIATE 
DELIVERY! 


WRITE FOR YOUR COPY OF COMPLETE ILLUSTRATED CATALOG 1 


ULLMAN PRODUCTS CORPORATION 


1S RIVER ST., NORWALK, CONN. 
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Noolithic hieroglyphic 1s, to u 
much more specific 
Than the drivel you keep dump 


ing at our door.” 


Rainville Co 
Grand Rapids, Mich., won th 
Towner golf trophy with a score of 
82 at an outing of Michigan distrib 
utors near Detroit 


Percy Ridings, of Syracuse Supply Co., 
testified before the Disney Congres 
sional committee on renegotiation 
Since distributors manufactured 
nothing, and sold only at OPA-fixed 
prices, he said, they should be ex 
empt from renegotiation. “Our em 
ployees at the present time are ap 
proximately 50 percent greater im 
number than in normal times,” he 
added. ‘We do not want to fir 
them when this thing is over. We 
would like to have a little money to 
carry them along. . . . This industry 
is not what you would call a wai 
baby.” 


Van Horn & Son, Inc., New Orleans 
celebrated its 40th anniversary 


Robert R. Rossman, president of Ros 
man Industrial Supply Co., Seattle 
predicted that the post-war era 
would see distributors handling a 
host of new lines not then consid 
ered part of the field. He men 
tioned, among other things, plastic 
new insulation materials, light 
weight substitutes for steel, and 
paints and preservatives “for pur 
poses never thought of before.” 


Government war expenditures wer 
running about 74 billion a month 





MILLIONS OF MACHINES 


American Machinist, McGraw-Hill 
publication, reports thot 1,762,165 
metal-cutting machines and 471,257 
metal-forming machines now are in 
stalled in private industry 
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FAVORITEt WYTEFACE: For 
your customers who want the 
best. Case with new tough 
Burgundy red cover and 
nickel p'ated mountings. Foot 
markings in red. Available 
in 25’, 50’, 75’ and 100’ 
lengths. tm 


BOSS* WYTEFACE: Rugged, 
“he-man”", case, 
grips. 
Wide-sweep winding handle. 
Foot markings in red. Priced 
for volume sales . . . in 50’ 
and 100’ lengths. 

*TRADE MARK 


aluminum 
with non-slip finger 


HANDY| WYTEFACE: 
Rule is available in 
and 10’ lengths. 


WYTEFACE’ sells on sight! 
because it’s BLACK and 


WHITE and 
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every inch 


Gilcrelamolicla Muilela dialeL mele alk 
with crisp foot markings in red 
at every inch catch the 
customer's eye and give him the 
immediate urge to buy 

That's why Wyteface is America’s 
most-wanted steel fel els, 


A Few Inches of Display Give Yards of Profits! 


KEUFFEL & ESSER CO. 


NEW YORK + HOBOKEN, N. J 
cage + St Lown « Detrowt «+ San Francisco 
ee ee 


Ch 


1953 
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-hle shaft 
ex! 
MACHINES 


your BEST BUY 
because they 
serve your customers 


BETTER! 
Rigs , 


43-SPEED JIFFY 
$J-38 


These two STOW Variable 
Speed Machines permit 
choice of operating speeds 
. . are specially designed to 
provide the highest efficiency 
wherever applied. Many other 
models avoilable 


Stow STREAMLINER 
N.40 


STOW FLEXIBLE SHAFTS 


are the result of specialized knowledge 
end 76 years of experience. Reliable, 
efficient—they're famous for long-wear- 


ing, trouble-free performance 


Write for Free Copy! 


Don't delay— 
write today for your 


Free copy of Catalog 5! 


TOW MANUFACTURING CO 





Do You Remember? 





DENVER®BUST 


“ZEKE WATERMAN 


How Zeke Waterman, of Hendrie & Bolthoff Co., Denver, happened to be 
using this novel means of transportation? 


9 


“ve : 
- 


y 
. 


t ’ ~ ’ re 
“ » . 
ve ee, OS 7. 
é 


The convention when every member of the executive committees of the 
three associations sported a derby hat? 
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If you don’t recall these 
pictures from other years, 
turn the page... 





Where this steamship was headed 
and why its voyage was called a 
“dry run”? 


f * 
in oin a eee PATENT PENDING 


(TRADE MARK REG.) 


and Modern 2-Label Cartons 


Everybody wants M-C Lock Washers . . . machine packaged* and counted 
. which combine the advantages of 2 Great Packaging Ideas. 

Coin Pak — Makes M-C Lock Washers easier to stock, easier to handle. 

9 Popular Sizes (A.S.A. Medium) 3/16", 1/4”, 5/16", 3/8", 7/16", 1/2", 

9/16", 5/8”, 3/4”. 


Coin Pak — cuts costs, cuts losses for the distributor, for the user. No 
counting. No weighing. Simplifies inventory control. 


anv * 


Who moved into new quarters in 

this building, and where, in 1943? 
Coin Pak machine packaging safeguards quality . . . eliminates “linkers”, 
off-sizes, foreign matter. 


Coin Pak — and 2-Label Telescope Cartons — combine Two Modern 
Packaging Ideas — yet cost no more than ordinary packaging. 


Ask about JOB-PAK 


Modern Bulk Packaging of lock 
washers by the originators of Coin 
Pak gives you the contents of a keg 
in ONE Shipping Container, divided 
into 6 equal cartons, labeled and 
counted, designed for shelf storage. 
Wo more kegs on flocr, in aisles. 
Ask for descriptive folder. 





Who caught this 17 Ib. trout in a 
New York State lake in 1943? 
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Answers 





OLD FRIENDS [ie 


to You aud Your Customers rds. Re en en 
t. 
Sy PRENTISS 


1941, members presented him with 
“BULL DOG” VISES 


this covered wagon, but couldn't find 
the Rocky Mountain goat that they 
said was supposed to pull it. Mr. 
Waterman obliged by substituting a 

For 85 years Prentiss have TP 

proven to be high quality 

vises that have stayed sold 

and brought distributors re- 


faithful bird dog. 
The staff of Interstate Machinery & 
peat profitable business. 


Supply Co., Omaha, broke out in 
this ancient finery in July, 1939, to 
celebrate old frontier days when Ne- 
braska was admitted to the Union. 





The Louisville Convention of 191] 
was the first reported in the new mag- 
azine, Mill Supplies (born January, 
1911). The following year the three 
association met in Norfolk, Va. and, 
in 1913, in Indianapolis. 


The Sales Policy is 
100% through Distributors ‘ 


PRENTISS VISE DIVISION, MERIDEN, CONN. 


OF THE CHARLES PARKER CO 


PRENTITSS 


Page 211: 


Steamship Noronic carried 1927 
Triple Conventioners on a four-day 
cruise of the Great Lakes. It was a 
“dry” excursion for, although the ship 
was Canadian, its ports of call were 
under the blue pall of Prohibition. 
Out of this mecting grew the idea for 
the famous “Mill Supply Council,” 
a group of 15 industry leaders dedi- 
cated to rousing nationwide support 
for distributors. 


Repeat Business is AUTOMATIC! 





PROCUNIER 
Tapping Equipmen 


Once a user. always a user—and users automatically 
become ‘repeaters it's characteristic of Procunier 
customers. AND this is not unusual—because industry 
has long recognized the superiority of Procunier Tap 
ping Attachments From every standpoint—-design, 
construction, utility and cost—Procunier Tappers are 
second to none! 


Ihe building on West Adams St., 
Chicago, was brand new quarters for 
Supplies, Inc., in the Fall of 1943. 
Ihe firm took over the entire first 
floor and basement. 


Here's why: They're built to rigid standards of accu 
racy and dependability; they provide longer hours of 
efficient tapping, with fewer costly shutdowns, less 
parts spoilage and broken taps; they enable opera 
tors to handle more work with greater ease; they 
ofter faster, smoother action, longer life, less wear, 
with a minimum of maintenance 


These features and advantages are helping solve 
industry's tapping problems they'll simplify your 
selling job too--and invariably result in greater satis 
faction, to more clients, oftener! 


National Ads Help Sell 


The Procunier quality story is being dramatically told to millions 
of prospects thru the most extensive and consistent advertising 
Program in our history. Alert distributors are cashing in on this 
pub “4 and resuliant sales, by stocking and recommending Pro 
cunler Tapping Attachments to quality conscious buyers. 


Procunier distributors profit by handling the line that “sells auto 


matically 
Write today Dept. 10 


Procunier Safely (huck Company 


The big fish (35 in., 17 Ibs.) was 
hooked by Charles E. Swarthout, gen- 
eral manager of Horton Machine 
Works, Elmira, N. Y., during the 
1943 trout season. 





ASIAN TOWN ELECTRIFIED 


Gandhidham, Ingia, boasts that it 
is the only Asian community that is 
100 per cent electrified, Electrical 
World, McGraw-Hill publication, re- 
ports. The town of 15,000 is only two 
years old and is composed of Hindu 
refugees from Pakistan; its name 
means “Gandhi's town.” 








12-16 S. CLINTON ST. « CHICAGO 6, ILL. + 
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HERE'S HOW IT KEEPS 
SAWDUST OUT OF CUT 


(PATENT APPLIED FOR) 


Here is the biggest advance in saw bit design in many years 
— the first to prove successful for all year sawing, 

especially in frozen timber. A new sales leader for you! 
Designed to break up the sawdust and deflect it away from 
the swage of the shank or holder, this new type bit greatly 
reduces shank wear, helps expel the sawdust more effectively 
and, most important, prevents sawdust from slipping past 
the shank and spilling into the cut. So friction is reduced, 
saw runs freer and cooler, and saw tension remains more constant. 
With “Stand-All” Bits, saws will take full feed without 
“snaking” or dodging knots. Leading due to tough bark in 
sapling pine is eliminated. Smoother, 

straighter cuts are assured in all kinds of timber. 

Most popular kerf sizes in Styles B, F & D and No. 2%, 3, 
3% and 4% are now available. Order today! 


SIMONDS 


SAW AND STEEL heal 


ae 


i 


Factory Branches in Boston, Chicago, San Francisco and Portland, Oregon 
Canadian Factory in Montreal, Quebec. Simonds Division: Simonds Steel Mill, Lockport, N. Y OF 
Simonds Abrasive Co., Phila., Pa., Meridian, Miss., aud Arvida, Que., Canada l, my 
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Have You Heard This? 





Short-Changing Sales 


“Despite the plainest sort of indica- 
tions that from oo on out the indus 
trial field will need selling of a high 
and efficient order to move the prod- 
ucts which it can turn out, there are 
still too many business managements 
which refuse it. Many of 
these managements profess to believe 
in the heightened importance of the 
sales function, but in altogether too 
many cases the belief is only lip deep 
Down underneath, many still have a 
firm that, somehow the 
products they make will be sold. ‘This 
has been true during the past 15 years, 
and so it is hard to blame people who 
have convinced themselves that it will 
always be true. As a result, there are 
too many companies, and particularh 
in the industrial field, to whom pro 
duction and engineering are all-im 
portant, and selling and advertising 
are pretty much regarded as pleasant 
and maybe helpful gimmicks, but still 
gimmicks” 
MARKETING 


to believe 


conviction 


Aug. 1953 


NEW, EXCLUSIVE 


Editorial, INDUSTRIAL 


Price Chiseling 


“There is always that tendency, in 
or out of professional purchasing, to 
buy something as cheaply as possible. 
We have heard many friends and ac- 
quaintances revel in the fact that they 
have spent endless time bickering, and 
much more time than we thought 
their final saving was worth in the per- 
sonal effort expended, in chiseling 
some individual or company down to 
a profitless price. . . . The very man 
who demands an extra discount will 
be the one who will demand that his 
own company never change sales 
policy in order to sustain its regular 
mrofits. If American enterprise is to 
¢ kept free, we had better give every 
one a chance at a decent profit. 
What's sauce for the goose is indeed 
sauce for the gander’—-THE CHI 
CAGO PURCHASER, Aug. 1953 


High-Pressure 


“Of all our errors in judgment, all 


our ineptitudes in sales practice, the 


Re) .¢ eo 


LOCKS BLADE AND 
HANDLE INTO ONE 
INTEGRAL UNIT 


Now 


TWIST 


and 


IMPACT 
PROOF! 


PLUS MANY OTHER 
GREAT FEATURES AND 
UNSURPASSED QUALITY 
y 
COST NO MORE THAN 
ORDINARY DRIVERS 
« 
Order Thru Your Jobber 


UPSON BROS., INC., 
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ROCHESTER 14, N.Y. 


use of high-pressure sales tactics is 
the one that does the most to inhibit 
our progress toward making selling a 
true service profession. Unfavorable 
experiences with high-pressure sales- 
men are long remembered because 
they’re associated with a strong un- 
pleasant emotional reaction . . . 
“The high pressure salesman at- 
tempts to use hurry-up closing devices 
that would insult the intelligence of 
a two-year-old monkey. He particularly 
likes to try to build a false sense of 
urgency because ‘we have only a few 
left,’ or ‘this offer may close next 
week.’ Very, very few raw materials 
and finished goods items are in short 
supply today. No respect is so thor 
oughly dead as the respect that is 
killed by the bare-faced untruth.” 
A. R. Hahn, managing editor, “Shop 
Talk,” SALES MANAGEMENT, 


July 15, 1953. 


P.A.’s Will Be Different 


“If the salesman must learn again 
to sell, then it is just as certain that the 
buyer must learn again to buy. . . Cer 
tainly the way in which purchasing 
has been practiced in many industries 
during the past decade cannot and 
will net be tclerated in a free competi- 
tive market. 

“The job was done under terriffic 
pressure and certainly no blame at- 
taches to those purchasing agents who 
were forced into wasteful methods by 
a system that was none of their mak 
ing. 

Most purchasing people had no 
other choice but to bow to the inevit- 
able. Orders from top management 
were to get what was needed—get it 
somewhere, anywhere, someway or any- 
way, at any expense, but get it. To the 
everlasting credit of procurement peo- 
ple, they did get. But, of course, the 
waste was terrible. Billions went down 
the drain, never to be recovered. 

“Now we are seeing the beginning 
of the end of that ‘get it at anv price’ 
policy. In the next few years I think 
and hope that it will completely pass 
from the scene.” —H. W. Christensen, 
past president of the National Asso- 
ciation of Purchasing Agents and Di- 
rector of Purchases, Columbia-Geneva 
Steel Division, United States Steel 
Corp., in an address at the N.A.P.A. 
convention last May 


Don’t Let it Get You 


“You will encounter various condi- 
tions in executive office interviews 
Some men will shut off the telephone 
and set aside a half hour without in- 
terruption. Others will dictate to their 
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High Performance Records are the rule, 
wherever Tuffy Slings are used! Tuffy Slings, 
with patented 9-part braided wire fabric con- 
struction, have become leader in a relatively 
few years... proved their extra value to men 
who must keep sling costs down, safety 
records clear. 


Now, New Tuffy Hoist Line, especially con- 
structed for overhead, stiff leg and mobile 
cranes, derricks and clam shells, matches 
Tuffy Slings in flexibility, wearability and 
super-toughness! Tuffy engineers developed a 
hoist line that passes safety checks after 
other ropes wear out! Tuffy Hoist Line ab- 
sorbs load shock and stays on the job much 
longer than other ropes—according to actual 
in-use reports! 








No Ordering Troubles, since you just fill in 
diameter, length and “Tuffy Hoist Line.” No 
chance for confusion, no complicated specifi- 
cations! Find out why Union engineers are 
betting their reputations Tuffy Hoist Line will 
deliver longer service than any rope construc- 
tion used for hoist line. Reeve your crane with 
Tuffy and see the difference! 


Proved Opportunity for 
INDUSTRIAL DISTRIBUTORS! 


In many territories, demand for Tuffy Braided Wire Fabric Slings exceeds 
our distributor setup! Now, the new Tuffy Hoist Line makes a Tuffy Team to 
ive industrial distributors an even greater soles opportunity! With these top- 
ie 6 5; y 

writ— for the 4! "page : ling flight twins, you meet orders easily—no complicated specifications, no need 
\ Handbook and Rigger’s Man- to stock a number of rope constructions! You can give customers the kind of 
ual and infcrmation on new fast delivery service on slings and lines that they must have! Be the first in 
Tuffy Hoist Line! your area to cash in on this new sales opportunity! Write today to eur 
Sling Division for complete information on the profitabie Tuffy Team plan! 

9g P y 


Aone COY poration 


2236 Manchester Avenue © Kansas City 26, Mo, 
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TO A 
DELICATE 
PROBLEM 


Next time one of your customers is 
faced with the problem of convey- 
ing a product that’s delicate or 
easily-marred, solve it for him the 
right way. Sell him long-lasting 
SUPRENE Neoprene- impregnated 
belting. 

You'll sell him for good! 
SUPRENE’S exceptionally heavy, 
tightly-woven cotton duck construc- 
tion, plus waterproof Neoprene im- 
pregnation, is super-smooth. It will 
not blur the most fragile commodity 
—satisfies the most rigorous sani- 
tary demands. Surface of belting is 
easily cleaned with hot water or 
steam. SUPRENE Belting resists 
abrasion and shrinkage. Thicknesses 
from 1/16” to 7/16” are available in 
widths up to 48”. 

Want to learn more about this 
superior, sales - producing belting? 
Then write for Bulletin No. 20. ~ 


ltetor 
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secretaries, receive and even make tele 
phone calls, and all in all make it al- 
most impossible to concentrate on 
the business at hand. Some call to- 
gether several men for a serious meet- 
ing of the minds; while others assemble 
some of their people for the type of 
meeting which once inspired me to 
define a conference as a group of men 
who individually can do nothing, but 
who as a group can decide that noth 
ing can be done 

“Yet, no matter what the circum 
stances, don’t get impatient or an 
noved because of time spent on extra 
neous conversation. ‘The business man 
is what the word implies, a busy man, 
and sooner or later he will insist upon 
hearing about the product or the serv- 
ice, thus providing an ideal psycho- 
logical setting for the story vou have 
to tell”—The Sale Begins When the 
Customer Says No, by Elmer G. Leter- 
man, Greenberg, Publisher, New York 
City 


Crying Wolf 


“Members of Congress and Govern 
ment officials call for slashes in the 
defense budget whenever there is the 
lightest hint of a Soviet peace ‘over 
ture’ and then call just as loudly for 
increases in the budget whenever there 
isancw Crisis, as witness the recent 
Soviet H-Bomb stories. Officials should 
emphasize long-range planning, tak- 
ing account of all possibilities, instead 
of panicking small manufacturers and 
plant owners”—Herbert Barchoff, ex 
ecutive vice president, Eastern Brass 
& Copper Co., in a speech before a 
meeting of the National Association 
of Independent Business 


The Long View 


“What will the American business 
corporation look like, in say 1980? 
Vhere probably isn’t any way, other 
than war or an entirely new set of 
human motivation—to stop what the 
technologists see ahead: large produc 
tion units of unbelievable automatic- 
ity; vast networks of business organ- 
izations, centralized to a degree only 
barely possible today; business organ 
izations with coordinated planning 
that go far bevond the five years some 
companies strive for today—plans that 
look ahead 10 or 20 years; compara 
tively small payrolls and a slimming 
of the fat staffs that todav are making 
U.S. companies shake themselves to 
break up bureaucratic red tape. . 

“With the increasing output result 
ing from automation, selling will be- 
come more important than ever be- 
fore. In fact, the overcoming of 
unique consumer preferences and the 
moving of mass output can well be the 
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No. 1 task for future management” 
BUSINESS WEEK, Aug. 15, 1953 


How to Get a $14 Haircut 


“If we consider 20 days per month 
as the work month, this means that a 
salesman spends 60 hours per month 
sclling (assuming that he spends about 
three hours per day in the presence ot 
a prospect). The balance of the 
month is ‘getting ready’ time. Sixty 
hours per month means 720 hours per 
year in the presence of 
Now, if a salesman earns $10,000 per 
year, each selling hour is worth $14 to 
him. If he takes an hour from his 
selling time for a haircut, it had better 
be good, for it will cost him $14 in 
addition to the cost of the haircut 
If he takes half hour from his selling 
time for a cup of coffee before going 
into his territory, it is a $7 cup of 
coffee. That’s the value of time to 
salesman”—John M. Wilson, Open 
the Mind and Close the Sale, M« 
Graw-Hill Book Co 


prospects 


Those Taxes Again 


“It is not easy to analyze business 
prospects when there are no apparent 
or significant trends. We know that 
total expenditures are continuing to 
remain high. It is possible that busi 
ness expenditures for plant and equip 
ment mav be reduced. Perhaps ther 
may be a reduction of inventories 
There may be a decline from the pres 
ent high plateau of business activity, 
but against this possibility there is the 
possibility of tax reduction next year 
which would ease the burden on both 
business and individuals’’—Harry A. 
Bullis, chairman of the board of Gen 
cral Mills, in an annual report 





TANNIC ACID STOPS 
CORROSION 


Corrosion of iron and steel buried in 
the soil is stopped by tannic acid in 
greater than .01 concentration, English 
archaeologists have found, according 
to Product Engineering, McGraw-Hill 
publication. Excavating ruins at Hun- 
gate, York, they dug up perfectly pre- 
served iron implements over 2,000 
years old on a site once occupied by a 
leather tannery. Chemical analysis 
showed that tannates discharged by 
the plant became imbedded in the 
surfaces of the implements and 
stopped corrosion. 




















LOOKING DOWN YOUR PIPELINE .. . 


Reaheniel 
=> 
WATSON-STILLMAN FITTINGS DIVISION 


H. K. PORTER COMPANY, INC. 
125 ALDENE RD., ROSELLE, NEW JERSEY 


. what do you see? Dependability . . . or frequent failure; long, 
economical life . . . or costly maintenance; W-S FORGED STEEL 
FITTINGS . . . or the ordinary kind that are a source of constant 


trouble and expense? 


W-S Screw-end and socket-weld fittings are the only type that be- 
come integral parts of your steel pipe-lines . . . their forged steel 
construction matches that of the pipe or tubing in chemical and 
physical properties, in strength, weight and resistance to pressure 
... heat... corrosion. 


Whatever your pipe or tubing application, you can profit from the 
permanence of W-S Fittings. Initial cost is often /ess; final cost is 
always Jeast. Literature is available , . . write for it. 








Take advantage 
of the Preference 
| 








UNIONS 


based on these 
sales features 


The following details of design and 
construction of Jefferson Unions are 
sound reasons why you should make 
Jefferson your source of supply: 


. made of air-refined malleable ircn 
having a tensile strength of 55,000 
psi. 


. . « leakproof tightness assured by a 
true spherical brass seat recessed so 
as to avoid pipe ends ever coming in 
contact with it. 


‘ . seat rings of drawn seamless 
brass tubing press-fitted into machined 
channels so that they cannot rock 
loose. 


Completeness of the Jefferson line sim- 
plifies piping installation and saves 
material, The line includes: unions, 
union elbows and union tees in Jef- 
ferson 300#, Excel 250% and Master 
150#; also flanges in Jefferson 300# 
and unions in Enduro 300%. All lines 
are also available with all-iron seats. 
Underwriters approved. 


Get all the facts about 
the Jetferson line today. 





JEFFERSON 
UNION CO. 


671 W. 26th St., New York 1, N. Y. 
9 Green St., Lockport, N. Y. 
49 Fletcher Ave., Lexington 73, Mass. 
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Ellwood C. Howell 


Ellwood C. Howell, 
Carboloy Department 


Ellwood C. Howell, advertising and 
sales promotion manager for the Car- 
boloy Department of General Elec- 
tric Co., Detroit, for the past 24 
years, died of a heart attack on Au- 
gust 13. 

Mr. Howell joined Carboloy as ad- 
vertising manager in 1930, after sev- 
eral years with advertising agencies in 
New York City. He was at one time 
advertising manager of P. R. Mallory. 

He is former chairman of the sales 
promotion committee of the Ameri 
can Supply & Machinery Manufac- 
turers Association. He had also been 
secretary, vice president and a direc 
tor of the National Industrial Adver- 
tisers Association and president of 
the Industrial Marketers of Detroit. 

Mr. Howell is survived by his wife 
and two sons 


Littleton C. Barkley, 
Raybestos-Manhattan 


Littleton C. Barkley, 51, general 
sales manager of the West Coast Di- 
vision of Raybestos-Manhattan, Inc., 
Passaic, N. J., died August 27 at San 
Mateo, Cal 

Mr. Barkley joined The Manhattan 
Rubber Mfg. Co., now the Manhat 
tan Rubber Division of Raybestos 
Manhattan, in 1926. Two vears later 
he was transferred to the New York 
office as a salesman and was made as- 
sistant branch manager in 1937. He 
later served as manager of the New 
York branch from 1940 until 1944, 
when he was appointed sales manager 
of the Industrial Rubber Products 
Division at Passaic. 

In 1948, he became general sales 
manager of the West Coast Division 

| at San Francisco 
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AHLBERG 


BALL BEARINGS + SPECIAL 
BEARINGS + PILLOW BLOCKS 
AND OTHER MOUNTED UNITS 


EC SERIES PILLOW BLOCK 


. «+ for light-medium duty and normal 
speeds. Shaft sizes 
%" to 2%6". 
Compact design— 
sturdy construction 
—economical. 
Equipped with 
fixed or 
expansion type 
bearing at no 
extra cost. 


ED SERIES PILLOW BLOCK 


---@ low priced precision unit for light load 
requirements. Shaft 

sizes Ya" to 1% 6". 

Clean, trim 

appearance— 

smooth, quiet 

performance — 

long, 

trouble-free 

life expectancy. 


FEC SERIES FLANGE UNIT 


«++ for light-medium duty and 
normal speeds. Shaft sizes 
%," to 2%6". Equipped 

with precision, self- 

aligning extended inner 

ring bearing. Simple— 
sturdy —inexpensive. 


BALL BEARINGS 


. + + built to the 
highest standards 
of quality—in 
types and sizes 
for any 


Send for New Catalog Today! 


Contains complete information 
on the entire Ahiberg line. 


Ask about our sales and 
engineering assistance 


AHLBERG BEARING COMPANY 
3025 West 47th Street 
Chicago 32, Iilinols 





Harold J. MacDonald. 
United States Rubber 


Harold J. MacDonald, 54, of 
United States Rubber Co., New York 
City, died August 19 at a hospital in 
Wareham, Mass. He was. stricken 
while on a vacation trip. 

With the company for 33 years, h« 
was government sales manager of the 
electrical wire and cable department 
After starting in 1920 as a sales 
clerk in the Bristol, R. I., plant, he 
rose to various executive posts in the 
wire and cable department. 

In 1938 and 1939 he was presi 
dent of the manufacturers’ represen 
tatives club of New England. 

He is survived by his wife and a 
son, Harold J. MacDonald, Jr., now 


with the Air Force. 


A. Albert Klein, 
Norton Co. 
A. Albert Klein, 64, assistant di 


rector of research and development at 
Norton Co., Worcester, Mass., died 
suddenly at his home August 25. 

Known as one of the country’s lead 
ing authorities on abrasives, he was 
responsible in part at least for all im 
provements in Norton abrasive grain 
developed during the past 30 years 
He also did much work on the thermal 
analysis of feldspar, grain coatings for 
polishing abrasives, Norton boron cat 
bide, and the application of X-Ray 
spectroscopy to the abrasive industry 

He is survived by his wife, two son 
and four grandchildren 


Harold S. Turner, 
Behr-Manning 


Harold S. Turner, 59, treasurer of 
the Behr-Manning Corp., Troy, N. Y 
died August 17 in a Troy hospital 

Mr. Turner came to Troy in 1923 
to join John L. Thompson & Son 
Co., and four years later became a 
Behr-Manning executive. He held 
several posts including assistant sec 
retary and personnel manager until 
his appointment as treasurer 

He is survived by his wife, the 
former Helen Decelle 


W. Harold Hamrick, 
Crawford & Garner 


W. Harold Hamrick, of Crawford 
& Gamer, Inc., Spartanburg, S. C., 
died suddenly August 11 of a heart 
attack. 

He had spent many years in the 
industrial supply business throughout 
the Carolinas. 


COMPACT, BUT POWERFUL 


PRECISION-BUILT, 
RUGGED MITRE GEAR UNIT 


Hardened “ZEROL” gears 

Matched pairs of gears run in before assembly 
Double shielded ball bearings throughout 
Provision for re-lubrication if necessary 
Choice of four or five mounting faces 

High load capacity 


Long service life 


Compactly designed and rigidly constructed for guaranteed 
industrial service. 

14 and 1 HP. at 1800 R.P.M. with 250 and 750 in. Ibs. 
static torque, with two or three shaft extensions. 





DISTRIBUTORS’ INQUIRIES INVITED 
\ few choice territories now available, If interested, 
write for complete details of our Distributor Policy 





84 EMERALD STREET KEENE, N. H., U.S.A. 


tlso Manufactured and Sold Through Distributors in 
Canada by H&R Arms Co., Ltd., Montreal, P.Q 
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Book Reviews 











fii; FINE GREAT RULES OI psychology, but to learn a few basic 
SELLING: by Percy H. Whiting, — principles of selling and to be drilled 
\icGraw-Ilill Book Co., 330 W. 42. m these principles until they habi 
Sp New York 36. N. Y.. $3.50 tually apply them to their sclling 
problems.’ 
; The five steps of the selling pro 

Hhis popular 26l-page tract on cess are used by Mr. Whiting as the 
pure salesmanship” is now in its phasis for his instructions. These in 
fitth unpression, having been origi- clyde: (1) Gaining the prospect's 
nally published in 1947 and a perusal attention: (2) \rousing the interest 
# its contents written im terse, of the prospect; (3) Convincing th« 
pungent phraseology clearly demon prospect that it is an intelhgent 
trates the “why” of its success. The nove to buy; (4) Arousing the pros 
withor, Percy Hl. Whiting, is manag pect’s desire to buy; (5) Closing the 
ing director of Dale Carnegie & Co., Gale successfully. 
ind clearly practices what he preach« 
1 elling lias ach is in the book 1 he Vital Close 

Mr. Whiting strips the mystery of Mr. Whiting anticipates many in 
elling in a way the industrial supply dustrial salesmen’s objections to the 
ind equipment salesman would ap ipplicability of these five selling steps 
preciate. He claims there are only in their field, by stressing the fact 
five rules of selling that are vital; that under = various circumstances 
not even a score are important and some of them are combined and even 
not even a scant 100 are even worth  climinated, depending on the pros 
recording What salesmen need”, pect’s frame of mind, One step, how 
Mr. Whiting writes, “is not a lot of — ever, cannot be eliminated, even by 
rules or even a dose of fine-spun — industrial supply and equipment sales 





For Volume Sales 


CONCO SPUR GEAR HOIST 
In capacities ranging from '-ton through 25- 
ton. All modern features. Request bulletin 1540. 
For army type and low-headroom type trolley 
hoists request bulletin 1550. 


CONCO DIFFERENTIAL HOIST 


Light weight, low cost. Capacities -ton 
and 1-ton. Request bulletin 1520. 





CONCO |-BEAM TROLLEYS 


Plain or geared type, with Hyatt Roller Bearing wheels, 
in capacities of 1-ton through 10-ton. 
Request bulletin 1510. 


CONCO ENGINEERING WORKS 


Division of H. D. Conkey & Co., Division Street, Mendota, Iilinols 
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men, and that one is “closing the 
sale.”” Industrial supply salesmen can 
benefit immensely from Mr. Whit- 
ing’s revelations on this aspect of the 
selling job since he devotes half of 
the book to the vital problem. 

As stated before, Mr. Whiting’s 
chief concern in the book is “pure 
salesmanship”. It presumes the reader 
knows his products, their applications, 
their markets and his customers and 
prospects. As such it fills a common 
gap in the training of many indus 
trial supply salesmen. Mr. Whiting 
makes the application of his principles 
ibundantly clear in many different 
fields which should help the indus 
trial supply salesman in adapting 
them to his own purposes 


JAW 


OPEN THE MIND AND CLOSE 
like SALE: by John M. Wilson, 
\ficGraw-Hill Book Co., 330 W. 42 
St., New York 36, N. Y., $3.75. 


Ihe mind referred to here is the 
prospect’s. But the author implies 
that salesmen’s failure to open their 
own minds to the interests and points 
of view of their customers is the 
cause of most failures. 

Salesmen can’t open their pros 
pects’ minds to receive their sales 
arguments until they have first tried 
to understand what is going on be- 
hind that sometimes-silent mask be 
hind the desk, says the author. It’s 
not only a question of knowing how 
to meet objections, but actively draw 
ing objections out, allowing the cus 
tomer to have his say, and then dis 
posing of these obstacles. 

It’s been said that the primary 
function of a salesman is to answer 
objections. “If every prospect would 
express his objections on each step 
of the selling plan,” says Mr. Wilson, 
“selling would not be difficult.”” The 
silent-type prospect, he feels, is by far 
the most difficult. The objections he 
thinks of but does not express build 
up mental road blocks against buy 
ing—while the salesman continues 
blithely on to a dead end 


Sell With A Plan 


Selling with a plan to secure the 
information the salesman needs about 
a customer to arouse his interest can 
avoid this impasse, Mr. Wilson says 





STANLEY TOOLS, NEW BRITAIN, CONNECTICUT 


THE TOOL BOX OF THE WORLD 


[ STANLEY ] 


Reg. U.S. Pat. Off. 








HARDWARE ® TOOLS 
ELECTRIC TOOLS © STEEL STRAPPING © STEEL 
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ro OSt wanted tools 


A The demand for tools — good tools has never been 


greater. There’s a tremendous job to be done. And it must 
be done well .. . and fast. The men in industry responsible 
for doing it want tools they know and can trust. That's why 
they insist on Stanley Tools. Think of what this means to 
Stanley distributors in increased sales potential ... and profits. 


Think, too, of the other advantages that Stanley distributors 
enjoy. The Stanley line is complete ... not just one tool... 
but a full line of top quality tools for every industrial need, 


And Stanley distributors are backed by a powerful tool 

promotion program that works hand-in-hand with their own 
sales efforts. Month after month, millions of sales 
messages reach their best customers and prospects 
through the pages of leading industrial and 
consumer magazines. 


A bigger market ... a complete line of 
quality tools... backed by aggressive 


uusTeares’ advertising ... it adds up. Tie-in today! 
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WHATEVER tre JOB 


HAND cutting POWER cutting 


ferme oe eee re en — 


BANDSAW cutting 


your customers 


PREFER 


VICTOR 
Blades! 


= 


You're ready to solve any of your 

customers’ metal-cutting problems 

when you stock VICTOR Blades — there's 

one that’s best for the job to be done. 

There are other good reasons why it pays 

to stock VICTOR, too — 

You're stocking a line sold only through 

recognized distributors. 

You're stocking a brand known and preferred 

for quality and uniformity for over fifty years. 
You have the help of trained factory representatives 
who can help you answer your customers’ metal- 
cutting questions. 

You have the support of consistent advertising, 
year in and year out, in magazines your customers 
use in their jobs. 


EXTRA PROFITS 
AALS. VICTOR MOLYFLEX’ 
High Speed Blades / 


It will pay you to push How's Your Supply 
Victor Molyflex High Of Victor Metal-Cut- 
Speed Hand and Power ting Booklets? 
Blades. There's four Your customers can 
times the dollar profit in use them, and 

every sale for you — and they're yours free 
more than four times the for the asking. 
cutting efficiency for 

your customers 


\ / | Inquirtes Are Invited 
IC R From Interested Industrial 
Distributors 
G@ 2229 SAW WORKS, INC., MIDDLETOWN, N. Y., U.S.A. 


Makers of Hand and Power Hack Saw Blades, Frames and Metal and Wood Cutting Band Saw Blades. 
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That's the message of this 250-page 
work on salesmanship (two-thirds of 
it specifically concerned with the sell- 
ing interview), written by the vice 
president in charge of sales of the 
National Cash Register Co. 

Mr. Wilson’s “selling plan” is, of 
course, National Cash Register’s, but 
its basic steps would seem to apply 
just as well to the industrial selling 
interview. He points out that the 
prospect in an interview must be led 
through certain mental processes that 
follow logically if the sale is to close 
Ihese are: curiosity, interest, convic 
tion, desire and action. Correspond 
ing to cach of these is a specific step 
the ilesman must take; to incite 
curiosity, he must introduce himself 
the right way and secure favorabl 
ittention; to get interest, he must 
rouse it by asking the right ques 
tions; for conviction, he proves the 
need; to incite desire for the product, 
he proves its benefits, and finally for 
iction, he goes after the close—but 
scientifically, not haphazardly. How to 
do it for different types of prospects 
is explained in detail. 

lor those who want a blue print 
to fit almost every situation, Mr. 
Wilson supplies it. But success, he 
says, is likely only if you take ser- 
iously the main message—“open the 
mind” by asking enough questions 
(few salesmen do, he says), finding 
out what the prospect is really think- 
ing about (few salesmen really listen), 
ind then taking action accordingly. 


Salesmanship First 


Distributors recommending _ this 
book to their salesmen may be dis 
appointed in the small amount of 
space devoted to product knowledge 
But this is a book about salesman 
ship as a profession, not engineering 
Where engineering knowledge is re 
quired, the author takes it for 
granted that the would-be salesman 
has it—but from this point on he 
must start to sell 

Mr. Wilson says all salesmanship 

in be divided into three phases for 
training purposes (1) product know 
ledge, (2) knowledge of the selling 
plan, and (3) knowledge of the basic 
principles of selling. A man selling 
clevators or screw machines can get 
by—but only barely get by—with 
product knowledge alone, he says 
l’or the industrial field in general, all 
three phases are equally important, 
he judges 

Written in a breezy style, Open 
the Mind should be readily digestible 
for those who don’t like too heavy 
1 fare of weighty reading after a hard 
day. Yet the accent is on the specific 
throughout. Its “How-to-do-it” max 


ims stick in the mind VNP 








NEWS 


(Starts on page 124) 





R. H. Van Wiggeren 


Schmidt Mfg. Sets Up 
New Corporation 


Schmidt Mfg. Company, New 
Bedford, Mass., recently set up a 
separate corporation known as Ma 
chinery Sales Corporation which will 
distribute its lines of power trans- 
mission and materials handling equip 
ment. 

Clayton E. Schmidt, president of 
Schmidt Mfg. Co., is also president of 
the newly formed corporation. W. 
Valentine, former manager of their 
supply department, has left the or 
ganization and has been replaced by 
R. H. Van Wiggeren. Mr. Van Wig 
geren was formerly associated with 
Gates Rubber Company for seven 
years selling industrial rubber products 
in this area. 


Ahlberg Bearing 
Names Sales Head 


Ahlberg Bearing Co., Chicago, has 
appointed R. L. Shutte as sales man 
ager. 

Also named recently were P. H. 
Staerk as advertising manager, and 
J. FE. Davis as assistant treasurer. 

Mr. Shutte has been assistant sales 
manager for the past four ye: aS. Join- 
the company in 1928, he “was at- 
tached at various times to branches 
in Pittsburgh, Akron, Cincinnati and 
Detroit. 

Mr. Staerk has been with the firm 
33 years. Now manager of industrial 
sales, he will continue in that post in 
addition to his new duties as adver- 
tising manager. 


and you’re sure 
to sell again 


The Vincent line of dressers and cutters is designed and built to give 
satisfaction on every dressing application. The proof of that statement is in the 
ledgers of our distributors who have found that for over forty years Vincent 
sales are sure for repeats. 

First of all, Vincent has product advantages. The exclusive design of their 
Vincent-Huntington Dressers incorporates the hex bushing which extends dresser 
life and assures clean dressings without “wobble” or “drag.” Further, Vincent Cut- 
ters are made of alloy steel ond hardened by a special | : 
process that makes them just the right degree of hardness FOR CORRECT 
for best performance. DRESSER USE 

But just os important, Vincent Dressers and Cutters THs CHART— 
ore made in a variety of sizes and styles. There is no Wheskuptel ty face. 
danger of a good dresser or cutter making a poor show- eel rate hay 
ing due to mis-application. For every job, there is a © Use #2 Dressers on 

. : Wheels over 2° fees, 
correct Vincent dresser and cutter, designed right— @ Use sit witof?2 
built better. Vincent Steel Process Company, Presser on Wheels of 
2424 Bellevue Avenue, Detroit 7, Michigan. Wea soo 


TTNICE 


Bh ts 


SINCE dd 


! job....for the user—for you : 


tae We + WSS 1004 BITS + COMICAL CUTTERS AND HOLDERS + DIAMOND 
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Another big step 
for MARSH 


Make no mistake about it: the 
developments presented in the 
advertisement reproduced above 
will be recognized as the two 
greatest contributions to pressure gauges 
in recent years. This message has gone 
out to about a million users of pressure 


gauges telling them 


1. Marsh has perfected a new process 

the "“Conoweld process for fusing the 
socket, tube and endpiece of a gauge into 
one integral, permanently leak-tight unit 


2. Marsh has deve loped a new copper- 
clad cas the ‘“Marshalloy"™’ case — four 
times as strong and one-third lighter than 
a cast iron case, yet a8 non-corrosive a8 a 


plast cc cam 


Yes, the leader in the pressure gauge field 
has taken a atill longer lead. The most 
acceptable line has become still more 
acceptable. It will pay you to push the 
line that provides so much extra sales 
leverage the Marsh line of pressure 
gauges, dial thermometers, refrigeration 
controls and heating specialties 
Ask for latest catalog and price data 
MARSH INSTRUMENT CO. 
Sales Affiliate of JAS. P. MARSH CORPORATION 
Dept. C, Skokie, il. 


w ‘ 
REC ALIBRATOR 


, est ond 
R calibrator” my oie eon 
~ govge ' finishing 


The marsh 


¢ woy to correc 


J hy 
¢ adjustment — 


50 e 
oe superiative sited 
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GAUGES-+ VALVES + TRAPS 
DIAL THERMOMETERS 
HEATING SPECIALTIES 


New plant in El Segundo, near Los Angeles, will be in operation October 1. Thi 
company is also expanding its plant in York, Pa., to doubk production 





Allegheny Ludlum Expands 
Zirconium Strip Project 
Allegheny Ludlum Steel Corp., 


Pittsburgh, has announced plans to 
expand its program for production ot 
zirconium strip and other shapes for 
itomic energy applications 

Ihe COMMpany has carried on re 
earch for two years in melting and 
haping zircomum metal in coopera 
tion with the Atomic Energy Commis 
ion’s Bettis Plant in Pittsburgh, 
operated by Westinghouse Electric 
Corp 

The usefullness of 
comum for atomic reactors is limited 
by the presence of small amounts of 
the clement hafnium present as a con 
taminant in the metal. Oak Ridge 
Laboratories have now developed a 
process to remove it and obtain sponge 
which is free of hafnium, and Alleg 
heny Ludlum is the first private or 
ganization to go into the melting of 
his sponge material 

Zirconium melting is done at the 
company's Watervliet, N. Y., plant 

Allegheny’s first work with this 
metal was done in 1951, when West 
inghouse called on the company for 
production of zirconium wire from 
billets. ‘This was accomplished at the 
company’s stainless steel wire mill at 
Dunkirk, N. Y. 

Most of the company’s present out 
put is in strip, with some small flats 
being produced. Occasional wire o1 
ders are also filled. Allegheny Ludlum 
officials feel that any product nor 
mally produced on steel mill equip 
ment will be possible 

They point out that recently ther 
has been interest in the production of 


normal zit 
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zurcomium tubing, Experimental work 
on tubing has been carried out on 
the firm’s new hot extrusion press and 
cngincers believe zirconium tubing by 
this method is now practical 

Reason for interest in zirconium 
for certain reactors are that zirconium 
wastes few neutrons and has a high 
resistance to certain kinds of corro 
ion, 


Youngstown Sheet & Tube 
Buys Into Fiberecast 


Youngstown Sheet & ‘Tube Co. has 
acquired an interest in Perault Fiber 
cast Corp., Tulsa, Okla., manufac 
turer of glass fiber-reinforced thermo 
setting plastic pipe. 

The concern is changing its name 
to The Fibercast Corp. 





ACCOUNTING personnel are always 
busy at Great Lakes Supply Co., Chi- 
ago. The department is headed by 
James F. Kellev, secretary-treasurer 





When DISTRIBUTORS sell tools with 
qualities like these ... it means 


sales repeat, repeat 
and repeat! 


f/ @ 
DOUBLE LE TOOLS 


HAVE BOTH 


endurance 


AND 


accuracy 


It takes both to produce quality 
tools . . . for each is dependent upon 
the other to give trouble free performance. 


CHICAGO-LATROBE makes sure that the complete line of Double 
Circle Tools has both endurance and accuracy. It is a result 

of high quality CHICAGO-LATROBE standards . . . with each 
manufacturing step carefully checked . . . and the finished 
product scientifically inspected by experienced craftsmen to 
insure precision tools. 


To back up CHICAGO-LATROBE’S determination of maintaining its 
enviable reputation for leading quality, every fifth employee is 
a quolified inspector. No finished tool can escape these 

skilled inspectors without having the qualities of both 

endurance and accuracy. 


To insure low yearly tool costs it will pay you to specify 
DOUBLE CIRCLE TOOLS. 


DOUBLE CIRCLE 
TOOLS 


DRILLS © REAMERS © COUNTERSINKS © COUNTERBORES © CARBIDE TOOLS «¢ SPECIAL TOOLS 
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RO 


BETTER SEEING TOOLS FOR INDUSTRY 


Light the Vital 
Seeing Zone 


on Machine Tools, Inspection 
and Assembly Benches 


MODEL 3267-H-174 
Overall length 3234”. 
Three instantly adjust- 
able joints. Flat oblong 
base for machine screw 
mounting. 


$6 12 EACH in pkg. of 6 
° Single Units $7.65 ea. 
Rugged Construction withstands vibration and rough 
handling 
Instantly Adjustable with flexible ball and socket joints 
Baked Enamel Finish—Exterior, Smooth Gray—Reflector 
Interior, high temperature White 
Reflector accommodates 100 watt or any A-19 or A-21 
medium screw base lamp 
Wired Complete with switch socket and 8 ft oil resistant 
cord and moulded plug 
WRITE FOR COMPLETE CATALOG of 
Localite models with various type 
reflectors, arms and bases for every 
industrial use. 


THE FOSTORIA PRESSED 
STEEL CORPORATION 


FOSTORIA, OHIO 
Localites ore available through electrical 
wholesalers everywhere 


Directs Light 

Exactly where Needed 
as Easily as Pointing 
Your Finger 


J. H. Matthews 


Raybestos-Manhattan 
Promotes Matthews 


J. H. Matthews was appointed ex 
ecutive vice president of Raybestos 
Manhattan, Inc., at a recent meeting 
of the board of directors of the Pas 
saic, N. J., manufacturer. 

Starting with The Manhattan Rub 
ber Mfg. Co. in 1914 as a Stevens 
Institute of Technology graduate, Mr. 
Matthews became assistant factory 
manager of the Manhattan Rubber 
Division of Raybestos—Manhattan in 
1940. He became a director of the 
company and assistant general man 
ager of the division in 1942, and in 
1947, a Ravbestos-Manhattan vice 
president. 

He is also vice president of the 
Canadian Ravbestos Co. and is in 
charge of the company’s Wabash Di 
vision at Crawfordsville, Ind., and 
the new Neenah, Wis., plant 


fee U 5S Pet OF 


ene ee mene os 


») +50 
sell shim st ; 
$ stock — 
Le 
. 


by 


Frank Tracy Elects 
| Al Shaw as Secretary 


not by the inch! 


This handy storage rack holds four cartons 
of 6 x 100” brass or steel shim stock 
...in gauges of your customers’ choice. 
Sell the stock — sell the rack... then enjoy 
the pleasure of your repeat sales. Na- 
tionally advertised top quality products. 
Your name printed FREE on rack with order 
for 50 or more racks, 


SIMPLE TO USE 
Customer simply snips stock 





off roll. Handy, saves time, 
prevents waste and protects 
shim stock too! 
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4110 Union Street, Glenbrook, Conn. 


Al Shaw, purchasing executive at 
Frank Tracy, Inc., has been elected 
secretary and a director of the New 
York City house. 

Mr. Shaw has been with Frank 
Tracy for 20 years. Starting as an 
inside salesman, he later took charge 
of all inside sales and several years ago 
became head of purchasing. Before 
joining Tracy he worked for A. H. 
Robinson & Co., New York City 
contractors. 

Mr. Shaw will continue in charge of 
purchasing. 


Joins Insurance Board 


H. Mitchell Harper, president of 
The H. M. Harper Co., Morton 
Grove, IIl., has been elected to the 
advisory board of Lumbermans Mu 
tual Casualty Co. 





Texas Companies Tell 
Free Enterprise Story 


Briggs-Weaver Machinery Co id 
[he Murray Co. of Texas were among 
54 Texas firms contributing full-pag 
ads to a newspaper series, “The Stor 
of Free Enterprise,” which recently 
won the 1952 Honor Medal of Fr 
doms Foundation, Valley Forge, Pa 
The series was published recently in 
booklet form by the Dallas Morning 
News. 

Purpose of the ads was to publiciz 
“stories of free enterprise in action 
by business leaders who felt it wa 
time to confront propagandists with 
the records.” 

Contributors took page ads. Both 
Briggs-Weaver’s and Murray Co.’s in 
cluded the companies’ histories and 
pictures of the founders, early head 
quarters and present modern build 
ings. 

» The | story of  Briggs-Weaver 
growth stresses the vision of its tw 
founders, J. C. Weaver, an enginect 
and C. H. Briggs, machine supplier 
who formed a partnership in 1896 and 
risked their future and small savin 
on the promise of a ‘Texas oil and in 
dustrial boom. 

The Murray Co.’s ad describes ho 
the familiar story of Eastern industt 
giants’ founding branches in_ the 
Southwest was reversed in the case of 
this Texas distributor and manufactur 
ing firm. Organized in 1900 in Ea 
Dallas by John McDonough to mak 
a cotton ginning system, the compan 


bought out a large Massachusett f : 
. r ns , 


machinery firm 38 years later and in ee Se ee er eee Senator ee 

1947 purchased the Boston Gear * * 

Works at North Quins, Mi hejust heard about it 
We don’t expect you to react like the young fellow above, 
but we do think many of you Distributors should know that 
Wood's manufacture a complete line of Mechanical Power 
Transmission Equipment, and that Wood's will help you 
build new and repeat business by meeting your customer's 
requirements, promptly and efficiently . . . Our 96 years in 
business vouch for this. 

As a Wood's Distributor, you can depend upon getting a 
complete “backing up,” sales wise. All inquiries from our 
extensive Tradepaper Advertising are forwarded to Distribu- 
tors. In addition, you are supplied regularly with helpful 
Direct Mail for your own prospect list; also Field Engineer- 
ing and Sales Assistance are gladly given when necessary. 

If you are interested in becoming a Wood's Distributor, 
drop us a line . . . You'll profit by it. 


SHEAVES © V-BELTS © ANTI-PRICTION BEARINGS © STOCK FLAT BELT PULLEYS 
HANGERS © PILLOW BLOCKS * COUPLINGS © COLLARS * MADE-TO-ORDER SHEAVES 
“ND PULLEYS © ‘‘SURZ-GRIP'’ STANDALD, SU7ER AND STEEL CABLE V-SELTS 
COMPLETE DRIVES 








PRESIDENT and general manager 
Walter S. Schwaner, directs the opera T.B. SONS CO. CHAMBERSBURG « PA. 


tions of Industrial Specialties Company 
Pawtucket, R. I. Industrial Specialti: Mechanical Power Transmission Manufacturers Since 1857 


was formerly the power transmission d 
vision of Builders Specialties Com 

‘ lites, — . Branches: Cambridge, Mass.; Nework, N. J.; Dalles 
but now function I! dk a nd nt 
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As Americo girds for the ‘Battle of 
Production,’ industrial facilities as 
sume greater importance . . . must 
be better protected against loss, 
carelessness and even sabotage. 
Too! cribs, material bins, paint 
booths, employee lockers, factory 
doors and gates must be locked— 
SECURELY. You do your customers 
a favor when you remind them 
of these security measures and 
recommend 


Master ™ 


Built Like a Bank Vault Door! 
Lominated steel cose for powerful 
protection, worlds strongest! con 
struction pin tumbler security 
‘ precision brass cylinders for 
long life and easy action 

Master Jock Company 

Milwaukee 45, Wis. 


Special servic: 
on master 








\ World's Leading Padlock Manufacturers 
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Chain Belt Buys New Plant in Toronto, Canada 


_—7 a 
ee 


Canadian Chain Belt, Ltd., is the name of the Milwaukee firm’s new subsidiary in 


loronto, Canada 


Cham Belt Co. of Milwaukee has 
acquired a new plant in ‘Toronto, 
Canada, for manufacture of certain 
of its products. ‘The company re 
cently bought controlling interest in 
Crothers Engineering, Ltd., which 
will now be operated as Canadian 
Chain Belt, Ltd. 

Officers of the new Canadian afhili 
ate are L. B. McKnight, president; 
©. W. Carpenter, vice president and 
treasurer; J. D. McNish, secretary; 
ind Charles Barkworth, general man 
ager. 

rhe plant is located on a ten-acre 
tract in the industrial outskirts of 
Toronto. For the present it will con- 
tinue its general metal fabrication and 
machine work operation for Canadian 
industry. Chain Belt officers said that 
certain Chain Belt products will soon 
be added to its output, the first of 
these probably in the construction 
machinery line. 

The new plant is the cighth on the 
roster of the Milwaukee Manufactur- 
ing Company 


Republic Steel Names 
Sales Executive 


Joseph K. Bole, Jr., has been ap 
pointed assistant manager of sales of 
the Bolt & Nut Division of Republic 
Steel Corp., Cleveland. 

Now assistant district manager of 
Republic’s Washington, D. C., office, 
Mr. Bole has been working for Re 
public and predecessor companies in 
various capacities since his graduation 
from Cornell University in 1928. As a 
salesman, he has represented the com 
pany in Indianapolis, Philadelphia, 
Detroit and Cleveland. During World 
War II, he served on the War Pro- 
duction Board as a member of the 
Steel Mill Maintenance & Repair In- 
dustry Advisory Committee. 

Herbert D. Burdick will continue 
as an assistant manager of sales of the 
Bolt & Nut Division. 
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The three-vear old plant is the former Crothers Engineering, Ltd 





Southern Representative 
Named by Alloy Rods 


Alloy Rods Co., York, Pa., has ap 
pointed Virgil C. Reed as field repre 
sentative for the southeastern and 
southwestern states. 

Mr. Reed, who attended the Uni 
versity of Houston, has worked in both 
engineering and sales in the welding 
industry. His headquarters will be in 
Houston. 








CAR MOVERS - 
SPURS - 
HANDLES - 
REPLACEMENT PARTS - 





© Car Movers in three types 

POWER KING (heavy)— 

No. 5 NEW BADGER and No 

9 BADGER NEVERSLIP for 
standard duty. 


Spurs are a vital part of Car 
Movers. ADVANCE  SLIP- 
PROOF SAFETY SPURS fit 
all makes. 


Handles for replacement on 
Car Movers are made of 
selected hardwood straight 
rained and turned oversize 
ur Safety HANDGUARD 
tits all Cor Mover handles 
and is a safety item. 

© Replacement Parts . . . we 
carry a full line for emer- 
gency and repair. 
These are all good Distribu- 
tor items @ we urge 


users to buy thru their 
local distributor. 


[ADVANCE 
CAR engtinas = 











Either way... 
YOU CASH IN! 


WILLIAMS CARBON STEEL WRENCHES... 


in a complete line of patterns and sizes. Drop-forged, 
machined and finished in black baked enamel with 


bright heads. 


2 


The broad expanded line of Williams tools 
gives you an excellent selling advantage. In 
practically every case, you can supply the 
right tool at the right time for the job. 
Take wrenches for example. From carbon 
wrenches to IMPACT “Supersockets,"® you 
can match the tools to the production- 
assembly method of your customer. Note, 
too, the full range of patterns and sizes 
available in each. 

In selling Williams tools, you have the added 
advantage of known quality, experienced de 





WILLIAMS IMPACT “SUPERSOCKETS”” .. . 


exceed every claim made for them. Fit all power 
wrenches. 7 square drive sizes. Over 500 sockets and 


accessories. 


sign and an unmatched performance record 
When you consider the business integrity 
and cooperation such as the hard-hitting 
advertising supporting your sales, it makes 
sense (and dollars) to stock and sell 
Williams, tools. 


YOU can get more detailed product 
and application information from 
Catalog 201...Just write us for 


a copy. 


J. H. WILLIAMS & Co., 509 Vulcan Street, Buffalo 7, N. Y. 
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Back into service 
with greatest speed 


The key to the 
power and speed 
of ATLAS CAR 
MOVERS is the 

mpound lev 


ATLAS sovers 


Railroads are handling a volume of traffic 
which dwaris anything in the history of 
transportation. In this job there is sur 
passing cooperation of shippers and re 
ceivers of treight in keeping freight cars 
on the move. 

The job of getting ATLAS CAR MOVERS in 
the hands of these shippers and receivers 
of freight is an important one as well as 
a profitable one for distributors. The more 
ATLAS CAR MOVERS in use the faster cars 
are unloaded and empties returned. Now 
is the time to sell them. 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


1421.25 8. 2nd St. Milwaukee 4, Wis. 








COLLET 
EQUIPMENT 


Use-Em-Up Type Drill Sleeves 
Use-Em-Up Type Drill Sockets 
Standard Type Drill Sleeves 
Standard Type Drill Sockets 
Short Shank Type Sleeves 
Short Shank Type Sockets 
B. & S. Taper to B. & 5. Taper Sleeves 
B. 4 S. Taper to Standard Taper Sleeves 
Standard Taper to B. 4 S. Taper Sleeves 
Rough Shank Sockets 
Solid Type Sockets 
Morse Taper Shank Tap Sockets 
Standard Spot Facing Cutter Bars 
High Speed Point Lathe Centers 
Gashen Stee! Lathe Centers 
Pipe Centers for Lathes 
Lathe Bushings 
Blank End Arbors 
Chuck Arbors 
Drill Drifts 
Magic Type Chucks and Collets 


Standard tools for all drilling, reaming, and 
tapping needs and special tools to order 
Immediote attention to regular of special 
requirements 


THE COLLIS COMPANY 


DEPT. A 
CLINTON, IOWA 


U. S$. Diamond Wheel Completes Aurora Plant 





Diamond grinding wheels are being produced in this recently opened Illinois plant 


of United States Diamond Wheel Co 


designed to expand firm’s output 





Fiberglas Contractor 
Names General Manager 


Hlenry RK. Hogendobler, former in 
dustrial insulators sales manager of 
Owens-Corning Fiberglas Corp., ‘To 
ledo, has been named vice president 
md general manager of the Fiberglas 
Contracting & Supply Co. in Cin 
cinnati 

He has been with Owens-Coring 
ince 1938, the year the corporation 
was founded. Starting as plant engi 
neer at Newark, Ohio, he later served 
is manager of the company’s Cincin 
nati branch office, chief engineer of 
the company, ind, from 1945 to 1952, 
hief engineer 

Fiberglas Contracting & Supply 
erves southern Ohio, Indiana, and 
northern Kentucky with branch offices 
in Louisville, Davton, and Ports 
mouth, Ohio 





EARL J. BOYER has joined the Shef 


field Corp., Dayton, Ohio, as applica 


Power Transmission Group 
Holds First Meeting 


Ihe New York Chapter of the 
Power ‘Transmission Council held its 
first meeting of the season recently at 
the Roger Smith Hotel in Manhattan. 

H. Fleischer and D. B. Badholt, 
of The Falk Corp., discussed “Appli 


cation ot (sears F 





JA@Q> DETROIT STAMPING COMPANY 








332 Midland Ave. » Detroit 3. Mich. 


tion engineer for Measuray gages 
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Ryerson Chairman 
Retires after 48 Years 


Harold T. Ressler, chairman of the 
executive committee of Joseph T. 
Ryerson & Son, Inc., Chicago, retired 
recently from active service after 48 
years with the company. He remains 
as a director. 

Mr. Ryerson is the second oldest in 
point of service among the company’s 
+,000 employees. 

Joining the company in Chicago in 
1905, where he grew up, he became 
manager of the St. Louis plant in 
1914. In 1929 he was made general 
manager ot sales for all plants and in 
1932, vice president in charge of sales. 
Between 1934 and 1944 he was New 
York operations manager and super 
intendent of three of the company’s 
plants. For the following six years he 
was in Chicago as first vice president 
and in 1952 became chairman of the 
executive committee. 

He was president of the American 
Steel Warehouse Association in 1934 
35 and later a director and chairman 
of its executive committee. 


Powder Metal Group 
Issues Progress Report 


The Metal Powder Association re- 
cently issued an 1]l-page booklet on 
the proceedings of its ninth annual 
meeting held last Spring in Cleveland. 

Subjects include: the use of metal 
powders and powder metallurgy in 
electronics, production of precision 
high-density parts, and applications 
such as friction materials for auto 
matic transmissions. Special fields cov 
ered include alloy powders, non 
metallic impregnation and the powder 
metallurgy of aluminum. A survey of 
iron powder production capacity is also 
presented. 

Copies are available from the Metal 
Powder Association, 420 Lexington 


Ave., New York 17, N. Y. 


Briggs-Weaver Drivers 
Get Safety Awards 


Twelve safety driver awards were 
recently presented by Briggs-Weaver 
Machinery Co., Dallas. 

Recipients were: Johnnie B. Givens, 
for a seven years’ safety record; Asa 
Benningfield and Tommic Hood, for 
five years; Leroy Smith, four years; 
Robert Gilmer and Leslie Stimpson, 
three years; Clarence Connor, Hays 
Tigert, John T. Dominy, Joe Harrison 
and Lonnie Solomon, two years and 
George Robinson, one year. 

John Sommers made the presenta- 
tions of pins and cards. 


MULCONROY HYDRAULIC 9) 
HOSE ASSEMBLIES =| 


With 


“PRESS-LOCK” COUPLINGS 


The ideal hose assembly for all kinds of hydraulic equipment, assuring the great- 
est degree of safety, efficiency and economy. Hose is highest quality hydraulic 
type, in constructions to meet any required working pressure. “Press-Lock” 
Couplings have established a new standard for hydraulic hose connections, 
giving the hose unequalled resistance to shock loads and the effects of continuous 
flexing. They are the pressed-on type, with a three-way gripping arrangement 
that makes them integral parts of the hose. Cut-away view shows how the 
“Press-Lock” utilizes entire hose wall, 

and illustrates the unique method of 

anchoring coupling to hose. 


“DYNAMITE” Armored, Insulated STEAM HOSE 


Style 801. The ultimate in strength, 

safety and durability for every steam 

service at pressures up to 150 Ibs. 

Special compound tube resists high 

temperature charring and the swell- 

ing action of hot water, and is insu- 

lated and protected by lining of woven asbestos. This asbestos lining has full- 
length steel wire spiral to guard against buckling or collapsing. Multiple-ply 
duck carcass is surrounded by two-layer armor of braided galvanized steel wire. 
Further strength and protection is provided by outer full-length spiral of half- 
round gclvanized steel wire. Sizes '2” to 3”. 


The above are but two of the many MULCONROY Hose Specialties 
which you, the Distributor, can sell to advantage and profit. Write for 
catelogs end literature describing the complete MULCONROY line 


"MULCONROY Séarua... 


'F 
4 


¢ 
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PHONE CONVERSATION holds the 
complete attention of Harry Eckland, 
sales manager of Clifford Peterson ‘Tool 
Co., Chicago 





San Diego Territory 
Set up by Norton 

Norton Co., Worcester, Mass., has 
organized a new West Coast territory 
centering in San Diego. It will be 
headed by Phil Threshie, recently pro 
moted to abrasive engineer 

Two representatives, Robert P 
Cooper and Robert N. Hamilton, ar 
rived last month for assignments in 
the Los Angeles area. 

Bob Cushman, Pacific Coast district 
manager, said the changes and addi- 
tions will enable the company to keep 
up with the growing market in the 
Pacific Southwest. 

Mr. Cooper, a Norton field engi- 
neer, is a graduate of the University 
of Michigan and veteran of both 
World War II and the Korean War, 
in which he served as an Army lieu- 
tenant. 

Mr. Hamilton, also a field engineer, 
is a graduate of Worcester Tech and 
a Navy veteran of both recent wars. 

Both Mr. Cooper and Mr. Hamilton 
wili work out of Los Angeles with 
Harry Brusland, Norton’s abrasive 
engineer who is responsible for Los 
Angeles and adjoining counties to the 
north. 

Mr. Threshie will cover San Diego 
and adjoining counties and the state 
of Arizona. 


is a g° FA i ° FOOD PARADOX 


Cc d 
BOLT COMPANY ik demerit kaa one 
income was down, food manufacturers 


had a lean-profit year and food chains 
North Tonawanda, N. Y. didn’t fare too well, Food Engineering, 


Sales Offices in Principal Cities McGraw-Hill publication, points out. 
PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS @ NUTS e RIVETS “AND SPECIAL FASTENERS 








Get the benefit of top-quality bolts, packed in 
clearly-labeled, sturdy corrugated board con- 
tainers. Use the up-to-date information of our 
concise, simple to use catalog to order and 
stock Buffalo Bolts. 
You'll get the perfect combination of supe- 
rior bolts in superior cartons at the same 
price as ordinary bolts. Order in either car- 
load or Lel lots. They're easier to stock, 
and handle... move better. Write for 
Catalog #51 and also ask for circular on 
Ss weights and types of bolts in 
andy Pack cartons. 











Division of Buffalo-Eclipse Corporation 
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X marks the shot where... COPYFLEX saves 


10,000 clerk-hours for industrial wholesaler* 





How COPYFLEX Paid Off 


* Freed five full-time clerks for other 
work 
Cleared up back order snarls 

* Eliminated invoicing lag of 2-3 
weeks 
Ended transcription errors 
Speeded orders to warehouse 60 
minutes after receipt 
Prevented shipment of wrong mer- 
chandise 





Some 6,500 orders for more than 
35,000 different items poured into the 
office of a big Midwest industrial whole 
saler every month 

But customers in five states com 
plained about receiving wrong mer- 
chandise . . . billing was two to three 
weeks late . . . back orders were piling 
up . invoicing errors were a con 
stant headache. 


Then a Bruning Copyflex order-in 
voice system was put to work. One 
simple form eliminated eleven separate 
typing operations on each order. All 
required copies were made on a Model 
14 COPYFLEX machine. Clerk-hours 
were saved, errors stopped and costs 
reduced. 


Facts About COPYFLEX 

Copies anything typed, written, 
printed or drawn on ordinary trans- 
lucent paper... gives errorproof, 
ready-to-use, black-on-white diazotype 
copies in seconds . . . requires no ex- 
hausts, dark rooms or messy inks, 
needs only an electrical connection 
Costs — for all charges — average less 
than 2¢ a sq. ft. of copy 


High Paperwork Costs? 


Put an end to high cost in your 
paperwork with a Bruning Copyflex 
order-invoice system. No matter what 
procedure you now use, Copyflex can 
be adapted to it and process your paper- 
work in minutes instead of hours. Send 
coupon today for free booklet. 


*Name on request 





- — on oe oe CHARLES BRUNING COMPANY, INC.<@ a= om oe oe "1 
Modul 14 


COPYFLEX MACHINE 4700 Montrose Avenue, Chicago 41, Illinois Dept. 1103 i 


(2 Send me free booklet 
( Show me how | can use a COPYFLEX order-invoice system 


te | i 
an a ~ — | 
BRUNING) : =: . 
| Company 
! Address 
Today’s Paperwork Engineered i City 
with Jet-Age Speed I 


a ae as oe es a OFFICES IN PRINCIPAL qmapasesenenevenell 





Zone ...... Hate 
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Westinghouse Plant 
To Build Motor Parts 


Westinghouse Electric Corp. will 
convert its plant at Attica, N. Y., to 
building motor parts for the com 
pany’s Motor & Control Division. 

Westinghouse announced last May 
that the Attica plant, which built in- 
| dustrial stokers, would continue to 
produce stokers only to fill current 
orders. ‘The stoker work is expected 
to be completed by October 1 and 
ix or eight months later the new 
products will be in full production, 
company officials said 

Ihe present plant management will 


GRC CAP NUTS remain. Employment, now at a low 


. level, will be increased gradually as 
bright Hale new operations start, officers said. 


i Phe plant normally employs 200 
__ ae * DEPENDABLE 


* RUSTPROOF Named to Lamp Division Post 


* DURABLE L. F-. Fitzpatrick has been appointed 
assistant to Fk. M. Sloan, general man 
ager of the Westinghouse Lamp Divi- 
sion. With the company since 1942, 
Mr. Fitzpatrick was formerly assistant 
to the general manager of the tele 
vision-radio division 





Plant Executives Picked 


The Westinghouse Lamp Division 
has appointed James FE. Woodall to 
the new post of manager of manufac- 
turing in a reorganization of produc- 
tion facilitics at Bloomfield, N. J. 
William J. Williams fills the newly 
created post of manager of manufac 
turing enginecring 

Other appointments are: Elwood 
W. Noxon, named manager of north- 
em plants; and Charles T. Nichols, 
manager, Southern plants 





GRC WING NUTS 


Exclusive, finger-grip de 
sign; easy to assemble, 
disassemble; brightly 
finished; clean threads 


For mter volurry elling 
GRC exclusive die cast Wing 
Nuts and Cap Nuts in fast sell 
ing display assortments—packed 
four popular sizes to box! 


Also woailable in bulk in all 


commercial finishes 


Write today for 
samples and prices 


aie T 
mi 5 HANDY DUMBWAITER gets orders 
GRIES REPRODUCER CORP. Sp ~ | downstairs fast from second floor office of 
Pit | Seither & Ellis, Inc., Newark, N. J. Ted 


Beer wee oy 
— aweee Syonee, Sew Gesaete, OV. i Blumenfeld, sales manager, demonstrates 
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Seymour Smit 
<snap-Jock 


PLIER-WRENCH 
DE LUXE 


No. 2610-10” 
‘No. 2607-7” 


exclusive 
advantages 


@ SWIVEL JAW 
Adapts itself to the 
shape of the piece held—and 
assures firmer, more secure grip. 


JAW SIZE INDICATOR 
Saves time. You preset jaws to approxi- 
mate size of object to be gripped. 


LOCK RELEASE 

No struggling to loosen from the work. 
With one finger you instantly release its 
one-ton vise-like bite. 


ane . p> No. 610-10” 


UTILITY PATTERN =" 
Snap Jock | 


Same locking principle, same 
rugged construction as 
Snap-Lock de luxe, but without 
special features above 


FREE SALES AIDS 


Attractive counter display card 
Compact, colorful display box 
New envelope stuffer 
Newspaper mats 





Write “SNAP-LOCK” on your want book 
Your Seymour Smith distributor 
has full information 


Seymour Smitn 


Seymour Smith & Son, Inc., 34110 Main St 
Oakville, Conn 
Soles Representative 
John H. Graham & Co., Inc., 105 Duane St., N.Y. 8, N.Y. 





Edwin K. Ohse 


Fresno Branch Manager 
Named by Dallman Co. 


Dallman Co., San Francisco, ha 
appointed Edwin K. Olise as manager 
of the company’s Fresno branch. 

Mr. Ohse worked for many years 
as salesman for California Fresno 
Supply Co. and Dallman Co. which 
acquired the business of California 
Fresno Supply in 1948. He was also 
for several years manager of a-heating 
and air conditioning supply house 
serving the San Joaquin Valley. He 
began his career in the plumbing 
and heating field as a journeyman 
plumber 


Carborundum Elects 
Booth Vice President 


Theodore H. Booth, recently named 
general manager of the Bonded Prod- 
ucts & Grain Division of The Car 
borundum Co., Niagara Falls, N. Y., 
has been elected vice president of the 
company 

Mr. Booth was assistant vice presi 
dent of Walworth Co., New York 
City, in charge of manufacturing be 
fore coming to Carborundum in May, 
1952. He was then named director of 
manufacturing in a staff capacity. A 
mechanical engineering graduate of 
Cornell University, he is a son of the 
late Charles Arthur Booth, formerl; 
vice president of Buffalo Forge Co. 


Oliver H. Van Horn 
Names Representative 


Cecil FE. Gordon has been ap 
pointed Dallas sales representative for 
Oliver H. Van Horn Co., New Or 
leans. 

At one time a machinist, Mr. Gor- 
don was for several years manager of 
the Tulsa branch of Perry Machinery 
Co., Dallas, and Jater manager of the 
machine tool division of Industrial 
Equipment Co., Tulsa. 


Teamwork gives all 
Shaw teat" 


Distributors 





every opportunity 
for profitable sales 


The great success of ‘Shaw-Box' Distributors in selling our products is the result 


of a firm sales policy based on mutual understanding and co-operation. 


For more than 66 years, our facilities and personnel have been devoted exclu- 
sively to better, more economical load handling for industry. Today, our ‘Load 
Lifter’ Hoists and Cranes, ‘Budgit’ Hoists, ‘Budgit’ Chain Blocks, and other lifting 
specialties incorporate many advanced engineering and operational features that 
give “Shaw-Box" Distributors unequalled sales advantages. Equally important are 
the standardization and mass-production methods that enable our Distributors to 


carry adequate stocks for prompt delivery to their customers. 


Thorough schooling in the qualities that make our hoisting equipment outstanding 


. practical sales tools . . . effective promotional materials . . . co-operation 
in the field from our own sales staff .. . consistent advertising — all are provided 


to make selling easy and profitable for "Shaw-Box" Distributors. 


The ever-increasing use of our products is clear evidence of the many contribu- 
tions 'Shaw-Box" Distributors are making to the efficiency of America’s rapidly 
expanding industries. There is no substitute for distribution of such high calibre. 
Our Distributors can continue to look to "Shaw-Box" for new and improved 


products that can be sold easily and profitably. 


2 




















] 
MANNING, MAXWELL & MOORE, INC. 
Shaw-Box Crane & Hoist Division 
MUSKEGON, MICHIGAN 


MAKWELL 


MANNING) 


if 


| 


4 ts and other lifting «s sitie« Maters of ‘Ashercft . 
Valves Consolidated sfety and Relief Valve snd ‘Ame 


Instrument 


| 
| Builders of "Shaw-Box"’ and ‘Load Lifter’ Cranes, ‘Budgit 
j 
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No other valve like 


LONERGAN 


UNI-LINE 


41-W-200 SERIES 














Here's why this new 
safety valve is easy 
to sell... 


*® a Much Higher capacity per size, than any 
other safety valve 


© «a free-acting, self-aligning disc 


© a “tloating’ guide (readily adjustable for 
control) assists in opening and closing 
action, as well as affording an additional 
self-aligning feature 


® a Disc and Disc holder of forged copper 
alloy, not castings. Briefly, these “fea 
tures” offer the following advantages 


Reduction in size of boiler opening required 
to mount valve, due to lorger capacity trom 
smatier valve sizes—ond thus reduced cost of 
discharge piping. Reduction in boiler head 
room. Reduction in shipping charges (less 


weight). Easier and more positive operations 


Easy replacement or re-conditioning of working 
parts (low maintenance) 


Available in sizes from 1'5" through 6” 
Lonergan UNI-LINE Valves are V & W Na- 
tional Board approved design product 
engineered for economy. (A leading boiler 
monutocturer, name available, has tested, 
#approved and highly appraised all claims.) 


Write for new descriptive literature 


| ed ales wore es 


J. E. LONERGAN CO. 


ESTABLISHED 1872 
215 RACE STS., PHILA. 6, PA. 
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Harry C. Fleming 


Jones & Laughlin 
Names Representatives 


Jones & Laughlin Steel Corp., Pitts 
burgh, has appointed Harry C. Flem 
ing, Jr. as Youngstown area represen 
tative for the company’s Warehouse 
Division. 

With Youngstown as focal point, 
Mr. Fleming’s territory will include 
points as distant as Akron, Ohio, and 
Sharon, Pa. Deliveries to Youngs 
town will continue to be made from 
the company’s Pittsburgh warehouse. 

An employee of the Pittsburgh 
warehouse for the past year, Mr. 
Mleming graduated from Princeton 
University in 1948. He was an Army 
major during World War II, and com 
pleted a second Army tour of duty in 
1950. He was for several years archi- 
tectural designer and engineer for the 
ric Enameling Co 


Russell, Burdsall Treasurer 
Takes Government Post 


N. Comly, vice president 
ind treasurer of Russell, Burdsall & 
Ward Bolt & Nut Co., Port Chester, 
N. Y., has taken leave of absence to 
idministrator of the 
Authority in 


Samuel 


serve as assistant 
National Production 
Washington 

He wili direct operations of the 
industry divisions of NPA, and will 
ilso assist in planning and staffing the 
proposed new Business Services Ad 
ministration, successor agency to NPA. 

Mr. Comly served a previous tour 
of duty with NPA as director of the 
General Components Division. Dur 
ing World War II he was consultant 
for the War Production Board’s Build 
ing Materials Branch 

He has been associated with Russell, 
Burdsall & Ward since 1919. 
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buy a better 
“soft! hammer 
— anywhere | 


There's plenty of 
power cushioned in 
the tough, resilient 
water buffalo faces 
that give delicate 
parts and fine fin- 
ishes full protection. 
And faces are easily, 
quickly replaced 
You have a comfort 
able, non-slip grip 
with the Safety-Flare 
handle. Work with 
the best ‘soft’ ham- 
mer make sure it's 
a C/R RAWHIDE 
Jaw-Head 


IN SECONDS! 


ist loosen a 
it and old 
aces are easily 
replaced. 
ighten nut 
and faces are in 
vise-like grify 


* Available from lead- 
ing industrial suppliers. 
Also C/® Rawhide mol- 
lets and Rawhide mauis 


For further information write Dept. 22 


cnicaco fyawhide MFG. CO. 


1301 Elston Ave., Chicago 272, Ill 
» Canada: Super O Seal Mfg. Co., lid 


Hamilton, Ontario 








English Thor Plant 
Moved in Two Weeks 


Armstrong Whitworth & Co., Eng 
lish subsidiary of Thor Power Tool 
Co., Aurora, Ill., recently moved its 
entire factory at Newcastle, England, 
over a ten-mile route to a new, en 
larged plant at Tynemouth in less than 
two wecks, without any production 
loss 

Employees were given their regular 
vacations during the move, which was 
accomplished with 100 men and 20 
trucks working a round-the-clock shut 
tle. Thousands of tons of machinery 
and equipment were moved. 

Che new plant has 50 percent more 
manufacturing space than the former 
facilities. Thor officials say the Eng 
lish company has increased its produc 
tion and orders 75 percent since it was 
purchased by the American firm in 
1951, due largely to improved manu 
facturing methods and the introduc 
tion of American-designed tools. Thor 
acquired the company to get manu 
facturing facilities in a sterling coun 
try and expand worldwide sales opera 
tions, officials said. 

R. J. Faverty, former Chicago and 
Detroit branch manager for Thor, is 
managing director of the English com 
pany. 


Representative Named 
By Horton Chuck 


EK. Horton & Son Co., Windsor 
Locks, Conn., has appointed Fred G. 
Littlejohn as manufacturers’ represen 
tative for the company in southern 
California and adjacent areas 

Mr. Littlejohn’s headquarters are in 
Los Angeles. He has been connected 
with the machine field and manufac 
turing companies for a number of 
years, and has managed his own agency 
since 1948 





BUS KIMERER has been placed in 
charge of Boston Gear sales at Ellfeldt 








Safety 


because: 


Hooks are rigidly held in 
Lacing can be accurate alignment by pat- 
applied with any ented steel binder bars be!ore, 
standard Lacing Ma- during and after application, dis- 
— tributing tension uniformly across 
the belt, assuring maximum trac- 
tion with minimum wear. Patented 
binder bars lap over belt and, pre- 
vent fraying. Sizes for all belts. 
Cost no more than ordinary belt 

hooks. Write for circular. 


SAFETY BELT-LACER CO. 


5388 N. MENARD AVE. CHICAGO 30, U.S.A. 








When Purchasing Rope— 


PATRONIZE YOUR DISTRIBUTOR 
“WATERPROOFED” 


ASK FOR 
THE ROPE 
WITH THE BLUE 
AND YELLOW 
MARKER 
ON THE 
OUTSIDE OF 
ALL FITLER 
BRAND PURE 
MANILA ROPE 


THE EDWIN H. FITLER Co. 
PHILADELPHIA 24, PA. 
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Machinery & Supply Co., Kansas City 





CLARK BROS. BOLT COMPANY TO 
COMPLETE A CENTURY OF SERVICE 


{ policy have 5 ARK RRI 
LT COMPANY with a 1 foundati pon 
h to build a t 
ye" requil ng bolt it rivet and screw 
wherever fastening fast with greater security is 


Sst. CLARK BROS PoLT (0 
160 Canal Street. 
MILLDALE, CONN 


f service 


SmANN:>- HNaAM<=-7 


Export Dept.: 
Suite 513 
25 Beaver St., N. Y. 4, N. Y. 
Whitehall 4-4392 


Paul Nesbit 


Cable-Link Corp. 
Elects Paul Nesbit 


Cable-Link Corp., Detroit, has 
clected Paul Nesbit, former vice presi 
dent and general manager of Plastics 
Products Co. and Plastoid Products 
Co., as board member and treasurer 
with additional duties as general ad 
visor and executive assistant to the 

ident 
Mr. Nesbit has held executive posts 
with a number of manufacturing firms, 
including National Plate Glass Co. 
and Consolidated Industries of Mt. 


Clemens, Mich 


pr 


Worthington President 
Scores Depression Talk 


Hobart C. Ramsey, president of 
Worthington Corp., Harrison, N. J., 
told a Columbia University audience 
recently that current speculation about 
a major business recession is “entirely 
unwarranted by the facts.” 

Speaking before the 
engineering alumni, he said that un 
filled wants and needs of Americans 
are a_ tremendous pressure on the 
economy, “far greater perhaps than 
most people realize.” 

Chis, coupled with the dynamic 
planning of American industry and 
“the constructive policies of the pres 
ent Administration” will take up all 
the slack from defense production, he 
predicted 

“And remember,” he said, “the 
American industrialist knows that 
peace business is far better than war 


University’s 


business any day.” 

He said Worthington Corp. had 
been in business for 113 years and “‘the 
future never looked better to us.” 

Government orders, he said, con 
stitute about 20% of the company’s 
business for regular products and the 
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| ;—INCREDIBLE~ 


POWER! 


To Paul Bunyan was attributed 
Incredible Power when he moved 
sufficient land from one side of 

a city to create a bay for com- 
mercial ships. He piled it in 
a heap on the other side of 
the city, and in the story it 
became Mount Baker. 


Our Story is that the 





MORE POWER PULLER 


too, has Incredible Power although we do 
not claim it will move mountains, at least 
not in one piece. In a laboratory test a 
Model 2-20 More Power Puller raised a 
load of 14,100 pounds. That, we believe, is 
Incredible Power for its size, its weight and 
its cost. 

Here's a puller that can help your cus- 
tomers solve a multitude of power puller 
problems such as moving or loading heavy 
machinery and be used for general mainte- 
nance work around a plant. No electrical 
or fuel connections needed—always ready 
tor immediate use—one man operated. 


List Price $27.75 to 


it comes equipped with 
$33.80 F.0.B. Factory 


20, 30 or 40 feet of cable 


Distributor and Dealer openings 


THE WYETH-SCOTT CO. 





NEWARK, OHIO 





332 Midland Ave. » Detroit 3, Mich. 





firm does not fear what would happen 
in case of a sharp fall-off in this busi- 
ness. Instead, it is expanding in other 
fields, such as air conditioning. 

Mr. Ramsey cited population growth 
and the pressing need for expanded 
public works and road building as 
important factors in the present out 
look By 1960. he said, 40% ot heavy 
construction roads in service in 1950 
will be worn out. “The need for new 
roads is bemg felt everywhere as the 
iutomobile population mounts to the 
#0-million mark.” 

He cited schools, hospitals, water 
supply and sewage systems, flood con 
trol and irrigation as other vast public 
needs 

Ihe present population trend, he 
pointed out, adds 2,600,000 new cus 
tomers a year 

“Translate this trend into such 
things as teen-agers wanting automo 
biles—and automobiles needing roads 

and young couples needing homes, 
and you are reminded that the thing 
we are trying to understand and de 
scribe is a dynamic, not a. static, 
economy—hard to pin down, like the 
fast little pig in the barnyard who 
ran so fast he was hard to count.” 


Two Outside Salesmen 
Assigned by Ducommun 


Ducommun Metals & Supply Co., 
Los Angeles, has transferred John 
Kelsey and Bob Jones from inside to 
outside sales. 

Mr. Kelsey joined the company in 
1950, in the warehouse, and has since 
worked as shipping loader, order 
checker, price clerk and inside sales 
man 

Mr. Jones has had five and a half 
years’ service with the company, be- 
ginning in the warehouse. He has 


This True Ball Joint Makes the Difference 


Dart Unions are leakproof because they’re 
also worked in pricing and inside precision-machined to a true ball joint... 
sales . ° . 

then spherically ground for wide, true-bearing surfaces. 
If you want no leaks — you want Darts! 





QUICK FACTS 


@ Extra wide bronze seats 
(Resist pitting and corrosion) 


@ Heavy shoulders 
(Take severe wrenching in stride) 


@ Nut and Body Practically Indestructible 
(They're air-refined, high test malleable iron) 


Sell Darts for new and repeat business. 


DART UNION COMPANY 
Providence 5, Rhode Island 
The Fairbanks Co. — Distributors 
PRICING at Corbin Supply Co., Macon, Bostcn New York Pittsburgh 
Ga., is handled by W. H. Bailey 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1953 





NOW BEING 
ADVERTISED IN 


Amerncan Mactinnt 
Mill & Factory, Modern 
Machine Shop, Mochine 
4& Tool Bive Boot, New 
Equipment Digest, Machine 
Production & Conadian Mill 
upply, Domestic Engineering 
Contr 





CUTS 8-INCH 
ROUND 
16-INCH FLAT 
8-INCH PIPE 


AN ALL-NEW DESIGN—NEW SALES 
OPPORTUNITIES FOR YOU! 


Here's performance never before available in an 

8-inch machine 

and top industrial design talent, the Model 8¢ 

metal cutting band saw you can sell with confidence 
and at a profit 


Product of Kalamazoo experience 
is a 


MACHINE TOOL DIVISION 


1018 HARRISON ST., KALAMAZOO, MICHIGAN 


ie. 


HARRISBURG SEAMLESS STEEL 
PIPE COUPLINGS made to 
A.P.1. and A.1.S.1. specifications 


WRITE TODAY 


for catalogs and current prices 


and information about 


open territory for rated 


distributorships 


ARE YOU SELLING THESE 
ELIAB 
PRODUCTS 


TO YOUR CUSTOMERS? 


HARRISBURG DROP-FORGED STEEL PIPE 
FLANGES... manufoctured to A.S.A. standards 


arrisburg Steel 


MARRISSURG 68 
ceeoarecarvios PENNSYLVANIA 
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Russell J. Dickson 


Leschen Wire Rope 
Names Sales Manager 


Leschen Wire Rope Division of 
H. K. Porter Co., St. Louis, has 
named Russell J. Dickson as general 
sales manager. 

Mr. Dickson’s entire business ex 
perience has been in the wire rope 
industry. For the past three years 
he has been Chicago district manager 
for Leschen 


Clark Equipment 
Marks Anniversary 


Clark Equipment Co., recently 
celebrated its 50th year at an “Anni- 
versary Materials Handling Parade” 
at its home plant in Buchanan, Mich. 

The company is also publishing a 
book, First Fifty Years, tracing the 
story of its growth. 

Founded in 1903 by Eugene Clark, 
and associates, the firm was first known 
as the George R. Rich Mfg. Co. and 
its first products were precision cut- 
ting tools (no longer manufactured by 
Clark). In 1911, the company en 
tered the automative components busi 
ness with a steel disc wheel for motor 
trucks. Clark entered the materials 
handling field in the 1920's and in 
1928 developed its first fork-lift truck 

This years, Ross Carrier Co. of Ben 
ton Harbor, Mich., was acquired to 
supplement the company’s lines. Clark 
now employs 5,000 people in four 
plant cities. 


Ault Joins Detroit Gear 


T. J. Ault has been promoted from 
vice president and purchasing agent 
of Warner Gear Division of Borg- 
Warner Corp., Chicago, to vice presi 
dent and assistant general manager of 
the corporation’s Detroit Gear Divi- 
$1on. 





Bristol Co. Names 
General Sales Manager 


The Bristol Co. has appointed | 
W. Borchers as general sales manager, 
with headquarters at the Waterbury 
home office. 

With the firm since 1922, when he 
jomed the sales engineering staff, M: 
Borchers became district manager at 
Birmingham, Ala., in 1933, Phila 
delphia district manager in 1935, and 
New York manager in 1946. Since 
1948 he has been assistant sales man 
ager 

The company has named D. ( 
Sanford as manager of the application 
engineering department at Waterbury. 

Mr. Sanford joined the firm in 
1937 and became Birmingham district 
manager in 1946. Two vears later he 
was appointed an application engineer 
at the main office 


Expands Facilities 


Bristol recently completed an expan 
sion program increasing productive 
capacity for multiple-spline and hex 
socket screws. The new facilities in 
clude a building and modern equip 
ment for manufacturing and heat 
treating screws of all sizes from No. 0 
to the largest, officials said. 


Cooper Alloy Foundry 
Names Distribution Head 


Cooper Alloy Foundry Co., Hill 
side, N. J., has appointed Clayton I 
Heintz as manager of distribution 

A branch manager for the past five 
vears for Ludlow Mfg. & Sales Co., 
Mr. Heintz was also connected at 
one time with United Aircraft Corp 
and Dictaphone Corp. 

Cooper Alloy officers said he will 
be mainly concerned with the com 
pany’s Valve & Fittings Division 
whose products are sold through dis 
tributors. 


Clayton L. Heintz 


Upson-Walton shatk- 
les are drop forged 
from special bar qual 
ity forging steel for 
Pe ee 


and sofety 


MANUFACTURERS OF WIRE ROPE + 


Upson-Walton shack 
les meet or exceed 
government spect 


fications 


\ 
™ 


ENGINEERED 
FOR SAFETY 


Upson-Walton shackles are made with 
round or screw pin, in anchor or chain 
types, hot galvanized or green 
enameled. Strengths and complete 
dimensions are shown in free 
catalog. Your distributor carries 

a wide selection for your con- 


venience, 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE . CLEVELAND 11, OHIO 


New York . Chicago ° Pittsburgh 


FITTINGS + TACKLE BLOCKS—ESTABLISHED 1871 
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GRAYMILLS 


1715 North Lincotn Ave. Chicago 13, tt 
Coast Offices and Warehouses—4 
Les Angeles; 538 Polk St San Francisco; 


“Carry a spare” 
GRAYMILLS 
Coolant System 


IT’S INSURANCE AGAINST 
PRODUCTION ''DOWN-TIME'’ 


This portable, complete unit, 
Model H2-3308, can be in- 
stalled on almost any ma- 
chine tool in 5-15 minutes. 
It's just as easy as it looks 


To fill the need in emergen- 
cies or for special jobs, re- 
quiring coolant, this GRAY- 
MILLS Model H2-3308 is the 
answer. Portable Ver- 
satile. Use on most any 
machine tool. Heavy duty 
Dependable 

Stock and sell the H2-3308 
for standard applications 
and sell “extra” units as a 
spore 


Mate vw 
BIisss0A Men techaice! few te seed toler 
men coed cot be pemp «aperts 


ae) ite) 7 Nile), | 


it Metrose Ave 


Mathias Klein & Sons Readies New Skokie Plant 


New straight-line production plant of Chicago tool and equipment manufacturer will 
be completed about June 1, 1954. Containing 110,000 sq. ft., it will replace the 
firm’s present plant in Chicago which is now in the path of a projected superhighway 





Dominion Brake Shoe 
Elects New Officers 


Dominion Brake Shoe Co., sub- 
sidiary of American Brake Shoe Co., 
New York City, has elected Thomas 
Ik}. Akers as chairman, Kenneth |] 
Fawcett president, and Maynard B 
erry vice president 

Formerly president of the Canadian 
company, Mr. Akers has been with 
the firm 50 years. He held various 
posts in sales and supervision until 
clected president in 1951 As chair 
man, he succeeds Maurice N. Trainer 
who continues as president of the 
parent company 

Mr. Fawcett has been vice president 
of Dominion Brake Shoe since 1947. 
He joined the company in 1934. 

Mr. ‘Terry, who is also president of 
the American Brakeblok Division of 
the company, joined American Brake 
Shoe in 1943 


Boston Woven Hose 
Opens Atlanta Warehouse 


Boston Woven Hose & Rubber 
Co., Cambridge, Mass., has opened 
a new warchouse in Atlanta, Ga., 
which company officials say will pro 
vide 24-hour service to customers 
throughout the Southeast 

Ihe warehouse will serve the area 
covered by Boston's resident salesmen 
in Atlanta; Orlando, Fla.; Birming 
ham, Ala.; Columbia, S. C.; Knox 
ville, ‘Tenn.; and Richmond, Va. 

It will stock a complete line of the 
company’s products under Terry Hay 
den as manager Frank Dashiell is 
manager of the company’s South 
eastern division. 

Boston Woven Hose will open an 
other regional warehouse in Dallas 
in the near future, officials said. 


Flexible Steel Lacing 
Names Representative 


I'lexible Steel Lacing Co., Chicago, 
has named John Marshall as represen 
tative in Oregon and Washington. 

Mr. Marshall has been calling on in 
dustrial distributors in the area for the 
past five vears. His home is in Beaver 
ton 





ADAMANT 


. .@ good, long 
established 
seller... 

easy to store, 
easy to ship, 


for maintenance, 
means repeat 
sales assured... 


. . « yes, our popular ADAMANT 
Fire Brick Cement heads a complete 
line of refractories supplies. Other 
BOTFIELD Products include: Castables, 
Plastics, Ramming Mixes, etc. 


BOTFIELD backs its Distributor’s 
sales efforts with consistent trade 
paper advertising, both locally and 
nationally . . . and with special aids 
from time to time. 

Write for our Distributor Propose 
tion today . . . we believe it win 
prove attractive to you! 


REFRACTORIES CO. 


781 S. Swanson St. Philadelphia 47, Pa 
in Canada, Canadian Bottield Refractor- 
ies Co., Ltd., 171 Eastern Avenue, Toronto 


Fertieth Ave. N.E., Seattie 5 
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QO 


See what you can do for customers 
when you're on the Morse Team 


DSC Flexible Couplings 
Capacities from 2.70 hp 


at 2000 rpr 


O 


DRC Flexible Couplings 


Capacities from 2.70 hp 
at 100 rpm to 286 hp 
at 1800 rpr 








ol 


Morse. Rockford Over Center 


Friction Clutches 


Hp ranges from 
57 to 1.7 per 100 rpm 





— —_—_-_- 














at 100 rpm to 119 hp 


Morflex Flexible Couplings 


Capacities from .06 to 
13.80 hp per 100 rpm 








Morflex Radial Couplings 


Capacities from 3 to 
267 hp per 100 rpm, 





— 


ives 





—) 


Stock Roller Chains 


%" pitch to 2° pitch 


Si | 


Stock Sprockets 
in Types A. B.C 








: 





——— 








: 


Stock Silent Chains 
and Sprockets 


Capacities 
up to 
50 hp 














Taper-Lock Bushings avail- 
able on Type B Roller 
Chain Sprockets with bore 
diameters 2" to 3” in in- 
crements of i,”. 








7. 


* Engineering Service, Long Service Life, 
which your customers get in un 
wsval degree when they buy Morse Power 


/ . 
= AAS THY WH, \ 
| f2J” 


Quolity 


Transmission Products 


a 





. 
| 
. 
han 


~ 


As a Morse Distributor, you can 
offer 
stock Morse Power 
Products shown here. 


your customers any of the 
Transmission 
There's a 


size, a type for every need, 


In addition, you can offer, and 
profit from, such outstanding 
custom-ordered Morse Products 
as Hy-Vo Drive. Morse-Rockford 
Pullmore Clutches, Morflex Drive- 
shafts, and Morse Cable Chain. 


But that’s not all. As a Morse 
Distributor, you're part of a 
efficient, helpful, profit- 


producing team. 


highly 


For instance, when a customer 
throws a rough power transmis- 
sion problem at you and you need 
help in solving it, you can bank 
on that help—quick help—from an 
experienced Morse power trans- 
mission engineer. He'll personally 
work with you and your customer 
until a solution and a sale are 
forthcoming. 


Let us give you details on the 
Morse line and the many exclusive 
power transmission features it en- 
ables you to offer your customers. 
Write today for information. 


MORSE CHAIN COMPANY 
Dept. 536 + 7601 Central Avenue 
Detroit 10, Michigan 








MECHANICAL 
‘POWER TRANSM/SS/ON 


PpaoouctTs 





F ite 
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Make those Sales / 
You ASU TOKE 


yitot POWER or 
PRESSURE BLOWERS 


Here is a reputable organization, not only supplying a 
complete line of Blowers designed to meet all the needs 


of your customers, but an organization geared to give ae Oscar C. Knapp 
you and your customers the service that gets you more 
sales. Made in standard or special sizes, these flexible, ’ 

; Clark Bros. President 


adaptable, quiet running dependable blowers will meet : . - 
ALL the air needs in manufacturing plants, and really Cited for Long Service 
stand up in continuous service under the toughest condi Oscar G. Knapp, president of Clink 
tions. We stand behind you to help you in every way to : : ; 
Bros. Bolt Co., Milldale, Conn., was 
do a better job for your customers, hence a better job ; 
: feted recently at the annual dinner 
for your sales, whether you are a distributor's salesman, . ' Als . 
of the Industrial Fasteners Institute 
a sales manager or an executive. Write today for - 
1onoring his 50 years of service in the 
descriptive literature ¢ 
w ’ ty by duty utility bi — bolt, nut and rivet industry. 
b “ oe ee ee ee ee Born in Southington, Conn., he 
— started to work for Clark Bros. dur 
ing summer vacations as office boy 


Corporation and became assistant secretary of the 
aclahing 114 WEST WILSON AVE company in 1914. Four years later 
» . . c . . » > - 
ul NORFOLK. VIRGINIA = he eae assistant treasurer and 
25 was 


by a director of the com- 


pany and secretary and treasurer. He 
L RING GUN became vice president in 1943 and 
president, treasurer and general man 


ager in 1946. 
4 New Models up fo Active in Institute work, he served 


275 watts in various offices and for two years 
as vice president of the Industrial 


Fasteners Institute in 1949 and 1950 
He is now chairman of the _ Insti- 
tute’s research and advertising com 
muttees. 

He has also served the industry 
in Washington, as a member of the 
advisory committee for both the 

- Office of Price Stabilization and the 
Colorful display box shows ’ National Production Authority. 
features, invites handling Mr. Knapp is a former director of 
a 3 the Southington Bank & Trust Co 
With New Features ; and vice president and director of 
{ the Manufacturers’ Association of 
275 watts r - Hartford County. He has also been 
@ new “floating balance” design . president of the Southington Com- 
@ new accessory tips for cutting, munity Chest and trustee and as 


aoa 2 — a eo a sistant treasurer of the Southington 
us u - “ 


tures, including thermostatic action 











hospital. 





And New Sales Support 
@ increased ndvertising and publicity OHIO CROPS THIRSTY 


@ new displays, posters and mailers Irrigation of farm crops in Ohio 
p calls for pumping three million gal 
Weller is the Seller! Your Weller lons of water each season, Electrical 
Representative will gladly help you cash-in on the World, McGraw-Hill publication, re- 
big demand for new Weller Guns, or write direct ports. The crops consume eight billion 
for price schedules and catalogs. tons, mostly in July and August when 


SOLDERING GUNS 831 Packer Street, Easton, Pa. supply is low 
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Mining Representatives 
Named by Carboloy 


Carboloy Department of General 
Electric Co., Detroit, has appointed 
two representatives for coal mining 
tool sales in the West Virginia mining 
area. 

Kenneth Williams, formerly super 
intendent at Pardee & Curtin Co., 
will handle sales in the Fairmont re 
gion. Joseph Pushey, former drilling 
and blasting supervisor with Rimers 
burg Coal Co., Rimersburg, Pa., has 
been assigned to the Central West 
Virginia region. 

Mr. Williams was at one time safety 
director at Wierton Steel Co. and has 
also served as safety inspector for the 
West Virginia Department of Mine 
His headquarters for Carbolov will b 
in Morgantown, W. Va. 

Mr. Pushey worked for the Bureau 
of Mines from 1942 to 1947 on ex 
plosive research. Before that he han 
dled safety and blasting work for 
Mether Collieries Co., Mether, Pa 
Carboloy’s Pittsburgh office will be 
his headquarters. 


East Central Office Moves 


The East Central District head 
quarters of Carboloy in Detroit, for 
merly located in the Commerce Build 
ing, moved recently to 4707 Euclid 
Ave. The office provides field engi 
neering service for Ohio users of 
cemented carbide metal 


Named by U. S. Rubber 


United States Rubber Co., New 
York City, has appointed Alton D 
Fordham as assistant production man 
ager of the company’s footwear and 
general products division 





NEWLY APPOINTED manager of the 
supply department at The Congdon & 
Carpenter Co., Providence, H. F. Rothe 
mich, Jr., turns from his busy k to 


oblige cameraman 


THE WELLS 
MODEi 800 
HEAV Y-DUTY 
CUT-OFF SAW 


...the First Metal Cut-Off 
Saw Approved for use 
with High Speed Steel 

Band Saw Blades 


THE NEW WELLS MODEL 800, engineered to use blades 1" in 
width, is a heavy duty, metal cutting band saw designed to bring 
new accuracy and efficiency to your production cut-off operations. 
The outstanding features of the Model 800, including its extra 
rigid construction and the newest developments in the horizontal 
band saw field, provides a new high in production cutting. 

Model 800 is also the first metal cutting band saw approved for 
use with high speed steel band saw blades. When used with this 
type of blade, a higher level of cutting efficiency has been attained 
in cutting stainless steel, die blocks and other tough metals. 

DESIGN FEATURES 
@ Exclusive new Wells “constant-load"” blade tensioning device. 
@ Extra rigid, heavily built counterbalanced frame and beam. 
@ New style band wheels, 
@ Synchronized speed blade cleaning brush. 
@ Improved, special heavy-duty blade guides. 
@ New expanded range of cutting speeds. 
@ Capacity: 8" diameter. 
@ Shipping weight: 645 lbs.— With ¢ oolant, 695 lbs. 

For complete information on the Model 800 and recommenda- 
ations of blades best suited for your operations, contact your Wells 
Distributor —or write for descriptive literature. 


The Ploneers of Horizontal 
METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS STREET THREE RIVERS, MICHIGAN 
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Announcing Model “53” the Improved 


NEW 


SALES 
BUILDER! 


BECKER CO. powereED 
INDUSTRIAL SPRAY GUN 


No Compressors, Hoses, 


Electrical Cords 
Take It Anywhere! 


NEW . 
out pressure loss 
NEW 
spray to stream 
NEW . 


Nozzle removes with- 
. Nozzle adjusts from 


Positive easy seal; 


Acme-threaded neck 


closure 


NEW ... Air 


hose attachment 
(optional at extra cost) 


The new Becker Model “53” Spray Gun 
features unusual versatility in spraying. 
Specially designed for industrial use, for 


RETAILS 
FOR ONLY 


$1925 


with 10 
cartridges 


spraying protective coatings, paints, sol- 


vents, cleaners, oils, degreasers, finishes, 
Rugged steel tank, 
machined brass and stainless inserts, cast 
aluminum head. New air hose attachment 
available for liquids atomizing at 120 psi. 
Write for further details on prices and 


etc. Cleans easily. 


discounts. 





INDUSTRY APPROVED! 


Because of its complete portability, 
industrial plants, machine shops, and 
others are daily discovering dozens of 
routine and special purpose applica 
tions 











SULLIVAN-BECKER COMPANY © Dept. 523-K © KENOSHA, WISCONSIN 


MACHINE 


TOOL 
ACCESSORIES 


A profitable 
line because 
universally 
accepted 


Universal acceptance 

Za + assures a profitable line 

Year after year distributors have relied on the 
ZIP tine of bolts and accessories to serve the 
needs of their customers. By taxing advantage of 
the waniversal acceptance among users of these 
items, you too will find the ZIP line a profitable 
one to handle. It will pay you to make “SELTZER” 
your source of supply for Zip Machine Tool 
Accessories 
“Immediate delivery from stock, any quantities’ 


re) TD 


i} 


-\ 


4 


\ 





GEO. H,. SELTZER & CO. 


OREXEL HILL, PA 


{W. A. WHITNEY | 
LEVER PUNCHES, 


= ) 











NO. 6 Skylight, Ven 
tilating and Tank 





Fiange 
" 








e ally 
ton Pun 





@ All W. A. Whitney Punches are ex 
pertly designed and quality built. They 
meet every requirement of Sheet Metal 
and Maintenance Shops. You get neat, 
good-looking work on every job with our 
Punches 


See your jobber or write us for complete 
catalog 
e 


W. A. WHITNEY MFG, CO. | 


626 RACE ST. ROCKFORD, mA. } 
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John Mestrezat 


J. N. Fauver Co. 
Names Vice President 

J. N. Fauver Co., Detroit, has 
named John Mestrezat, former senior 
sales engineer, as vice president 

Mr. Mestrezat has been with the 
firm since 1944. Recently he was 
covering the Saginaw Valley area 

Before joining Fauver, he spent 13 
years in enginecring with General 
Motors Corp. 

He will continue his sales activity in 
Flint and upper Michigan termtory. 


Norton Repairing 
Last of Storm Damage 


Norton Co., Worcester, Mass., is 
putting the finishing touches on its big 
repair program following last June’s 
tornado 

I'he storm did more than $1,000,000 
worth of damage, with the company’s 
new Grinding Machine plant hardest 
hit. However, the division was back to 
80 percent production within 62 hours 
after the twister struck, and shortly 
afterwards resumed full production. 

The storm killed 91 people in the 
Worcester area and did damage esti 
mated at $60 million in its narrow 
path through the city and surround 
ing area 

Final statistics compiled by Norton 
Co. show that three Norton employees 
were killed and 30 injured. None of 
the deaths occurred at the plant, and 
only eight of the injuries took place 
on company property. Other statis 
tics: death of dependents of em 
plovees, 10; injuries to dependents, 56; 
emplovee housing completely de- 
stroved, 90; houses partially destroyed, 
306; automobiles completely  de- 
stroyed, 100, partially destroyed, 382; 
damaged on Norton property, 254 

The final toll of damage among 
Norton emplovees is estimated at be 
tween three and four million dollars 
Of this, a quarter of a million repre- 





sents damage to automobiles. Com 
pany officials said insurance payments 
are expected to cover at least part of 
the damage for 70 percent of the hous 
ing losses and about 40 percent of 
the automobile losses. 


Company Helps Employees 


Norton set up a disaster headquar 
ters the day after the storm and 
launched a rehabilitation program to 
help employees. Working for thre 
weeks, the office provided emergency 
funds and materials for emergenc 
home repairs, moved furniture, worked 
with Red Cross and other relief 
wencies and interviewed all storm vic 
tims to determine the extent of in 
juries and damage 

Emergency volunteer crews helped 
more than 130 persons in cleanup and 
repair jobs 
Appraises Disaster Needs 

Company officials said the storm 
had taught the company many valu 
able lessons on how to meet emerg 
encies when an American community 
is struck by disaster. Findings from 


this study were published as an aid to 
Civil Defense 


Revere Copper & Brass 
Names New President 


Charles A. Macfie has been elected 
president of Revere Copper & Bra: 
Co. succeeding James M. Kennedy, 
named chairman of the board 

Mr. Kennedy fills the chairmanship 
left vacant by the death of James J 
Russell 

Mr. Macfie has been general sale 
manager of the company. This post 
has now been filled by Raymond P 
Winberg. Robert M. Lake has been 


elected vice president. 





NOW SOLE OWNER, president T. P 
Klaren, 


Bedford, Mass. studies industry report 


Jonathon Handy Co., Inc., New 


Famous Namepkates 


>» 


Just as “‘a man is known by the 
company he keeps’’, a machine tool 
can be judged by the nameprates 

it carries. 








We are proud to have Boyd-Wagner 
nameplates affixed to Sheldon 
machines. For over 30 years our 
nameplates have been associated 
with quality and service. A Sheldon 
sale is a good sale because of its high 
unit volume and the fact that we 
can sell the complete package of 
accessories which is offered with the 
line. Since Siciden will now be 
manufacturing the Sebastian 16” and 
20” geared head lathes, we will be 
able to furnish a complete lathe line 
to industry and schools. 

Zara f— 

BOYD-WAGNER COMPANY 
CHICAGO, ILLINOIS 


SHELDON TS-56B Precision Lathe 11 YU" swing 
13%@"’ hole through spindle, 56” bed, wit 
“Zero Precision Tapered Re 


ller Bearings 


Write for Catalog 


SHELDON MACHINE C0., Inc. 


4232 N. Knox Ave. Chicago 41, Illinois 
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GREATER PROFITS 
CLIPPER 


Constant Consumer Demand 
No Factory Sales to Users 
Nationally Advertised 
Firm Resale Price Policy 
Highest Uniform Quality 


Sold ONLY 
Through Authorized Distributors 


BELT LACING 


Sales Doubled 


on MILWAUKEE Trucks 
...- but Lower Prices are 
Only ONE of the Reasons 


@ Lower prices, YES, BUT combined with a grow- 
ing line of medium duty all-steel welded trucks, 
@ Lower prices, YES, BUT reaching the growing 
market for light but rugged tubular steel hand 
trucks, and all-steel-deck platform trucks. 

@ Lower prices, YES, and 14 models now avail- 
abie, including Appliance Carriers and Welding 
Trucks, Each provides the maximum in dollar for 
dollar value, in customer satisfaction, in distribu- 
tor sales potential. 


MORE DISTRIBUTORS WANTED: 


Sales records show that greatest increases have come from distribu- 
tors qualified to serve the expending market for the growing line 
of Milwaukee Trucks. Naturally we want to add more such dis- 
tributors, Write today for NEW catalog M-123 and price schedules 
covering the most popular hand trucks for factories, offices, stock- 
rooms, warehouses, shipping rooms. 

Ask our factory representatives to give you more information, tell 
you about the fartest growing hand truck line in America. Clip 
No. 2203-A the coupon to your letterhead and the facts will be on your desk 
within the week. Compare values for yourself. 


No. 88-6 


No, 6635-C 


L/ 


No. 3305-0 | 
: 


Gentlemen: Please send us Catalog M-123 and Price 


Nome 


Truck and Caster Corp. ....... 


W. River Parkway, Milwevkee 13, Wisconsin City Stote 
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B. C. Salisbury 


Warren Tool Corp. 
Names Representative 


The Warren Tool Corp., Warren, 
Ohio, has named B. C. Salisbury as 
representative in Chicago covering 
Illinois, Wisconson, Minnesota, 
Michigan, Indiana and Ohio. 

He was formerly with the Enos 
Coal Mining Co. in Indianapolis, 
selling to industrial coal buyers. 

In his new post he will call on 
both industrial distributors and hard 
ware wholesalers, according to War- 
ren ‘Tool officials. He will also con- 
tact railroads directly. 


Tube Turns Plant 
Opened in Houston 


Tube Turns, Inc., Louisville, Ky., 
has opened a branch plant in Houston 
to serve the Southwest’s petroleum in 
dustry. 

Located on Katy Highway, the plant 
is in charge of B. W. Whenthoff, the 
company’s district manager. District 
offices, formerly in the Commerce 
Building, have been moved to the new 
plant. 

The new facility expedites deliver 
ies, according to company officials, and 
serves as a rail and truck terminal and 
breakup point for carload shipments 
from Louisville 





COAL NOW BEAUTIFUL 

Anthracite now is being displayed 
for its beauty, probably for the first 
time in its history, Coal Age, McGraw- 
Hill publication, reports. Twenty-four 
tons of it form port of the design on 
the bottom of the new fountain pool in 
front of the Secretariat Building at 
United Nations headquarters, New 
York. Coal replaced black stones or- 
dered from the Island of Rhodes, which 
failed to arrive in time for the pool's 
opening. 














Fred H. Johnson 


Lufkin Rule, Canada, 
Names General Manager 


Fred H. Johnson has been named 
general manager of The Lufkin Rule 
Co. of Canada, Barrie, Ont., suc 
ceeding W. H. Wagner who is re 
tiring after 50 service with 
Lufkin. 

Mr. Johnson joined Lufkin in 1952, 
ifter serving with Marshall Wells Ca 
nadian Companies as vice president 
in charge of the stores division. He 
was also connected with the Marshall 
Wells Co. in Duluth, Minn. 


years 


Goodyear Opens 
Gadsden Warehouse 


Goodyear Tire & Rubber Co., 
Akron, Ohio, has completed its new 
field warehouse at Gadsden, Ala., serv- 
ing the company’s sales districts in 
seven Southern cities. 

The 1,000 by 400 ft. structure will 
stock industrial rubber and_ other 
products for sales district headquar 
ters in Birmingham, Atlanta, Char 
lotte, N. C., Richmond, Jacksonville, 
Fla., New Orleans and Memphis. It 
is four miles from Goodyear’s Gadsden 
factory for tires and shoe products. 

It will be staffed by 100 employees. 





RADIATION FOR PORK 


The danger of getting trichinosis 
from undercooked pork may be re- 
moved by using radiation, according 
to Nucleonics, McGraw-Hill publica- 
tion. Two scientists say that whole 
pork carcasses could be irradiated 
right at packing plants, killing larvae 
of the worm that causes the disease. 
Further studies are underway; the 
method appears both practical and 
economic, the magazine comments 











Now...capitalize on big demand 
for CARBOLOY: 


MASONRY 
DRILLS 


Light-Duty 
Anchoring Kit 


Contains 4 Carboloy “Live- 
Spiral” Masonry Drills , 
Mg”, 4%”, Ha”, He”... all fit 
4” chuck. Suggested list price 


Heavy-Duty 
Anchoring Kit 
3 Carboloy 


Contains “Live- 


Spiral” Masonry Drills... %”, 


a”, 4”... fit 16” chuck. Sug- 
gested list price $10.20 


( 


Carboloy” and ‘‘Live-Spiral 








No packing! 
No stalling! 








Stock and sell this 
great open-line item! 


Millions of portable electric drills are in 
use in home and industry. Right now, 
from this huge market, there's a tre- 
mendous demand for Carboloy “Live- 
Spiral” Masonry Drills—the carbide- 
tipped, rotary-type drills that zip thru 
any masonry fast and clean. 

This demand is mushrooming. The 
Carboloy organization is vigorously ad- 
vertising these drills to industry, to 
building tradesmen, to hardware deal- 
ers and home-workshop men in nine 
major publications and by direct mail. 

Cash in on this natural money maker. 
Carboloy “Live-Spiral’’ Masonry Drills 
are priced for profits and quick turn- 
over! Attractively packaged for quick 
sales! Engineered for phenomenal 
results! 

Send coupon for resale proposition 
and merchandising details. Drills avail- 
able in kits or separately in plastic tubes. 


Handy Man Kit 


Contains 3 Carboloy “Live-Spiral” Ma- 


sonry Drills... 4%”, %", 4%”... fit 4” 
chuck. Suggested list price $6.65 


ore registered trademarks of 


the Carboloy Department of General Electric Company 


MAIL 
TODAY 
Xe) : 


Name 


CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 


11131 £. 8 Mile Ave., Detroit 32, Michigan 


Rush me resale proposition and descriptive folder without obligation. 


Position 





FULL 
DETAILS 


Company_ 
Address 


City 


Zone___ State " 








INDUSTRIAL DISTRIBUTION © OCTOBER, 1953 





ALLIGATOR 
V-BELT DRIVES 


sell your customers 
complete units 


ALLIGATOR 


oven inet 
y- BELTING 


* Introductory Units contain Alli- 
gator open end V-Belting, Fas- 
teners and Tools — Everything 
needed in One Package to Make 
Up V-Belts. 

*& Replacement Units contain belt- 
ing and fasteners only. 

* Sell these units and participate 
in the increasing volume of non- 
endless V-Belting. 

* Help your customers avoid 
costly delays, shut-downs and 
pick-ups. 

* Completely modern packag- 
ing. “B" Introductory Units in 
4-color counter display. 

* Yes, the usual Alligator profit 
margin! 

* Alligator V-belt drive units 
available in sizes A, B, C & D. 

* Field Representatives available 
to work with your salesmen. 

* Write for complete details. 
Ask for Bulletin V-215. 


FLEXIBLE STEEL LACING CO. 


4634 Lexington $1. Chicago 44, Ill. 





Charles J. Betz 





John W. Breitmayer 


Charles J. Betz has been appointed 
| sales manager for socket screw prod 
ucts, dowell pins and pressure plugs 
of Standard Pressed Steel Co., Jenkin 
| town, Pa 

He succeeds Raymond N. Gruber, 
named director of marketing research 
| for the company. 

John W. Breitmayer, of the Un 
| brako sales staff, succeeds Mr. Betz 
as assistant sales manager of the line. 

Mr. Betz joined the company in 
1940 as a turret lathe operator, served 
| in the Air Corps during World War 
| II, and returning to Standard Pressed 
Steel in 1946, worked in methods 
and custom service work until he 
transferred to Unbrako sales in 1951. 
Ihe same year he became assistant 
| sales wnanager of the line. 

Mr. Gruber also joined the com 
pany as a lathe operator, becoming a 
superintendent in 1940. After the 
war, he helped organize the custom 
| service department and the company’s 
present cost accounting system. In 
1947, he set up the market research 
| department and became manager of 
| Unbrako sales in 195] 
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In his new 


Raymond N. Gruber 


post he has been commissioned to 
enlarge the scope of the department's 
work 

Mr. Breitmayer started with the 
company as a mailboy in 1941. After 
World War II Navy service, during 
which he was critically wounded 
when a Kamakaze sank his destroyer 
off Okinawa, he returned to SPS in 
1946 and in 1950 went to customer 
He joined the Unbrako sales 
staff last year 


service 


Minnesota Mining 
Names Vice President 


Minnesota Mining & Manufactur 
ing Co., St. Paul, has selected Robert 
L.. Westbee as vice president to head 
the company’s newly created elec 
trical products division. 

The division includes the electrical 
insulation and sound recording tape 
division, the Irvington Varnish & In 
sulator Division and the American 
Lava Corp., a wholly owned sub 
sidiary. 

Mr. Westbee has been sales man 
iger of the electrical insulation and 
sound recording tape division since 
1944 and has been general manager 
of the division since 1948. ; 


Crane Purchase Director 
Named Vice President 


Lucien W. Moore, director of pur- 
chases of the Crane Co., has been 
clected vice president of the firm. 

Mr. Moore joined the company in 
Europe and served in several Con 
tinental sales posts, including that of 
Paris sales manager from 1932 until 
1940. During 1940-41 he was manager 
of pipe sales with headquarters in the 
United States. 

In 1941 he became general pur- 
chasing agent. 





ort CW steel pipe 


helps protect the quality 


of —’/VV0/L cosmetics 


Aa 


ar ~~ 


vy, 


— eee — CS 


Consoli 
dated Realty Investments, Inc., a Ben J. 
Massell enterprise, Atlanta, Georgia 


H. A. Rawlins, Atlanta, Georgia 


Art Plumbing Com- 
pany, Atlanta, Georgia 


Pipe is a quality product , .. made on the most modern 

machines from high-grade skelp, controlled and in- 

spected constanily throughout production and thor- 

oughly tested before shipment. This care in manufae- 
This new. beautiful combination office-and-warehouse ture assures customers of a reliable and high-standard 
in Atlanta, Georgia, is the southeastern distribution pipe, easy to cut, thread and bend . . . for use in 
point for top quality cosmetics, perfumes and men’s steam, water, gas and air lines and many specialized 
fine toiletries produced by Avon Products, Inc. Modern applications, That's why owners, architects, engineers 
in every respect, Avon’s new building was designed and contractors who want a quality product specify 
for comfort, efficiency and attractiveness. Spang CW. 

Cosmetic products are perishable and call for great Next time you order pipe, tell your local Spang 
care in storage. One of the requirements of the new Distributor you want Spang quality-controlled CW 
building was a heating system that would provide Pipe. You'll be glad you did, 
maximum heat distribution to protect the many 
types of products in the warehouse from atmos- 
pheric damage and low temperatures, Spang 
CW Steel Pipe was installed to provide lines SPANG-CHALFANT 
for the heating system throughout the 62.400. DIVISION OF THE MATIOWAL SUPPLY COMPANY 


4 PH General Sales Office; Pittsburgh 30, Pa. District 
Sq. ft. building. Sales Offices: Atlanta, Boston, Detroit, Houston, 
° . ’ Los Angeles, New York, Philadeiphia, Pittsburgh, 

Like the products it serves, Spang CW Steel St. Louis. 
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Stainless Steel 
I} SCREWS 5@ 
a ee 
IWASHERS 4 


A Complete Line 


from Stock j ~ 4 
STAINLESS STEEL 
BOLTS SCREWS NUTS 


Mew 


ve 


FITTINGS 


Available 


Ma . achine 


wrage +f i 
q Wood “ 


WASHERS 
All Types RIVETS 
All Types 


Stainless 
SCREW & BOLT CORP. 


135 Church S$? New York 7. N Y 
co 7-0675 





HOISTS & TROLLEYS 
offers distributors 4 keys 
to easier Hoist Sales. 


1—Quick Delivery 
2—Superior Product 
3—A Complete Line 
4—National Acceptance 


All these things add up to values to your 
customers—Something that means repeat 
business for you 


Philadeiphia Hoist feat 
truction, Timken Mountes 
hushed hollow ad heave 
closure of all bearings and t 
alvantages 


J. A. Maclintire, Jr. 


J. A. MaclIntire, Jr., lias been ap 
pointed assistant manager of wire 
braid hose sales for the Republic 
Rubber Division of Lee Rubber & 
Tire Co., Youngstown, Ohio. 

Mr. MaclIntire has been connected 
with industrial rubber products for 
25 years. Starting in 1928 as a sales 
man for the L. H. Gilmer Co., he 
later spent 14 years with Quaker Rub 





A Type and Size for Every 
Need ... up to 20 Tons 











Spur Gear 








Lowhead Room 


Differential 
Trotley Hoist 


Holst Gear Hoist 





0. S. Dollison 


ber Corp. in various sales executive 
posts. In 1951 he left Quaker Rub 
ber, where he was then assistant to 
the vice president in charge of sales 
and merchandising manager, to a 
cept appointment with the Rubber 
Division of the National Production 
Authority in Washington for a year 


Vice President Retires 


O. §. Dollison, vice president of 
Lee Rubber & Tire Corp., is retiring 
effective October 1. 

Starting with The B. F. Goodrich 
Co. in Akron and Detroit, he joined 
Republic Rubber Co. in 1922, the 
year before the firm was purchased by 
Lee Rubber & Tire. In 1926 he was 
made sales manager of the Republi 
Rubber Division. Later he becam« 
vice president in charge of sales, then 
vice president and general manager 
of the division. In 1950 he was elected 
a vice president of Lee Rubber & ‘Tire 

For the past two years he has 
devoted much of his time supervising 
construction of Republic’s new plant 
for the production of Wiretex high 
pressure hose 

He is credited with helping materi 
ally to formulate Republic’s distribu 
tor sales policy in 1923 

Mr. Dollison has long been active 
in the Rubber Manufacturers Associa 
tion, serving as chairman of the me 
chanical division and the executive 
committee for two different terms. 

His son, James Dollison, is a Repub 
lic sales executive 


Lipe-Rollway Promotes Root 
P , 


Syracuse, 


Lipe-Rollway Corp., 
MFG. CO N. Y., has named Robert S. Root as 
. . 


Write for Catalog covering the complete chief engineer, Clutch Division, suc 


Geared and Plain Trolleys 


CHAIN BLOCK & 


MASCHER & NORRIS STS. 


Philadelphia line in detail. | ceeding C. B. Spase, now chief engi 
PHILADELPHIA 22, PA. 


{| neer of automotive development. 
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Helping Your Customers Make 
Money MAKES MONEY FOR YOU! 


There's plenty of profit in helping your customers convert from costly 
hand operations or obsolete tools to POWERFUL THOR ELECTRIC 
TOOLS for drilling, driving screws, nut running, sanding, grinding, 
polishing, hammering, star-drilling and sawing. 


THOR TOOLS provide the competitive edge you need to make money 
an industry-wide reputation for quality ... a 


selling power tools 
and the backing of the world’s 


policy of 100% distributor cooperation 
largest company specializing in the manufacture of portable power tools. 


Your Thor service engineer can show you how easy and profitable it is 
to sell the COMPLETE LINE of Thor electric tools. He's ready to serve 
you, wherever you are. Write Thor Power Tool Company, Aurora, Illinois. 


PORTABLE POWE 


THE COMPLETE LINE OF ELECTRIC TOOLS 


Tool Makers for 60 Years 


HELPS DISTRIBUTORS 
MAKE MORE MONEY 
Selling Electric Tools 
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Thor electric tools are sold exclu- 
sively through distributors. Com- 
plete cooperation in furnishing leads, 
closing sales, and servicing custo- 


mers 


Attractive floor and counter displays, 
catalogs, sales aids, exhibits, trade 
paper advertising, publicity in Thor's 
own national newspaper reaching 
100,000 readers. 


A truly fine line of cools quality 
engineered inside and out from 60 
years experience in tool making. 


Merchandised to SELL, 


A net-work of convenient repair 
stations to keep the tools on the 
job when wear occurs. 


Facilities of the world’s largest com- 
pany specializing in the manufacture 
of portable power tools 


253 





HOT FORGED from solid, 
saan steel bars, de- 
signed and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES |! 
FOR ALL TEMPERATURES ! 


( Standard & Double) 
Extra Heavy 
UNIONS 
Available with 
screwed or socket 
weld ends. 43000- 
ib. sizes Ye" to 3”; 
\ 6000-lb. sizes Ye” 
to 2”. ae 


ORIFICE 
UNIONS 


With screwed or 
socket weld ends. 
4000-Ib. and 6000- 
Ib. service. 























Y 


(MALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-lb 


L service only, 


(FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends 


3000-lb. and 8000-Ib, 
\ service. 


WRITE FOR CATALOG 11 


Showing the complete Catawissa line of 
Perfect Seal Products 


CATAWISSA VALVE & 
FITTINGS COMPANY 
300 MILL ST. - CATAWISSA, PA. 




















) 
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Paul 


Si Jad & 


David H. Paul 


David H. Paul has been named 
abrasive engineer in Maryland and 
Delaware for Norton Co., Worcester, 
Mass., succeeding Whitfield J. Bell, 
who retired last month. 

Mr. Paul has been field engineer 
in the district served by the com 
pany’s Philadelphia warehouse since 
last January when he returned from 
active duty with the Navy. Until 
1951, he was an abrasive engineer in 
the Memphis area. A graduate of the 
U. S. Naval Academy, he served as a* 
submarine officer in both World War* 
If and Korea. 

Mr. Bell’s retirement marks 38 
vears with the company. He joined 
Norton in the order department at 
Worcester, later transferred to out 
side sales in New York. Since 1926 
he has worked out of the Philadel 
phia warehouse 

William T. Seiter, 
demonstrator in the 
has resigned from the company. He 
has been with Norton since 1944 
following 21 years with Atwood Vac- 


uum Machine Co. of Rockford, II. 


abrasive grain 
Chicago area, 


Honors Long-time Employees 


Norton Co. honored 907 long-time 
employees recently in traditional com 
pany ceremonies that date back to 
1921 

Awarded gold medals signifying 35 
years’ service were 33 employees. Gold 
watches marking 25 years went to 
53. Awards for company ‘Service be 
tween 26 and 34 years were presented 
to 417 persons, while 128 employers 
were cited for 15 years and 276 for 
ten years. 

Milton P. Higgins, company presi- 
dent, was one of the 25-year group. 

Since 1921, when lnaaaeiae 
awards were first presented at Norton, 
1,459 emplovees have reached and 
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Succeeds Bell as Norton Engineer 


Whitfield J. Bell 


passed the ay century mark, offi- 
cers pointed out. 

The company now has 738 men 
and women actively employed who 
have worked in its Worcester abra 
sive and machine divisions more than 
25 years and an additional 369 on the 
retired list. Some 3,607 employees 
have been with the company more 
than ten vears. 








& « 
METAL FLOATS 


Copper-Monel-Nickel-Brass 
Everdur-Aluminum-Stainless Steel 


Engineered to Your Specifications 


: 
‘ 


FLAT 
COLUMN CYLINDRICAL 


HARRIS 
CAN SUPPLY YOU 


@ Made of copper, plain steel, copper 
plated steel, stainless steel, aluminum, 
brass, monel, pure nickel, Admiralty and 
Everdur, or any suitable metal for open 
tank and all pressures. 

@ Seamless copper ball floats carried in 
stock in diameters of 3”, 4”, 5”, 6”, 7”, 
8”, 10” and 12” for open tanks and pres- 
sures of 25, 50, 100 and 150 Ib. Floats in 
special sizes and pressures— 

MADE TO ORDER. Stainless steel ball 
floats larger than 12” diameter can be 
made up specially. 


Write for Metal Float Catalog. 
ARTHUR HARRIS COMPANY 


Dept. ID 
212 N. Aberdeen St., Chicago 7, Ill. 














be sure to specify 


Ve First orders may come easy today, but C E | ¥ RA L 


top quality merchandise is the answer to 


steady, repeat business. Therein lies the suc- precision -made 


cess story of Central Packaged Fasteners! 


First, the neat, attractive, colorful Central 2 A C K A G oe D 
ackage captures the attention of customers 

se gets the initial order. Once used, Cen- F A 5 T t od E a & 

tral’s clean, sharp, burr-free, precision-made 

fasteners prove their easy driving and pow- @ WOOD SCREWS @ STOVE BOLTS 

erful holding qualities to generate steady, @ TAPPING SCREWS @ DRIVE SCREWS 

active, repeat trade. Central’s color coded @ MACHINE SCREWS © SEMS SCREWS 
labels speed sales showing type, size and 

head styles at a glance. Specify Central @ WING NUTS AND CAP NUTS © THUMB SCREWS 

Packaged Fasteners to make and remake STANDARD SLOTTED AND PHILLIPS RECESSED HEADS 

sales, win and re-win customers. @ HEXAGON AND SQUARE NUTS @ WASHERS 


a 


LOS ANGELES CALIF om CHICAGO, iL cttnt WH 
s 
—<——_ = 4 7 
— —— . 
a la ts P 


ee 2 een 2 ee ee ee ee 


(careai) CENTRAL SCREW COMPANY 


Rr yy 3501 SHIELDS AVE... CHICAGO 9 ILLINOIS 
“jy 
3028 £ ELEVENTH ST LOS ANGELES 23 ALIF © 149 EMERALD ST. KEENE NH 


NS 
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). THE Propuct 


Almost every industrial distributor welcomes the chance to 
handle a good line of files. They're used in plenty of plants 
and in good quantity. 

And distributors who handle Heller Brothers files get plenty 
of powerful sales helps to work with. Here you see C. Fred 
Watkins, (left) Heller sales manager, and Herbert Wise, 
of Heller's advertising agency, Byer and Bowman. They're 
studying seven new Helier catalogs produced in 1953. 







“helps. 
distributors 


he 
FACTORY | 


MANAGEMENT AND MAINTENANCE 





THE METHOD 


And Heller backs up distributors with effective ad- 
vertising support . . . in outstanding magazines 
like FACTORY. Note how advertisements direct the 
reader right to the industrial distributor. 


THE REASON 


Why did Heller pick FACTORY? Because, says Geo. 
H. Hodapp, Heller's President, *‘You do reach people 
we want to sell, these men do read your publication.” 
Reason enough? Sure! And reason enough, too, for 
you to demand the support of advertising in FAC- 
TORY on every product line you handle. 


Shy... 








@ A McGRAW-HILL PUBLICATION * 330 West 42nd Street, New York 36, New York 





Super-Sellers 


BECAUSE THEY'RE 


Super-Savers 


SPROUT-WALDRON 


BELT-SAVER 


PULLEYS 


You make more than steady profits 
with Belt-Saver Pulleys; you also 
make friends — for Belt-Savers 
produce amazing savings. 

The exclusive cone and wing de- 
sign prevents materials from lodg- 
ing between pulley and belt, in- 
creasing belt life from 50% to 
400% in installations conveying 
abrasive materials. As a result, the 
large demand for Belt-Savers is 
continuously growing for appli- 
cations ranging from stone and 
gravel to wood chips and foundry 
sand. 

Tell all the prospects in your 
territory how small investments 
in Belt-Savers can produce big 
returns. Contact quarries, found- 
ries, mines, sand and gravel 
plants, contractors, and other busi- 
nesses that transport abrasive 
bulk materials by conveyor belts. 
You'll win their good will and 
steady business, too. 

In addition to Belt- 
Savers, Sprout-Waldron 
offers the famous “Blue 
Face” line. It includes a 
wide selection of sturdy, 
cast iron pulleys, in many 
sizes and types, for trans- 
mission and conveyor use. 
Write for free 
bulletins contain- fe 
ing full informa- /"% 
tion about Sprout- 
Waldron pulleys! 
Sprout-Waldron 
& Co., Inc.,3 Logan 
Street, Muncy, Pa. 

Write for free booklets! 


SPROUT-WALDRON 
S CASTIRON 


PULLEYS 
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Goodyear Names Manager of Hose Sales 


R. E. Mercer 


R. I. Mercer has been named man 
iger of the hose sales department of 
the Goodyear ‘Tire & Rubber Co.'s 
Industrial Products Division, succeed 
ing J. L. Cutler, appointed technical 
consultant for the department. 

Mr. Mercer was recently field repre 
sentative in the Des Moines district 
Starting with the company in 1947 as 
a field office trainee he served for the 
following two years as sales trainee in 
Industrial Products. In 1949 he was 
assigned to Duluth, Minn., as a field 
representative and was transferred to 
Des Moines in 1951 

Mr. Cutler has had varied experi- 
ence in technical, development and 
sales work since joining Goodyear in 
1928 in the design division of Indus- 
trial Products. He worked in hose 
development and hose sales and in 
1945 became senior staffman in the 
hose sales department 


Reliance Electric 
Adds Engineers 


new application engineers 
have been added to the Pittsburgh 
ind Newark, N. J., sales offices of the 
Reliance Electric & Engineering Co., 
Cleveland 

Thomas J. Lisv, who joined the 
company earlier this year, has been 
issigned to Pittsburgh under district 
manager C. V. Gregory. Garvin L. 
Jones, formerly in the Cleveland office, 
has joined the Newark staff, reporting 
to EF. H. Koontz, branch manager. 

Mr. Lisvy, a graduate of Case In 
stitute of Technology, has had four 
vears’ experience in industrial and 
municipal engineering work. Mr. 
Jones joined the company three vears 
igo after graduating from Lehigh Uni 
versity. He has been engaged in both 
sales and engineering work in Cleve 
land 


Iwo 
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Cutler 


j. L. 





Hall to Manage 
British Division 

Fenton Hall, formerly with The 
Cameron & Barkley Co. at Tampa, 
I'la., has been named sales manager 
of materials handling equipment for 
the British Division of The Yale & 
lowne Mfg. Co., New York City. 

Mr. Hall joined Yale & Towne’s 
Automatic Transportation Division in 
1945, and since then has spent most of 
his time abroad directing materials 
handling sales. Recently he served as 
export sales manager of the division in 
Chicago. 

Yale & Towne is expanding produc- 
tion of the British Division with the 
completion of a large addition to its 
Wednesfield, Staffordshire, _ plant, 
where industrial and handlift trucks 
and hoists are produced. The division 
has a plant for locks and builders’ 
hardware in Whitehall. 

Mr. Hall is a graduate of Vanderbilt 
University. After leaving Cameron & 
Barkley, he was associated with Con- 
solidated Vultee Aircraft Corp 


Pacific Pumps Names 
Sales Executives 


Pacific Pumps, Inc., Huntington 
Park, Calif., has appointed G. F. 
Graham as assistant sales manager in 
the oil well plunger pump division. 

D. E. Harder will succeed Mr 
Graham as Mid-Continent manager 
in Tulsa. 

Mr. Graham has been with the com 
pany for the past 20 vears. He was a 
sales engineer until 1951 when he be 
came mid-continent manager for oil 
well plunger pumps 

Mr. Harder was recently assistant 
mid-continent manager of the same 
division 





This sound 7-point 
sales and distribution 
policy proves 
WALKER-TURNER 
means better business 
and profits for YOU! 





1. FACTORY-TRAINING FOR DISTRIBUTOR 
SALESMEN 


* 2. SELECTIVE DISTRIBUTION 
3. POPULAR PRICE POLICY 
4. ADVERTISING 
5. DISTRIBUTOR COOPERATION 
6. SERVICE 


7. PRODUCT ENGINEERING AND 
DEVELOPMENT 


* SELECTIVE DISTRIBUTION 


Walker-Turner products are sold only through 
authorized Distributors, and these Distributors 
are limited to the number that each trading area 
can support on a generously profitable basis. 
As part of a well-established 7-Point Policy, 
Selective Distribution assures Walker-Turner 
distributors extra business ond extra profit, 
both now and in the future. 


THIS HARD HITTING AD 

and others like it feature Walker-Turner 
light-heavyweights each month in leading 
national magazines. Coverage is so com- 
plete your prospects just can't miss them. 


Tie in with them for full sales advantage. 


SOLD THROUGH FACTORY-TRAINED 
INDUSTRIAL DISTRIBUTORS 


WALKER-TURNER 


* DIVISION. 


KEARNEY AND TRECKER CORPORATION 
PLAINFIELD, W. J 


DRILL PRESSES—Hand and Power Feed * RADIAL ORILS 
Wood and Metal Cutting BAND SAWS * TETING 
ARBOR SAWS * RADIAL SAWS * JG SAWS * LATHES 
SPINDLE SHAPERS * JOINTERS * BELT AND DISC 
SURFACERS * FLEXIBLE SHAFT MACHINES 
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Where the angle is right 
you can sell 


K 


Photograph courtesy Doughnut Corporation of America 
For example, D.C.A. engineers needed a right-angle power take-off for the 
table drive in this semi-automatic doughnut cutter. Custom-made take-offs 
would have proved expensive and unwieldy. ANGLgear was tried, and its 


small size, plus high capacity, filled the bill. 


Tt adustrial machinery is full of right A PARTIAL LIST OF 
angles most of them requiring power ANGLgear FIELDS 


take-offs. Because the market is industry 
Packaging e Food Packing 


Construction e Heat-treating 

Hydraulics e Optical Parts 

Atomic Energy ¢ Agriculture 
Bottling ¢ Instruments 


wide, distributors everywhere find Air 
borne ANGLgear easy to seil. Many en 
gineers and designers specify ANGLgear 
regularly, and distributors are finding new 


prospects every day. Make a check of 
Oil Surveying ¢ Ceramics 


Box Manufacturing 
Woodworking e Canning 
3-D Movie Equipment 
Electrical Equipment 


open. Write us 5 
hipbuildin 
*The ORIGINAL right-angle bevel gear unit 8 
0 — 


industries in your area. Wherever you 
can help solve a right-angle transmission 
problem, you've won a customer. There 


may still be a territory near you that is 


ee fl 


ACCESSORIES CORPORATION 
1414 CHESTNUT AVENUE + HILLSIDE 5, NEW JERSEY 
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Arthur C. Maecker 


Geo. Worthington Officer 
Marks 40-Years’ Service 


Arthur C. Maecker, vice president 
of ‘the Geo. Worthington Co., rr 
cently celebrated 40 years’ service with 
the Cleveland firm. A. R. Rorabeck, 
president, presented him with the 40 
year pin. 

Mr. Maccker joined the company as 
office boy in 1913, became successively 
stockroom clerk, order boy, and city 
salesman. Later he held posts in cost 
pricing and buying. In 1935 he was 
made a director, and in 1942 became 
assistant director of purchases. He 
was elected vice president in 1947 


Westinghouse Expands 
Lamp Sales Staff 


Five new appointments to the Lamp 
Division of Westinghouse Electric 
Corp., Pittsburgh, have been an 
nounced as an expansion of the divi 
sion’s sales organization. 

Charles E. Erb has been named to 
the newly created post of merchan 
dising manager, and Robert J. Samp 
son has been made manager of sales 
training. Robert H. Voorhis, former 
supervisor of market planning, has 
been appointed manager of that de 
partment with enlarged responsibil 
ities, and Willard L. Adamus has been 
named staff assistant to Mr. Voorhis 
William F. Tremmel, ]r., will be staff 
assistant to the manager of order 
services and warchouse department 

Mr. Erb joines the division after 
20 years’ of sales and merchandising 
experience in the automotive field. He 
will perform a coordinating function 
in the sales organization. Mr. Samp 
son, formerly on the sales staff of the 
division’s central district, joined the 
company in 1948 as assistant to the 
manager of sales training in Pittsburgh 
['wo vears later he took charge of sales 
promotion in the lamp division 





Mr. Voorhis joined the company in 
1942 as an electronic tube production 
engineer. He transferred to the sales 
department in 1946 and became super 
visor of market planning in 1952. 

Mr. Adamus has been a technician 
specialist in the research section since 
1948. 

Mr. Tremmel was formerly with 


M-G-M Records, Bloomfield, N. J 


Appointed to Cleveland 


Westinghouse has made two execu 
tive appointments at the Cleveland 
office. 

F. G. Hickling, former manager of 
the Cleveland branch office, has been 
named assistant to the vice president 
of the Central district staff. Succeed 
ing him as branch manager is E. $ 
Rehagen, manager of the St. Louis 
branch since last January. 


Fitler Representative 
Marks 50th Anniversary 


Henry Hamscher, Jr., sales repre 
sentative of The Edwin H. Fitler Co., 
recently celebrated his 50th vear with 
the Philadelphia rope manufacturer 

Far from retiring, Mr. Hamscher 
was preparing for an extensive trip to 
visit Western distributors when anni 
versary congratulatory messages were 
received, according to company off 
cials. His only break in otherwise 
continuous employment with the firm 
was during World War I when he 
served in France as a captain of engi 
neers. He joined Fitler Rope at the 
age of 13. 

Mr. Hamscher’s father recently rc 
tired from the company after 71 years’ 
service and his grandfather had worked 
for the company more than 100 years 
ago when it was located at the old 
Germantown Ave. plant. 


Michigan Tool Names 
Coolant Representatives 


Michigan Tool Co., Detroit, has 
named five representatives to handle 
sales and engineering of the solubk 
oil coolant-lubricant produced by the 
company’s Shear-Speed Chemical 
Products Division. 

They are: R. W. Glahn, Syracuse, 
N. Y., for New York State; L. D 
Supply Co., Tulsa and Wichita, for 
Oklahoma and Kansas; F.. J. Maddock, 
Pittsburgh, for western Maryland and 
adjacent Ohio counties, western 
Pennsylvania and northern West Vir 
ginia; T. S. Mellen, South Bend, 
northern Indiana and adjacent Michi 
gan counties; and Pierce & Rodman, 
Cleveland, northeastern Ohio. 











by BILLINGS 


Billings Vitalloy® Forged Wrenches 

are unsurpassed for service and long life. 

Accurately machined openings, clearly marked, 

polished heads and rust-resistant chrome finish PLUS Billings 

skill in drop forging make them tools which professional tool 
users accept and use with confidence and pride. 

Since 1869, Billings has produced the finest Wrenches and Shop Tools 
drop forged from Billings alloy steels and quality carbon steels. 
Ask the industrial craftsman! He'll say , . . “BETTER BUY BILLINGS!” 


DISTRIBUTORS: There’s PROFIT in the preference for Billings! 


Write for details! 
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; | VIKING 


| AN HONORED Name 


pump line 


G PUMP com 


7] 
OAR Falls 10 wa 


Get the complete facts on the all-jacketed Viking 
Sizes from 90 to 450 gpm. Mounting 


IN PUMPING | arrangements to suit. For additional information, See oO 
—~—R 7 ask for free bulletin 901 MM today. Catal, w 
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Your 
Fingers 


Are aa 
ovrk\ 


You cant. 
do this 


f 


Because the handle is held 
securely, in any position, by 
an adjustable tension spring. 
it cannot slide down acciden- 
tally and pinch the operator's 
fingers. This exclusive fea- 
ture means better satisfied 
workers and less loss of time 
from accidents. It also per- 
mits faster work. By center- 
ing the handle the screw can 


be rua in or out more quic«ly. 


THE CHARLES PARKER CO., 
MERIDEN, CONN. 


PARKER VISES 


America's First Vise-Maker 
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Paul H. Nast 


Davey Compressor 
Names Division Head 


Davey Compressor Co., Kent, Ohio, 
has named Paul Hl. Nast as manager 
of the company’s rock dll division. 
He will direct sales, engineering and 
manufacture of the complete Davey 
air tool linc 

Formerly with Worthington Corp., 
he was product manager for that 
company’s air tool and rock drill divi 
sions for nine vears. For six years he 
was a design and field engineer with 
Chicago Pneumatic ‘Tool Co. and for 
14 vears handled construction and 
mining machinery sales for Sullivan 
Machinery Co 


Advertising Manager 
Named by Carboloy 


Carboloy Department of General 
Electric Co., Detroit, has named 
Charles E. St. ‘Thomas as manager, ad 
vertising and sales promotion 

Mr. St. Thomas has been manager 
of the department’s news bureau 
since August, 1952, when he joined 
Carboloy after active duty with the 
Air Force. Before that he was with 
General Electric's news bureau in 
Schenectady. He was assistant to the 
president of the University of Bridge 
port, Conn., in 1949-50. 

He fills the post formerly held by 
E.. C. Howell who diced recently 





BUTTERFLY TASTE PANELS? 


Human taste buds sometimes can 
detect one part sugar to 200 parts 
water, but a butterfly can sense one 
port sugar to 300,000 parts water, 
Food Engineering, McGraw-Hill pub 
lication, points out. How about butter- 
fly taste panels? it asks 
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Refrigeration Head 
Named by Worthington 


Worthington Corp., Harrison, N. J., 
has named Matthew M. Lawler as 
vice president in charge of the com 
pany’s Air Conditioning & Refrigera 
tion Division 

With the company since 1936, he 
has been assistant vice president and 
manager of Air Conditioning & Re 
frigeration Sales for the past  thre« 
years. Active in association work, he 
is past vice president of the Air Con 
ditioning & Refrigeration Manufac 
turers Association and presently a 
director of the Air Conditioning & 
Refrigeration Institute. 

Hobart C. Ramsey, Worthington 
president, said Mr. Lawler’s appoint 
ment signaled future expansion by the 
company in the air conditioning field 


The company has a new plant in apr 
Decatur, Ala., scheduled to go into 
production at the end of the year 88 APEWE L L 
Electric Storage Battery 


Forms New Divisions 


The Electric Storage Battery Co 
Philadelphia, has formed separate op ce 
I ] | q 
erating divisions for industrial and 


utomotive products. 
Roland Whitehurst, vice president TH e T F C fal N iT © 


and director, has been named general 

manager of the new industrial prod HI G Ag 5 P EE D 5 TE EL 
icts division. Robert L. Sommerville, 

ormerly assistant general sales man 

ager, will head automotive products. 3 A N D SAW B LA D r 


S. Wyman Rolph, company presi 
dent, said the two functions were sep DESIGNED SPECIFICALLY TO CUT STAINLESS STEEL, HIGHLY 
arated because of the different nature S.A.E. STEELS 
of industrial and automotive business ALLOYED TOOL STEELS AND TOUGH A.M.S. AND 5. ee 
Division heads will be responsible for 
sales, manufacturing and engineering. 
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Available only in factory-brazed lengths 























lhe two general managers will report The design of some bandesaw machines today does not allow full 
to Carl F. Norberg, executive vice scope to the unusually hig “pr . ion potential of the new Capewell 
presisient. Technite High Sp Stee! Be pw Blade. Hence, to give complete 

value and protectiontte Gapewell customers, all initial installations of 





this new blade W fieffempplication data has been 
; at eld engineers. Each individual 


or flification. 
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THE CAPEWELL MANUFACTURING CO. 
62 Governor St., Hartford 2, Conn. 
Please send me complete information about the new 


Technite High Speed Steel Band Saw Blades. 











NEW VICE PRESIDENT of C. W 
Farmer Electrical Supplies, Inc., division of 
C. W. Farmer Co., Macon, Ga., is Ted R 
English, formerly of Noland Ci 
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Address 
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BUSINESS EXECUTIVES 
CHECK THESE QUESTIONS 


If you can answer “yes” to most of them, you--and your company— 
are doing a needed job for the National Blood Program. 


HAVE YOU GIVEN YOUR EM 
PLOYEES TIME OFF TO MAKE 
BLOOD DONATIONS? 


HAS YOUR COMPANY GIVEN 
ANY RECOGNITION TO 
DONORS 

C) 0 YOU HAVE A BLOOD 


DONOR HONOR ROLLIN YOUR 
COMPANY 


HAVE YOU ARRANGED TO HAVE 
A BLOODMOBILE MAKE REGU 
LAR VISITS? 


HAS YOUR MANAGEMENT EN- 
DORSED THE LOCAL BLOOD 
DONOR PROGRAM? 


HAVE YOU INFORMED EM- 
PLOYEES OF YOUR COMPANY'S 
PLAN OF CO-OPERATION? 
WAS THIS INFORMATION 
GIVEN THROUGH PLANT BUL- 
LETIN OR HOUSE MAGAZINE? 
HAVE YOU CONDUCTED A 
DONOR PLEDGE CAMPAIGN IN 
YOUR COMPANY? 





HAVE YOU SET UP A LIST OF 
VOLUNTEERS SO THAT EFFI- 
CIENT PLANS CAN BE MADE 
FOR SCHEDULING DONORS? 


Remember, as long as a single pint of blood may mean the difference 
between life and death for any American . . the need for blood is urgent! 





thig 
man 
has 


Wer 
in his veins | 


Of course he’d never volunteer to give blood, 
anyway. But any resemblance of this old duffer 
to the average, red-blooded American is a 
mistake. 

For instance, several million healthy Ameri- 
cans have given blood. But it’s not enough. 

So this is to tell several million more Americans 
that their blood is needed—now! 

We’ve never let anyone down who was in 
trouble. When a GI gets wounded and suffers 
shock—he’s in bad trouble. He’s got to have 
blood and lots of it! Folks here at home need 
blood too—to save their lives. 

So make a date with your Red Cross, Armed 
Forces or Community Blood Donor Center. 
One hour and you’re on your way. 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1953 





Belts to Carry Bulk 
Thomas Robins Predicts 


Thomas Robins, founder and board 
chairman of Hewitt-Robins, Inc., 
Stamford Conn., predicted on his 85th 
birthday recently that conveyor belts 
will soon supplant wheeled vehicles 
in many long-distance transportation 
tasks. 

Mr. Robins addressed a dinner in 
his honor at a Darien, Conn., coun- 
try club. The elderly inventor, who 
helped pioneer belt conveyors, said 
“We are now entering a new era of 
mechanization in which belts will per 
form more of the work done by 
trucks, railroad cars and other equip 
ment that runs on wheels.” 

He predicted the time is not far 
distant when conveyors running at 
great speed will carry coal, ore and 
other bulk materials across whole 
states “at enormous savings in cost.” 

“We are just beginning to under- 
stand the versatility of the belt con- 
veyor. Many new uses remain to be 
developed. It is only a question of 
time until people will not only ride 
up and down on escalators but will 
glide on level ground on moving side- 
walks that will travel much faster than 
escalators.” 

Mr. Robins left Princeton Univer 
sity in his sophomore year to become 
a salesman for a small New York City 
tubber company, now defunct. He 
conceived the idea for the modern belt 
conveyor in 1891 when he called on 
the Ogden Iron Mills in northern New 
Jersev, owned by Thomas A. Edison. 
He designed a tough rubber belt to 
replac e the primitive canvass one in 
use thre, and fitted it with belt rollers 
(now called idlers). 

Mr. Robins founded the Robins 
Conveving Belt Co. in 1896 with an 
investment of $1,000. The company 
was merged with the Hewitt Rubber 
Co. in 1945 to form Hewitt-Robins, 
Inc., of which Mr. Robins’ son, 
Thomas Robins, is now president 





BANK KITCHEN 


Installing a kitchen in the lobby of 
a bank sounds strange but that’s what 
was done in the Home Bank of Sa 
vannah, Mo., according to Electrical 
Merchandising, McGraw-Hill publica 
tion. Partly a merchandising idea to 
draw customers into the bank for 
kitchen demonstrations, it also pro 
vides Andrew County service clubs, 
farm groups and 4-H clubs with some 
thing they never had before, a meet 
ing place with facilities for serving 
food 


INSTALLATION TIP TO HELP 
BOOST YOUR SALES 


KENNEDY Fig. 863, 
lron-Body Globe Valve. 250 
pounds of steam at 500°F. 


Here’s how to set up 
pressure-reducing lines 
for easier maintenance 


You naturally don’t want to shut down a vital part of your opera- 
tion when you repair a single valve. 

You can avoid doing so by installing a by-pass around your pres- 
sure-reducing valve and installing a globe valve in the by-pass line. 
With this set-up you can use the globe valve for hand throttling 
when the reducing valve is removed from the line for repairs. 


KENNEDY IRON-BODY GLOBE VALVES 


are designed and constructed for high pressures and severe service 
on steam or water lines and for heavy-duty service with oil, gas and 
other fluids that do not corrode bronze or iron. 


Individual valves in the KENNEDY JOB-FITTED line are specially 
designed with the proper disc and seat trim to match the service for 
which they are recommended. Valves with either renewable com- 
position or bronze faced discs are available, depending on the pres- 
sure in the line. 

REPACK UNDER PRESSURE—You can repack ALL KENNEDY iron- 
body globe valves under full line pressure when wide open. 

THE COMPLETE LINE of KENNEDY JOB-F!ITTED valves and INSPECTED 
fittings is sold through local distributors who are in a position to 


give you fast and convenient service. 


m KENNEDY 


VALVE MFG. CO. «+ ELMIRA, N.Y. 





VALVES + PIPE FITTINGS + FIRE HYDRANTS 
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FAMOUS FOR QUALITY 











Oo @ STANDARD 














@ ROCKET—(Flexible) safe, tough, long weor- 
ing for general use. 
RED ARROW — ALL HARD—Stoys sharp longer on 


abrasive material. 


© FOUR STANDARD BLADES 


STANDARD FLEXIBLE . 
cutting. 

SPECIAL UNBREAKABLE ... hard, flexible—an 
excellent blade. 
BARNES “600" ... 
used in coorser teeth 
ALL HARD ... for cutting rigidly clamped ma- 
terials. 


. for general purpose 


for thin sections, may be 








A well-known name, a top-quality product and outstanding 


service add up to 


repeat sales and continuing profits for 


Barnes Distributors. Barnes products either Band Saws or 
Hack Saws, can always be depended upon to give full cus- 


tomer satisfaction. 


W.O. 


Established 
1919 


ZAK E 


1297 TERMINAL AVE. DETROIT 14, MICH 
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INSIDE SALES at Slingman Industrial 
Supply Co., New Brunswick, N. J., are 
handled by R. J. Bartlett 





Buffalo Bolt Co. 
Names Sales Heads 


Buffalo Bolt Co., division of the 
Buffalo-Eclipse Corp., has named 
P. G. Cumming, of North Tona 
wanda, N. Y., as manager of distribu 
tor sales 

Other appointments are: Karl L. 
Miller, of Buffalo, formerly manager 
of sales promotion, named assistant 
general sales manager; P. G. Lemke, 
of Lewiston, now manager of sales 
promotion; and D. T. Sinclair, of 
Buffalo, assistant to the general sales 
manager 

The posts of distributor sales man- 
ager and assistant to the general sales 
manager are newly created 


Director Named 


Robert F.. Dillon, president of the 
Lake Erie Engineering Corp., has been 
elected a director of Buftalo-Eclipse 
A director of the Marine Trust Co 
and the Dunlop Tire & Rubber Co., 
Mr. Dillon is also member of the 
executive board of the National As 
sociation of Manufacturers and the 
National Machine Tool Builders As- 


sociation. 





OIL FROM DOMESTIC 
SESAME 


Oi! from home-grown sesame seed 
may soon be competing with cotton- 
seed, corn and coconut oils, accord- 
ing to Chemical Week, McGraw-Hill 
publication. In Dallas, Tex., 30 farmers 
are organizing to harvest a newly de- 
veloped strain of sesame by mechan- 
ical means, betting they can beat the 
17-cents-a-pound price of the im- 
ported seed 














Harvard Taxes Study | ow! packed to sell 3 ways 


Criticized by N.A.M. 
The National Associat f Manu- “ hd 
1e National Association o anu 3/, aa v0) 


facturers has sharply criticized a re- 
cent Harvard University study on the 
effect of taxes on venture capital. HANGER Tse). | 
The study, “Effects of Taxation— f ‘ 
Investment by Individuals”, by three in col | Ss 
Harvard Business School professors, 
concluded that high taxes of recent 
years have not substantially reduced 
the supply of venture capital. 
The N.A.M., in an analysis of the 
study, called it “distorted.” 
The study had classified capital 
gains as investment capacity. This, 
said N.A.M. spokesmen, is wrong. 
They also charged that the sample 
survey was biased. 
Among the points of criticism 
1. While an individual may use a 
capital gain to invest in a new venture, 
the N.A.M. noted, some other indi- 
vidual is deprived of an equal amount 
of investment capacity to create this 
capital gain 
2. The survey was biased in the 
direction of showing upper-bracket in- : 
dividuals too favorable toward venture- ; Sturdy, attractive 
some investments. The selected per- “4 packages, shipped 
sons interviewed were from lists of 25 packages to a 
those who maintained contacts with 
investment bankers and security deal- carton. 
ers and from files of security salesmen. 
3. The study does not include in- 
vesigation of business needs for ven- 
ture capital, which could be used as 
a criterion for judging the seriousness 


2) 
of tax effects. This omission, says the xB IN SALES-MAKING 
N.A.M. report, leaves the conclusions EN MERCHANDISER CARTON 


“vapid.” 

4 Information collected on indi- : Merchandiser holds 24 
vidual attitutdes toward equity invest- individually packaged 
ment, it is charged, fails to take ac- coils, takes less than a 
count of the fact that the effects of x square foot of counter 
taxation in creating a venture capital 
shortage have been discounted on the 
market. 


space. Many users buy 
it complete for handy 
storage and constant 
use of its contents. 





Fig. 500M-1 


Now, you can stock this fast moving product in any one or all of three ways to suit 
your customers’ preferences 

Paine “4% — 20" Perforated Hanger Iron ¥," wide, 20-gauge steel sells fast 
because workmen like it. It's electrogalvanized clean and rust-proof has: milled 


burr-free edges thot ore easy on the hands, and is compact for pocket or tool box 
’ 


Write for NEW CATALOG and the complete 
story on Paine products today. 


RUSH ORDER at Cummins Machinery 
Co., Atlanta, Ga., is dictated by Claude 
Stowers to Mrs. Ruth Cummins. THE PAINE COMPANY, 17 Westgate Road, Addison, Illinois 
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3 BIG REASONS WHY 


it's such a Fine profit line 
for Industrial Distributors 


James E. Gathings 


Whitney Chain Names 
Two Sales Engineers 


Whitney Chain Co., Hartford, 
Conn., has appointed two new powe! 
transmission and conveying chain sales 
engineers for the Dallas and Chicago 
district offices. 
James E. Gathings, formerly design 
and development engineer with Alli 
Cif offers se son Division of General Motors Corp., 
a popular, co has been assigned to Dallas. A graduate 


highly profit- of Texas A. & M. College, he has also 


been a propulsion engineer for Con 
able leader... solidated Vultee Aircraft 


Assigned to Chicago is Jon Chiesel 
who has had seven years’ experience as 


A type of : a power transmission specialist for 
industrial chain : Chicago Pulley & Shafting Co. and 
f : I Chain Sales, Inc., Chicago. He at 

to satis y every tended Duke and Northwestern Uni 


buyer versities. 


America’s first, safest and best-known alloy steel Sling Chain 





Herc-Alloy BBB 

High Test Grab Hooks 

lron Slip Hooks 

Proof Coil Cold Shuts 
Available in all sizes 





Demand \lills Factory 
is sustained 
by intensive 
advertising 





Jon Chiesl 





ATOMIC HAZARDS SURVEY 


The California department of public 


health wants $18,000 in its 1953-54 
budget for a survey of atomic hazards 
in California industries resulting from 





increasing use of radioactive materials 
CHAIN CORPORATION and X-rays, Nucleonics, McGraw-Hill 


HOISTS AND CHAIN TONAWANDA, NEW YORK publication, reports 
DISTRICT OFFICES: NEW YORK, CHICAGO, CLEVELAND 
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Small Business Agency 
Includes All Firms 


The new Small Business Adminis 
tration, organized in Washington to 
replace the Small Defense Plants Ad 
ministration, will not confine its ac 
tivities to manufacturing plants, ofh 
cials of the agency reminded business 
recently. 

The new agency’s field of assistance 
includes some 4 million small firms 
“of all kinds” in the United States, 
William D. Mitchell, administrator, 
said. §.D.P.A.’s activity was confined 
mostly to some 300,000 so-called 
“small” manufacturing companies. 

The agency is now holding its first 
series of regional meetings through 
out the country, designed to encourage 
“capital pools’ from private sources 
for the use of small business. State 
governors, bankers and business lead 
ers have been invited to the sessions. 
I'he initial meeting was held recently 
in Portland, Ore 


Bankers Consulted 


Preliminary plans were discussed 
with bankers in Washington. Mr 
Mitchell said the bankers were im 
pressed with the project of encourag 
ing development of organizations in 
various areas to provide small business 
capital, “so we are going ahead with 
our plans immediately.” 

Mr. Mitchell said he intended to 
rely heavily on the counsel of private 
groups such as bankers’ and business 
men’s organizations. Keynote of the 
agency's mission, he said, is coopera- 
tion between Government and _ busi- 
ness. 


Loan Fund is Smal! 


S.B.A. officials admit the loan fund 
appropriated by Congress ($55 mil- 
lion) is small, but stress that the 
agency’s function is mainly to en- 
courage private financing. 

The agency is empowered to ap 
prove loans to small firms, under cer 
tain conditions, up to $150,000. It 
can also make disaster loans. 

“Direct lending, however, will be 
only a part of S.B.A.’s financial as- 
sistance program,” Mr. Mitchell said. 
“Greatly increased emphasis will be 
given to the development of a pro 
gram to promote the fuller utilization 
of private sources of credit and capi 
tal, including, of course, increased 
participation of banks and other fi 
nancial institutions with the Govern- 
ment in making loans. 

“Every one is familiar with the prin 
ciple in insurance of spreading the 
risk by large individual participation. 
We believe that this principle can 
be applied, let us say, inversely; that 


6 sets of 
BEARINGS 


oo 


6 times the service 


DESMOND HEX DRESSERS give you all the 
advantages of genuine Desmond Huntington 
Dressers plus the convenience and economy of 
“six-hole” hardened steel bearing blocks in the 
head. As bearings wear, you turn the block to 
a new set. When all six are worn, the blocks are 
readily replaceable. Supplied in five sizes for 


all requirements. 


More pieces ground 
per grinding wheel life 


It's been proved repeatedly that grinding wheels 
do more work during normal wheel life when 
they're properly and regularly dressed. Ask your 
Desmond distributor for THE DESMOND 
DRESSER GUIDE TO BETTER GRINDING 
—a valuable 9”x12” wall chart. The right 
dressers will make all your wheels do more work 
faster... THE DESMOND-STEPHAN MFG. 
CO., URBANA, OHIO. 


The only complete line of grinding wheel 


dressing tools 


oes 


DRESSERS & CUTTERS 
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Another 
Desmond 
Sales-Proven 
ad appearing 
in user 
magazines 


Plus! 
Desmond 
wall charts 
catalogs 
mailings 
displays 


Plus! 

Desmond 

Sales meetings 
for your 

Sales 
personnel 


Plus! 
Desmond's 
complete line 
—meets every 
customer 
requirement 


Plus! 
nationally 
known name 
— Stands for 
quality 

and service 








BLUE DEVIL 
SOCKET SCREW PRODUCTS 


Key to the growing demand 

for these precision made Blue Devil 
fasteners is the strong emphasis 

we place on design —modern, 
functional, right for every require- 
ment. They belong in your 


11 I [SSS 


TEE 


Peden 








6500 Avondale Avenve + Chicago 31, Illinois 


SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 
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is, to strengthen all by combining the 
resources of each participant.” 
S.B.A.’s lending program, he said, 
would not compete with private fi 
nancing. Instead, it would be used 
to supplement it, where necessary 
Ihe agency will continue the other 
programs of the predecessor $.D.P.A. 


| concerning Government procurement, 


technical and managerial assistance, 
defense production pools and assist 
ance in obtaining scarce materials and 
equipment 


NPA Cuts Quotas 
for Set-Aside Copper 


[he National Production Authority 
recently ordered substantial reductions 
in the amounts of copper and copper 
base alloy products which producers 
must reserve for military and atomic 
orders in the first quarter of the year. 

The cuts were ordered, according to 
NPA officials, because experience has 
shown that set-asides so far have been 
more than sufficient 

After December 31, producers of 
brass mill products will be required to 
reserve 1] to 32% of their production 
of various items like sheet, rod and 
wire for military and atomic us« 

NPA ordered no change for alloyed 
seamless pipe and tubing and military 
ammunition cups and discs for top 
priority users. 

The agency reduced by 6% the 
amounts of wire mill products like 
wire and cable which producers must 
reserve for top priority orders. After 
December 31, wire mills will have to 
set aside 20% of their output, com 
pared with 26% at the present time 

The top priority reservations for 
foundry products will be 27% after 
December 3] compared with 30% at 
present. 


U. S. Steel Employees 
Safer on the Job 


Employees of United States Steel 
Corp., Pittsburgh, had three times as 
many lost-time accidents during leisure 
hours during 1952 as they did while 
working at their jobs, according to 
company records 

According to the National Safety 
Council, this experience is general 
though U. S. Steel’s rate is well below 
the national average. During 1952 for 
each 1,000 men engaged in all types 
of work in domestic industry, 45 lost 
time accidents occurred off the job 
U. S. Steel had 17 mishaps a thou 
sand. ‘The company recently received 
the Council's honor award for its 
record of only 2.17 accidents a million 
man-hours worked last year in all its 
steel-producing divisions 





JOE ELMER, salesman for Ellfeldt 
Machinery & Supply Co., Kansas City, 
has moved to Topeka to cover his 
Kansas territory 





Western Industrialists 
Probe Profit Sharing 


A new Chapter of the Council of 
Profit Sharing Industries has been 
organized in California with headquar 
ters at Pasadena. 

The Council, a non-profit organi 
zation, is composed of 700 firms in 
the United States and Canada as 
sociated for the study and dissemina 
tion of information about profit-shar 
ing plans. 

Council officials said that of more 
than 3,700 inquiries about profit 
sharing received at the groups na 
tional headquarters in Akron, Ohio, 
during the past three months, 327 
were from California. 

The new California Chapter re 
cently held a luncheon conference 
in Pasadena to organize West Coast 
activities. 

John C. O'Keefe is field secretary for 
the Chapter. Western trustee for the 
Council is Thomas P. Pike, presi 
dent of the Pike Drilling Co., Los 
Angeles. 

Information about profit-sharing 
may be obtained at the Chapter ofh 
ces, 919-D East California St., Pasa 
dena. 





OLDEST MINE IN U. S. 


The great-great-granddaddy of coal 
mines in the U. S. is the No. 9 shoft 
of the Lehigh Navigation Coal Com 
pany, Inc., at Lansford, Pa., accord- 
ing to Coal Age, McGraw-Hill pub- 
lication. While many coal mines have 
been operated for about 50 years and 
a number for 75, this company today 
is mining the same tract originally 
opened in 1792, making it over 160 
years old. 











this 0 ® 36-A Caster 


Your Customer’s Best Buy 





for DEPENDABLE SERVICE 


Tao 


1536-A Series— 
Double Ball Race Swiv- 
el Caster equipped 
with Roller Bearing 
Vulcanized-on Soft 
Rubber Tread Wheels, 


whee 
Cid ” 


Bond 1-A Series— 
Stationary Truck rs 
Casters give depend- j 
able service as com- 
panion casters to the 

Bond 36-A Series 


» Casters. J 
M.. ; 


8 


Industrial distributors know... 


that Bond 36-A Series Casters fit most 
service requirements. These universally 
used, completely dependable casters incor- 
porate a fork, base and king bolt construc- 
tion that distributes the load evenly. Two 
ball races of almost equal diameter, set one 
below the other, permit easy swiveling. All 
moving parts in the ball race are pres- 
sure lubricated. 

Remember, your customer's best buy is 
Bond—and he'll be glad to have you help 
him select the right Bond Casters for his 
jobs. Write today for your copy of the fact- 
full Bond Catalog K-38. 


BOND FOUNDRY & MACHINE COMPANY 
Manheim, Pennsylvania 
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THREE REASONS WHY 


Reduce set-up and change-over time 
required on large tapered shank tools. 


Versatility—drilling, reaming and other 
operations can be done with same set-up, 
using Postiv-Lok adapters. 


Eliminate need of integral tapered shanks. 
Tools cost less. 


Remember: it pays to push Putnam world’s 
leading end mill producer. Putnam Tool Co., 
2981 Charlevoix Ave., Detroit 7, Michigan. 
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ADVERTISING at the F. Raniville 
Co., Grand Rapids, Mich., is headed by 
W. J. Powers, who combines ad experi- 
ence with industrial know-how 





New England States 
Survey Industry Trends 


Two New England states, Massa 
chusetts and Connecticut, are survey- 
ing trends of industry within their 
borders and planning projects to at 
tract new firms where others have 
left. 

The Massachusetts Department of 
Commerce recently started a census 
of vacant industrial buildings in the 
Commonwealth, following a sugges 
tion by Governor Christian A. Herte: 
that the Federal Government help 
with remodeling under certificates of 
slower tax amortization. 

Federal authorities had proposed to 
give new construction greater tax 
relief through amortization in indus 
trially “critical’’ areas. 

Governor Herter wrote President 
Eisenhower that small diversified in- 
dustries might be attracted to locate 
in remodeled buildings, when they 
could not afford the rents in new 
construction. 

There are many older type factories 
now vacant in the Commonwealth, the 
Governor said, and there is no incen- 
tive for private capital to acquire and 
remodel them. But under easier 
amortization, these buildings could 
probably be modernized and filled with 
tenants. He suggested that rapid 
amortization apply to existing factory 
buildings that had been vacant six 
months or more. 

Governor Herter said his plan was 
in accord with the philosophy that 
stronger small business enterprises 
mean a stronger economy. Tax losses 
to the Government, he said, would be 
made up by taxes on increased payrolls 
and income resulting from additional 
industry. 

State officials said they had no idea 





how many vacant factories there were. 
The Commerce Department is can 
vassing all mayors and selectmen fot 
a round-up of the situation. Forms 
mailed to community officials ask for 
the number of vacant buildings, the 
length of time they have been vacant 
ind the number of square feet of floor 
space in each building. 


Connecticut Exodus Charted 


The Connecticut Development 
Commission reported recently that 
several states offering “extraordinary 
inducements,” had made some inroads 
into the expansion of industry in 
Connccticut. 

The Commission said some compa 
nies were planning branches in other 
states, either to decentralize operations 
or to take advantage of profferred aid 
in building or financing new plants. 

No single industry of any size 
moved during the last year, the report 
said, but it noted that the state’s 
heavy concentration of manufacturing 
“makes it particularly vulnerable to 
the intense and intensifying competi- 
tion from other states trying to at 
tract’ industries. 


New York Belting 
Names District Heads 
New York Belting & Packing Co., 


Passaic, N. J., has announced the ap 
pointment of two new district man- 
agers. 

William I. Butler, former manager 
of the Southeastern district with of 
fices in Memphis, has been named 
district manager for the East Central 
states with headquarters in Cleveland. 

Succeeding him as Southeastern dis- 
trict head will be William W. Conard, 
former district head for the Southeast 
with L. H. Gilmer Co. before it 
merged with New York Belting & 
Packing a year ago. Mr. Conard’s 
headquarters will be in Atlanta. 

Malcolm B. Roach, sales engineer, 
has been named assistant manager for 
the Southeastern district with head 
quarters in Dallas. 





ULTRASONIC BEER 


A German brewer now is using sound 
waves in the production of beer, Food 
Engineering, McGraw-Hill publication, 
reports. A machine using ultrasonic 
vibrations breaks down the hops so 
thoroughly during the cooking process 
that the bitter substances which pro- 
vide flavor, are completely extracted 
and 30 to 40 per cent fewer hops are 
needed. 











ARRO — the complete line of quality anchoring and 
drilling devices for masonry. 


aT Seeds 


ARROFLUTE CARBIDE MASONRY DRILL i 
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Selo pte 
DOUBLE EXPANSION SHIELD Gia 


RIVETED HEAD 
TOGGLE BOLT 


LITTLE MAJOR TURNBUCKLE 


FOUR-POINT HAND STAR DRIiL 
MACHINE SCREW ANCHOR 


THREE-POINT ORILL POINT 


S1U0 BOLT ANCHOR a ———__)) 


FOUR-POINT DRILL POINT 


Ss 


LEAD SCREW ANCHOR TWIST DRILL POINT 


} 
| 
J 


RUBBERGRIP 
DRILL POINT HOLDER 
MAL-LEAD BOLT ANCHOR 


ARRO EXPANSION BOLT CO. +» MARION, OHIO 


Sold through distributors Orly 


1230 Boone Ave., Marion, Ohio 
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PYRAMID .« SALES 


wit Fairbanks’ 3 lines! 


Capitalize on the profitable combination of Fairbanks’ three 
lines—Trucks, Casters and Valves. Many of your customers may 
be unaware of the fact that all three lines are made by the same 
Fairbanks Company. Yet a number of users of hand and plat- 
form trucks, for instance, also buy casters and wheels —and 
bronze and iron bodied valves —turning elsewhere for sales that 
should be yours. 

So make three calls in one — pyramid your profits by selling 
all of these famous Fairbanks products to every customer. 


VALVES 


Full Line of Bronze and Iron 
Body Valves in all types — 
Gate — Globe — Angle — Check 
—"Sphero” Ball Valves — Sol- 
der Joint—Brazed Joint. Sizes 
Ve" to 24”. 


TRUCKS 


Hand and Platform Trucks in 
over 200 standard styles and 
sizes. Dollies, Carts, Skids,also 
specially designed equipment. 


CASTERS and WHEELS 


Swivel and Rigid Casters in 
both Pressed Steel and Semi- 
Steel in sizes 2” to 8”. Wheels 
for casters and trucks in 2” to 
18” diameters. Rubber Tired, 
Semi-Steel, Solid Rubber and 
Pneumatic types with Plain or 
Anti-Friction Bearings. 


OVER 2'/, MILLION ADVER- 
TISEMENTS IN 1950 ARE 
HELPING YOU SELL FAIR- 
BANKS PRODUCTS. 


ks 


COMPANY 


New YORK 


DART & PIC UNIONS - VALVES - TRUCKS - CASTERS 


774 
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Steelmakers Set 
Shipping Record 


The nation’s steelmakers shipped a 
record 42,256,861 net tons of steel 
products in the first half of this year, 
and shipments in June to the manu- 
facturers of military items were the 
largest for any month since the end 


| of World War II, according to the 
| Iron & Steel Institute. 


The six-month tonnage compared 


| with 32,968,625 shipped the first half 


last year, when the strike had reduced 
mill operations. It exceeded by about 


| 2,300,000 tons the best previous first 


half, in 1951, the Institute reported 

Total shipments in June also set a 
new high record at 6,950,059 tons, 
which compared with the previous 
June’s 1,250,243 tons. 

Shipments to the ordnance and 
other military classifications amounted 
to 304,205 tons in June, bringing the 
total for six months to 1,393,104 
tons, or 3.4% of the domestic ship 
ments against 955,935 tons, or 3.1% 
in the same period last year. 


Autos Took 20.5% 


The automotive industry received 
1,378,882 tons, or 20.5% of the do 
mestic total in June and was in top 
place on the list of steel consumers 
classifications. Shipments to the auto- 
mobile manufacturers for the first half 
exceeded. 8,100,000 tons, or 19.9% of 
all domestic deliveries. 

Household appliance manufacturers 
received nearly 1,100,000 tons in the 
first half of this year or 2.7% of the 
total, against 660,000 tons, or 2.1% 
of the total last year. 


Warehouses had 19% 


Shipments to warehouses were 7,- 
789,963 tons, or 19%, compared with 
6,439,416 tons, or 20.6% in the first 
half of 1952. 

The Institute reported record high 
shipments of cold rolled sheets, hot 
rolled bars and electrolytic tin plate 
were made in the first half of this year. 
Deliveries of semi-finished forms, rails, 
plates, bars, line pipe and oil country 
goods were substantially larger than in 
the other recent half-year periods. 


U. S. Electric Tool 
Names Representative 


United States Electric Too] Co., di- 
vision of Emerson Electric Co., Cin 
cinnati, has appointed L. D. Box, Den- 
ver, as representative for the Mountain 
States territory. 

The L. D. Box organization also 
represents the Kellogg Division of 
American Brake Shoe Co. 





Hewitt-Robins Names 
Vice President 


Austin Goodyear, general manager 
of the rubber and conveyors divisions 
of Hewitt-Robins, Inc., Stamford, 
Conn., has been elected a vice presi 
dent of the company. 

Mr. Goodyear joined the company 
in 1941 and six years later became 
production manager of the Passaic, 
N. J., plant. In 1952 he was appointed 
general manager of the convevors divi 
sion, which produces conveyor ma 
chinery and vibrating screens, and of 
the rubber division, which makes con- 
veyor belting, hose and other indus 
trial rubber products. 


Parcel Post Charts 
Out of Date This Month 


Business firms using parcel post 
have been warned by the National As- 
sociation of Scale Manufacturers that 
computing charts for virtually all their 
parcel post scales will be out of date 
October | 

Ihat’s the date new parcel post 
rates go into effect. ‘The charts, which 
compute the amount of parcel post 
due, list the old rates. 

Scale manufacturers are busy mak 
ing as many of the new charts as pos 
sible, according to association spokes- 
men. However, they may not be abl 
to keep up with the demand 

Firms which do much mailing have 
been urged to contact their scale deal 
ers or makers for new charts. 

The new rates are for parcel post 
only. First class and air mail rates are 
unchanged. 

Association officers warned compa 
nies to have scales and charts set ac- 
curately. Otherwise, a large amount of 
money may be lost in excess postage. 





— 


DOUBLE 
DUTY 
SERVICE 








You have an extra feature to 
to sell when you sell Sim 
plex Jacks. That's because 
wherever the load—close to 
the ground or with plenty of 
clearance under it—it takes 
only one Simplex Jack to do 
the lifting job. With provi 
sion for lifting a full load on 
either the cap or toe, there's 
no need for additional jacks 
for each range of load 
heights This means time 
Savings and less jack inven 
tory for your customers 

and a good sales story for 
you 

Cash in on this extra feature 


by selling the Simplex line 
Write for full information 


full 
lifting 
capacity 
on 


BOTH 
‘e CAP 


and 


A Jack for 
Every Purpose 


The Simplex tine of jacks 
is complete. It includes 
rachet lowering srew 
and hydraulic jacks; self 
contained and remote 
controlicd center-hole 
pullers. trench and timber 
braces) Buyershave known 
Simplex means quality 
m jacks for more than 
SO years 





WORLD'S LARGEST MFGRS OF INDUSTRIAL 
MECHANICAL AND HYDRAULIC JACKS 


RE-MO-TROL JACKS JENNY 
UTN-A-TOOL ROL-TOE 


TEMPLETON, KENLY & COMPANY 





“Look—I've just got to make this sale. 
My whole future depends on it. Can't 
you see your way clear to buying it on 
its merits alone, huh, Dad?” 


2523 Gardner Road 
Broadview, Illinois 
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DISTRIBUTORS 
have profitable business 
in hand when they sell 


Nathal 
Puintstiks - 


for—Extreme heat 250°F to 1800°F per- 
manent comes off in pickling bath 

fer—Hot Metal 150°F to 1500°F will not run, 
char, flow, discolor or peel. immersion in cold 
woter will not deface 

For—Annealing, welding or acetylene torch work. 
Open hearth stickers, etc 


=" 
fer—Metal to be annealed at temperatures up 
to 1600°F. Morking when cold 
fer—Quick Drying drys instantly 
in pickling both 

fer—All purposes, dry, oily, or icy wet surfaces. 
Stampings and indentations—steel and plastics. 


removed 


Pia” 5 F 
fer—Metal, wood, etc. 60°F to 160°F. Marks 
come off in pickling bath 
for—Lumber either wet, dry or green. Also for 
crates and boxes. 
for—Lumber, wet, dry, green, creosoted or 
Wolmanized 
Other types ore available for special marking 
requirements; our engineers will make recom- 
mendations if you will outline your special 
problem 





SPECIAL TYPES ON REQUEST 


im 
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WEEKLY SALES MEETINGS are 
scheduled by W. Allen, sales manager 
Nelson Hardware Co., Roanoke, Va 





Car Fleet Leasing 
Now Big Business 


I'he leasing of automobiles for sales 
and other industrial uses has become 
one of the fastest growing businesses 
in the country, according to a recent 
survey by the New York Times 

Four years ago the car-leasing busi- 
ness was virtually non-existent. In 
1952, the total rose to 100,000 cars 
leased and since then the figure has 
more than doubled. 
lion cars are operated by corporations, 
with Bell Telephone’s fleet of 12,000 
the largest 


Opinion in the leasing business is 


that only the surface has been 
scratched and that leasing operations 
may change radically the concept of 
company-owned and salesman-owned 
Cars. 

The usual practice is for companies 
to have their own cars or pay employ 
ees a flat rate per mile. In some cases, 
the companies reimburse the men for 
actual out-of-pocket expenses, fixed 
eosts and depreciation. But the rising 
operating rate in recent years has been 
causing cost-conscious large firms to 
seek a money-saving solution. 

Leasing the cars has been the an 
swer for some. 

Reasons vary in different companies. 
In some, the major reason is the desire 
to save capital for more productive uses 
than buying new cars. In others, it is 
to end the use of valuable executive 
and accounting time to keep up the 
records that go with fleet operation. 
Another factor is management’s desire 
to avoid speculation in the used car 
market. 

The main reason in most cases, 
though, is a tax consideration: money 
spent for car rental is a direct operating 
expense and 100% deductable. 


For example, a company in the 


Some three mil- | 





No More Rummaging 
Through Stacks of Drills 


Sell it to industrial plants, hard- 
ware stores, stock rooms. The en- 
tire stock of drills can be seen 
at a glance. Compartments with 
rounded bottoms hold dozens of 
drills. Huot’s built-in inventory 
system does away with cost sheets 
—speeds up sales. 1414” long, 
7%" high, 7%" deep. Hammerlin 
baked enamel finish over steel 
Dispensers for: Fractional, number 
and letter drills. 


Write for catalog pages 


By the 
makers of 


HUOT 


DRILL 
HUOT MANUFACTURING CO. FT st} 


551 No. Wheeler St. * St. Paul W4, Minn 


ODDS ON SELLING THIS 
ARE SIX TO ONE 


(in YOUR Favor!) 


This compact kit has 
sixfold sales o | be- 
cause it contains six of 
the most commonly 
used screwdriver sizes 
(3 regular and 3 Phil- 
lips). A precision kit— 
not a “gimmick”. All 

y, 


CK3 Combination 
Tool 


biedes fit the husk 
man-sized handie 
Comes in handy, dur- 
able plastic  roll-kit 
case. Another Xcelite 
item thot selis on 
sight! 


Write today to 


XCELITE INC. 


(Formerly Park Metalware Co., 
Deot. F 
Orchard Park, N. Y. 


Ine.) 








maximum excess profits tax bracket 
would have to earn approximately $11, 
111 to purchase a $2,000 car out of 
profit and a corporation in the maxi 
mum income bracket would have to 
carn $4,166 to buy the vehicle. Leas 
ing and operating expenses, however, 
would be only about $1,380, all tax 
deductable. 

That is the car lease operators’ main 
sales argument 


Various Plans Available 


rhere are various leasing plans to 
fit the needs of small and large com 
panies. Rates range from $75 a month 
a unit for one to five cars, to $68 a 
month for 25 cars. 

Ihe fixed annual rental cost in 
cludes registration, license fees, state 
inspection fees, major repairs, idjust 
ments and labor. An immediate r 
placement is provided in the event of 
fire, theft or mechanical breakdown 

One plan, called the “president's 
leasing service,” provides company 
heads with luxury equipment, includ 
ing pe rsonnel crests, intercoms, spec ial 
upholstery and other deluxe features. 

One firm leases airplanes as well as 
cars, and claims that the cost pet 
passenger mile compares favorably with 
that of the regular airlines 


Advertising Manager 
Named by Falk Corp. 


The Falk Corp., Milwaukee, has 
appointed Franklin C. Williams as 
manager of sales promotion and ad 
vertising and A. H. Kelley as assistant 
manager. 

Mr. Williams, a University of Wis 
consin graduate and World War II 
Navy veteran, has worked with the 
company for several years on special 
issignments in the sales and advertis 
ing departments. Mr. Kelley has been 
engaged in statistical and sales promo 
tional activities 

Che sales promotion and advertising 
department will continue under th 
executive supervision of Thom | 
S-annell, general sales manage! 





ROLLING CHURCH 


Religion has taken to wheels in 
Italy, according to Bus Transportation, 
McGraw-Hill publication. The Daugh 
ters of the Church, a missionary order 
of nuns, has a church bus which rolls 
to outlying areas around Rome. Deco 
rated with papal insignia on the radi 
ator and a cross on the roof, the bus 
has an altar in the rear where Mass 
can be said in churchless areas. Nuns 
helped to design the vehicle. 











last! 


BUSINESS GIFT 


that’s really 
different 


nes 


new push-button 
home and car 
fire extinguisher 


If you've been looking for a business gift that’s different and sure 
to be appreciated, look no further. Nothing like this new Pyrene 
push-button fire extinguisher has ever been given before. Yet there 
couldn't be an item more needed or wanted. We guarantee that 
it will please any customer, any friend you have in mind. 


This brand-new precision-made Pyrene* has already been named 
Grand Prize Winner of this year’s National Home Safety Awards. 
Here’s why: just press the button and instantly you get a steady 
20 foot stream of fast-acting, nondamaging extinguisher liquid. 
Release the button—the stream stops. It kilis gasoline, oil, grease 
fires (water won't). It’s safe on electrical fires (water isn’t). And 
it’s effective on all small paper, wood and 

cloth fires. This Pyrene is easy to recharge, 

too — at a gasoline station air hose. Give it 

as your firm’s gift this year. 


This new Pyrene is not only an appropriate 
gift to make to your own customers, but 
gives you an opportunity to get large orders 
from those looking for unusual gift items. 
We offer these Pyrenes in quantity at attrac- 
tive prices and ship them in smart gift pack 

ages. On orders of 120 or more, we wil! label 
the extinguishers with the donor’s name. 
Get your order in soon. Write to us today. 


Comes filled, complete with wall 


*T.M. Reg. U.S. Pat. OF bracket for easy mounting 


PYRENE MANUFACTURING COMPANY 


581 Belmont Ave. Newark 8, New Jersey 
Affiliated with C-O-Two Fire Equipment Co. 


me 
FRTONCO NMEA 
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NEW 50 TON 
CENTER-HOLE 


HYDRAULIC PULLER 


-{=— 


Pulling the Drawing Gear on a 
Paper Shearing Machine with the 
New OTC Hydraulic Puller 


FOR TOUGH CUSTOMERS WITH TOUGH JOBS 


Sell your toughest customers easily with the new OTC 50 Ton Ram— 


Saves time, money—Eliminates broken parts—Pays for itself on a 


few jobs 


Hydraulic Ram does jobs 75°; faster—Eliminates torque 


The NEV 


and the danger of accidents can be used any- 


Completely portable 
where. With its attachments, the 50 ton puller can do hundreds of 
maintenance pulling jobs on all types of machinery 


Designed with the famous CENTER-HOLE that al- i 
FOR 


plus interchange Free 
pooktert 


lows fast, easy adjustment to the job 
from push to pull or used as a production holding fix- 


and 30 ton rams. De- 

Booklet describes com- 
plete line and uses of 
OTC equipment 


ture. Big brother to the 17! 


scribe it, show it, and you'll sell it. 


FEATURES: 


1. Calibrated Pressure Gauge 

. Interchangeable Ram Heads 
. Ram Travel of 3 

. Weighs oniy 45 Ibs. 

. Remote Control Pump 

. Six Foot Hi-Pressure Hose 


. Hi-Pressure Quick Coupler 


OWATONNA 
373 CEDAR ST. 


TOOL COMPANY 
OWATONNA, MINNESOTA 


| Nickel Allocation 
Ends This Month 


International allocation of nickel 
ends October 1, the International Ma- 
terials Conference has announced. 

This also means the end of I.M.C., 
since nickel is the only commodity still 

| being allocated. 

The Conference reported that du: 
ing the last year and a half nickel sup 
plies increased about ten percent and 
predicted that requirements in some 
countries would decrease so that sup- 
ply and demand will soon come into 

alance. 

The report noted, however, that 
supplies cannot be expected to increase 
much in the immediate future except 
for some Canadian production under 
special contracts with the U. S. Gov- 
ernment. 

I.M.C. has been gradually abandon- 
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| ing its allocations as supplies of various 
| commodities improved, beginning 
with zinc early in 1952. 


Export Controls Off 


The Government has relaxed con 
trol on exports of 70 steel mill prod- 
ucts. 

The Commerce Department’s Office 
of International Trade said 50 of these 
items can now be sent everywhere, 
except to Hong Kong, Macao, Soviet 
Russia and her satellites under a gen 
eral export license. The other 20 may 
be shipped under general license only 
to Western Hemisphere countries. 

With the exception of alloy nails, 
all the commodities affected are made 
of carbon steel or iron 


White House Experts 
To Report on Business 


To speed reports to Washington on 
business conditions, a network of eco 
nomic experts has been set up by the 
White House at key points across the 
country. 

rhe group, chosen on a highly selec- 
tive basis with the advice of bankers 
and business and labor leaders in each 
city, will report to the White House 
monthly on economic trends in their 
localities, or more often if necessary. 

Walter Williams, Under Secretary 
of Commerce, will receive the reports 
telegraphed by the special field group 
With other economic advisors to the 
President, he will evaluate the infor- 
mation. 

Reports will come from sensitive key 
points. Purpose of the project is to 
climinate the time lapse between eco 
nomic changes and their appearance 
in the form of statistics in Government 
reports. Dr. Arthur Burns, chairman 
of the President’s Economic Council, 





Dr. Gabriel Hauge, economic advisor 
to the President, and Mr. Williams 
have been seeking for some time more 
sensitive indicators of economic trends 
than are available in the periodic 
checks conducted by the Department 
of Commerce, the Federal Reserve 
Board and the Department of Labor 


“Spot” Reports Sought 


The new reporting group is ex 
pected to send in “spot” reports of 
developments such as the closing of 
a plant in one city, the demand for 
labor in another, regional commodity 
prices, the availability of bank credits 
and other key information. One point 
on which they are expected to keep 
Washington informed is the average 
length of work week in factories in 
pivotal regions. This is thought to be 
one of the most sensitive yardsticks to 
economic conditions available 


Warehouses Burn 
Once A Week 
Once a week there’s a warehouse fire 
resulting in losses ranging from $100 
000 to more than $5,000,000, accord eal 
ing to a survey by the National Board DOUBLE 
of Fire Underwriters. ee, 
Officers of the organization warn 
that the problem is of such propor 4 4 4 4 | i 
tions as to demand national attention risto istri utors in * 
Ihe National Board’s survey include 
recommendations for minimizing fir 
losses, covering proper building con New! Forceful Bristol ads will really attract 
| attention. Your customers will see them in 
8) PRODUCT ENGINEERING, MACHINE DESIGN, ELEC- 


struction, storage practices, mainte 

nance and housekeeping, fire prote: 

= and — operations : : TRICAL MANUFACTURING, MILL & FACTORY, THE 

> » § ‘ x ol 

' a f ithe . N BF ' a t Arcee < TOOL ENGINEER, PURCHASING, PRODUCT DESIGN & DE- 

aince rom we IN. } “nginee!r ’ , , 

ing Department, 85 John St.. New we: VELOPMENT, INDUSTRIAL EQUIPMENT NEWS. They'll 

4 alt , ‘ , .¥ ° : : 

York 38. N. Y. be impressed at how widely and effe ctively used are 
Bristol's Hex and Multiple-Spline Socket Screws on 

assembly lines in scores of industries. 


pet, New! Dramatic direct mail for your customers, 
D) with your imprint, features Bristol's business- 
ball 





building ads. You mail them, we'll print them 
and supply them at no cost to you. 


You're sure this big Bristol promotion will really work for you, because Bristol 
makes every effort to direct business through the distributor, protect his profits 
by restricting distribution in each territory, support him with factory-trained 
salesmen, etc. Bristol’s distributor policy is in black and white for all to see. 
No wonder it pays to be a Bristol distributor! 


A.35 


CLOSE CONTACT with the inner q | C | RS 


, 
workings of his company is the policy 


aime ere pee THE BRISTOL COMPANY, Socket Screw Division, Waterbury 20, Conn 


secretary, L. H. Haupt, St. Louis 
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Actual height 
overall 1-5/8” 


“Hi-Drive’’ — big name in midget motors — 
manufactured by Blake Manufacturing Divi- 
sion, Ray-O-Vac Company, one of the world's 
largest producers of miniature motors, flash- 
lights and dry batteries 











with Millers Falls “Adjustomatic’’® 
Clutch Electric Screw Drivers 


Driving tiny, self-tapping screws in a thin plastic housing 
— it’s the kind of job usually considered too delicate for 
power drivers, 

Yet, Millers Falls No. 52's with the patented “Adjusto- 
matic” Clutch are performing this operation speedily, 
accurately — without splitting the plastic walls — without 
stripping threads. And — production has more than 
doubled. 

Ruggedly-built, vibrationless, power-packed, these re- 
markable drivers have a velvet touch, Torque adjustment 
can be set within inch-ounces — and stays put month after 
month. 

No other power drivers offer you the exclusive sales 
advantage of Miller Falls super-sensitive ‘“Adjustomatic” 
Clutch. Write for full information on the wide variety of 

sizes and types which are available and the 
many other Millers Falls high-performance 
electric tools for production and maintenance, 


MILLERS FALLS COMPANY 
Greenfield, Mass. 
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Defense Tax Help 
To Be Curtailed 


New certificates of necessity will not 
be so numerous in the future. 

(he Government is planning to 
‘narrow’ its program of furthering in 
dustrial expansion by granting tax 
write-off privileges to industries, Arthur 
S. Fleming, Defense Mobilization Di- 
rector, said recently. 

Ihe rapid write-off device will still 
be used, 9 said. But a “rather large 
percentage” of the present cxpansion 
goals, which form the basis for grant 
ing the necessary certificates, will be 
“closed out” and others will be 
checked to see if they are directly re 
lated to the defense effort 

Most of the goals to be closed out, 
according to Mr. Fleming, will be 
those already completed or almost 
completed. 

Certificates of necessity” providing 
for more rapid amortization of plant 
and facilities, and thus some tax relief, 
are granted to companies planning new 
plants or plant additions deemed essen 
tial for defense work 

During the Korean war, the current 
reports on certificates of necessity is 
sued each month gave an indication 
of where and how industry was expand 
ing throughout the country 


New Goals Planned 


Mr. Fleming said new goals for ex 
pansion of various industries would 
be announced shortly. Under the new 
program, it appeared a number of proj 
ects now being certified would be r 
jected because they do not relate di 
rectly enough to the defense effort 
A substantial tightening is likely fo 
electric power products, which up to 
now have been certified liberalls 


Peak Passed 


Ihe peak of the certihcation pro 
gram has already passed, with a total 
of some $27 billion worth of expansion 
ipproved for tax benefits, but a sub 
stantial number of certificates are still 
being mad 

So far 233 expansion goals for 
various products and processes have 
been sect, with the majority of them in 
the “indirect defense” category, which 
includes such fields as petroleum, rail 
road freight cars and clectric power 
Mr. Fleming said these goals would 
be re-examined to see if thev bear a 
realistic relationship to mobilization 
needs 

O.D.M. officials are considering a 
plan to grant a higher percentage of 
write-off to companies, otherwise qual 
ified, which agree to carry out then 
expansion in officially certified “sur 
plus labor areas.” 





Norton Researchers 
Develop New Mineral 
Researchers at Norton Co., Wor 


cester, Mass., have developed in the 
laboratory a new form of mineral, not 
found in nature, according to a com 
pany announcement. A _ crystallized | 
silica, said to be much harder and a 
fourth more dense than ordinary | 
quartz, was produced by simulating | 
the conditions of pressure and tem 
perature by which nature forms the 
rocks of the earth’s crust 

Loring Coes, Jr., assistant director | 
of research and development, is cred- | 
ited with the discovery 

Commercial possibilities of the new 
ilica have not vet been explored. It 
may find use as a specialized abrasive 
or m piezocele tric crvstals 

Ihe rock was formed by subjecting 
various substances containing silicon | 
ind oxygen to a pressure of 35,000] 
itmospheres at a temperature of 750} 
degrees centigrade for 15 hours. ‘Thes« 
conditions would be duplicated in na 
ture at about 60 miles below the sur 
face of the earth 


Flexonics Completes 
Plant Addition 


Flexonics Corp., Maywood, IIL, is 
ompleting this month a 30,000 sq. ft 
iddition to its Memphis, Tenn., plant 
ind will transfer brass bellows produc 
tion there from Elgin, Il 

John F. P. Farrar, company presi 
dent, said bellows production will be 
increased six times. The plant addi 
tion is a one-story brick structure being 
built at a cost of $300,000 

Th poration’s first Memphi 
building was erected two years ago to 
make aircraft components. The cor 
poration has three other plants in Ili 
nois besides the Elgin plant, one in 
Canada, also New Jersev warehouse 

Norman Dawson will superintend 


} 


the brass bellows division 


Aluminum Strip Mill 
Opened by Scovill 


Scovill Mfg. Co. has started produc 
tion in its new aluminum strip mill in 
Waterbury, Conn 

The process involves the use of fur 
naces, said to be the first of thei type 
in which all aluminum production is 
imnealed under complete atraospheric 

mtrol with a substitution of nitrogen 
for oxygen. This controlled atmos 
phere in a bell furnace is injected 
ifter all oxvgen, carbon dioxide, and 
oil have been forced from the enclo 
sure, according to company officials 

The cold-rolled strip from the proc- 
ess will be marketed under the name 


Prusper 
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BUFFALO BELTS 


YOU. % Over 200 Sizes % 35 Widths 
*% 7 Thicknesses — IN SOLID-WOVEN COTTON BELTS 


Some Distributors and their salesmen are passing up plenty of substantial 
conveyor belt sales because the line of belts they handle isn't extensive 
enough to furnish the right size, width, ply or surface TREATMENT to fill 
the customer $s requirements 

This seldom happens to the Distributor that sells BUFFALO BELTS for 

here is one of the most extensive lines of 

solid woven cotton conveyor belts in the 
Flua world! There is a size, a width, a ply or a 

6 SPECIALLY- specially TREATED Buffalo Belt for 
TREATED BELTS practically any conveying job you can 


PLASTEX COATED name. 
LATEX IMPREGNATED Buffalo Belts have tremendous sales 


I a ny appeal! MADE TOUGHER from the 
Oe ae TIGHTER by our’ cn Bn way —~ 
RUBBER FILLED & COVERED 4 ; sntastnotehed “—s 
WEAR Process, they naturally LAST 
AND... LONGER and build sure-fire REPEAT 
WE ALSO OFFER A sales! 
COMPLETE LINE OF 
STITCHED CANVAS bile fodag/ 


CONVEYOR BELTS 








on your letterhead for 
our catalog and price list 


\) 


BUFFALO WEAVING & BELTING COMPANY 


209 CHANDLER STREET BUFFALO 7, NEW .ORK 


NEW YORK PHILADELPHIA CHICAGO DETROIT LOS ANGELES 
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iGGER 
er MORE PROFIT! 


BLUE MARK 


Layout Fluid 


Accepted nationally by the metal- 
working industry for its consistent 
quality and performance on all 
metals—for all jobs. 


ASTER DRYING! 
: NO GLARE! 


BLUE MARK CO. 
60-62 HOWARD ST. 
IRVINGTON 11, 
NEW JERSEY 





BIG ORANGE 
Shackles Have It! 


D 
Forged of Mi-STRENGTH STEEL 
ae Strong 


Extra Tough 
ANCHOR Screw Pin SHACKLES 


and 
CHAIN Screw Pin SHACKLES 


New Available in Sizes 


yy” to 
SELF COLORED or GALVANIZED 
Write for Literature and Prices 
MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 





"Small Business to Get 
“Strong, Lean” Agency 





by William D. Mitchell 


Small Business Administrator 


Congress has assigned to the new | 
Small Business Administration a job | 


which affects every citizen in the land 
and especially the rising generation. 
Ours is the job of assistance and 
cooperation with State and local gov- 
ernments and all segments of the 
population in preserving the historic 
American way of solving problems of 


small business at the State and local 


levels, public and private. This is the 
way through which the United States 
became strong and developed most of 
the good things in life. 
SBA has the duty and opportunity 
to serve the whole field of small busi- 
| ness concerns of all kinds. This em- 
braces nearly 4,000,000 concerns. 


No Empire-Building 


Obviously, if we in SBA attempted 


to serve directly the needs of all small | 


businesses, it would require an empire 
of employees and huge expenditures of 
public funds. ‘This would be the anti 
thesis of the free enterprise system. 
The long-range problems of small 
business cannot be met with Govern- 
ment hand-outs, red tape, and orders 
| and directives from Washington. 

Instead, we will have an agency 
which will be strong and lean—com- 
posed of people who know their jobs, 
and streamlined to do an effective job. 


We will station as many of our small | 


| staff as possible ‘in our field offices— 

close to the State and local govern- 
ments, business and civic groups we 
will rely upon to help carry out the 
programs at the grass roots level. 


Three Primary Needs 


It is generally recognized that the 
| primary needs of small business firms, 
| which make up more than 90 percent 

of all American businesses, are these 
_ three: 


First, small business needs access to | 


adequate sources of capital and credit 
| on reasonable terms. The financial 
problems of small business cannot al- 
| ways be met by banks and other private 
institutions because of legal and other 


restrictions. This is particularly true | 


with respect to urgently-needed long 
term credit. Short-term and _inter- 
mediate-term credit needs of small 

| firms can usually be met by the bank- 
ing system. 


Second, small business needs greater | 
opportunity to share in the growth of | 


| the American economy. This means 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1953 








I 


STAINLESS STEEL 
FASTENINGS 
> OF ALL TYPES 


RIGHT OFF THE SHELF 


-~ f 
— 


In-Stock-Service on small or 
large quantities * Cap Screws 
* Machine Screws * Sheet 
Metal & Wood Screws + Set 
Screws * Nuts, Washers, Etc 
Class 3 AN Drilied Fillister Heads 
Fast service on special screw 
machine products 
WRITE, WIRE OR PHONE 
YOUR REQUIREMENTS 
New Catalog Now Avail- 
able—write today 


STAINLESS SCREW CO. 


7 o¢ {}-amm (} Sum AR mory 4-1240 
le 230 Union Avenue, Paterson 2, N. J. 
Direct NEW YORK Telephone: Wisconsin 7-904) 





OPPORTUNITY 
FOR 
QUALIFIED 
INDUSTRIAL 
DISTRIBUTORS 


Nationally Advertised 
All-Purpose, Portable 
Power Hacksaw 


WA NTE D —firms in several 


choice areas with 
adequate distributor organizations 
qualified to offer statewide or 
regional coverage for nationally 
advertised, All-Purpose, Portable 
Power Hacksaw. Proven product 
with exclusive features. Thousands 
of satisfied users. Attractive dis- 
count schedule assures profitable 
possibilities for aggressive con- 
cerns. In replying state lines han- 
died as well as extent and nature 
of present coverage. Tri-Saw Cor- 
poration, 2207 Hanley Industrial 
Court, St. Louis 17, Missouri. 








How to keep informed on the 


part of your business 


AT YOUR FINGER TIPS, issue after issue, is one of your richest veins 

of job information — advertising. You might call it 

the “with what” type — which dovetails the “how” of the editorial pages. 
Easy to read, talking your language, geared specifically to the betterment 
of your business, this is the kind of practical data which may 

well help you do a job quicker, better — save your company money. 


Each advertiser is obviously doing his level best to give you 

helpful information. By showing, through the advertising pages, how his 
product or service can benefit you and your company, he is taking 

his most efficient way toward a sale. 


Add up all the advertisers and you've got a gold mine of current, 
on-the-job information. Yours for the reading are a wealth of data and 
facts on the very latest in products, services, tools .. . 

product developments, materials, processes, methods. 


You, too, have a big stake in the advertising pages. Read them regularly, 
carefully to keep job-informed on the “with what” part of your business. 


“a 


la he ee a 
M-GRAW HILL bee 


Ghee ~McGRAW-HILL PUBLICATIONS 


SUZ ZS 
SS 
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DARNELL CORPORATION, LTD. 


DOWNEY (LOS ANGELES COUNTY) CALIFORNIA 
60 WALKER STREET, NEW YORK 13, NEW YORK 
36 NORTH CLINTON STREET, CHICAGO 6, ILLINOIS 
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that small business should have a fait 
share of Federal Government con 
tracts, and also equitable treatment in 
orders by State and local governments, 
and large private industries. 

Third, many small firms need 
managerial and technical consultation. 
Many small firms with technical prob 
lems cannot afford to employ engi 
neers to help solve their difficulties 
They find it difficult to avail them 
selves of expert assistance even fo 
occasional short periods 

SBA has specific programs in each 
of thy s¢ iTCds 

First, in the field of financial a 
istance, SBA is fostering the develop 
ment of State-wide and local pools of 
private capital, in which banks and 
other financial institutions, business 
ind civic leaders, and individual citi 


zens Can participate 


Fund Only Drop in Bucket 


SBA is prepared to do its part with 
the $55,000,000 revolving fund which 
the Congress provided for small busi 
ness and disaster loans during the pres 
ent fiscal year. But this is only a drop 
in the bucket compared to the total 
needs. If the entire $55,000,000 were 
reléased in loans to small firms at once, 
it would scarcely make a ripple in the 
national economy. 

Our agency intends to use these 
funds prudently as a means of stimu 
lating broader private financial assist 
ance to small firms, through participa 
tion in loans with banks and other 
private lenders 

This plan is realistic It has been 
tried and proved in some states and 
local communities. The  state-spon 
sored credit pools in New England, 
for example, have attracted much at 
tention. But the surface has barely, 
been scratched in this field 

Second, SBA is developing plans for 
promoting a larger share of business, 
from public and private purchasers 
ilike, for small firms. We are develop 
ing a program whereby new products 
ind new methods of production will 
be opened up to small concerns for 
their own adoption. As an example, 
there are more than 19,000 inventions 
in which the Government has an in 
terest, that in many instances can be 
made available to small plants. 

Third, SBA will stimulate the use 
of home talent and know-how to assist 
small firms with managerial and tech 
nical problems. For example, experts 
of various kinds in universities, col 
leges and in civic and business organi 
zations, can be helpful to small enter 
prise through a cooperative endeavor 


Other Aid Planned 


Assistance will also be given to 





small firms in the areas of materials 
and equipment, subcontracting oppor 
tunities, certificates of competency, 
tax amortization, and in solving prob 
lems arising in the transition from de 
fense to civilian production. 

In short, the programs of SBA in all 
ficlds are designed to generate self 
help and cooperation at the grass root 
level. 

(his country was founded and de 
veloped on a_ philosophy of self 
reliance. The American people hav 
always done things for themselv 
Ihey have alwavs made their own wa‘ 
In those things where cooperative ct 
forts were needed, they have helped 
themselves by helping one another 

Ihe community spirit has alwa 
been strong in our land, and com 
munity action has proved its worth 
many times, from pioneer days to the 
organized civic and business activitic 
of the present time his traditional 
American spirit of self-reliance and co 
operation is the keynote of SBA’s 
effort to strengthen small business as 
the bulwark of free competitive enter 
prise 


Minnesota Mining 
To Make Plastic Pipe 

Minnesota Mining & Manufacturing 
Co., St. Paul, has acquired certain 
patents of Gustin-Bacon Mfg. Co., 
Kansas City, relating to glass fiber re 
inforced plastic pipe. Officials said 
3M is interested in manufacturing and 
selling the new pipe and fittings a 
soon as development is completed and 
manufacturing equipment is availabl 

Agreement between the two compa 
nies provides for cooperative research 
and development work to perfect gla 
plastic pipe together with a line of 
fittings and couplings 

Gustin-Bacon, one of the pioneet 
producers and developers of glass fib 
ers and plastic bonded products com 
posed of glass or organic fibers, has 
been developing glass fiber reinforced 
plastics since the new structural mate 
rial was introduced in World War II 
Minnesota Mining & Manufacturing 
has also had extensive experience in 
plastics research and manufacture, it 
officers point out 

Gustin-Bacon mav also undertake 
the manufacture and sale of the new 


pipe at a later date 


A Correction 


In the September issue of ID, it wa 
stated erroneously that Oberjuerg 
Rubber Distnbuting Co. was founded 
in 1946. Actually the St. Louis firm 
was founded in 1935 and recent] 
marked its 18th vear as distributor for 
Ihe Goodyear Tire & Rubber ¢ 
Akron, 


Long-Life Sealing... 
Easy Selling! 


SHEET PACKING 


Packing that stays put! That’s Quaker’s line of tough 
sheet packing. It stands up to vibration and pressure, 
resists deterioration by steam, gas, vapors, acids. And 
it stays pliable . . . expands where it should. Quaker 
Sheet Packing is known throughout industry for its 
long, low-cost, trouble-free service . . . that’s why it’s 


so easy to sell! 


Belting, Hose, Packing and 
Moulded Rubber of every 


construction for every need. 


QUAKER RUBBER CORPORATION 
DIVISION OF H. K. PORTER COMPANY, INC. 


OF PITTSBURGH 


PHILADELPHIA 24, PA. 


Branches in Principal Cities 
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Good Human Relations Does Not Depend On Size 





Good human relations are just as 
easy to achieve in a small business as 
in large companies with a dozen vicc 
presidents and elaborate facilities, ac 
cording to a booklet, Human Rela 
tions, published recently by the Small 
Defense Plants Administration. 

John Perry, human relations con 
sultant, is the author 

He points out: 

“The typical small firm is hard 
pressed to attract competent new em- 
ployee 5 It is, also less successful in 
developing and holding the young ex 
ecutives who would eventually move 
into top management jobs 

“This is a sharp reversal of what it 
used to be. In former days, the man 
to-rman relationships of small com 
made them, by and large, better 
places to work. ‘Today a small com 
pany still has greater opportunity to 
build a satisfied, productive organiza- 
tion. It still has the advantage of 
smallness, and of close personal con 
tact.” 

The answer, says the author, is to 
oncentrate on human relations, realiz« 


parite 


that money differences alone are not 
the only reason why larger firms seem 
to attract personnel easier. 

“Good human relations for manag: 
ment means knowing how to work 
with groups of people, and with in- 
dividuals,” according to the booklet 
“People are people, whether they're 
in a plant or at home. Punching a 
time clock doesn’t change them. They 
bring to their jobs all their physical 
and mental differences, their individual 
ittitudes, their personal problems.” 

The author cites numerous case 
studies bringing human problems to 
light, with suggested solutions. Among 
the topics: Good and Bad Human 
Relations, Management's Attitude, 
How Groups Behave, Company 
“Group Feeling,” Building Employee 
Satisfaction, Measuring Group Satis 
faction; The Cost of Dissatisfaction, 
What Makes an Organization Run? 
Sharing Information, Group Participa- 
tion, Counseling. and Who Will Be 
Responsible for Human Relations? 

“A daily problem of the small firm 
is that everv one in management wears 


ALKON 
AIR-POWERED 


Hydraulic-Controlled 


DRILL UNITS 


Multiple-hole drilling requiring many 
separate production runs may now be 
combined in one operation with the new, 
extremely compact Alkon Drill Unit! 


Many units may be mounted as close us 
2” parallel centers, and by actuating 
a common operating switch, all units 


automatically advance quickly to the work, 
are governed through the work by a unique 


“Hydraulic Monitor,” (at pre-selected 
feed speeds), to pre-set depths. Upon 
completion of stroke, rapid automatic 
reverse, (climinating dwell), returns 

each unit individually, 


A few choice areas are 
still available for new distributors. 
Write, wire or phone immediately 

for full details. 


cts corporation 


698 EAST 142nd ST., NEW YORK 54, N. Y. 
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so many hats,” the booklet points out 
Since there are more jobs than peopl 
to do them, it is difficult to assign a 
specialist to handle functions such as 
personnel and human relations. With 
large firms, however, specialists are as 
signed these duties. 

The author cites the case of the 
head of a small firm who told a meet 
ing of businessmen, “We have a per- 
sonnel director. We also have a timc 
study man, a purchasing agent, a traffic 
manager. . .” He went on to list a 
dozen titles. 

The others looked at him in surprisc 
ind asked how many employees hx 
had. 

“About a hundred,” he replied. 

“Then how can you afford all thes« 
people?” 

He smiled. “I don’t mean that we 
have as many people as that. Our per- 
sonnel director, for example, puts in 
only three or four hours a week on per 
sonnel work. But we have all those 
functions, just as a big company does 
And they're just as clearcut.” 

I'he author comments, “Here is a 
man who understands organization.” 

The booklet can be obtained from 
the Superintendant of Documents, 
U.S. Government Printing Office in 
Washington 


Small Business Group 
Watches Trust Study 


The National Federation of Inde 
pendent Business served notice re 
cently it is keeping its eye on the 
Justice Department's new committee 
to study the anti-trust laws. 

George J. Burger, vice president of 
the Federation, said his group won 
ders if the committee will be fair to 
small business. 

He recalled President Eisenhower's 
pledge to support anti-trust enforce 
ment and said small-business ques 
tions whether the committee recently 
appointed by the Attorney General 
will also remember. 

He also quoted the President as 
saving the Republican Administration 
did not intend to “simplify” the anti- 
trust laws to make them more effec- 
tive. 

Mr. Burger singled out two mem- 
bers of the committee for comment, 
Edward F. Howrey, Federal Trade 
Commission Chairman, and Gilbert 
H. -Montague, New York attorney. 
He said Mr. Howrey formerly repre 
sented major business interests and 
Mr. Montague opposed legislation 
“that would plug the loopholes in 
the Clayton Act.” 

If the committee makes a sincere 
study, it will find that “anti-trust 
laws have not been vigorously en 
forced,” he said. 





Restyled Power Tools 
Tap the Home Market 


Power tools are taking on a new look 
—they’re being styled and packaged by 
manufacturers as home appliances for 
men, Electrical Merchandising, M« 
Graw-Hill publication, reports. 

One industry source places sales of 
portable tools, which in 1947 stood at 
a modest $6 million, at $80 million in 
the home market alone in 1952. An 
other claims sales of both portable and 
stationary power tools approached or 
even exceeded $200 million in the past 
year and some day may reach $500 
million if the present trend continues, 
the magazine says. It is expected that 
home appliance dealers will sell a lot 
of them in the future 

Power tool makers are restvling and 
chrome plating their wares so that, 
while losing none of their utility, such 
tools will become more acceptable to 


the home owner. One company even | 


advances the theory that restyling can 


put their products into the kitchen | 


along with the washer and drver, al 
though it is doubtful the average 


American housewife will take kindly | 


to so radical a thought, the magazine 
savs. 

The do-it-vourself era, which started 
small after the war as an escape from 
high labor costs, and has grown to a 
national rallying cry for home owners, 
is behind the change. 

Indication of the trend is that some 
builders now are including stationary 
tools for the man of the house along 
with the standard household appli 
ances in their package homes; the 
magazine points out 


Baker-Raulang Names 
Florida Representatives 


Baker-Raulang Co., Cleveland, has | 


appointed two firms to represent its 
Industrial Truck Division in Florida 

A. & W. Engineering Co., Miami 
will cover southern Florida, and Chap 
man Machinery Co., Tampa, the cen 
tral part of the state 





BUILDING CHEAPER IN 
OUTH 


A new plant recently built in the 
South at a cost of a little over $2 a 
square foot would have cost almost 
five times that amount if built in the 
North, American Machinist, McGraw 
Hill publication, says. Savings were ef- 
fected by use of corrugated sheet-iron 
walls and roof, and no necessity for 
building heating. However, for maxi- 
mum efficiency, air conditioning would 
be required and would raise costs 
somewhat, the magazine adds 














[ 
| An Excellent Distributor 

| Arrangement Makes 

SUPREME a good 

line to handle! 


na IG 


a ™! 


PRICED RIGHT..THEY SELL! 


se div widvollY 
every © tor w Weer" 


check wed 
Here's a chuck you can 

ag recommend and sell with confidence 

Entire body harde 

inside and out for 

greater durability. 


. giving your customers the extra 
value they look to you to supply. 


Write for copy of distributor arrangement. 


SUPREME PRODUCTS, INC. 
2222 S$. CALUMET AVE., CHICAGO, ILL. 


the chuck that lives up to its name .. . SUPREME 
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OPERATION TEAMWORK, a new slide film available to distributors, explains 
the essential role of the industrial distributor in America’s industrial economy 
and describes his operations. The distributor presented in the film character- 
izes industrial distributors from coast to coast. The functions and operations 
pictured are composite drawings of hundreds of actual photographs cataloged 
in the editorial files of INDUSTRIAL DISTRIBUTION. 


OPERATION TEAMWORK demonstrates the indispensable service that dis- 
tributors render to industry—to both manufacturers and users of industrial 
equipment, tools and supplies. This service is shown revolving around three 
basic jobs: 


1—Management Direction and Control. 
2—An Adequate and Well-rounded Inventory. 
3—An Aggressive Sales Force. 

Each of these functions is presented in detail. Each is shown for its import- 
ant contribution to the goal of all distributors—to render the service that 
industrial buyers demand. 


OPERATION TEAMWORK was originally prepared as a basic part of several 
planned presentations for your suppliers—manufacturers selling through indus- 
trial distributors. The purpose of these programs is to create a better under- 
standing of your sales and marketing role and to stimulate closer cooperation 
with you. 


Now, at the suggestion of a group of distributors, the script has been adapted 
to the distributor’s use as a training film for his own organization and for 
presentation to his customers and prospects. The film is a 35 MM strip in full 
color. It can be operated in low frequency automatic projectors and/or manual 
projectors. 


The film and recording is being offered to distributor at cost—$18.00 for the 
complete set. Send orders to 


The McGraw-Hill publication 
edited exclusively for Industrial Distributors 
and their salesmen. 


ABC ABP 


330 WEST 42ND STREET, NEW YORK 36, N.Y. 
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New Film Series 
Produced by Sheffield 


Sheffield Corp., Dayton, Ohio, has 
completed a new series of sound slide 
films for showing to industrial and 
technical groups and educational in 
stitutions. 

One group includes “Precision for 
Production,” “Air for Every Gaging 

D j D T 4 be Bn. 7 Job” and “Report from Industry,” all 
aps dealing with air gages. Form and 

thread grinding is covered in another 

series: ““The Crushtrue Process,” “The 


bu) Microform Grinder” and “The Theard 
& Form Grinder.” Three films, “Mur- 

chey Precision Pak,” “Murchey Tan- 

gent Die Heads,” and “Murchey Tyle 

L Collapsible Taps” depict applica- 

G 2 T j T 5 tions of products of the Sheffield 
Corp’s Murchey division. Other films 

are “The Advance Guard” and “Why 

Gamble in Gages” covering various 


N A M E ? aspects of inspection and precision 


manufacturing. 


Small Business Losing 
Ground, S8.D.P.A. Reports 


Small business has been losing 
ground to big firms in both sales and 
earnings since the Korean war started, 
according to the final report of the 
now-defunct Small Defense Plants Ad- 
ministration. 

The agency, which wound up its 
affairs in July, has been succeeded by 
the new Small Business Administra- 
tion. Its swan-song report was issued 
recently. 

S.D.P.A. gave small firms $723,744,- 
379 worth of help since it was set up 
Siete - tn * 4 “ a in 1951, according to its report. This 

scrofa” which has been defined as “a digger,” from the represents the a alien oF catenin 
habit of swine, who are fond of rooting up the earth with it procured for small plants as well as 


their noses. However, at least one man disagrees with the loans obtained through the agency's 
explanation. He figures that the etymologists have picked efforts. 

' Sia eal paca However, this was not enough, 
the wrong end of the pig. To him, the curly tail looks S.P.D.A. officials say, to enable small 


more like a screw than the nose does. Heads or tails, tra- plants to keep pace with large corpo- 
dition has made the word part of the language. rations. Sales of the bigger firms in 
F euag creased 40% through 1952 over the 


! 
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Today, Allmetal— maker of stainless steel screws, bolts, period just before the Korean War 
i nuts, and many other stainless fasteners—owes its good started, but small producers gained less 
i name to a tradition of high quality and fast service. If than 25%. As defense spending lev- 
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ry 
Phe word “screw” is supposed to come from the Latin 


. : . eled off early this year, small business 
you need anything from our line, just give us the word. sales dropped sharply to a net gain of 

Our 96-page catalog contains engineering data and only 12% over the pre-Korea period. 
Sales of large corporations, meanwhile, 
If you want a copy, send us a note on your letterhead fell off just 1%. 

4 an ¢ 5 As for earnings, big firms reported 
isk for catalog 53 H. earnings before taxes averaging 36% 
above the 1947-49 base, while small 
companies announced a 16% incvease. 
After taxes, the increase was 1% for 
large companies but small firms 
© SCREW PRODUCTS COMPANY, INC. showed a 31% decline. 

& 821 STEWART AVE., GARDEN CITY, 1.1, N. Y. 
Pie Sliced Thinner 


The S.P.D.A. report also claimed 
that small business’ slice of military 


weights as well as sizes and dimensions of stock items. 
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procurement is also on its way down 
Before Korea, it got one quarter of the 
pic For the nine months ended 
March 31, 1953, its share was 16.1% 

Officials noted that this decline 
might be partly due to the shift of 
Government defense buving from 
products typically produced by small 
firms to goods not suitable for manu 
facture by them. Earlier this vear, the 
House Small Business Committee set 
35% of military procurement as the 
‘target” for small defense — plants’ 


rightful portion 
Claim $5 Million Saved 


S.P.D.A. officials claim they 
the Government $6 million 
small firms whose credit was guaran 
tecd by the agency were able to under 
bid larger contractors by that amount 
The agency ran up a bill of $4.4 in 
ilaries and expenses 
Most of the $723 million worth of 

the agency claims to have pro 
vided for small business 
available through the joint-determina 
tion program, under which agency 
representatives worked in cooperation 
with Government purchasing officers 
to earmark a portion of spending for 
small business. 

The agency intervened with the Re 
construction Finance Corp. to make 
$51 of loans to 411 firms, and it 
guaranteed to Government procure 
ment officers the capacity and credit 
of small firms in numerous cases 


saved 


because 


uid 


Was ™m ide 


Field Engineers 
Named by Norton 


Norton Co., Worcester, Mass., has 
appointed two new field engineers, 
Burton G. Ebbeson, working out of 
the main Norton plant in the Wor 
cester area, and Charles M. Wellons 
with headquarters in Philadelphia 

Mr. Ebbeson has been with th 
company since 1936, working in 
manufacturing control, research and 
development and sales engineering. A 
vraduate of Brown University, hi 
served as civilian assistant at the Naval 
Ordnance Laboratory in Washington 
during World War II 

Mr. Wellons joined Norton Co. in 
1950 as a sales trainee. A Naval avia 
tor during World War II, he was 
formerly with the Otis Elevator Co 





TV INTERFERENCE 
OUTLAWED 


Devices to prevent tv interference 
will be compulsory in England on new 
cars, motorcycles and motorboats sold 
after July 1, 1953, Electronics, Mc 
Graw-Hill publication, says. Vehicle 
operators who fail to use the devices 
will be fined 








RIGID Tristand 
Yoke Vise with Tray 


/ Ceetert Pate paren 


RiGaID> 
Tristand 
Chain 
Vise 


The vise that’s a handy 
portable workbench 


RibeiIb> 


the popular fast-selling 


New No. 40 Tristand Pipe Vise 


No wonder this Tristand is a profitable seller. Easily taken to the 
job — legs fold in and chain for carrying, tray quickly on and off. 
Roomy top has pipe rest and efficient benders; tray keeps tools 
handy —and also makes Tristand extra rigid, won’t fold up in use! 
Tool-steel Longrip jaws—firm grip but easy on polished pipe and 
tubing. Yoke No. 40 (old TSY-2"% ) 244”; chain No. 45 (old TSC-4) 
4’. For good steady profits, stock and sell Ritatp Tristands! 

U.S.A. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO « 
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YOU CAN'T HANDLE 


A BETTER LINE FOR 
STEADY PROFITS 


Widely used throughout all industries. Exclu- 
sive features which mean longer life and 
greater efficiency help to keep STANDARD 
Transmissions in steady demand... your assur- 
ance of steady profits. 


FEATURES 


THOUSANDS OF SPEEDS INSTANTLY 
SPEED RANGE WITH “A” BELTS UP TO 10-1 
AUTOMATIC, POSITIVE BELT ALIGNMENT 
SMOOTH, LONG WEARING PULLEYS 
MACHINED CAST IRON CONSTRUCTION 
PRECISION BALL BEARINGS 

HARDENED — GROUND SHAFT 

BRONZE SLEEVES FOR CENTER PULLEY 
COMPACT — EASILY INSTALLED 


BEST FOR PROFITS BECAUSE 
THEY'RE BEST FOR SALES 














BENCH MODEL NO. 2 
FLOOR MODEL NO. 3 (NOT SHOWN) 


Available in dry-cut of wet-cut models — bench 
or floor type 

* LIFTS ON RETURN STROKE + BALL BEARING 
GUIDE + AUTOMATIC CUT-OFF SWITCH + ANGLE 
CUTTING BY TURNING SAW (SAW TURNS INSTEAD 
OF WORK) 





MULTIPLE CARRIAGE LATHE STOPS — to fit most 
popular engine lathes 





Send coupon for literature and distributer plen 


STANDARD 
TRANSMISHION 
EQUIPMENT CO. . 


70 W. UNION STREET 
PASADENA 1, CALIF, 


Send me complete literature and distributor 
proposition 
TRANSMISSION [) SAW [) stor 1) 


Name . . ——— 
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Chain Belt Co. Names Sales, Division Heads 


A. R. Abelt 


Gilbert J. Schuetke 


Milwaukee r 
executive 


Belt Co. of 


several 


Chain 
cently announced 
changes. 

A. R. Ablet, formerly vice president 
in charge of field forces, has been 
named vice president—sales. George 
W. Woodland assumes the newly 
created post of manager of field forces 
for the company’s industrial divisions. 
Gilbert J. Shuelke was named sales 
manager of the Chain & Transmis- 
sion Division. 

William C. Messinger, assistant to 
the manager of the Construction Ma 
chinery Division, has been appointed 
secretary of the company succeeding 
George D. Gilbert, who resigned as an 
officer and division manager on Sep- 
tember | and is resigning as a director 
October 1. 

Edward M. Rhodes has been pro 
moted to division manager, Baldwin 
Duckworth Division, succeeding Mr 
Gilbert in that capacity. Roland V. 
Poisson has been named sales manager 
of Baldwin-Duckworth. 

R. V. Krikorian becomes manager 
of the Ordnance Division. 
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George W. Woodland 


W. C. Messinger 


Mr. Abelt started with Chain Belt 
in 1906. In his new post as sales vice 
president, he will be responsible for 
general sales policies, sales promotion 
activities and methods of distribution 
and marketing for all divisions of the 
company. 

Mr. Woodland, who started with 
Chain Belt in 1938 as a student ap 
prentice, was recently sales manager 
of the Chain & Power Transmission 
Division. In his new post he will 
supervise field forces in providing dis 
tribution channels for the firm’s 
sprocket chains, power transmission 
machinery and conveying and process 
equipment. 

Mr. Shuelke was formerly assistant 
sales manager of Chain & Power 
Transmission. He began his employ 
ment with the company in 1936 as a 
chain engineering apprentice and 
worked as sales engineer in several dis 
trict offices. 

Mr. Gilbert's resignation follows 35 
years of continuous service with the 
company. He was elected a director of 
Chain Belt Co. in 1939, when the 





sect rue PHEOLL LINE 


THAT PRE-SELLS ALL INDUSTRY 


AVIATION 


ee, 


— 


eo 


Pheoll offers you this broad, aggressive advertising cam- 
paign with strong two-color ads in top trade magazines. 
Big space tells industrial readers that the Pheoll name 
stands for screws, bolts and nuts of the highest quality! 
Sell the line of fasteners that’s nationally recognized by industrial 
buyers everywhere ... that has a long established reputation for high 
quality. Sell the fastener line that's complete... saves you time and 
detail on orders...supplies a// your fastener needs from one source. 


PHEOLL is Your Best Source for Screws, Bolts and Nuts 


1. YOU CONSOLIDATE ORDERING—Here is true simplication—you need fewer 
purchase orders, eliminate the need of going to several sources for different 





fastener types and sizes. 

2. YOU REDUCE PAPER WORK and OVERHEAD— Centralized buying from PHEOLL 
cuts follow-up detail, eliminating many letters, telegrams, and phone calls. 

3. YOU SIMPLIFY SELLING and BUYING—Standardizing on PHEOLL means that 
you have only one brand name to remember, to stock, to handle, and to sell. 
You easily and quickly supply every screw, bolt and nut order. 


Write, wire or phone — | REFERRAL of orders to you... | 

find out how PHEOLL, through manufac- | A large volume of PHEOLL soles | 

of threaded fasteners is made | 

ener through qualified STOCKING | 

through maintaining the most complete PHEOLL DISTRIBUTORS. You get | 
stock, and through its specialized sales | orders and inquiries for pack- 


policy, can help make screws, bolts and aged goods we receive from 
your territory sent direct to you. 


turing the industry's most complete line, 


nuts a profitable line for you. 
Cold Punched 
Nuts 


PHEOLL 6A ma RES 


MANUFACTURING COMPANY BOLTS Brow Washers 
5700 ROOSEVELT ROAD, CHICAGO 50, ILL. NUTS 
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Our modern facilities 
produce better Reliance 
Spring Lock Washers 





An outstanding example of profit-making teamwork / 


In order to serve you better, our manufacturing 
facilities, methods and processes never remain 
static. Instead, they are flexible to insure you 
and your customers the best in Spring Lock 
Washer quality. While in production on modern 
equipment, our physical and metallurgical labora- 
tory continually checks to make sure Reliance 
Spring Lock Washers meet all specifications. 

The inherent characteristics of Reliance Spring 
Lock Washers are what count in keeping customers 
satisfied. Fabricated from cold drawn spring steel, 
the stored up spring power in Reliance lock 
washers compensates for looseness resulting from 
service wear utilizing reactive ranges and pressures 
to meet all service needs 

In a word, Reliance Spring Lock Washers are 
examples of experienced, controlled production 
that provides you with a product you can sell to 


your customers with utmost confidence. 


RELIANCE DIVISION 


EATON MANUFACTURING COMPANY 
Charles Ave., Massillon, Ohie 


Gia) 


\ 7 
a 


JUST OFF THE PRESS! If you have not done 
so, write for our new 36 page catalog 
‘Reliance Spring lock Washers’ W-50 
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G. D. Gilbert 


Edward M. Rhodes 


Baidwin - Duckworth Chain Corp 
with plants in Springfield and Wor 
cester, Mass.. was icquired by Chain 
Beit. In 1942 he became secretary of 
the company and Baldwin-Duckworth 
gencral manager. Ile is resigning t 
devote more time to personal affair 
Mr. Messinger h been 
secretary of the company for t! 
vear, and until recently was manager 
of the Ordnance Division. He joined 
the company in 1942 
Mr. Rhodes was formerly assistant 


Roland V. Poisson 





R. V. Krikorian 


division manager and sales manager of 
Baldwin-Duckworth. He has been 
with Chain Belt since 1942, and be 
came Baldwin-Duckworth sales man 
ager in 1945 and assistant division 
manager in 1952, 

Mr. Poisson was recently assistant 
sales manager of Baldwin-Duckworth 
He has been with the company sinc 
1944 in various sales capacities 

Mr. Krikorian started as a trainec 
with the company in 1950, later 
working as supervisor, engineer, as 
sistant to plant manager and assistant 
to the ordnance division manager 


More Tungsten Sought 
From Domestic Mines 


Long-range planning to make the 
United States self-sufficient in tung 
sten in case of emergency is being 
stimulated by the newly formed Tung 
sten Institute in Washington, D. C 

Expansion of the strategic tungsten 
mining industry will be stepped up 
under a new law recently signed by 
the President. In case Indo-China 
falls to the Communists, a large sup 
ply of tin and tungsten from that 
area will be lost to the free world 

The U. S. now produces about 20 
percent of the Free World’s output 
of tungsten, which is vitally necessary 
in the manufacture of high-speed cut 
ting steels and the production of ait 
craft jet engines 





ELECTRODE PRODUC. 
TION UP 


Only one month’s supply of mild 
steel electrodes, necessary for the 
metallic arc welding of steel, was 
lost due to the steel strike, Welding 
Engineer, McGraw-Hill publication, 
says. At present the industry is ten 
per cent ahead of 1951 production 
figures. 











Your distribution 
skills sell more 
satislied customers 


Strange as it may seem, it is you, the Industrial 
Distributor who enables us to manufacture a prod- 
uct of the accepted high quality of Reliance 
Spring Lock Washers. It is because of your help 
we can devote time, money and man power to a 
continuing standard of excellence and a never 
ending search for better designs, materials and 


processes. 


For example, you enable us to concentrate our 
mass production facilities in one place without 
becoming inaccessible to distant customers. You 
eliminate our warchousing probiems and maintain 
maximum good will by always being available for 
rush orders. You know the requirements of your 
customers and how Reliance products can best 


fill them. 


Your knowledge of our local markets is finely 
detailed and it is upon this knowledge that we 
depend for sales of Reliance Spring Lock Washers. 
We believe it is the industrial distributor who is 
the key to our highly integrated system of mass 
production and distribution. 


Now is the time for more and more buyers to 
become acquainted with the unparalleled services 
offered by you, the industrial distributors. 








wy) 
Dependable Distributors 
stock Dependable 


LOCK WASHERS 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they're basic, they're the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!" It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws... cutoff blades . . . key- 
seat cutters ... and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


Gorham: 1001 COMPANY 





| i” “EVERYTHING IN STANDARD AND SPECIAL CUTTING TOOLS” 





14406 WOODROW WILSON ° DETROIT 3, MICHIGAN 


Government Cuts Tape 
On Writing Orders 


One paperwork cost has been 
trimmed by civilian agencies of the 
Government. 

Until recently, the estimated cos! 
of processing a purchase order was at 
least $10. Since more than 400,000 
government purchase orders for goods 
averaging under $10 are filled by 
civilian agencies during the year, this 
means that the cost of pencils, nails 
and other miscellancous items doubles 
when the order is written up 

Recently, E. F. Mansure, General 
Services Administrator, gave Federal 
bureaus the authority to use the Gov 
ernment’s “charge account.” ‘This will 
enable them to buy small dabs of 
equipment from local suppliers with 
out filling out separate purchase orders 


Yale & Towne Sets Up 
New Financing Plan 


Users of Yale & Towne industrial 
trucks have been offered a new “com- 
plete and flexible” financing service by 
the company’s Materials Handling D» 
vision in Philadelphia and the Auto 
matic Transportation Co. in Chicago 

The plant operates through a wholly 
owned subsidiary, The MHE Corp 
It includes a time sales arrangement 
for purchase of equipment by custom 
ers who wish to defer payments as 
long as 36 months and a leasing plan 
where customers prefer leasing to pur 
chase. Gas trucks can be leased from 
two to five years and electric trucks 
from two to nine years. Options for 
renewal or purchase are included 


Milwaukee Electric Tool 
Opens New Warehouse 


Milwaukee Electric Tool Corp. has 
opened a new and enlarged sales-sery 
ice warchouse at 2508 West Chicago 
Ave., Chicago. 

A. C. Clasen has been named dis- 
trict manager of the new branch, as 
sisted by L. T. Morand, Jr., as sales 
representative. L. Korcz will continue 
as repair service manager. 

Mr. Clasen has been with the com 
pany for several years in both sales and 
other capacities 


Clark Moves Offices 


Clark Equipment Co., Buchanan, 
Mich., has moved its Southeastern re 
gional sales headquarters from Nor- 
folk, Va., to 161 Spring St. Building, 
Atlanta, Ga. John J. Shand is regional 


WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. sales manager. 
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Oil Association Head 
Warns of Over-Supply 


Continued use of the oil industry's 
million barrel-a-day excess production 
capacity is threatening the industry 
with an over-supply of petroleum prod 
ucts, A. W. Scott, president of the 
National Petroleum Association, said 
recently. 

Addressing the opening session of 
the group’s annual convention, Mr 
Scott said 

“I do not know the answer to this 
problem But I do know that contin 
ued full-scale operation of excess ca 
pacity will ultimately result in market 
ing conditions that will be destructive 
to every segment of the oil business.’ 

The Government had asked the in 
dustry to create a one-million-barrel-a 
day cushion in excess production 
transportation and refining capacity as 
a national defense measure 

“That excess has been created,” 
said Mr. Scott. “Now we are facing 
the very serious question—what to do 
with this excess capacity during ‘nor 
mal’ times? 

“It is obvious that private owners 
cannot afford to maintain such excess 
refinery capacity without using it 
and unfortunately we are now using it 

“This policy is self-destructive and 
if long continued, is going to mean 
the eventual climination of many re 
fineries.”” 


Atlas Chain Names 
General Sales Manager 


Atlas Chain & Mfg. Co., Division 
of Prudential Industries, Inc., Phila 
delphia, has named Orville W 
Schmidt as general sales manager 

With the company since 1948, M: 
Schmidt was recently Midwest district 
sales manager with headquarters in 
Chicago. He was previously employed 
in the sales and engineering divisions 
of a machine and supply company and 
1 bearing manufacturer 





ATOMIC INSTRUMENT 


Tooling for the atomic age in re 
search has produced new instruments, 
Chemical Week, McGraw-Hill publi- 
cation, says. For example, there's o 
micro-balance capable of measuring 
weight to one-three-billionth of an 
ounce, which relies on a fine quartz 
fiber (1/20th the thickness of a hu- 
man hair) weighing only 1/1400 of 
an ounce. The balance is enclosed in a 
600-pound container resting on con 
crete piers set in bed-rock. 
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Only Strand. . . known for years as “‘the 
finest in the field”’. . . gives you so many 
different types of flexible shaft machines 
to offer your customers. No matter 
what the need, there’s a Strand unit to 
fill the bill! 


You can offer a choice of 7 mountings 
when you recommend a Strand Flexible 
Shaft Machine-—vertical yoke hanging, 
tripod stand, bench stand, tripod yoke 
stand, castered stee! cabinet, caster base 
or wheeled truck. 






Single speed, Direct drive 






















Of course, a full line of tool attachments 
is also available. 







Three speed, 






Countershaft drive 





We're helping you sell the entire 
Strand line with a continuing adver- 
tising program in leading industrial 
publications ...If you're not already 
handling this famous line, get In touch 
with us now for information on open 
territories. Ask for Catalog 131A. 






























.... and the STRANDFLEX 
4-Speed, Gear Drive Machine 


Two 4-speed ranges available; gear drive unit 
enclosed in housing for protection from dirt, grit, 
foreign matter. Specially lubricated for long service 


Remember, with Strand, the operator lifts only 
the tool. ..not the heavy motor! 


FRANKLIN BALMAR 
CORPORATION 


N. A. STRAND DIVISION 
Woodberry, Baltimore 11, Maryland, or 
5001 North Wolcott Ave., Chicago 40, lilinols 






News... 


your customers 
are waiting 
for 


A Quick-Detachable Connection 
that isn’t a bottleneck! 


Binks new Q-D Connection 
slashes pressure drop 
to only 5%! 


Until now, you may have encountered 
sales resistance on quick-detachable 
connections for air hoses because of 
the “bottleneck” they form. Their ad- 
vantages didn’t offset the pressure 
drop such connections caused by re 
stricting free air flow. 

But now, after months of testing, 


Binks offers you a Quick-Detachable 
Connection with a pressure drop of 
only 5%! 

The improvement can be quickly 
seen when you realize that laboratory 
tests on other standard quick-detach- 
able connections show pressure drops 
ranging from 213 to 574%! 

Beside much lower pressure drop, 
Binks new Q-D Connection offers four 
other major improvements for spray 
finishing guns and other air-operated 
equipment. Send coupon for details. 


SEND for Bulletin Q-D. Helps you sell by describing how the 
new connection speeds work, cuts fatigue, ends danger of damaged 


threads making expensive equipment unfit for service 


Includes list 


prices for 9 different assemblies. Send coupon or write: Binks Manu 
facturing Co., 3128-30 Carroll Ave., West, Chicago 12, Illinois 


iz 


Ask about ovr school ; 
Provides training in best ! 
finishing methods. No tui- ; 
tion. Write Binks for class ; 


waMe 


BINKS MANUFACTURING COMPANY 
3128-30 Carroll Ave. West, Chicago 12, lil. 


() Please rush my FREE copy of Bulletin Q-D describing your 
' new Quick-Detachable Connection 


For Bulletin Q-D, MAIL COUPON TODAY 





Binks 


COMPANY 








EVERYTHING 


ADORESS 


on 


wt ONE Srare 





Ww 


™ Send me class dotes and other information about your school 


Lwemmeeowoeeoeeccecan 


IT PAYS TO HANDLE THE BINKS LINE, THE CHOICE OF LEADING MANUFACTURERS 
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Billings & Spencer 
May Buy Tool Firm 


Ihe Billings & Spencer Co., Hart 
ford, Conn., has offered to buy the 
capital stock of Peck, Stow & Wilcox 
Co., Southington, Conn., machine 
and too] manufacturer. 

It has agreed to purchase Peck, Stow 
& Wilcox stock at $14 a share, pro 
vided holders of at least 75,000 of the 
100,000 authorized and outstanding 
shares agree. The offer expires October 
14. Mark J. Lacey, Peck, Stow & Wil 
cox president, has recommended its 
ucceptance in a letter to shareholders. 

Mr. Lacey and Samuel C. Wilcox, 
executive vice president of the South 
ington firm, would continue in their 
present posts under the merger agree 
ment. 

Billings & Spencer, established in 
1869, makes hand tools and commer 
cial and specialized forgings. Peck, 
Stow & Wilcox, founded in 1785, 
produces mechanics’ hand tools and 
machines and tools for the sheet metal 
working industry. 


Textiles’ Southern Move 
Seen Speeding Up 


The movement of woolen and 
worsted mills to the South is accelerat 
ing, according to Southern woolen 
operators who met recently in Atlanta 

According to a report of the Na 
tional Association of Wool Manufac 
turers, read at the meeting, the per 
centage of the nation’s woolen and 
worsted industry in the South has in 
creased from 5% to 15% since 1949. 

Association members said many 
New England firms are considering 
the establishment of Southern comb 
ing plants, which prepare wool tops 
for weaving into worsteds. There are 
no commercial combing operations in 
the South now. 

An N.A.W.M. spokesman said the 
“next logical development” would be 
the appearance of an important South 
ern wool port. Two thirds of the 
countrv’s raw wool is imnorted from 
Australia, New Zealand, South Africa 
and South America, mainlv through 
Boston, New York and Philadelphia 


Manufacturing Head 
Named by Pabco 


Pabco Products Inc., San Fran 
cisco, has appointed J. F. Havard as 
vice president and general manager of 
manufacturing. 

Mr. Havard was formerly with the 
Potash Co. of America. His head 
quarters will be in San Francisco. 











How to Borrow Money 
Explained in Booklet 


‘Borrowing Money from Your 
Bank” is the topic of the latest Man 
agement Aid for Small Business pub 
lished by the Small Business Adminis 
tration. 

The booklet lists services banks pel 
form and steps the borrower can take 
to make his application for a loan 
more effective. The banker’s point of 
view, information he needs for a loan 
ind types of collateral required are ex 
plained in some detail 

Ihe bulletin advises: “Whether o1 
not you foresee the need for a bank 
loan, make it a practice to visit you 
banker at least once a year. When vou 
do, give him your figures. Discuss 
what happened last year, and go ove: 
your plans for the year ahead. Then, 
should you need to borrow in the 
future, you have laid a sound foun 
dation.” 

Copies may be obtained cither by 
contacting the field offices of the De 
partment of Commerce or the Small 
Business Administration, or writing 
the Small Business Administration 
Washington 25, D. C. 


Annual Output Survey 
Published by Census 


Phe 1952 Annual Survey of Manu 
facturers listing the value of shipment 
of selected classes of products ha 
been released by the Bureau of Cen 
sus, Department of Commerce 

The report summarizes output of a 
variety of products, both consume 
ind industrial. Comparative data for 
prior years are included to mark trends 
ind changes. 

The report (MAS-52 is available 
for 20 cents from the Department of 
Commerce 


Named by Tubing Firm 


Pennsylvania Flexible Metallic Tub 
ing Co., Philadelphia, has named 


Howard W. Hoffman as comptroller 





EFFICIENCY INCREASED 


Manpower efficiency in the produc 
tion of electricity has increased enor 
mously, Electrical World, McGraw-Hill 
publication, says. In large. generat- 
ing plants, it takes one man for 
each 2,000 kilowatts of capacity com 
pared with two men four years ago 
In the last 20 years, the capacity per 
utility company employee has gone 
from 106 kw to 270 kw 

















ATTENTION, DISTRIBUTORS! 


The Stan 


Lathe has no equal for 
polishing, burring, filing, 


countersi 


other small parts operations. 


Available 


pedestal models, Standard Speed 
Lathes guarantee you Speed, 
Accuracy and Versatility. 
Horsepowers from 1/3 HP 

(1 speed) at 600 RPM up 

to 1 HP (2 speeds) at 3600 RPM. 


Also available: Speed-Chucking 
Lathes up to 5 HP for chucks up to 
12”. Multiple speeds or infinitely 
variable speeds. (50 - 3600 RPM.) 


Write for complete details. 


dard Speed 


nking and 


in bench or 


oSilancandye 


ANDARD 
=speed lathes” 


x 


the STANDARD electrical tor 


MACHINE TOOLS 


2520 RIVER ROAD @ CINCINNATI 4, @ OHIO 


} 


4 


PEDESTAL 
MODEL 


Instantly 
converts from 
collet to lathe 
chuck. Merely 
mount chuck 
Simultaneous 
action of 
switch-brake 


collet through 


foot pedal contro! 


Hollow Spindle 
up to | round 
5 C collets 


UN. 


BENCH 
11018) 4 


With Hand 


lever 1 hollo 


spindle 4 3 
jaw universal 


lathe chuck 


SEE THESE MACHINES IN 
OPERATION OCT. 19-23 AT 


THE NATIONAL METAL 


EXPOSITION, CLEVELAND 


BOOTH 840 
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industrialists See Continued Expansion 


Heads of several large corporations 
iddressing the Sales Executives Club 
of New York recently stressed that 
every opportunity exist for continued 
expansion of the country’s industrial 
production 

Thomas J. Watson, chairman of In 
ternational Busine Machine said 
the future held prospects for “better 
things than ever before.” Robert R 
Young, chairman of Che sapeake & 
Qhio Railway 
for industry is 
door all the 

Bernard | 
Gimbel Bro 


room” for the 


aid that opportunity 

beating a tattoo at om 

time 

charman ot 
‘ampl 

new 


Gimbel 

predic ted 
growth of and 
mall business in retailing, particularh 
with the trend of 
suburbs 

John L. Collver 
B I, Goodrich Co 
tion growth, Estimates now 
he said, that there will be 
of 15% in the number of customers 
served by industry during the next 
decade. He warned, however, that 
most of this will be in the age groups 
under 18 and over 60, with little ris« 
forescen in the “main working age” 
group. 

his indicates, he said, that “only 


shopping to the 


president of The 

stressed popula 
indicate, 
an increase 





DYKEM STEEL BLUE 


Stops Losses Making Dies and Templates 


2 re 
~~ 


‘gah 5 
“ap it 
’ w J by J 
_ "Wy rk | 


Most popular package is 8 oz. can with brush 
in plastic cop. Simply brush on, right of the 
bench; ready for the layout in a few minutes 
The dark blue background makes the scribed 
lines show up in sharp relief, and at the same 
time prevents metal glare. Increases efficiency 
and accuracy 


Write for full information. 


THE DYKEM COMPANY 


2305A North tith St St. Lowis 6, Mo. 





productivity through 
technology by 25% or more in this 
decade, or by people working mor 
hours a week, or both, would it be pos 
sible to maintain our growing popu 
lation at today’s standard of living.’ 

Mr. Young stressed the necd for 
salesmanship. He said it 
hindered by _ high-bracket 
taxes, since men in the selling profes 
sion have less opportunity to share in 
tax savings afforded by the 26% capi 
tal gains tax than men in other lines 
Scoring high taxation, he added, “If 
100% taxation is Communism, what 
¢ 92% taxation?” 

Mr. Collyer 
casters for being 
They 
things which might happen without 
pointing out the favorable things 
vhich are happening,” he said 

he meeting marked the Sales kx 


ry increasing 


was being 


mcorme 


score d busine SS fore 


too pessimistic. 


ecutive Club’s first Vall gathering and | 


its 25th anniversars 


Management Society 
Plans Conference 


Ihe Society for the Advancement 
of Management will hold its annual 
Fall conference October 29-30, im the 
Hotel Statler, New York Cits 

Among the speakers and modera 
tors will be Alex I’. Osborn, vice chair 
man of the board of Batten, Barton, 
Durstine & Alvin 
Brown, vice president of Johns-Man 
ville Corp.; H. F. Dickie, manager of 
production control, General Electric 
Co.; Philip B. Hofmann, vice chair 
man of the board, Johnson & John 
son, and James S. Massic, Minneapolis 
Honeywell Regulator Co 

Subjects will cover management ac 
tion, communications, operations, re 
search training, forecasting, controls, 
and self-help for management improve 
ment 

The Society 
headquarters at 74 Sth 
York City 


Osborn, Inc ° 


recently opened new 


Ave., 


dwell too much on disastrous | 


| ing aids, 


New | 





FINLAND INCREASING 
POWER 


Finland's latest hydroelectric power 
station building program is designed 
to give that country a total electricity 
output of 6,485 million kilowatt hours 
a year by 1956, according to Electrical 
World, McGraw-Hill publication. Fin- 
land also plans to double steam power 
output by ‘56 

















Selling the 
Distributor! 


This advertisement is one of a 
continuing series appearing in top 


publications reaching key execu- 


_ tive, sales and advertising per- 


sonnel in industry. 


This series is a part of a well- 
rounded program which also in- 
cludes direct mail promotion and 
personal contact by men experi- 
enced in the field of industrial dis- 
tribution and marketing. This 
campaign stresses the importance 
of the industrial distributor and 
urges a closer relationship be- 


tween manufacturer and distribu- 


tor. 


In addition to pointing up the 
need for building and retaining a 
sound, productive distribution 
program, INDUSTRIAL DIS- 
TRIBUTION offers the tools to do 
the job. Our busy data files on 
markets, packaging, pricing, sales 
policies, promotion, catalogs, sell- 
meetings, 
schools, etc. are continually help- 


sales sales 


ing your suppliers—and they’re 
working in your interests, too. 


| That is why your suppliers refer 


to INDUSTRIAL DISTRIBU- 
TION as their “headquarters for 
distribution information’—and 


| it’s one reason why distributors 
| refer to INDUSTRIAL DISTRI- 
| BUTION as “a truly indispensable 


service” to the field. 





—> 
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During recent years the products of many industrial 
equipment, tool and supply manufacturers have been 
bought rather than sold. Now, many companies are 
facing a gradual — and often imperceptible — shift to 
a buyers’ market. 


This means that competition will be a lot keener — 
that manufacturers must set their sights on long range 
sales and distribution planning. The surest approach 
to sales production is through a true appraisal of 
present performance — followed by a general strength- 
ening program. 


For the manufacturer selling through industrial dis- 
tributors, building a strong sales and distribution 
structure is no longer just an opportunity — it’s a 
prime responsibility! If distribution bogs down at the 
distributor level, it can have a far reaching effect on 
the entire organization of the manufacturer. 


Here are a few key points that should be reviewed 


App 


A McGrow-Hill Publication 







tomorrow's 
market position 
must be 
planned 

today! 


by manufacturers selling through industrial supply 
distributors. . . 


¢ ¢ © Product and Product Development 
¢ «¢ © Packaging Design and Protection 

*« ¢ © Sales Policy 

¢ © © Pricing and Discount Structure 

¢ ¢ © Manufacturers Product Catalogs 

¢ ¢ © Distributors Catalogs 

¢ ¢ © Distributor Promotion and Selling Aids 
¢ * ¢ Manufacturers Sales Schools 

¢ ¢ © Distributor Sales Meetings 

¢ © © Clinics and Exhibits 

¢ © © Association Activities 

¢ © © Manufacturer-Distributor Contacts 


Plan now to strengthen your distributor structure! 
For experienced counsel in your sales and distribution 
planning, contact your nearest INDUSTRIAL DIS- 
TRIBUTION representative or write. 





330 West 42nd Street, New York 36. New York. 





edited exclusively for Industrial Distributors and their salesmen 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1953 








ADVERTISERS IN THIS ISSUE 





A 


Advance Car Mover Co 
Ahlberg Bearing Co. 
Airborne Accessories Corp. 
Air Express Div. of the Failway 
Express Agency 
Albertson & Co., Inc 
Alemite 
Alkon Products Corp. 
Allegheny-Lud!um Steel Corp. 
Allen Co., L. B. 
Allen Mfg. Co. 
Allmetal Screw Products Co., Inc. 
American Allsafe Co., Inc. ‘ 
American Chain & Cable Co., 
Inc. 26-27, 69, 184, Back Cover 
American Chain Div. of American 
Chain & Cable Co., Inc 184 
American Crayon Co. 182 
American Hoist & Derrick Co. 168 
American Smelting & Refining 
Co. 18, 65 
American Steel & Wire Div 
U. S. Steel Corp. 20-21 
American Telephone & Telegraph 
Co. 
Appleton-Atlas Car Mover Corp... 220 
Armour & Company 46 
Armstrong-Blum Mfg. Co. 165 
Armstrong-Bray Co. 202 
Armstrong Bros. Tool Co. 44 
Arro Expansion Bolt Co. 273 
Atkins Saw Div., Borg-Warner 


Corp. 36 
Atlas Chain & Mfg. Co. 35 
Atlas Press Co. 5 
Atlas Screw & Specialty Co. 166 


Barnes, oe Inc. * O. 266 
Bay S‘ate Top & Die Co. 43 
Beall Tool Div. (Hubbard & Co.) 180 
Beaver Pipe Tools, Inc. 
Inside Front Cover 

Belmont Packing & Rubber Co. 156 
Besly-Welles Corn 52 
Bethlehem Steel Co. 56 
Billings & Spencer Co. 261 
Binks Mfg. Co. 298 
Blue Mark Co. 222 
Bond Foundry & Machine Co. 271 
Botfield Refractories Co. 242 
Breeze Corporations, Inc. 146 
Bristol Co., The 279 
Brown & Sharpe Mfg. Co. 187 
Browning Mfg. Co. 185 
Bruning, Chas. Co. 233 
Buda Company 190 
Buffalo Bolt Co., Div. of 

Buffalo-Eclipse Corp. 232 
Buffalo Fire Appliance Corp. 71 
Buffalo Weavine & Belting Co. . 281 
Buntine Brass & Bronze Co. 159 
Butterfield Div. of Union Twist 

Drill Co. Bet. 32-33 


C 


C-O-Two Fire Equipment Co. 

Calder Mfe. Co. 

Campbell Chain Co. 

Capewell Mfg. Co 

Carholov Dept. of General 
Electric Co. 


302 INDUSTRIAL DISTRIBUTION © OCTOBER, 1953 


Carborundum Co. 51 
Card Mfg. Co., S. W.. Bet. 32-33 
Catawissa Valve & Fittings Co... 254 
Central Screw Co... 255 
Century Electric Co. 151 
Champion Lamp Works 72 
Chester Hoist Div. of Nat'l. Screw 

& Mfg. Co. ... 119 
Chicago Latrobe ... 225 
Chicago Rawhide Mfg. Co. 236 
Chicago Screw Co. 194 
Chicago Wheel & Mfg. Co. 67 
Chisholm-Moore Hoist Div of Co- 

lumbus McKinnon Chain Corp. 
Clark Bros. Bolt Co. 238 
Clements Mfg. Co. 200 
Cleveland Cap Screw Co. 152 
Cleveland Twist Drill Co., 

The .. Bet. 64-65 
Clipper Belt ‘Lacer Co. 248 
Coffing Hoist Co. 76 
Collis Co., The... 230 
Columbia-Geneva Steel Div. 20-21 
Columbus McKinnon Chain Corp.. 268 
Conco Engineering Works 220 
Consolidated Brass Co. 68 
Cordomatic Div. of Vacuum 

Cleaner Corp. of America 172 
Corning Glass Works 179 
Crown Gear Inc. 219 
Cullman Wheel Co. 74 


268 


Darnell Corp. Ltd. 

Dart Union Co. 

Dayton Rubber Mf-~. Co.., 
Desmond-Stephan Mfg. Co. 269 
Detroit Stamping Co. 230, 238 
Diamond Chain Co., Inc. 203 
Disston & Sons, Inc.. Henry 45 
Dixon Valve & Coupling Co. 138 
Dodge Mfg. Corp. 6 
Donnellev & Sons, Co., R.R. 144 
Dumore Company 131 
Du Pont de Nemours & Co., Inc 

I 


284 
239 
The.... 171 


E. I. 49 
Durkee-Atwood Co. 11 
Dykem Co. 300 


E 


Eaton Mfg. Co., Reliance Div.. 294-295 


F 


Factory Management & Mainte- 
nance 256-257 
Fairbanks Company . 274 
Faultless Caster Corn. 207 
Federated Metals Div. of Amer. 
Smelting & Refining Co. 18, 65 
Ferry Cap & Set Screw Co. . 201 
Fitler Co., Edwin H. 237 
Flexible Steel Lacing Co. . 250 
Foote Bros. Gear & Mach. Corp... 189 
Fostoria Pressed Steel Corp. 226 
Franklin Balmar Corp., N. A. 
Strand Div. . 297 
Ft. Worth Steel & Machinery Co. 153 


Gem Mfg. Corp.. 

General Electric Co., Lamp Div. 
Globe Steel Tubes Co. 

Goodyear Tire & Rubber Co., Inc 
Gorham Tool Co 

Gotham Instruments 

Graymills Co. . 

Gries Reproducer Corp. 


Harnischfeger Corp. 
Harris & Co., Arthur 
Harrisburg Steel Corp. 
Hays Mfg. Co. 

Heiler Brothers Co. 
Hewitt-Robins, Inc. 
Holo-Krome Screw Corp. 
Horton & Son Co., E. 
Huot Mfg. Co. 

Hy-Pro Tool Co. 


Imperial Brass Mfg. Co. 173 
Indianapolis Brush & Broom Mfg. 
Co. 188 
Industrial Distribution 
288-289, 300-301 
Iowa Mfg. Co. 150 


J 


Jacobs Mfg. Co., The 
Jefferson Union Co. 
Jeffrey Mfg. Co., The 
Jenkins Bros. 

Johns- Manville 
Johnson Bronze Co. 
Johnson, S. C. & Son 


Kalamazoo Tank & Silo Co. 
Kennedy Valve Mfg. Co., The 
Keskley Co., O. C. 

Kester Solder Co. 

Keuffel & Esser Co. 

Keystone Lubricating Co. 
Klein & Sons, Mathias 


L 


Laminated Shim Co., Inc. 
Lamson & Sessions Co., The 
Laughlin Co., Thomas 
LaVallee & Ide. Inc. 
Lee Rubber & Tire Corp. 
Link Belt Company 
Lonergan Co., J. E.. 
Lowell Wrench Co. 
Lufkin Rule Co. 
Lunkenheimer Co. 

Lyon Metal Products, Inc. 








ADVERTISERS IN THIS ISSUE 









Magor Car Corp. 192 
Mall Tool Co... 172 
Manhattan Rubber Div. of Ray- 
bestos-Manhattan, Inc. 136 
Manning, Maxwell & Moore 235 
Markal Co. 276 
Marsh Corp., Jas P. 224 
Master Lock Co. 228 
Medart Co., The 174 
Mellowes Co., The 211 
Midland Industries, Inc. 282 
Millers Falls Co. 280 
Milwaukee Brush Mfg. Co., The.. 193 
Milwaukee Truck & Caster Co. 248 
Minnesota Mining & Mfg. Co. 24-25 
Morse Chain Co. 243 


Morse Twist Drill & Machine Co. 60 


Morgan Vise Co. 158 
Mulconroy Co. 231 
National Air Sander, Inc. 195 
National Screw & Mfg. Co., The.. 119 
National Supply Co. ax oe 
National Twist Drill & Tool 
a 134-135 
New Bedford Cordage Co. 186 


New England Carbide Tool Co., 
nc. 158 
New York Belting & Packing Co. 53 


Nicholson File Co 122-123 
North Brothers Mfg. Co. 204 
Norton Company 28-29 


Ohio Brass Company 37 


Ohio Injector Co. 141 
Orangeville Mfg. Co. 150 
Osborn Mfg. Co., The 113 
Oster Mfg. Co., The 115 
Ottemiller Co., Wm. H. 188 
Owatonna Tool Co. 278 
Paine Co., The 267 
Parker Co., Chas. .. 262 
Parker-Kzlon Corp. 22-23 


Permacel Tape Corp. 14 
Pheoll Mfg. Co. ........ ; 
Philadelphia Chain Block & Mfg. 


Co. . 252 
Plumb, Inc., Fayette R 145 
Portable Electric Tools, Inc. 197 


Porter-Cable Machine Co. 42 


Porter, Inc., H. K. 217 
Powell Valves oie Saka as - 57 
Precision Steel Warehouse, Inc.... 186 
Prentiss Vise Div. of The Chas. 
Parker Co. . 212 
Procunier Safety Chuck Co. 212 
Production Instrument Co. 202 


Proto Tools 13 
Putnam Tool Co. 272 
Psrene Mfg. Co. 277 


Quaker Rubber Corp. Div. of H. K. 


Porter Co., Inc. 285 
Rawlplug Co., Inc. 198 
Raybestos-Manhattan Inc. 44, 136 

Packing Division “4 

Manhattan Rubber Div. 136 
Reliance Div. of Eaton Mfg. Co. 

294-295 
Republic Rubber Div. of Lee Rub- 

ber & Tire Corp. - 80 
Republic Steel Corp... 16-17, 64B, 205 
Ridge Tool Co., The 291 
Robbins & Myers, Inc. 161 
Roberts, Rubber Co., Weldon 167 
R-P & C Valve Div. of American 

Chain & Cable Co., Inc.. .Back Cover 
Ruby Chemical Co. 150 
Russell, Burdsall & Ward Bolt & 

Nut Co. 32D 
Rust-Oleum Corp. 59 
Safety Belt-Lacer Co. 237 
Safety Socket Screw Co. 270 
Seltzer & Co., Geo. H 246 
Shaw-Box Crane & Hoist Div. of 

Manning, Maxwell & Moore, Inc. 235 
Sheldon Machine Co., Inc. 247 
Simonds Abrasive Co. 304 
Simonds Saw & Steel Co. 213 
SKF Industries, Inc. 191 
Smith & Son, Inc., Seymour 234 
Spang-Chalfant 251 
Spartan Saw Works, Inc. 148 
Sprout, Waldron & Co. 258 
Stainless Screw & Bolt Co. os ane 
Standard Electrical Tool Co., The. 299 


Standard Lock Washer Mfg. Corp. 55 
Standard Pressed Steel Co. 


30-31, 163, 178 
Standard Tool Co. 121 
Standard Transmission Equipment 
Co. 292 
Stanley Tools 221 
Starrett Co., L. §...Inside Back Cover 
Star Stainless Screw Co. 282 
Stewart-Warner Corp. 47 
Stow Mfg. Co. 210 
Strand, WN. A., Div. of Franklin 


Balmar Corp. 297 


Sullivan-Becker 246 
Super Tool Co. 142 
Supreme Products, Inc. . 287 
Sutton Mfg. Corp. 244 
Taylor Chain Co. 160 
Templeton, Kenly & Co. 275 
Tennessee Coal & Iron Div. 20-21 
Thermoid Co. 139 





INDUSTRIAL DISTRIBUTION © OCTOBER; 1953 


Thor Power Tool Co. 253 
Threadwell Tap & Die Co. 4 
Tri Saw Corp. 282 
Ullman Products Corp. 208 
Union Twist Drill Co. Bet. 32-33 
Union Wire Rope Corp. 215 
United States Steel Corp. 20-21 
United States Steel Export Co... 20-21 


United States Rubber Co. 
Mechanical Goods Div. 62 


Upson Brothers 214 
Upson-Walton Co., The 241 
U. S. Electric Tool Div. of the 
Emerson Electric Mfg. Co. 183 
U. S. Expansion Bolt Co., Inc. 196 
U. S. Gauge Div. of American 
Machine & Metals, Inc. 157 
Utica Drop Forge & Tool Co. 39 
Van Cleef Bros., Inc. 19 
Victor Balata & Textile Belting 
= “se . 216 
Victor Saw Works, Inc. . 222 
Vincent Steel Process Co. 223 
Viking Pump Co. 262 


W 


Walker-Turner Div. of Kearney & 
Trecker Corp. 259 
Watson-Stillman Fittings Div., 
H. K. Porter Co., Inc. 217 
Weinbere & McKee, Inc. 12 


Weller Electric Corp. 244 
Wells Mfg. Corp. . 245 
Wendt-Sonis Co. 206 


Whitman & Barnes 15 


Whitney Mfg. Co., W. A. 246 
Willey’s Carbide Tool Co. 178 
Williams, J. H. & Co. 229 
Wilton Tool Mfg. Co. 137, 147 
Winter Bros. .. 134-135 
Wire Rope S'ing Dept. of Ameri- 
can Chain & Cable Co., Inc... .26-27 
Wisconsin Cuneo Press 164 
Wood's T. B.. Co. 227 
Worthington Corp. : é 32 
Wright Hoist Div. of American 
Chain & Cable 69 
W yeth-Scott Co 238 
Xcelite, Inc 276 
Yale & Towne Mfg. Co. 129 


Yarnall-Waring Co. 117 














FOR THESE JOBS 








SELL THESE 
WHEELS 


CYLINDRICAL GRINDING 





SIMONDS 


ABRASIVE CO. 


Grinding Wheels 


Simonds Grinding Wheels are in 

constant demand for jobs like 

these... jobs being done every 

day in your area. Make this busi- 

ness your business. How? By look- 

ing over your customer list for SURFACE GRINDING 
likely prospects; by telling your 
salesmen to be on the look-out 
for grinding machines in mills 
and factories; by swinging in 
vigorously behind the year-round 
drive of Simonds advertising to 
the metal working industry. 


Remember, everywhere a grind- 
ing machine is in use, the need 
for grinding wheels exists. Meet 
that need profitably with Simonds 
top quality line of grinding wheels. 


CRANKSHAFT GRINDING 
SIMONDS ABRASIVE COMPANY + TACONY & FRALEY STS. « PHILADELPHIA 37, PA. 
BRANCH WAREHOUSES: CHICAGO, DETROIT, BOSTON 


Divisinn of Simonds Saw and Stee! Co., Fitehburg, Mass. Other Si ds Companies: Si ds Steel Mills, Lockport, N. Y. Simonds Canada Saw Co., Ltd, Montreal, Que. 
and Simonds Canada Abrasive Co., Ltd. Arvida Que. 
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NO.15 OF A SERIES 
NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DIS- 


TRIBUTORS AND THEIR SALESMEN 


THE L. S. STARRETT COMPANY ¢ 


THERE’S A STARRETT COMBINATION SQUARE 


OR COMBINATION SET FOR EVERY NEED 


No. 11 
Hardened Blade, 
Cost Head 


No. 33 
Hardened Blade 
ond Heads 


<*> 


No. 9 
Hardened Blade, 
Cast Heads, 
Non-Reversible Protractor 


yA 


* j 
No. 433 
Hardened Biade and Heads, 


Non-Reversible Protractor 


Se 


No. 434 
Hardened Biade and Heads, 
Reversible Protractor 


eee 


No. 435 
Hardened Blade, Cast Heads, 
Reversible Protractor 


rr 


Wherever They See STARRETT 
They See This Seal... 


In every Starrett advertisement, on every cata 
log, folder, mailing piece or display 
ever they see the name Starrett, your Customers 
see this seal. It helps sell the value of Industrial 


Distributor Service to in lustry. 


Here’s How To Sell The Right One 


The Starrett line of combination squares and 


combination sets is designed to provide the 


mechanic with the right size and type oft tool not 


only to suit his needs but at a price to suit his 
purse By understanding the difference between 
the various numbers you can sell combination 


squares and sets more ettectively. 


The popular No. 11 Combination Square has 
a hardened blade and cast heads. No. 33 also has 
a hardened blade plus lroy torged and hardened 
18 and 24” 


heads. Both are available in 4, 6, 12, 


sizes, with or without center head. 


Combination sets are made in 4 types. No. 9 
consists of a No. 11 Combination Square with 
hardened blade and cast heads plus a No. 12 
non-reversible protractor head. No. 433 offers 
the No. 33 Combination Square hardened blade 
and drop-forged hardened head, plus a No. 492 
non-reversible protractor head. No. 435 is similar 
to No. 9 but with No 
head. No 


No. 490 reversible protractor head, 


191 reversible protractor 


134 is similar to No. 433 but with 


Combination sets are available in 12, 18 and 


” 


24° sizes with direct reading protractor graduated 


double 180 degrees. 


INDUSTRIAL 
DISTRIBUTOR 


wher 
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SALES LEADS 


SINCE 188O WORLD'S GREATEST TOOLMAKERS « 





= 


TOOK 


MECHANICS HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS - DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS end SAND KNIVES 





ATHOL, MASS., U.S.A. 


DISTRIBUTOR 
SALES 
PROMOTION PLAN 


secective pinect 


os wane ve mencees FOF 


GETTING YOUR SHARE OF 
“BETWEEN CALL” SALES? 


The 


moton 


Starrett Distributor Sales Pro 


Plan is designed t make 
extra sales calls for only “pennies 
per call’’. It’s a direct mail program 
made to measure for Starrett Distrib 


utors personal 


supplements 
selling, brings in orders you might 
otherwise miss. Put it to work for 
you. The cost 1s small, the results 
are big. Ask your Starrett salesman 


or write for information, 














“After forty years, I've hit 
the Jack Pot!" 





CC 


product 


Why You Can Offer 
longer, Trouble-Free Service 


® The choice of metals used in the R-P&C Rising 
Stem Bronze Gate has a lot to do with its fine serv- 
ice record. The body is cast of high test bronze in 
our own foundry, the stem is high tensile rolled 
bronze, while the solid wedge and seat rings are 
nickel-alloy. 

The design is important, too. The union bonnet 
adds strength and won't distort the valve body or 
threads when it is removed. Fluids don’t come 
directly in contact with the operating threads and 
the rising stem shows position of the wedge. It’s 
easy to disassemble this valve where frequent clean- 
ing is necessary. 

The No. 716 R-P&C Bronze Gate Valve is made in 
sizes |,” to 3", for 200 lbs. steam pressure at 500° F; 
or 400 lbs. OwG, non-shock. It is economical to buy 
and use. 


@ Write our Reading, Pa., office for 
literature on this increasingly 
popular R-P&C Valve 


R-P&C VALVE DIVISION va Ives 


AMERICAN CHAIN & CABLE 


Reading, Pa., Atlanta, Baltimore, Boston, Chicago, Denver, Detroit, Houston, 
New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 





